HE millions of families that want and need all kinds oi 


appliances have made their intentions known in a 


typical American manner: by broadcasting. The 


Smiths, who need a refrigerator and canvassed all the dealers 
n their city, willingly registered their intention to buy with 
is many dealers as they called on. On practically every dealer’s 
counter one of these books has invited the customer to declare 
her wants, and the dealer has fondly regarded these lists as a 
backlog of business. 

In recent months the trickle of merchandise that has reached 
lealers’ stores has put the merit of such registration to a test. 
While dealers in general did not blindly believe that all these 
bona fide, nevertheless, the results to date 


intentions were 


have been less than even the skeptical dealer expected. From 
all over the country we get reports that are pretty consistent. 
\ dealer, for example, who received a few refrigerators and 
who had 76 names on his list—people who had declared that 
they wanted a refrigerator immediately—found that he had 
to call 17 of these people before the refrigerator was sold. 

The same thing goes for other major appliances—washers, 
ranges, radios, where anywhere from six to 20 calls are neces- 
sary before a sale is completed. 

Not only has there been an immense amount of duplication 
in this registration, but a large number of these names are of 
those who registered a year or more and a 


ago, great 


many things have happened since. Many new psychological 
and financial influences are affecting buying decisions now. 
There was a firm confidence a year ago that when the war 
was Over our troubles would be at an end, with rapid recon- 
version and full employment to follow. This point of view 
was general throughout the year, but after the New Year 
has come a series of discouraging events—strikes have been 
a costly experience to a vast quantity of our potential cus- 
tomers and have deeply affected the confidence of a still greater 
number ; the foreign situation has also had an adverse psycho- 
logical effect. These elements tone down buying eagerness and 
encourage delay. Not, of course, enough to offset the great 
accumulation of actual needs, but enough to direct the appli- 
ance dealer and wholesaler to a new and sober view of his 
prospects. 
These lists of 


potential customers have disappointed some 
of the dealers to a degree where they are referring to them as 
lists,” 


“sucker meaning presumably that the dealer is the 
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5 ucker. 


all these accounts we get, although it takes a number of calls, 


They are by no means as bad as that, however, for in 


somebody finally buys. 


Pp RODUCTION is starting again—slowly, but starting. 
Dealers are now pretty well sampled, and the new pro- 
Look- 


all reliance on these 


duction will be increasingly available to the consumer. 
ing ahead only a few months, however, 
customer lists will have to be abandoned and actual merchan- 
dising and selling will be necessary. In planning for such 
merchandising the dealer should take a straight look at his 
competition—not only inside the trade, but at all the compet- 
ing appeals for the consumer’s spending money. 

In the first place, competition inside the trade will be more 
strenuous than has ever been known. The increase in the 
number of appliance dealers to date is fantastic. In many 
communities, where buying power has not greatly advanced, 
we find three or four times the number of appliance dealers 
that existed in 1941. This increased direct competition, some 
of it bound to be an irresponsible character, seriously re- 


duces the possible take of even the best appliance merchandisers. 


VERY kind of publicity has been given to the need, the 
accumulated demand for appliances, which might cause 
some people to believe that accumulated spending power will 
be chiefly directed toward appliance purchasing. This, of 
course, is ridiculous. People also want automobiles, furniture, 
new homes, travel, and many other things of which they have 
been deprived and which represent substantial investments. 
Will they buy a new automobile and impress the neighbors, 
or will they buy new appliances for greater home comfort? 
There will have to be hard selling along all competitive 
lines. Dealers who are going to benefit by business oppor- 
tunities in the appliance field are those who will specialize on 
carefully selected lines, hold their prices firm and do a thorough 
educational and selling job. Dealers have been and are now 


gol 


It’s going to take guts in the future! 
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In a series of Distributor Meetings 


Now in Progress 


i. . 


Duo-Cuerm 


is introducing the most revolutionary advance 





in styling the heater industry has ever seen! 


Alwer Before 


have there been such truly beautiful 


” Fue Oir Space HEATERS 


Completely New — Entirely Different ! 


























This is the kind of merchandise you didn’t expect 
to see until at least a year from now — if ever! 





DUO-THERM Division of Motor Wheel Corporation, Lansing 3, Michigan 


America’s Largest Manufacturer of Fuel Oil Heating Appliances 
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...why profit-minded dealers and distributors 
everywhere are stocking EL Vibrators. 


SIMPLIFIED STOCK! 
LOWER STOCK INVESTMENT! 


FASTER TURNOVER! 
GREATER PROFITS! 


That’s the story in a nutshell! With £2 ’s 
unique standardization plan, now you need 
stock only 4 models to serve the 1122 auto- 
radio models which comprise 95 per cent of 
the vibrator replacement demand. 


LONGER LIFE... PROVEN DEPENDABILITY 


E:Z Vibrators are of the balanced resonance 
type, with 8 contacts instead of 4—twice as 


ASK ABOUT “‘UTILIPHONE”. . . £-Z's new, practical, low-cost 
2-station intercommunication system. Ideal for offices, factories, 
homes and schools. No installation service is required . . . gives 
long-time, trouble-free operation. 
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many as other makes in the non-synchronous 
types. Tests show they provide 33 per cent 
longer vibrator life, with output and starting 
voltages held virtually constant throughout 
the entire life-span. The exclusive features and 
outstanding performance of £:Z Vibrators are 
a product of exhaustive research into auto-radio 
requirements. 

Order from your £2 distributor today! 
Your shipment will include a free copy of the 
new ££ Auto-Radio Vibrator Replacement 
Guide designed for your handy reference. 
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LOAN TO BRITAIN 


... Investment in World Economic Unity 





approval to the proposed loan to Great 
Britain. 

Few other issues of foreign policy in the pres- 
ent troubled world lend themselves to such clear 
appraisal of where our National interest lies. 

In simplest terms, the question is whether we 
should extend to Great Britain a credit of $3°4 
billions (plus $650 millions in payment for lend- 
lease balances) in return for her promise to re- 
pay principal with interest over a fifty year period 
starting at the end of 1951, and her pledge to give 
the fullest possible support to the kind of world 
trading system which it is the declared policy of 
both the United States and the United Nations 
Organization to promote. 


We Can Afford to Make It 


The sum we hazard is not inconsiderable, but 
financial risks have meaning only when related 
to resources. The line of credit provided by the 
loan will amount, at most, to a claim on 2/5 of 1 
per cent of our gross output for the five to six 
year period over which it may be used. The in- 
terest rate charged, while moderate, is higher 
than our Treasury is paying upon current bor- 
rowings. The risk entailed is well within our re- 
sources as a creditor. In the considered judgment 
of the American and British technical experts 
who thrashed: through the intricate accounting 
for three painful months, the amount and terms 
offered will suffice to allow Britain, under rigid 
austerity, to relax her system of foreign trade 
restrictions, and to expand exports sufficiently 
to pay her debt commitments. 

Against the considered risks of extending the 
loan, there must be weighed the certain costs of 
refusing it. Without the loan, Britain has no re- 
course but to maintain and extend the system of 
bloc trading which she adopted under stress of 
world depression and world war. If that is the 
route Britain follows, she will carry with her a 
large part of the sterling area countries — all 
British Commonwealth and Empire countries 
(except Newfoundland and Canada) plus Egypt, 
Iraq, and Iceland—and many of the nations with 
which the United Kingdom has payment agree- 
ments (Argentina, Bolivia, Brazil, Chile, Para- 
guay, Peru, Uruguay, Belgium, Czechoslovakia, 
Denmark, Finland, France, Netherlands, Nor- 
way, Portugal, Spain, Sweden, and Turkey). 

Altogether, the United Kingdom’s orbit ac- 
counts for more than half of the world’s imports 


(CU gpereval should give swift and confident 


and exports combined. It likewise is crucial to 
the trade of the United States. In the years im- 
mediately preceding the war, the sterling area 
and payment-agreement countries provided just 
under one-half of both the import and export 
trade of this country. 

Russia, of course, will continue to conduct her 
foreign commerce exclusively upon a state-trad- 
ing basis. Before the war, the Soviet Union trans- 
acted only a little more than 1 per cent of foreign 
trade business, but its future sphere of influence 
will be large—conceivably embracing as much as 
30 per cent of total international trade. 


We Cannot Afford to Refuse It 


If the weight of British influence in foreign 
trade is thrown toward the Russian pattern rather 
than toward ours, it is apparent that bloc trading, 
with all of is supporting devices—bilateral deals, 
exchange controls, import and export quotas, 
subsidies, currency manipulations and the like 
—will be the prevailing pattern for foreign trans- 
actions. 

In self-protection, the United States would 
have no alternative but to conform to the domi- 
nant pattern. We should be forced to form our 
own bloc, and to enter into active economic war- 
fare in bidding for trade concessions against the 
offers of our rivals. How well we would do this 
is problematical. To the game we would bring 
the largest economic potential in the world. But 
our handicaps would be equally impressive. 

First, under a system in which political and 
economic motivations are inextricably fused, a 
democratic nation, and particularly one with a 
tradition of freedom in its domestic enterprise, 
would operate at a great disadvantage. We should 
inevitably be driven toward more and more gov- 
ernment control of our entire economy. 

Second, with a pattern of foreign trade in which 
our exports habitually are greater than our im- 
ports, our bargaining position in international 
trade is much weaker than our over-all economic 
strength would suggest. Under state-controlled 
trading we should still find it difficult to compete 
successfully without resort to loans, and under 
these conditions our loans would be supporting 
a system alien to our choice and interest. 

Third, under a regimented system which made 
economic decisions subservient to political con- 
siderations, it is virtually certain that the volume 
of world trade would shrink. That was the clear 
experience of the nineteen-thirties. Thus, the 
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standard of living in the United States would 
suffer in common with all others, and we would 
be forced into a particularly drastic curtailment 
of certain war-expanded segments of our econ- 
omy, at the very time when a large portion of the 
world is most in need of the products they can 
produce. 


Weighing the Alternative Costs 


In the years immediately ahead it is certain 
that from two-thirds to three-quarters of all inter- 
national trade will be transacted either in pounds 
or dollars. If both circuits are linked in a de- 
termined effort to restore competitive world 
markets, to which buyers and sellers alike have 
access without discrimination, that will be the 
dominant system of foreign trade. If the sterling 
group with its satellites organizes a closed grid, 
our exclusive effort cannot preserve the trade 
pattern that we believe offers most to us and to 
the world. 

No one can accurately measure the costs to 
the United States of refusing the loan and ac- 
cepting the consequences. But unquestionably 


.they would dwarf to insignificance the sum risked 


in the proposed credit. We would lose through 
the shrinkage of our trade, through the wrench 
of violent readjustments in our production pat- 
terns, and eventually through the curtailment of 
our over-all output below what it would be under 
an open rather than a closed system. We would 
lose heavily in economic liberty under a pro- 
cedure that can be followed with success only 
by a close regimentation of production as well 
as trade. 

Most of all, we would lose in prestige, through 
demonstrating that we are still unprepared to 
exercise a world leadership to which our giant 
stature as the possessor of almost half of the 
world’s economic capacity entitles us. Once again 
we would be exhibiting to the world political feet 
of clay supporting an economic frame of heroic 
proportions. 


It Is Far from a “Soft” Bargain 


There has been some disposition in this coun- 
try to regard the loan to Britain as a somewhat 
“soft” and generally unprecedented transaction 
that smacks of charity. This is the sheerest 
nonsense. 

In the first place, the kind of economic sys- 
tem we want has never functioned and cannot 
operate now without a lender. For many decades 
prior to World War I Great Britain filled the 
creditor role. In 1913 her foreign investments 
totaled $19 billions, and she not only made such 
transactions pay, but they proved her salvation 
through two grim wars. Her credits helped in 
the industrial development of a large segment 
of the world, including the United States. Of all 
the nations in the world, only the United States 
can assume now the mantle which Britain no 
longer can support. 





In the second place, the terms of our proposed 
loan to the United Kingdom are far from easy. 
Britain put a substantially greater proportion of 
her relatively meager resources into the war than 
we did, and dissipated a large share of her for- 
eign holdings in the process while accumulating 
an outside debt of crushing magnitude. On a per 
capita basis her internal debt is greater than ours. 
Many Britons feel that our proposed loan is too 
small, and its terms too rigorous. If the amount 
proves to be inadequate, we shall have to con- 
sider supplemental aid at a later date. But the 
majority believe that the present offer gives a 
fighting chance to restore the system of world 
trade that we and they both want, and upon which 
the World Bank, the Monetary Fund, and the 
International Trade Organization under United 
Nations aegis are based. It is certain that with- 
out our loan all of this will go by the board. 

In the third place, our proposed loan is far 
from being without precedent. Canada, which is 
linked by far closer economic ties to us than to 
the Empire, already has provided for a loan to 
Britain of $1,200,000,000. This amounts to almost 
a third of what we propose to lend, although 
Canada’s population is less than 10 per cent, and 
her income is little more than 5 per cent of ours. 


Shall the United States Lead or Follow? 


The way to exercise leadership is to lead. 
Nothing could be more futile than to go half way 
toward establishing the economic order for which 
we stand, and then withhold the crucial measure* 
that will make it work. Failure to approve the 
loan to Britain will be a clear default of leader- 
ship/ Failure to approve it promptly will dissi- 
pate its effectiveness. 

It has been officially stated that the British 
loan is a unique case that will establish no prece- 
dents for further credits to other nations. It, is 
exceptional in its importance to our aim. But 
if the United States expects to make its economic 
program the pega gy for world trade, it 
must continue to exercise the creditor function 
without which thaf*program cannot persist. 

The most that we should ask is that future loan 
transactions be scrutinized as was this one to see 
that they offer comparable security and com- 
parable return in support of the program for 
which we stand. 

For the loan to Britain, it can be said that 
never before has one nation had an opportunity 
to gain so much at so little risk as has the Unite | 
States in this uniquely decisive case. 
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earning the TRICKS 
of INSTALLING|C 


Complete kitchens are being sold by one metro- _ 
politan dealer who has the following sort of ar- yt 
rangement with a remodeling firm. He pays it: By TOM BLACKBURN — 

4 $s $e 
Pe a a traced 
or wall cabinets, $2 each. signed 


waiting 


A BIG CITY FIRM DOES IT THIS WAY 


For installing a single bow! 




















































































sink at existing location, $15. OWARDS die many deaths, end up with a group in the kitchen get- are 
brave men but one. This copy- ting snacks out of the refrigerator, soll impos 
For installing a double bow! book motto probably “sei the kitchen idea has the ie of fash aia 
sink at existing location, $25. the schoolroom wall at Connersville, ion. One modern kitchen properly in-§ pipes 
Indiana, where Kenneth Cook coached _ stalled will sell seven others. Womer§ cyt ; 
Running pipe, moving radiators, shortening win- his “Murderer’s Row” basketball team, like the style of these new kitchens, ies 
dows, installing soffits, etc. are not to be consid- his ferocious football team, long before and you can depend on the housewife coppe 
- ered as installation cost but to be treated rather he ever thought of selling complete selling her husband on the idea.” ft ha 
as a remodeling cost which all potential customers kitchens. — : _ _ But the shock of installing a kitchen awkw 
ore fantiliar with. Chere in the ivy cloistered walls of is as chilling as a fall into an icy mill lution 
the school, he saw that the smack of a pond. Few dealers have any idea o/ : 
pigskin between the ribs gave a player how crazily built rooms in most older to pr 
a better grasp of actuality than all the houses are. The floors sag in the mid-§ of a 
blackboard skull practice ever invented. dle, the walls are cockeyed. There are} jowe: 
Facts of life like these were what a pipes running up at the wrong place. the ¢ 
r boat load of distributors found them- radiators get in the way and nothing slip 
selves up against recently when they seems to work out with the smooth pre-ff has | 
were trundled into Connersville, head- cision of the laboratory models. at he 
quarters of American Central Mfg. Co., So in the classroom of American§f |ittle 
to learn the complete kitchen business. Central where Kenneth Cook teache:§ shut 
School was the order of the day, and his proteges, there are a number o/§ sink. 
for four days they were put through — kitchens that offer every difficulty that § 4 dr, 
every actual situation they would ever has ever driven kitchen men insane. 4. 
encounter in installing kitchens. Even Consider some’of the mental hazards § dow 
energetic Gus Nelson of Oklahoma City the students run into: plan: 
discovered himself in a concentrated 1. The protruding chimney. Suppose § prob 
course that left him breathless. you want to put a nice work surface inf} move 
one portion of the room and part of the f you. 
lectefetion fe Problem wall sticks out. What do youdo? The «f 
“It is the installing of complete kit- answer is’ very simple. You merely § peth 
chens that throws the dealer—not the measure up a base cabinet top and the § hjms 
selling,” Kenneth Cook declares. “The jutting corner, and cut a part of the§ job ; 
public is ready for them. Every woman __ top out so that it will fit flush up against f up 
for years has been seeing lovely white the wall. The metal in cabinet tops 1 § hand 
steel kitchens in the magazines, and easy meat for a bandsaw. bree 
thinks they’re the nuts. Most parties 2. Pipes along the wall. Old homes 
Windows. The top of sink actually comes to where Ken Cook hes Radi 
his thumb. By putting a '/2 in. board behind appliance, a net radia 
appearance is given to job. From the outside it appears as ¢ § Ut < 
draft deflector. 
Protruding chimney. It is always a surprise 
to learn that a base cabinet top can be 
easily sawed and fitted snug up around the 
projection. 
> 
Protruding pipe. Cut a recess through the 
plastering, and run up new copper pipe in- 
side, joining to the old pipe at ceiling and 
floor. By using copper you sidestep trouble- 
some threading jobs. 














‘chen get- 
erator, s 
t of fash 
perly i 
Womer 
kitchens 
1OUSewIte 
ea.” 
a kitcher 
1 icy mil 
y idea « 
lost olde 
the 1 
Phere are 
ng place 
1 nothing 
ooth pre 
els. 
Americar 
« teaches 
amber « 
tulty that 
insane 
l hazards 


SUppose 


urface ir 
art of the 
do? The 
u merel\ 
> and the 
rt of the 
|p against 


et tops Is 


Cook has 
e, a neat 
pars as @ 


Dealing with prospects. Set up an area in 
proportion to actual kitchen. Let your pros- 
pect place plastic blocks, also in proportion, 
representing, appliances, etc. Once kitchen 
s set up, with salesman's help, it can be 
traced using plastic blocks as templates and 
signed tracing constitutes order. This avoids 
waiting for blueprints. 


specially have the darnedest habit of 
aving pipes sticking out, making it 
thrust cabinets flush 
iainst the wall. Solution: Saw the 
ipes off at the floor and the ceiling, 
ut a recess into the plaster and run 
1p new pipe within the wall. By using 
opper pipe you sidestep the necessity 
i having to thread your old pipe in 
wkward places. There’s another so- 
ution if it’s a brick or concrete wall. 

3. Windows. Sometimes you want 
to put a sink or base cabinet in front 
f a window. Maybe the window is 
lower than the sink and the effect from 
the outside is that of a girl with her 
slip showing. At the school Ken Cook 
as his boys cut off the window casing 
at height desired, make up a sort of 
ittle soffit that rests on the window 
shutting off the view of the back of the 
sink, and from the outside it looks like 

lraft deflector. 

#, Radiators. Radiators under a win- 
low often appear to block the best laid 
plans of mice and men. But this is no 
problem because radiators can be easily 
noved, as any master plumber will tell 
you 

“By doing these things,” says Ken- 
eth Cook, “a man gets confidence in 
umself and feels that he can tackle any 
ob of installation he is going to come 
ip against. The feel of tools in the 
and, just like the feel of a football, 
reeds assurance and self confidence.” 


mpossible to 


Radiators. 


out of the picture and re-install. 


You would be surprised how many people think that 
radiators can't be moved. Actually, it is no trick at all to lug them 


Distributors go to school at American Central's plant in Conners- 


ville, Ind., in order to teach dealers how fo pian electric kitchen 
installations and how to put them in when they are sold 


CICOMPLETE KITCHENS 


In the schoolroom the boys also 
run through installations on slide films 
showing just how the jobs in various 
kinds of homes stack up. Incidentally, 
they also learn that it isn’t necessary to 
fill up every nook and cranny of a 
kitchen with steel cabinets. It is sur- 


Use all manufacturer helps you can lay hands on. 
of films and displays available to help dealers sell, and dealer is 


prising how well the kitchen looks 
even if there is a little space left over 
for a breakfast nook or planning center. 


After the hurdle of installation is 
solved, and the students discover that 
they can shim bases and wall cabinets 
and make them true with any kind of 


There are a lot 


foolish who does not employ these to stage his sales. 
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a new 


wall, the boys are ready for 
step. 


Laying Out Kitchens 


The new step consists of learning 
how to lay out kitchens. Kenneth Cook 
has a few words on this subject. 

“It has been discovered that blue- 
prints are a stumbling block in the 
process of selling a kitchen,” says Mr. 
Cook, “In the first place the average 
man and wife cannot read a blueprint, 
and in the second instance, there is a 
great chance of the customer cooling 
off between the time the blueprint is 
drawn and when it is brought over for 
the signed order. 

“Instead, the simplest way to present 
a new kitchen to a husband and wife is 
to square up an area the same size, in 
proportion, to the kitchen that is going 
to be completed. Sit down with the 
husband and wife and take out some 
prepared plastic blocks which are also 
in proportion to the size of the refrig- 
erator, range and various cabinets that 
are going into the kitchen. Then let 
the wife and husband place the plastic 

(Continued on page 68) 




















MASTER BATHROOM—Unusual bathroom installations, shown in 
the three accompanying pictures, include: concave mirror lighted 
from rear by “Circline’” fluorescent lamp; ceiling sunlamp and infra 
red lamp, together with 150-watt reflector-type bulb; electrical tooth 
brush; electrical shaver on spring cords in steri-lamp cabinet; hosiery 
drying ‘cabinet, radio and ventilating fan. 




















{ERE has been a lot of talk 

ibout what the house of tomor- 

row is to be like. Both house- 
wives and electrical dealers have been 
making their future plans with its 
equipment in mind. Fritz B. Burns, 
builder of several thousand homes in 
the Los Angeles area and now presi- 
dent of Kaiser Community Homes, 
decided to materialize the dreams and 
turned over to Joseph H. Schulte, di- 
rector of the research division of his 
company, the task of tracing down the 
new ideas in the minds of manufactur- 
ers of building materials and household 
equipment. These ideas have been 
analyzed and sifted and incorporated 
so far as was possible into the design 
1 what has become known as The 
Postwar House. This has been con- 
structed and is now on exhibit in Los 
Angeles. Walter Wurdeman and Wel- 
ton Becket are the architects. 


Fritz B. Burns, Los Angeles 
Kaiser Community Homes, 
which incorporates many 
of electricity as well as 


This is not a “model home” in the 
strict sense of the word, but was con 
structed for the purpose of helping to 
crystallize opinions of both industry 
and of the public as to what-portion o/ 
the new equipment and building 
methods are actually practicable and 
desirable additions to modern living 
Comments of the visiting public are 
noted and analyzed with the idea tha 
their verdict as to the desirability oj 
the various innovations displayed will 
determine what is actually to be in 
cluded in the home of tomorrow. Ex 
perience with the construction tech 
niques experimented with will be made 
available tc interested government 
agencies, to builders and to the public 
at large. 

The architectural style of the house 
is modern, and takes full advantage o! 
outdoor as well as indoor beauties 
considerable attention is paid to making 
the garden a usable living space and a 
constant source of beauty, both by day 
and night. The house is completely air 
conditioned with the Chrysler Airtemy 
packaged air conditioner. Minneapolis 
Honeywell thermostatic control, utiliz 
ing the “Moduflow” principle, make: 
possible the maintenance of an eve 
temperature in the various rooms 4! 
all times. A Westinghouse precipitro 
precipitates dust from the air, greatly 
lessening the problems of houseclean 
ing. Since plant pollens are also elimi 
nated, it is expected that asthma and 
hay fever sufferers will be helped—and 
experiments are to be conducted t 
provide data on this point. 


Lighting Features 


Much attention has been paid to the 
lighting features of the house, which 
have been carefully engineered to meet 
the requirements of each room. A new 
type of flush lighting, utilizing the 
same principle as that employed in 
automobile headlights, is used where 
diffusion of light is desired. The new 
Westinghouse slim-line fluorescent in- 
direct lighting is used in the living 
room. In the bookcases, neon tubes 
are used which can be regulated to 
low, medium or bright intensity as 
required, by turning a dial. Neon and 
fluorescent tubes are employed in kit- 
chen cabinets and linen closets. Steri- 
lizing lamps are installed in bathrooms 
and in the kitchen. A special type of 
bulb is used in the greenhouse and 
garden lighting which contains spec 
trum colors in the glass, to bring out 
the full natural colors of the flowers 
and foliage. A new type of switch 
which works on relays permits the use 
of bell wire to the switches, eliminating 
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Ebf TOMORROW..? 


der, and president of 
uilids a “dream house” 
{ the future applications 
ectronics. 


pstly conduit. Small lights in plastic 
shplates glow at night to indicate 
e location of switches. Outlet plug- 
strips are installed in the baseboards 
>) permit flexibility in the use of 
mps am] household equipment. 


Electronic Controls 


Of especial interest are the electronic 
ind control features of the house, 
hich were worked out by Wm. W. 
Brockway. Radio reception is pro- 
ided in every room, some of the in- 
ruments being operated by remote 
ntrol, others serving as individual 
ts. Loudspeakers are located in the 
ving room, both bedrooms, kitchen 
nd patio. Standard reception, F. M., 
honograph or music over telephone 
ires from the Musak Studios (Mu- 
ak) may be dialed. All four types 
f programs can be received at the 
me time in various rooms, since each 
mote loud speaker has its own unit 
pntrol. An RCA  projection-type 
levision receiver is built into the wall 
the living room. A Webster auto- 
atic record changer is connected to 
he radio installation by relays and can 
operated through the remote control 
ystem. A Radiotone home recorder 
installed in the living room and per- 
its the recording of voices or of radio 
ograms. It can also be used as a 
budspeaker. 
An intercommunications system per- 
(Continued on page 104) 


















COMBINATION LAUNDRY-KITCHEN — A gas range and refrigerator were used here because electrical manu- 
facturers approached were not prepared to build console-type refrigerator. Refrigerator (not shown) is doorless, 
with the food reached by pull-out drawers. Suction ventilating fan to attic, with washable grease filter, lights 
under cupboards, as well as general illumination in provided. Garbage disposal unit (Givens Machinery Co.), 
is part of sink equipment. Dishwasher is a Kaiser hydraulic model. A swinging shelf for mixer and other 
special cabinets for electrical equipment are special features. Housewife’s desk is outfitted with master inter- 
communication unit, as well as controls for sprinkler system, garage door opener, telephone, radio, etc. A frozen 
food cabinet (Weber Showcase & Fixture Co.) and a Westinghouse Laundromat, clothes dryer and ironer are 
on the opposite wall. A sewing machine (Free-Westinghouse) is installed on a swinging door which conceals it 
when it is not in use. Steri-lamps are mounted over utensil drawer and in the cabinet housing pots and pans. 
Package receiver which automatically locks when a package is inserted is another feature. 
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That right hand is Harry Miller's trade-mark. It proves he isn't afraid to tackle a machine needing repairs. 


DIVIDENDS 


The man who isn't afraid to service washers has first 
call on future business, says Harry Miller of Chicago 





By means of some inexpensive decalco- 
manias, Harry Miller gets his name on every 
appliance he sells, together with his tele- 


phone number. 
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DOZEN years ago, when Harry 
Miller started his own business 
in Chicago, he didn’t have a pot 

to throw out the window, to use his 

own words. Today, at 7805 South Hal- 
sted St., stands the firm of Harry 

Miller, Inc., and he is probably one of 

the best known of the seven pages of 

Millers in the Chicago telephone direc 

tory. 


= 


He probably owes it all to the fact 
that he learned to be a machinist in 
a machine shop and wasn’t afraid to 
get his hands dirty. 
all sorts of 


Came the war, 
washing machines had 
to have repairs, and Harry Miller’s 
business bounced upward. 


Machine Shop Store 


Go into his store—handy, right 
where the street car stops—and it has 
all the 


machine shop. 


atmosphere of a_ well-run 
Harry has made no 
bones about burgundy or chartreuse 
walls with fishnet trimmings. He had 
the floor, this occurred, 
full of old and moderately new equip- 
ment, parked along with his new sam- 


when visit 


APRIL 1, 


ple model washers. You could bet 
your bottom dollar that any of them 
could be plugged in and would work. 

And it didn’t take a pair of gimlet 
eyes to gaze right ahead through the 
store into machine that 
rigged up like a mechanic’s dream. 
A “Keep Out—This Means You” sign 
prevented exploring, but there was 
plenty of evidence that a volume of 
work was passing through that shop, 
and it was evident that the jobs on 
the floor had had a going over. 

“People at last have become con- 
scious of the fact that appliances they 
buy are machinery and have to be re- 
paired,” says Harry Miller. “They 
don’t mind it at all if you have a little 
grease on your hands when you talk 
to them, any more than they worry 
over the appearance of the fellow who 
is repairing their car. The service 
jacket is appropriate, understood and 
convincing.” 


shop was 


Rents Washers Out 


The store has 700 washers out on a 
rental basis. This practice was started 
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Miller's have had a policy of giving small appliances to tipsters, and trade-in deals. 
As a result, the store has built up a business in small appliances. 


ack in the days when you rented a 
vasher with the idea of scouting around 
weeks after the family got 
ittached to it and closed up the deal. 
Came the war, and Harry ceased sell- 


1 Iew 


ng washers, merely renting them. 
Some are coifi-operated and others 
ire not. He doesn’t want to sell them 


now They are too good an entree 
into the homes where they are placed. 
“I can’t see why a small dealer can- 
be individual in his efforts to 
ract trade,” declared Mr. Miller. 
Big, downtown stores 
ffer plushy restrooms, lectures and 
by tending departments to lure 
people in. Why should a small store 
be different? We have found it pays, 


department 


vhen customers turned in leads, to 
lways give them gifts. People re- 
bet gifts 
One-third of the small appliances 


we have passed out have been used 
as tokens of appreciation, as trade-ins 
on washers. We used an electrical 
blanket as a premium when it was 
being pioneered, and as a result, found 
that it sold two other blankets. If 
it costs $10 to get a new account on 
your books, what difference does it 
make if 
get it? 


the dealer gives a toaster to 


Candy for the Kids 


If a mother comes in to make a 
payment with a Harry 
Miller stoops down and gives the kid 
a candy bar. Result, he has all the 
kids in the neighborhood fairly pull 
ing the skirts off their mothers to get 
them into his store 

Known as a washing machine firm, 
Miller’s does not carry a torch for any 

(Continued on page 70) 


youngster, 


The Miller shop wouldn't win a beauty prize, but there is a lot of merchandise here, 


all in working order and the neighbors know it. 











Aw 
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am mage: 








The repair desk is the greatest institution a small dealer ever had. Customers come up 
to it without any advertising or solicitation—and pay cash. 


This is a milling machine, built by Harry to put tongues on wringer rolls. 


2 minutes what it takes a half hour to do by hand filing. 
press used in pushing out bearings, shafts or anything broken. 
the job. 
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There. is an excellent reason why table sets displayed on these shelves always demon- 


strate perfectly, with plenty of volume, when prospect turns them on. 


Wide moulding 


around top of wood paneling conceals fluorescent lights 


Central section of store is ready for consoles and combinations—to be displayed on 
floor stands also built by Wintermute. Overhead frame piece and short butt partitions 


separate departments. 


ONE-MAN radi 


ration, 


clicks 


» and television 
into 


indeed 


moving 
well 
it accomplishes 
rent and entire 
truck 


living 


Pay 
maintenance 
good the 
ywner and his wife (3) Kicks through 
yr complete store modernization, with 
elevision room and radio sales fixtures, 
» the tune of $1700 so the outlet is all 
et for intensive selling. 
This was the score for V. M. Win- 
ute Radio Service, Plainfield, N. 
at the end of last year’s operation. 


2) Provides a for 


Left rear is bay television demonstration. 


12-month period ending 
Vern Wintermute filled 
out 5,461 service tickets. To produce 
the attractive, efficient result shown in 
the accompanying pictures on $1700, 
however, this old-timer in radio busi- 
ness contributed liberal portions of el- 
bow grease long hours, often 
working a full shift on Sundays. 


During the 


September, 


over 


Started From Scratch 


Since this building formerly housed 
a restaurant, he started from scratch. 
When the owner of the building agreed 
to make important rent concessions 


A Small 


V. M. Wintermute of Plainfield, N. J. says that 
one year's radio and television service paid 


the cost of the complete renovation job 


By LANSDELL ANDERSON 


during the early years of a long lease, 
the owner also left all renovations in 
side the store strictly to the Winter- 
mute pocketbook. The $1700, 
ever, covered everything from paint to 


how - 


floor coverings, from window remodel- 
ing to substantial partitions, and from 
lighting to sales fixtures. The used- 
fixture market proved helpful on one 
major item, but otherwise this was en- 
tirely a hand-tailored job, completed 
on the premises. There wasn’t any 
left over for outside labor. A 
circular saw’ was the only power tool 
used. 


cash 


Today, except for signing up one 
man who will be employed to handle 
store traffic, Wintermute is nicely set 
for specialty selling. Sales are backed 
by an efficient service organization 
which is built around two capable men 
and soon may be expanded. 

The store is 21 ft. wide by 62 ft 
deep, with basement to match. The 
location is A-1. Plainfield, with a pop 
ulation of 37,469 in 1940, is 17 miles 
from Newark. 

Vern Wintermute needs no coaching 
on the inside angles of radio business 
From long experience he knows them 
thoroughly. For example: 

Table model sets are displayed to ad- 
vantage on hollow shelves along a side 
wall—and concealed inside those hol- 
low shelves is one phase of the story 
behind the perfect demonstration given 
by each and every one of these table 
sets at the customer’s touch. Enclosed 


in the shelving, which is of plywood, 
is a built-in loop attached to a transmis- 
sion line. This is a noise-reducing 
type of antenna. The small loop con- 
tained in the table set only has to reach 
out a foot to the large loop in the shelf 
to make its pick-up. In this way, the 
volume strength of the set is doubled. 
There is no need, on a signa! which 
otherwise would be weak, to swing a 
midget around to hear the station satis- 
factorily. 


Fluorescent Lighting 


The wood paneling used to dress up 
the walls is capped by a wide mould- 
ing, about 30 in. from the ceiling. In 
the recessed top of the moulding, hid 
den from view, is a continuous string 
of fluorescent tubes, providing shadow 
less indirect light throughout the store. 
Each fluorescent tube has its own filter 
and the running channel sections 
connected by a soldered wire strap. A 
set within two feet of this installat 
gives a perfect demonstration. To 
shield the radios from any possible in 
terference noise produced by the rays 
of the tubes, Wintermute covered the 
fluorescent installation with 
screening, the usual mesh employed in 
window screens. Not only does the 
screening accomplish this purpose, it 
softens the indirect fluorescent 
lighting, resulting in a very pleasing 
effect. 

The general layout of the 
creates an impression that there 


copper 


also 


store 


Pedestrians passing front window can see clear through store to this main-floor service 
department from which Wintermute can keep an eye on all inside activity—through 
window in television bay—while checking a set on testpanel. 
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separate departments, each inde- 
Regardless of 


th one a customer visits—accord 


g to whether interested in small re- 


ers, onsoles, television, or service 
feeling of exclusiveness prevails, 


with other customers only a few 


way in the adjoining sections of 
small store. Such exclusiveness, 
ver, is quite illusory, because the 
arrangement actually is so closely 
t that one man can easily keep 


rything under perfect control at all 


es regardless of where he may be 


med. There is natural access be 
en all departments, which are wide 
mmediately inside the entrance, at 
corner of the building, the first 


20 ft. deep, is used primarily 
spl iy table sets 
entrated on the hollow 

w, a long cabinet carries the stocl 
en the customer reaches for his 


One group of sets 
shelves 












Vern opens the cabinet door 
the particular demonstration 
model selected and pulls out a pre- 
tested wrapped set of the same model, 
ready for the purchaser to tuck under 
his arm. . 

Centered in this same forward sec- 
the i fixture 
which Wintermute designed and built 
to suit his needs after studying fixture 

a store planning booklet 
circulated The 
stock of small sets and portable players 
displayed on this fixture is carried in 
tl far side. 


wallet, 
below 


tion of store is a floor 


pictures in 
by’ a manufacture 


the base, behind doors at the 
Now an addition 
to one end of this fixture, extending 
rounded “L” As on 
ie side-wall shelving, all sets displayed 


under construction is 


it into a 
tl 


hane 
shape. 


here are also hooked up, ready to 
demonstrate when a prospect turns the 
control switch. 

Phe floor covering is heavy, quiet 
and attractive. It is a high-quality 


$ repair volume mounted and capable men were employed, service headquarters 
ere shifted to basement, leaving the main-floor department a service receiving room 
and testing department—also a sales influence. 
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tomorrow's selling. 





linoleum in a checkered pattern which 
is unbroken except for a solid strip 
across the floor between departments. 


Consoles in Center 


The central section of the store, al 
most as deep as the table set depart 
ment, is arranged for display of large: 
radios—the consoles and combinations 
—when they come through to dealers. 
The main fixture in this section is a 
louble stand which provides for dis- 
play of two to four or more sets on 
A single platform fixture 
of similar type lines each side wall in 
this department. 

Aside from a solid strip across the 
linoleum, the idea of a division between 
these two departments is fostered by 
small butt partitions jutting out from 
the side walls and connected by a frame 
piece overhead at the same height as 
the moulding—in effect like a square 
The butt partitions make a con- 
venient end for the hollow shelving in 
the first section as well as ends for the 
single base stands along the side walls 
in the console department. 

Three incandescent spotlights, in- 
stalled flush in the ceiling, highlight 
merchandise displayed on the centered 
floor fixtures in these two departments. 
At the same time they give an even 
and warm tone to the general lighting 
throughout the store. Everything on 
display can be seen from the street 
through the front or side window, both 
of which are lighted by incandescent 


each side. 


arch. 


spots. 
Instead of the window base being 
open on the inside toward the sales 







This fixture centered on the floor is the first section of the store 

inside ihe main entrance, was built by Wintermute after he checked 

through a radio manufacturers’ store-planning booklet for design 
ideas, adapting a model illustrated to his needs. 






Moving into this building about two years ago, V. M. Wintermute 
stressed radio and television repairs, meanwhile getting ready for 
Side entrance at right is to service depart- 


ment in rear of store. 





floor, Wintermute backed these 
windows with metal partitions which 
have sliding glass panels for access to 
window display area and provides un- 
obstructed view into the store from 
the sidewalk. These backing parti- 
tions, in a harmonizing natural wood 
finish, purchased second-hand. 
Although the windows necessarily are 
rather small in a store which is only 21 
ft. wide, they appear quite large. This 
is due principally to the wall mirror 
he fastened in place at end of 
both windows. 


two 


were 


each 


Television Demonstrations 


demonstration room 
bay, 10 ft. wide 
and 9 ft. deep, with ceiling and walls 
finished off in sheet boarding behind 
which there is a couple of inches of 
rock wool to further deaden extrane- 
ous Heavy carpeting, rather 
than linoleum, was chosen for the floor 
covering. The space between the false 
ceiling in the bay, about 3 


The television 
in reality is an open 


noise. 


ft. lower 
than elsewhere throughout the store, 
is used for storage. 

The 200-watt ceiling light, a flush, 
square fixture with ground glass face, 
is controlled from zero to full bright 
ness by a variable transformer. Dur- 
ing demonstrations, Vern 
maintains a low intensity of lighting, 
barely sufficient to outline the set and 
the room. Comfortably seated, the cus 


television 


omer does not have to fumble around 
in the dark for a smoke or to find an 
ashtray, which might pull his attention 
ithand. After 


106) 


from the main business 


Continued on page 
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In the jewelry business "selling up” is NOR aT) 

a fine art and-credits are under close CREDIT JeweLens 
. b e , 

scrutiny, says ‘Norman, Kernis o 

Chicago, who gives.his views on the 


prospects ahead in appliance elling 








$225 worth of electricity a month keeps Norman Jewelers the best lighted place | 
the block. 


WN Vi Meng s 
a 
PAS Teéweler 





~ 
with $15§000 in \has been on tlie job is import 

Norman Kernis and his new Chicago store. Note how appliances will have a “VY capit@. He was lucky in) 4nd 
separate entrance. 


his or her former address 
ion, ft ate in having the “You must get a full credit appli 
war togs a lot Hf buying power in the tiod, no matter how small the sale 1 
laps « is c¥stomers, but in organ- says\Norman Kernis. “Get the m 
izatign Normgn has thought out some job, where he works at the first 1 
ang}es ‘ 6 own. ing. If the price seems beyond 
showered with kisses if he Acquies The cashgr’s cage is the heart of means, -you can tell him you hav 
is told he is a cad and afeur if he the Normag store. The cashier is a recheck and make delivery later. N 
a run- owder. very impoftant person. In the first days when the customer has a | 
well t l ] t place, virthally everything is sold ou cash we find it worthwhile wl 
a time payment basis, and the cus- can almost pay for the thing 
tomer has to come in every week for him to buy a larger item. With 
payments how long he has been on the job ts 
Here is how the system operates: important bit of credit ini 
Buy a ring on time and you are’ Ifa short time, we don't buil 
invited to step into a sort of little 
telephone booth to give credit informa The jeweler can teach appliance men cre 
tion. It is impossible for more than handling. The blank is filled out private 
one person to squeeze in. The idea 
of having the credit booth so small is 
to exclude other members of the buy- 
South Hal-  er’s party from listening. The old 
to stand psychological twist, that “three peo- 
a jewelry ple make a crowd,” is what makes it 
| business with difficult to get a party to open up and 
vho don’t give credit information if he or she 
present is with someone else. 
The credit application blank is called 
“a confidential acquaintance blank.” 
There are a lot of questions in it but 
the important ones are, whether the 
party is housekeeping, owns property 
1 is rooming. How long he or she 
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a lot of cash. 


n if he can pay 


large down payment from a fel 
ho has been there a long time, 
ld him up. On dubious cases, 
e down payment is enough to 


e cost, we often take a chance 


payment. If the credit appli 
m sounds bad, you can tell your 
pect, ‘I must verify it with the 


epartment.’ 4 
We're trying to get customers in 
and to keep them con 
t s,”’ says Mr. Kernis “We 
in this time they will. buy 
tems, so that if their credit is 


1 


regardless ot the amount, we 


its of customers are arranged by streets. 
This will be handy for outside salesmen. 


c 


The 16-ft. 


“small. One of the 


* 
\ 

ere 

} 

| Ral 

; 
+3 
a 


store flares out in the rear, making room for appliances. 


= Se 


ees 


Norman Jewelers will soon 


expand to fill three store spaces 


PLIANCE BUSINESS 


wal] sell it on time. If a party qualifies 
for a $5 item O.K.., 
important 
didn’t 
counts 


the amount is not 
Up to two years ago we 
following ac- 


have a person 


However, our losses were 
advantages of get- 
ting people in to pay their bills in the 


‘hello,’ 


the salesman can run and look over 


store is that they learn to say 
their card, and while they are in the 
store help them buy something else.’ 

In the Norman Jewelry the credit 
blank 18 combined with a sales con- 
tract, and on the reverse side is a 
judgment note from the guarantor 


\lso in the credit department is a 


book of wage assignment blanks, kept 
separately because in Illinois a wag: 
assignment cannot be made part of 
the original contract. 

Girls at the cashier’s window. like 
Miss Ruth Wasserman and Miss Cath- 
erine Sharping, have an uncanny recol- 
These girls can 
keep tab of customers who are nearly 
paid up and ready for more merchan 


lise, and also they can suggest new 


lection of names. 


Vv 


things in the store to people as they 
come in to make payments. One of 
the features of the future is going to 
} 


v¢ a bell which permits them to bring 


an appliance salesman who 


The store revolves around the cashier's cage. When customers are nearly paid up, 
a touch of a button will bring a friendly salesman. 














can be introduced to jewelry customers 
who are nearly paid up 

On Thursday and Saturday nights, 
manned and 
there is a constant string of people 


both credit booths are 


in the store. 
Operation of Store 


“T have been in the jewelry busi- 
ness since I was 14 years old,” says 


Norman. “I know that in the jewelry 


selling atmosphere. 


business you are 


You are selling something the public 
i 


doesn’t know much about. To succeed 
you have to prove to them you know 
vour business in terms that they will 
understand. Let’s cite the case of 
Lieutenant Swanson, a WAC. She 
brought in a watch that had been to 


1 


half a dozen jewelers and they couldn't 
hx it, We 


overseas So impresses 


repaired it and she took it 
1 was the far 
ily with the job they have been buying 
get the best 


equipment we can for our work, and 


from us ever since. We 
it impresses customers. For example, 
[ can show vou a device that will 
check the timing of 
ninutes. 


a watch in a few 
have to 
diamond 


Ordinarily you 
leave it overnight. In ou 
business we have a big enough stock 
that any girl does not feel she has to 
take her boy friend downtown to look 
over a representative line. 


(Continued on page SO) 
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iF Won't Be |_Long N OW. 


Sam Alberts of St. Joseph, Mo. has been getting 
ready for the boom by modernizing his store, 


enlarging his service department, training new 


sales personnel, advertising, taking orders for 


future delivery and cultivating rural prospects 


By GRIER LOWRY 





ABOVE 


Cooking schools, course in quick freezing 
techniques and instructions to housewives 
on the proper operation of appliances, are 
scheduled at the Alberts store. The model 
kitchen (incomplete) shown above is tem 
porarily used for sales space. Salesman is 


Bil! Tarpley 


RIGHT 


The typical St. Joseph appliance buyer parts 
with his money cautiously and demands ful 
value for every penny, says Sam Alberts 
president of the Alberts Co 





business occupies an eye-catching corner location in St. Joseph, Mo. 


VIGOROUS course of action is 

being pursued by Sam Alberts, 

president of The Alberts Co., 
electrical appliance dealers at St. Jo 
seph, Missouri, to achieve greater post 
var volume growth. The progran 
mapped by Sam Alberts and his son, 
Bob, has been specially designed to 
park sales in the St. Joseph territory 
nd to take advantage of the war-de 
ferred demand 

Residents of the northern Missouri 
city of 80,000 are, for the most part, 
in the middle income group. The typi- 
cal buyer parts with his money cau- 
tiously, and demands full value. Pre 
dominantly agricultural, the ecortiomy 
of the territory is augmented by mill-° 
ing and packing plants. 

“Income of the region has suffered 
no post-war letdown,” points out Sam 
Alberts. “Instead employment is at a 
high level.” 

Located on a heavy-traffic corner in 
the downtown shopping district, Sam 
Alberts recently improved the physical 
aspects of his building by exterior and 





7 


1 
} 
pu 


terior modernization. The 
s 100 feet wide by 70 feet deey 

livided into two parallel sectior 
sales and office division, and a ser 
lepartment \ completely 
model kitchen and a home laund: 
were included in the recent ret 
program. Soundproof offices: 
headquarters room for meeting 
i freight elevator which will all 
use of the basement as a stor 
ire other features in the proces 
stallation Separate laborato 
servicing radios, washers, and 
erators are arranged so repair 
is separated according to the kind 
appliance. Fluorescent lighting 
neon signs are combined to 
store in the public eye. 


Farm Demonstration 


Before the war, and mercl 
shortages, Alberts’ sales representa 
tives aimed their sights on the fertil 
country market and followed up the ne‘ 
rural power lines. The home of 
widely-known farmer was selected 
a showplace for electrical appliances 
\ truckload of new merchandis« 
unloaded and demonstrated 
home; farmers from miles around wet 
invited to attend the demonstratio 
Such occasions were marked 
atmosphere of friendly informality an 
a lack of pressure salesmansh 
the Alberts salesman always 
with orders. With line const 
and wiring activity in the « 
country-side again breaking all 1 
the practice Will be restored 

Secause the Alberts Co. was 
ing refrigeration equipment to | 
Joseph educational system, the fir 
able to procure a limited nun 
refrigerators during the war. I: 
summer of 1945, before the war ended 
the Alberts were granted permission! 








up th 














retain yne 


ntil school 


unit for display purposes 
Alberts didn’t 

Che refrig- 
was placed astride the 


opened 
by-pass this opportunity 
show 


ro floor within convenient view of 


passersby and floodlights were leveled 
on the rare item. Local newspaper 
tising and broadsides informed 
tl entire countryside that at Albe rts’ 
could get a preview of the elec 


trical wonders to come 
Results were startling,” 
\lberts, “and ranged from nightly traf 
fic jams in front of the show window 
to howls of anguish from refrigerator- 
We released no in- 
iormation on future production sched 


recalls San 


less competitors. 


ules, because we had none. We merely 
thought that consumers after three wat 
years would enjoy seeing and touching 
a refrigerator.” 


Enlarged Service Dept. 


\ revitalized, and enlarged, service 
department is in the making at Alberts. 
Service department affairs have been 
in the hands of a war veteran whose 
pre-army career background embraces 
almost every phase of this branch. To 
improve the performance of this de- 
partment, the company is making ar- 
rangements with the Veteran’s Admin 
istration whereby a training 
program for veterans can be 
lis ied. 


service 


estab 


Both sales and service are tagged for 
an educational program will 
combine training schedules formulated 
by manufacturers with a privately 
sponsored course shaped by the AIl- 
berts. Visual education, with sound 

and slide-film equipment, will be 
zed in training service technicians 
inl salesmen. Attempts to present 


which 


terial in a lively fashion will be a 
steadfast goal of the educational pro- 


gram, 
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During the war, Alberts advertise- 
ments continued to appear in St. 
Joseph and in selected 
rural newspapers printed within a 60- 


newspapers 


mile radius. Copy spot-lighting the 
service department was interspersed 
with institutional material. It is Al 


berts’ belief that removing a company’s 
name from the public’s view is a short- 
sighted policy. 

When appliances were 
installed allied 
‘utlery, cooking ware, kitchen gadgets, 
and covers. Some of this mer- 
chandise provided extra traffic, made 
friends for the store and will be 


the 
merchandise— 


scarce 


store 
seat 


new 
retained. 

A nucleus of 
ittracted to the 
open charge accounts. 


store traffic has been 
budget and 
To this group, 
sends mailings an- 


store by 


the firm regularly 
nouncing receipt of new merchandise, 


and during the war users’ guides were 
furnished charge account customers. 
Each spring and fall, several thousand 
catalogs are distributed. 

A prospect 
long before the war ended. 


maintained 
If a patron 
product not 
and address 
and immediately upon 
arrival of the product, a card is mailed. 
Customers urged to volunteer 
friends who might be pros- 


book was 
indicates an interest in a 
vet on the floor, his name 


are recorded 


are 
names of 
pects. \ 


pe sed tor 


special letter has been com- 
this group of prospects. 
Deposits Accepted 
\n order-deposit plan contains pro- 
visions by which a nominal deposit is 
accepted subject to conditions such as: 
|. Preferred positions on order lists are ex- 
tended war veterans. 
2. No stipulation is made as to delivery date. 


3. Price is subject to price control at date of 
delivery. 
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Visual education is applied in the training 
program Sam 
service 
veteran Jim Battreals is shown demonstrat- 
ing an electric range. 


Months ago, Sam Alberts started displaying 
appliance samples in strategic window spots. 







LEFT 


Alberts 
and sales staffs. 


sponsored for his 
Above, Marine 


BELOW 


Many prospects have left names and ad- 
dresses for 
taken at Christmas. 


future delivery. Picture was 






















RING GOODS - BICYCLE: 
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the Alberts 
kitchen is a graduate home economist 
qualified to give expert culinary ad- 
vice, and she has become a popular 
figure with new brides, who seek coun- 
sel on kitchen planning, food conserva- 
tion, etc. 

“St. Joseph,” mentions Mr. Alberts, 
“is sprinkled with active, home-con- 
scious women’s organizations. Part of 
our formula to stimulate a_ kitchen 
modernization in the territory is to 
present, under the tutelage of our home 
one luncheon a day before 
these organizations.” 
construction activities in 
the area have been negligible, there is 
no immediate advantage in forming an 
alliance with contractors and local 
builders, but the plan is ear-marked for 
early attention. Cooking schools, 
quick-freezing technique, 


Major domo of model 


economist, 


Because 


courses in 





and preventive 


appliance operations, 
maintenance courses—these and re- 
lated services are on the 1946 promo- 
tional calendar at Alberts, according 
to the boss. 

Despite the apparently easy selling 
job in the offing, selling instructions 
issued by Sam Alberts, who directs the 
outside sales attack, to salesmen con- 
tinue to advise the men to “up”. 
The old sales maxim that “to make 
sales, you first must make calls,” is 
staunchly practiced. 
dated and promptly executed. 
vasses are conducted concerning sales 


sel] 


Follow-ups are 
Can- 


possibilities of specialties. Night-time 
selling in the customers’ homes, when 
husband and housewife bot <amine 
an appliance and together carry on a 
discussion with the salesman, is due 
for a comeback, according to Mr. 
Alberts. 
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CONTINUING A SERIES OF VISITS WITH 





What Got Fred Wardell of 
Eureka in the Business 


It wasn't such a jump from selling real estate 
to cleaners; he hit upon the specialty method 


heen for th 
Fred Ware 


never ha t ughnt of 


real es 
lell might 


vacuum 


eaners 


\ real estate auctioneer in the early 


lays had to take people out to vacant 
pieces of ground and make them see in 
their 
home. Those were the days when peo 
ple built 
salesman had to paint a 
the imagination of 


mind’s eye the possibilities of a 


their own homes, and the 
real picture in 
his customer. 

The first vacuum cleaners were not 
estate It took 


an expert to make a woman appreciate 


so different from real 
what the strange looking thingamajig 
would do for her 


Getting Into Manufacture 


riowever, the W irdells were 
aggressive. Mr. Wardell’s father had 
owned the first bathtub in 


I 
I ilwavs 


De troit 
True, it was a zine 
the 70's that was 


step. And Mr 


lined , but in 
ighty 


\\ iT lell 
mey t 


M 


vith mechanical developments in the 
rich all 


i\round with the manufacture of auto- 


1900's and men becoming 
obiles and other mechanical gadgets, 
it was natural that Fred Wardell longed 
to turn his hand to the manufacture of 
something 
His first experiment was with a vi- 
brator, and the story goes that Henry 
Ford himself walked into the office 
one day and bought one. Years later 
when Henry Ford was a world famous 
-haracter, Mr. and Mrs. Wardell were 
seated beside the motor magnate at a 
They fell to talk- 
ing of old days, and Mrs. Ford remem- 
bered the 
“You 
oney in 
mented 


dinner in his honor 


vibrator 
that 


doctor's 


know saved us a lot of 


bills,” she com- 

The vibrator was manufactured by 
the Stechet Lo., was on the 
lookout to pick up new products to pro- 
duce That bought a 


which 
firm vacuum 
cleaner in Chicago and made one them- 
] } 1909, and as soon 

saw that vacuum 


they gave the 








MODEL 6 








One of the first Eureka cleaners made. 


Model 6 offered a detachable nozzle 


attachment which was connected to the fan housing. 
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FRED WARDELL, founder. Here is a man 
who has lived a fairy tale. 


agency to Fred Wardell, with an agree- 
ment to manufacture. 

Mr. Wardell went to Pittsburgh and 
appointed In coaching his 
agents on sell, Mr. Wardell 
and A, L. McCarthy would go out and 
make one sale for them. Then they 
would knock off and let the 
carry on. 


agents. 


how to 


agents 


“We stumbled on to specialty selling 
and in that we were lucky,” Mr. War- 
dell said. 

Stecher Agreement Dissolved 


The association with Stecher contin- 
ued until 1920. Due to the fact that 
this firm made many products, it had 
difficulty in keeping up with Wardell’s 
orders and a new factory was the sig- 
nal for the dissolution of the old agree- 
ment. 

“When we 


intensively 


aware of how 
had to work to sell 
cleaners, we changed our way of doing 
business and opened branches,” said 
Mr. Wardell. “At the peak we had 
400 branches. We were selling on in- 
stallments as was done with the auto- 
mobile, and that in itself opened up 
further vast reaches of possibilities.” 


became 


one 


Spectacular demonstration was no 
novelty to Mr. Wardell. In his real es- 
tate selling days he very frequently 
would pitch a tent on the ground, 
serve lunch, have a band and do every- 
thing in a circus manner. It was in 
effect going to the customer and demon- 
strating possibilities. This idea carried 
over to cleaner selling. 

“When we got a chance to go over 
a rug with our Eureka cleaner which 
had just been swept by the wife, we 
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made a demonstration that opened | 
Mr. Wardell said. 

“We found out that the only way 
pay a salesman was by commissio1 
A man was hired in Brooklyn who had 
never earned more than $100 a month 
on a job. 


eyes,” 


As a cleaner salesman he 
was such a success that he became the 
Brooklyn manager, and for years made 
$50,000 a year with cleaners. By mak- 
ing the reward equal to the effort, the 
trick was turned. 

“It may be of interest to tell that 
the manager of a store those days got 
a salary, a top of $200 a month, and 
10 percent profit on the cleaners sold. 
The salesman got $10 on each machine 
sold, the Eureka company got $5 down, 
the manager got $2, and the result was 
everybody made money. The manager 
in New York enjoyed a $25,000 income 
and big money was common all over 
the United States. Salesmen could make 
a good living selling cleaners.” 


Believes in Canvassing 


Mr. Wardell feels that canvassing 
to the small dealer is exactly like show 
windows are to the big one. You get 
your item seen by a lot of people and 
also demonstrated. It evens up the dis- 
advantage that lack of traffic causes. 
No retail store could do business with- 
out and the 
small dealer needs some outside activity 
to keep himself rolling. However, he 
feels that today cold turkey canvassing 
is passing, as the rise of the apart- 
ment house makes it difficult to get in 

Mr. Wardell is an 
straight salary and commission as th 
best form of compensation for a sales 
man, and he favors settlement 
a year because if a salesman gets 
lump sum he is likely to regard it 
bonus and bank it, whereas extra 1 
is frittered away. 

“Sometimes you have to shift thi 


show windows, he said, 


advocate ot 


to gain the same end,” he said 

in the real estate business and we us 
to pay $5 a month for each apart 
rented. We discovered 
managers were hustling people out 
order to make new commissions. \ 
that we pay them a dollar a mont! 
each apartment that is rented, it 
their advantage to keep people 


some of th 


moving away.” 

Mr. Wardell that deal 
must display and advertise cleane: 
sell them. They need a display st 
in the and a demonstratiot 
get best results. 

Today, retired from Eureka, 
Wardell spends part of his time 
Florida and part of it in Detroit. 
79 he is looking back on a life 
of accomplishment and success, and | 
ward to a lot of fun. 


believes 


store 
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THE PILGRIM FATHERS OF THE 





INDUSTRY 








The Way 


Eureka 


Cleaners Progressed 


A talk with old-timer George Phister, vice- 








GEORGE W. PHISTER, 


oldtimers, who is still active. 


one of Eureka's 





‘ EORGE PHISTER, who is one 
of the oldtimers at Eureka Vac- 
1um Cleaner Co., is housed in a little 
rick building of his own in the Eureka 
plant. His first memories go back to 
the Duntley cleaner. 
Eureka, he said, had no action brush 
up to 1932, but cleaned by air power 
he firm was one of the first to use a 
house to house canvassing method of 
selling and at one time had 5,000 men 
ut and 300 branch stores 


The Eureka Models 


le first model Eureka plugged elec- 


ty into the handle which was 

rigid. No provision was made for at- 
tachments. 

The second model provided for at- 


tachments 
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president of the Eureka-Williams Corp., Detroit 


The third model had wheels with a 
nozzle forming a seal. 
way through the rug. 

The fourth model had a 
fixed in one position, and a steel fork 
handle. 


It drew air this 


rear caster 


No. 5 swiveled the rear wheel and in- 
troduced a switch and a curved handle. 

No. 6 offered the detachable nozzle, 
and attachments were connected to the 
fan housing. 


Model No. 8 introduced a handle 
which locked. 
No. 9 offered wheels put back of 


the nozzle, which was made wider. 


Wardell and Stecher 


Fred Wardell, Eureka, 
was in the real estate business in De 
troit and acquainted with the Stecher 


founder of 


Electric & Machine Co. in Detroit 
Mr. Wardell had the idea of selling 
electric vibrators for use in perking 
the circulation. He progressed natu- 


rally from vibrators to vacuum clean 
Both 
Stecher, a firm which is said to have 
produced the first universally wound 
\C-DC motor. Ray Field handled the 
production of early Eurekas. 
The model 10 Eureka was 
cleaner with a higher speed motor. It 
permitted adjustments to the height of 
the At this time Eureka made 
an auto cleaner with short legs. In 
1929 Eureka brought out both a hand 
cleaner and a hair dryer. 
Model 13 was the next 
change. A height adjustment with a 
nozzle was placed on the front wheel, 
with might call a floating 
At this time a cloth funnel was 
into the 


ers. were made _ for 


him by 


a large 


rug. 


to offer a 


what we 
brush. 
introduced bag to 


choking. 


prevent 


Latest Eureka was model D-171 
which was a plastic model styled by 
George Walker and was offered the 


public in 1940. This model won a prize 
added that 
horizontal 


for beauty. It might be 
Eureka has always had a 


notor,. 
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Under him a 


new regime started at Eureka. 


Growth of Eureka 


H. W. BURRITT, president. 


~UREKA, during the last two 
“s years, has replaced the early sales 
with 


and /merchandising 


newer and more modern policies Phe 


practices 
change was gradually effected by 
Henry W. Burritt, who in 1939 came 
from the Nash-Kelvinator Corp., 
serving 
sales, to EF 
the duties oi 


general manage 


where 
as vice president in 
ireka 


president an 


he Was 
charge ot where he 
assumed 

He gradually abandoned the 
to-house selling, and established a na 
rganization. 


tional distributor ck ier 


George Stevens Appointed 


To give further impetus to the new 


program, Mr. Burritt in 1940 appointed 


George T. Stevens to become vice 
president in charge of sales. In the 


post-war period Eureka plans to 
broaden its home appliance line and 
will produce, in addition to the home 
cleaning system, cordless — electric 
irons, and electric garbage disposers. 
Oil burners—through the recent pur- 
chase and control of Williams Oil-O 
Matic—and possibly an entry into the 
refrigeration field, Wil 
liams produced the Ice-O-Matk are 
likelihoods. 

Anything can happen 
judging by the rary tale-like past his 


inasmuch as 


in the future 
tory of Eureka. During the nine year 
period from 1910 to 1919, the dollar 
Eureka 
$2,212,000 


cleaner sales at 


$42,000 to 
1925 the 


volume ot 


ranged from 


In the year company pro 












GEORGE T. STEVENS, vice president in 


charge of sales 


worth 
with 


cleaners $10,- 
followed it up the 
largest number of units ever produced 
at Eureka—272,617 $12,023,- 
183. The peak of dollar volume came 
in 1927 with $12,780,160 from 270,563 


duced 246,825 


Q90,151, and 


worth 


uliits. 


However, this story covers only the 
past evolution of the Eureka vacuum 
cleaner, and does not attempt to go 


into its future plans. 


> sila: 


TTLOUREHE 








This is the latest model Eureka offered the 


Beauty as sales appeal is now 


appreciated, 


public. 
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Four Ideas 
Gave Airway Its Start 


D. Ben Replogle was an inventor who thought 
up things that made dazzling demonstrations 
... From an interview with J. H. Nuffer, 


president, Airway Electric Appliance Corp. 


} Fon 89 


tading with the fall of farm markets in 
1921 


| 


A MAN named D. Ben Replogle 
burst on the horizon in 1919 


with more ideas about vacuum cleaner jledo so took 
a fruit cake. 1p house to house canvassing on clean 
told ELectrricaAL MERCHAN- 
“IT made a dozen calls before 
My fault was in the 
had been used to selling a 
plant, and felt that a 


upward leaner wa a 


wanted to stay in 1 
than there are raisins in 

Realizing that 
and walls as 


lust falls on curtains ers, he 
had 
handle on a | 


well as floors, he DISING 
sold a cleaner 
that | 


$500 light 


thought of using a hollow 


cleaner with a device which permitted _ fact 
vitching suctior ther forward ot $50 
pushover he truth 
He had a get ndicating how you have h zingo into 


It gradu 


to put as mu 


» S51) 


» a $500 one 
| while the sale 
wary i nany thousands 
He had thou I using a paper ba re ospects Lo $ ‘ 1 I could 


{ ‘ 
which 


Nuffer Enters Picture 


re people 


1 
cl 


as when Ai 


eanet 


W ay 


started trad 


ld cleaners in 1923 that we were 


able to get back in the silk stocking 


J. H. NUFFER, president of Air-Way. 





He got into the vacuum cleaner business 


when he saw the.farm lighting field fade. 


and do business with 


owners of old cleaners as well as non- 


parts ol town 


users 
Controlled Distribution 


\ir-Way felt that 
controlling its distribution 
through its own branches could enough 
concentrated attention be placed 
m cleaners to do a profitable business. 
It was felt that with other 
hings to sell would not stress cleaner 


rom the 
' } 
only Dy 


Start 


dealers 
selling sufficiently. People already had 
brooms and carpet and it 
took a lot of education to swing them 


sweepers 


over to the ownership of a_ higher 
priced cleaner. 
1925 that 


American 


“It wasn’t until \ir-Way 
that women are 


germ conscious and that the burning 


realized 























A man named Replogle burst upon the vacuum cleaner business with 


deas. His machine became the Air-Way 


our new 


The wand type, made today by Air-Way, is unique 
in that it employs a '/3 hp. motor. 


APRIL I, 


up of the paper bag which caught the 
dust gave a fine germ-killing demon 
stration. 

“What has really put over the vac- 
uum cleaner with American 
has been the saving of time and labor,” 
said Mr. Nuffer. “Dirt and dust are 
constantly accumulating on the floor 
and in the home, and every woman ex- 
pected to put in considerable time in 
housecleaning \long came the vac- 
uum cleaner to do the job far 
quickly than it could be done before, 
ind more thoroughly. The fact that 
it removed the drudgery of cleaning the 
appealed to the housewife.” 


women 


Senitizer Developed 


Air-\\ ay 
is called the wand 
type sanitizer developed by Air-Way in 
1940. A “sanitizer” stepped up t! 
amount of vacuum by employing 
great deal more horsepower tha: 
used previously, using a 
motor. A dual fan drawing th: 
through a baffle also achieved p 


Next development of the 


cleaner was what 


been 


nence. Operating of the wand t 
accomplished by setting it in the 1 
f the room and going over thi 
and draperies with a nozzle. 
Raising the suction of 
usually 


a “Water lift.” 


lea- 
cieane! 


leter 


for the development « 
economical high speed motor, he 
clares. Since the war, glass insula 
of motors has been coming in, with 
result that 
power can be made with less we 
and less heating. In short, more ho: 
power is going to be developed 
pound of cleaner after the war ni 
depart from the scene. 


a motor of a given h 
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VISING 








Clare Kemp shows the plans of his new store building to D. J. O'Brien of the Pacific 
Gas & Electric Co. 











Rental of the use of his last two Bendix washers brought in from $5 to $8 a day through- 
out the war period and built up a nice list of future prospects, Kemp says. 














urden of 


vned by their customers. 


t U¢ an hour. 


HEN the started, Clare 
Kemp of San Mateo, Calif., 
that a 
ical dealers were going to have 
lose up for the duration, so he made 
ngements to purchase all their 
rchandise and to _ take the 
[ the appliances 


war 


foresaw number of 





over 





servicing 
Phe appli- 
iles lasted, of 
time, but the servicing grew to 
that it the 

through the war years, at the same 
e building up a list of prospects. 
self- 
the 
unable 


course, 


only a 


limensions carried 


e further development of a 
ndry service to take care of 
ls of housewives who were 

btain electric washing 
added to this list 


machines 
Instead of sell 


¢ his last two Bendix washers, Mr. 


mp set them up with water and elec- 
al connections and rented their 
This has brought in 
$5 to $8 per day and incidentally 
iught quite a group of housewives 


use 


automatic 
Their names top the list for 
selling. The 


nveniences of an 


results of all 
perations were that the business 

x<panded during the war vears 
Mr. Kemp now has a prospect 
ibout 5,000. 


Pians for New Business 


until merchandise 
Kemp started 
igo to lay plans for getting this 
usiness. He | the 
er will want to buy modern equip- 
rom a modern 
onstructing 


‘ot aiting was 


lable, Mr. 


some 


believes that cus- 
store and he is 


such a_ building, 


uch will incorporate all the ideas he 
ks been accumulating. The building is 
xcupy the corner where his gas sta- 
1 now stands and will run back to 
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Cashing In On 


WARTIME 


SERVIC 


Clare Kemp of San Mateo, Cal. kept hundreds 


of customers happy through his service work 
in the dark days; now he is building a new 
store and a new business on the basis of it 





























The former tire re-capping business, now located in the rear of his old building, will be 
moved and this area will be given over to the display of model all-electric kitchens. 








include the ground occupied by an old 
house which he purchased Incident 
ally, this development made front p 
headlines throughout this part of 

. 1 a F | 

country, when a hidden treasure I 
several thousand dollar was found 
within the walls while the house wa 


being torn down 

His present store location is to be 

aintained as a showroom for the dis 
appliances. It will contain a 
all-electric kitchen, and one o1 
more model kitchens will also be in 
cluded in the new quarters lhe tire 
recapping unit now located to the rear 
of his old building will be moved else- 
where and the structure now housing it 
This 
store will provide 1,500 sq. ft. of appli- 
ance display space besides that in the 


will be used for these displays. 
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main building across the street. The 
new structure, in addition to the store 
facilities, will Rouse a floor of apart- 


be provided with all 





the sale of new equipment. Among 
the appliances wl 
were the total 


the beginning of the ul 
remaining stocks of General Electric 


in Hotpoint lisposals and electric 
lishwashers. He also acquired a quan 
tity of clothes dryers and electric blan 
kets. As a result he had stock when no 


one else in the did 

appliances 
from as far away as Washington, D. C. 
He is already thoroughly sold on the 
possibilities of these appliances and as 
soon as they can be obtained he looks 


country and re- 


ceived orders for these 





in important business 


forward to doing 
in them. 
Sells in San Francisco 


heaters 
in the 


Electric ranges and water 


are among his major standbys; 
advertised and sold these 
Francisco, thus 
reversing the idea that shoppers from a 


past he has 


as far away as San 


sinall community will go to a nearby 
large one to make their larger pur- 
chases. He believes that the longer 
liie and safety features of electric 


water heaters makes them competitive 


merchandise even in an area where 

natural gas is sold at a very low rate. 

Past experience has borne him out.e 
Sunlamps inother item on 


which he stocked up at the beginning of 


were 


the war. When the supply ran out, | 
} 


saved out enough to rent them, keeping 


about 40 going during the inter 
months. This has supplied anoth« 
list of prospects on which he 1 
cashing in. 

Radio will have a separate st 
tself in the new layout, which will 


onnected through an archway with th 


remainder of the building. Here radic 
sets, television receivers and 1 yrds 
will be sold in an atmosphere oi tl 
own. 

Mr. Kemp believes in diversity, but 
he believes that there is con 


diversity to be found within the « 
trical itself Hi 
ingness to take whatever was availabl 


merchandise 
in the early war period and to turn his 
hand to the job which showed up is 
matched under present circumstances 
in the postwar era. His selling pro 
is already underway with the 
merchandise available, while he 
bigger opportunities 


gram 


pre- 


pares for the 
ahead. 
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$31,000,000 MARKET. 


Customers of the Pacific Power & Light Co., which 
serves northern Oregon and central Washington, 








already use 71 percent more electricity than the 
national average. . . . But a comprehensive, 
door-to-door survey reveals that they intend to 
spend about $426 per home, or a total of $31,000,- 
000 for appliances in the coming five years 


By CLOTILDE GRUNSKY 


Phe material 1946, $92 in 1947, $81 in 1948, 
T 1949 and $90 in 1950. This 
Wanted means a total of $426 spent per home 
trical during the first five prewar years. One 
the twelve districts served by the com yut 
so that it may be ] 


» the best advantage 


, during 
in a booklet entitled $87 in 
-$31,000,000 Worth of Elec- 
Appliances” It is 


been pre 


nted to deal 


analyzed by 
of every three homes on the com- 
wants a electric 
range, half the homes are prospects for 
new refrigerators, and the demand for 
radios averages better than one to a 


pany, utilized locally pany’s system new 


Rate Reduction Announced 


out with a statement 
reducti 
| 


Che study starts 
f the recent rate 
by the company w 
$1,000,000 saving 


family. 
1) ‘ec | } king these estimates the actual 
m announced n making these estimate he actua 


lich promises a stated preferences of customers were 
used, plus all possible obtainable figures 
trend of population and 
industrial development in this territory. 
rate is analyzed It was not overlooked that the increas- 
iddition of ing use of appliances in itself will lead 
ppliances brings down the level until to greater demand. For one appli- 
electrified another. It assumed 
would be a population in- 

from 66,485 to more than 
75,000 in the twelve large trade areas 
from 1,382 ky hi to 1,802 served by the will 
five mean about 9,000 additional purchasers 

New equip- 
-freezers, clothes- 
developments in radio— 


innually, although 
the rates in this area were already 47 showing the 


vr cent lower than the national aver 


' 
oe The domestic 


to show how the major 


the con pletely 
idd electrical equipment at 


nly 6/10¢ per kw.-h1 rhe 


home may ince sells was 
a cost ol that there 
average crease of 
nnual ‘r home in 
company, which 
of electrical equipment. 
ment on the market 
: dryers, new 
electrical equipment 

custon 


will add sales in homes already possess- 
ny There 
will be a pent-up replacement demand, 


$31,000,000 ers indicate ing the familiar appliances. 
ined b spend in average oO! 


g e five-ve pet | following ' r home for electrical a ypliances as well as an accelerated expansion into 





SEASONAL VARIATIONS IN APPLIANCES SALES—P. P. & L. 


Per Cent Sold In 
Apr. May Jun. Jul. Aug. Sept. 
6.7 66 65 6.2 8.7 9.1 
10.5 11.4 10.5 9.5 9.5 10.1 9.4 
11.0 113 124 95 87 88 
12.0 172 194 138 79 52 41 
9.8 10.5 8.2 8.0 8.8 
19 74 7.0 8.1 16.7 
7.7 85 12.1 15.6 
3.6 3.6 49 20.0 
16.1 44.2 12.4 6.7 
5.7 46.7 26.1 1.6 
69 10.1 8.9 6.8 
6.9 8.8 7.2 8.8 
66 8.1 5.9 69 
48 62 48 6.2 
73 96 5.7 8.5 
68 78 69 7.6 


Appliance Jan. Feb. Mar. Oct. 
All radios 

Ranges 

Water heaters 

Refrigerators 

Washing machines 

Vacuum cleaners 

Home ventilating systems 
Motor driven heating plants 
Air conditioning units 
Portable fans 

Table Cookery devices 
Misc. heating devices 
Misc. motor devices 

Floor and table lamps 
Pin-ups and adaptors 

Lamp bulbs 
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established homes not yet 


lesired conveniences. 


The Lighting Market 
Lighting promotion has been 
on clear through the war period 
that new fixtures and new sizes, shap 
and colors of lights are available, it 
felt that the market needs only a litt 
attention to pay rich rewards. Record 
show that during 1936, 5,075 portabl 
lamps were sold in the company’s terrifil 
tory. This had more than doubled | | 
1938 and stood at 10,210. In 1941 t 

total of 
reached the all-time high of 17,526 
It is estimated that | 
portable lamps will be sold in this sa 
territory in 1947 and that by 1950 t | 
total sales of portable lamps will rea 
the proportions of 23,226 during t 
vear, 


year’s sold 


portables 


the year. 22 17 


A special study has been mad 
possible sales of the four major ¢ 
trical appliances. Restrictions 
home construction have now been re ' 
moved and thousands of prospectiy 
home owners are now engaged in try 
ing to get their projects under wa 
Electrical dealers are urged to foll 
real estate transfers and building pe 
mits and to keep in touch with cont 
ors and builders, with the convict 
that increased electrical living can | 
sold in each new post-war home 

In addition to the many new | 
which will be built in city areas, th 
will be a large number of new far 
districts brought within the 
electric service through the rural e 


reacn 


tensions now being undertaken. T! 
number of residential and rural cus 
tomers on the company’s lines in 194! 
the last year when construction | 
terials freely available, wa 
61,728. This is expected to reach 
figure of 68,651 by the end of 1946 a 
75,511 by 1950. This means 13,78 
both rural and urban, whi 
have not previously been served | 
electricity. To 
The dollar ‘volume of sales of ele 


were 


homes, 
a 


ne v 


trical appliances in the territory setvefpp}j, 
by the Pacific Power and Light Co. "Hh the 


1941 was $4,030,277. Potential salefhefor, 
for the coming five years in dolla adio: 
estimated to be: 1946 the 
1947—$6,512,142; 1943-Bhnd « 
1949—$6,512,142; 1950 


volume are 
$5,271,734; 
$5,891,938 ; ashi 
$6,822,244. ange 

The potential market has been 4l5tem< 
studied in detail by appliances, W'"Reaco 
results as shown in the accompany ™iire ¢, 
table. 
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anges and refrigerators. 
‘ms such as lamp bulbs have their 
‘asonal variations. 
f€ from the years 1940-1941. 









Console Radios 
In use Dec. 31, 1936 
In use Dec. 31, 1945 
Estimated Dec. 31, 1950 
Increased saturation, 1946-1950 
Replacement sales, 100% of 1936 sets 


Tota! sales, 1946 through 1950 (unit $90). 


Table Model Radios 
In use Dec. 31, 1936 
In use Dec. 31, 1945 
Estimated, Dec. 31, 1950. . . 
Increased saturation, 1946-1950 
Replacement sales, 100% of 1936 sets. . 
Total sales, 1946-1950 (unit $18) 


Electric Ranges 
In use Dec. 31, 1936 
In use Dec. 31, 1945 
Estimated use Dec. 31, 1950 
Increased saturation, 1946-1950... 
Replacement sales, 100% of 1936 ranges 
Total sales, 1946-1950 (unit $160) 


Electric Water Heaters 
In use Dec. 31, 1936 
In use Dec. 31, 1945 
Estimated, Dec. 31, 1950. .. 
Increased saturation, 1946-1950 
Replacement sales, (60% of 1936) 
Total sales, 1946-1950 (unit $90). . 


Electric Refrigerators 
In use, Dec. 31, 1936 
In use, Dec. 31, 1945 
Estimated, Dec. 31, 1950. . 
Increased saturation, 1946-1950 
Replacement sales, (110% of 1936). . 
Total sales, 1946-1950 (unit $160). 


Washing Machines 
In use Dec. 31, 1936 
In use Dec. 31, 1945 
Estimated Dec. 31, 1950 
Increased saturation 1946-1950 
Replacement sales (100% of 1936) 
Total sales 1946-1950 (unit $70) 


lroners 
In use Dec. 31, 1936 
In use Dec. 31, 1945. 
Estimated Dec. 31, 1950 
Increased saturation 1946-1950. . 
Replacement sales (100% of 1936)... 
Total sales 1946-1950 (unit $60)... 


Vacuum Cleaners 
In use Dec. 31, 1936 
In use Dec. 31, 1945 
Estimated Dec. 31, 1950 
Increased saturation, 1945-1950 
Replacement sales (90% of 1936). . 
Tota: sales 1946-1950 (unit $50). . 


Saturation 
Per Cent 


36 
60 
80 


36 
70 
100 


17 
48 


24 
43 


30 
84 


56 
86 


10 
22 


38 
72 


Unit 
Volume 
17,178 
39,889 
60,408 
20,519 
17,178 
37,697 


17,187 
46,535 
75,511 

28,976 
17,178 
46,154 


7,982 
19,822 
36,402 
16,580 

7,982 
24,562 


4.241 
16,335 
32,127 
15,792 

2,543 
18,335 


14,317 
41,885 
63,428 
21,543 
15,750 
37,293 


26,721 
47,868 
64,939 
17,071 
26,721 
43,792 


12,830 


18,132 
38,562 
54,367 
15,805 
16,318 
32,123 


SURVEY OF FIVE-YEAR MARKET IN PACIFIC POWER & LIGHT CO. SERVICE AREA 


Dollar 


Volume 


$3,392,730 


$830,772 


$3,929,920 


$1,650,150 


$5,966,880 


$3,065,440 


$769,800 


$1,606,150 


Saturation 
Per Cent 
Home Freezers 
Estimated sales 1946-1950 (unit $200)... . 8.5 
Dishwashers 
Estimated sales 1946-1950 (unit $200)... . 3. 
Garbage Disposals 
Estimated sales 1946-1950 (unit $100)... . 1. 
Clothes Dryers 
Estimated sales 1946-1950 (unit $135).... 2. 
Sewing Machines 
Estimated sales 1946-1950 (unit $100)... . 15. 
Home Ventilating Systems 
Estimated sales 1946-1950 (unit $75)... 6.9 
Motor-driven Heating Plants 
Estimated sales 1946-1950 (unit $175).... 13.9 
Air Conditioning Units 
Estimated sales 1946-1950 (unit $200) 5.6 
Portable Fans 
Estimated sales 1946-1950 (unit $6) 25. 
Roasters 
Estimated sales 1946-1950 (unit $20)..... 6. 
Table Cookery Devices’ 
(Percolators, coffee makers, toasters, waffle 
irons, hotplates, grills) 
Estimated sales 1946-1950 (unit $6) 175. 
Miscellaneous Heating Devices 
(lrons, space heaters, curling irons, etc.) 
Estimated sales 1946-1950 (unit $6) 90. 
Miscellaneous Motor Devices 
(Food and drink mixers, clocks, shavers, etc.) 
Estimated sales 1946-1950 (unit $6)...... 90. 
Health Appliances 
(Sun lamps, heat lamps, heating pads, ger- 
micidal units) 
Estimated sales 1946-1950 (unit $6)... ... 30. 
Floor Lamps and Table Lamps 
Estimated sales 1946-1950 (unit $8) . 140 
Pin-ups Adaptor Lamps 
Estimated sales 1946-1950 (unit $2) 140 


Lamp Bulbs 
Incandescent-carton of six; fluorescent and 
lumaline-single unit) 


Estimated sales 1946-1950 (unit $0.90)... 
TOTAL FIVE-YEAR VOLUME....... 


Unit 
Volume 


6,477 


2,266 


755 


1,550 


11,366 


5,205 


10,526 


4,272 


18,711 


4,531 


132,142 


67,959 


67,959 


22,653 


105,715 


105,715 


601,412 


Dollar 
Volume 


$1,295,400 
$453,200 
$75,500 
$209,250 
$1,132,600 
$390,375 
$1,842,050 
$854,400 
$112,266 


$90,620 


$792,852 


$407,754 


$407,754 


$133,918 


$845,720 


$211,430 


$541,271 


$31,010,202 





lo aid dealers in making their plans, 
¢ utility has drawn up a table of 
ppliance sales by months as revealed 


UNIT SALES PER 1000 HOMES—FOUR MAJOR APPLIANCES 


The company concludes its study 
with advice to dealers as how best to 





nthe dealer reports which were made 
tfore the war. 
adios and vacuum cleaners sell best 
ithe fall and winter months. 
nd summer turn the buying trend to 
ashing 


Floor and table lamps, 
Spring 


heaters, 
Even staple 


machines, water 


Estimates made of the probable sale of ranges, water heaters, refrigerators and washing 
machines by years for the period 1946 through 1950 are as follows: 


Electric range 
Electric water heater 
Electric refrigerator. 

Washing machine. . . 


1946 1947 1948 1949 1950 
55 70 64 73 75 
43 52 47 54 56 
89 116 103 105 109 

102 130 120 124 128 


tive business. 





The statistics used 
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1946 


cash in on this opportunity. 
the time, they point out, to train sales 
and service personnel for this prospec- 
Prospect files should be 
put in order, culling out the old and 
A constructive ad- 
vertising program should be planned. 
Pacific Power and Light is well aware 
that the customer is willing—the final 
job is up to the man who does the re- 
- _-aa tail selling. 


adding the new. 
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Now is 


THE BEST S 
AL 
THE EASY = Agha 


job selling 


jor: “1 ™ in a flat spim Mom. I just gota 
y sales 


Easy Washers 4° the boss told me to try m 
story 0% you.” 

MOM: “Let me give } a tip- Don’t try to make 
washing glamorous: ‘ker a woman can get 
her washing done, the better S it!” 





“How'd you guess it, Mom? That's my whole 


JOE: 
prove it to people who never 


story: But how can 
had an Easy?” 
, “That's easy: 
ubs work at once --° 
her is being rinsed and 
indrier washes three 
That's ™y average week's Was 


Joe. just demonstrate it! Show 
one load peing wash- 
damp-dried. 
big loads in 


less tha 
now that you 
a rotcha, Mom. That means you 
line quickly enough to let it dry all day.” 


can get your 


MOM: “Hold up, you big 4Pe- Nobody wants to let 
ll day- That's another 
more 


theif wash bleach 10 the sun 4 
feature of the Spindrier- Ir removes 5% 
water SO clothes oors and in. 

le. no brok- 


They re lighter ‘ 


now On. ‘ 
first order of the day is to get in 
Representative and ask him for 

ick demonstration.” 


MOM: “Roger: The 
touch with the Easy 
all the materials tO stage 4 quic 


PA TH 
_ WILL > of AUTOMATIC 
HE BEST AUTOMATIC 
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A complete stock of frozen foods enables Frostore to impress 
upon the customer the fact that they are the complete head- 
quarters for everything frozen. 





S elling 
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OZ.EN FOODS ~~ 


an 


“== HOME FREEZERS 





alked chout Hom 





Neenfreeze 


pe? 


mp rye ry yyy 


Deepireeze 


Sale of home freezer units in conjunction with frozen foods has proven highly profitable 
at the new Frostore in Ardmore, Penna. 


HE sale of home freezers has 
far exceeded the expectations of 
4& the management of the new 
Frostore, Ardmore, Pennsylvania, 
Operators of this ultra-modern store 
which dispenses frozen foods, believed 
that the buyers of frozen foods would 
likewise be prospective customers of 
home freezers storage cabinets, and 
with this thought in mind they have 
Planned and designed their store. 
Ardmore, Pennsylvania, is one of 
the richest buying areas in the country. 


ELECTRICAL MERCHANDISING—APRIL |, 


Situated on the main thoroughfare of 
this busy metropolis of wealthy com- 
munities, they have found not only 
buyers in the higher income groups 
welcoming the home freezers offered, 
but also people in the moderate income 
brackets. 

The reasons for such gratifying suc- 
cess? 

First—Quality frozen foods in great variety, 
bringing thousands of potential buy- 
ers of home freezers into the store. 

Second—Servicing of the home freezers. 


1946 


A new venture, Frostore, at Ardmore;-Pa., 
finds that the combination pays off 


Third—Thorough knowledge of construction, 
with emphasis upon the convenience 
and economy of cabinets offered for 
sale. 

FourthAdvertising. 


In building Frostore, certain struc- 
tural obstacles were skillfully sur- 
mounted by architects blended 
two separate stores into one spacious 
combination frosted mart and 
storage cabinet salesroom. 

During the comparatively short time 
that been in existence, 
its tremendous drawing power has 
attracted thousands of people to it. 
The salesroom has been so designed 
that each customer who enters the store 
must walk through the appliance sales- 
room to reach the frozen food depart- 
ment. In so doing, many who came 
to purchase foods stop to examine and 
buy one of the home freezers so force- 
fully brought to their attention. 

Descriptive literature on the home 
freezers is given to each customer in 
the food section, but at no time is the 
customer annoyed by or subjected to 
high-pressure sales talk regarding 
home freezers. 


Various Size Units Offered 


who 


food 


Frostore has 


Storage units of various manufac- 
turers are offered for sale. There 
are several available models of vary- 
ing capacity. One small unit especially 
designed for the use of apartment 
dwellers has proven to be the best 
seller of all. This great demand may 
indicate a definite trend in home 
freezer sales. 


While mechanical dependability of 
the freezers is stressed by the sales 
personnel, the service feature is also 
emphasized, each buyer being assured 
of prompt and competent service, since 
delay would result in disaster to their 
precious stock of frozen foods. Neces- 
sary adjustments are made by elec- 
tricians in the employ of a large and 
reliable Philadelphia firm, on a flat 
fee basis. It is interesting to note 
that to date but one call has been made 
for a serviceman and then only to 
make a minor adjustment which in no 
way impaired the working of the 
freezer. 

All the salesmen are men with long 
experience in the frozen food business. 
In addition to being able to offer help- 
ful advice and suggestions regarding 
the storage of food, they thoroughly 
understand the mechanical construction 
of each type of cabinet and because 
they keep abreast of new developments, 
they can satisfactorily answer any 
questions which may be asked them. 
This ready supply of information 
creates confidence in the mind of the 
buyer and assists in making sales 
quickly and more efficiently. 

The economical operation of the 
cabinets is stressed, as is also their 
quiet, dependable operation year after 
year, the necessity for defrosting but 
twice a year and the large storage area 
permitting the accumulation of foods 
for future use. Rare indeed, is the 
housewife who does not welcome the 
opportunity to store foods in advance, 

(Continued on next page) 
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Selling Frozen Foods and 
HOME FREEZERS 


PPS VTS 


CONTINUED FROM PAGE 57 











and to reduce shopping trips to the had more likely than not been eon. 











minimum. verted from an outmoded ice cream 
Believers in realism, the manage- cabinet. However, nearly all who 
ment keep each frozen food storage inspect and inquire about the new 


cabinet on the sales floor filled with models seem to have implicit confidence 
real packaged items, as well as the in the mechanical ingenuity of the 
seafood, turkeys, squab, guinea-hen, manufacturers of electrical appliances, 
steaks, roasts, venison, pheasant, and accept unquestioningly our truth. 









ducks, geese and even the lowly ham- _ ful statements regarding the year after 
burger, these being among the items year performance of the units. We do 
offered for sale at all ti:nes. not promise miracles, but we will not 
stock a freezer unless we have fait} 
Ready for Delivery a ‘ bite 
in it and in the company which many. 


All of the above, whether packaged factures it, and this faith is passed 
or individually wrapper, are correctly on to our patrons, with a very gratify. 
placed inside the storage compartment ing volume of sales.” d 










to permit the circulation of cold air. Public interest was aroused by 
W hen the reason for the careful plac- advance display advertising in news. 
ing of foods vs. the “cramming in papers, and since the store opening 


method is explained, with resultant this interest has not been allowed to 
better circulation of cold and even wane. Because of this vigorous adver- 
greater storage capacity, the customer tising program in newspapers covering 
cannot help but feel confidence in the 4 very wide area, Frostore has already 
salesman’s knowledge and realize the pecome well known. It is now a de- 


/ need for a freezer in her home. pendable, firmly established addition 
L P Each unit on display is available to the shopping center of Ardmore and 
Y(4 for quick delivery. “We believe,” vicinity, not only because of the frozen 















says Mr. W. H. James, general man- foods offered, but also as a reliable 































know that sales are undoubtedly lost painted blue and gray. utility and 
by telling people that deliveries are beauty having been combined, with 
uncertain and indefinite. For this darker shades being used near the floor 
reason we offer for inspection and for and lighter tints on upper walls and 
sale only those items which we know ceiling. Blue and gray linoleum cov- 
we can deliver. This fact alone gives ered floors and fluorescent lighting 
| the prospective buyer confidence in us invites easy inspection of the freezers 


° 2 Water ager, “that the buying public is thor- source of supply for the home freezers 
Electric oughly tired of being told that this in which to keep them. 
Automa ic Ew or that article isn’t available. We The freezing cabinet salesroom is 
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: ’ and our methods of doing business.” New tubular chairs and tables inl? 
Now better than ever... from nation’s “Perhaps one person in a thousand chrome and black, plus readily avail-§* 
largest water heater manufacturer remains skeptical of the performance able ash-tray and cigarettes, further fj“? 
of the new frozen food storage cabi- induce the customer to relax in com- 
N AGAIN Rh Se 1400 seca eaihdiade “aA . _------, | nets,” added Mr. L. C. Stephens, ass’t. fort as the convenience, economy 2! 
~tes Sinem ee j / | mgr. “and he usually has known of dependability of these up-to-the-minux 
Automatic Electric W — I — E ; T S Il some so-called ‘cold-storage locker’ frozen food storage cabinets is 
ers are rolling off the production line. asy-i10-0¢e owned by a friend or relative which folded. 
These sleek new heaters are built > 
seegrettc RHEEM Features 
for years of trouble-free service. Ap- AME] 
proved by Underwriters Laboratories, STORAGE TANK —extra-heavy duty ates 
they have the quality you expect from steel, automatically welded, heavily 
Rheem's time-tested experience, plus galvanized, is tested to 300 Ibs. stand 
. eal hydrostatic pressure. 
improvements which stem from con- - 
tinuous laboratory research. They are INSULATION — 3 inch thickness of - 
available in 20, 30, 40, 52, 66 and 82 highly efficient material minimizes and in 
gallon capacity . . . with either single heat loss . . . saves electricity. field w 
r double elements thermostaticall » 
. , led. R ‘ty mee y HEATING ELEMENT — nichrome im- able . 
Controties - any sae © water bedded in magnesium oxide, sealed forme 
and electric connections make for easy in a seamless copper tube, is im- 
installation. mersed directly in water for com- backg 

_ ‘ P ‘ lete heat utilization. 

The quality of Rheem products will Pe . ss 
help create good will, as well as profits, | pyigu — lustrous white baked “a 
for your business. | enamel, easily washable. 

: practi 
' 
MANUFACTURING COMPANY 
Sales Offices 
New York « San Francisco * Los Angeles * Chicago 
“BEFORE STARTING YOUR CAKE, I'D 
SUGGEST YOU PLUG IN YOUR MIXER" 
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Representatives of leading distributors in session at Factory School 


THE BEST TRAINING EVER IN 
THE KITCHEN EQUIPMENT FIELD 


AMERICAN KITCHENS have developed 
a training program that is unique and out- 
standing in the industry. 


A complete course in kitchen planning 
and installing, as well as selling, makes this 
field understandable . . . enjoyable . . . profit- 
able . . . to thousands, regardless of their 
former appliance experience or business 
background. 


A new and different kind of instruction 
is sO easily grasped and remembered that 
practically any man taking it can readily 
cash in on this biggest market in appliances. 


ELECTRICAL MERCHANDISING—APRIL 


HOW TO PLAN A KITCHEN ... how to 
sell the finest . . . are covered from every 
angle through practical problems and dem- 
onstrations, explanations in illustrated 
charts, dramatized-selling, sound slidefilms, 
chalk talks, question sessions and open dis- 
cussion. 

It will pay you to learn more about this 
training—that can prepare you for getting 
the bigger profits ahead. Complete infor- 
mation is yours for the asking. 

See the American Kitchens Distributor 
in your territory for sensational details. 
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J installation 
_ every 


-Up - 
f one! a salesman 
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*® Sinks 

* Cabinets 

* Dishwasher 
* Disposal 

* Home Freezer 








a book... 













abowl... 


GOMETHING'S COOKING! Your best 

recipe for a busy and profitable cook- 
ing and appliance trade becomes your all- 
time favorite when you’ve seasoned it with 
the well-known and time-honored L& H 
line. More than 70 years ago, appliance 
merchants with a hankering for a strong, 
well-balanced diet of sales and _ profits, 
began sampling the real sales flavor of L&H 
cooking and heating equipment — and 


found it to their liking. 


Today, there’s a new tastiness — added im- 

















provements, time and temperature controls, 
greater cooking ease, innovations and de- 
velopments to delight the girl with the book, 
the bowl, and the mixing spoon. And for 
the L&H merchant there is an eye-appealing 
line, plus a powerful promotion program, 
designed to lead the way into the kitchens 


of most every prospect in your trading areas. 
It’s simple to mix yourself a nice dish of 
L&H profits. A letterhead, a pen and a post- 
age stamp are sufficient to bring you the 


complete story of this long-established line. 
















THE SHERIDAN ELECTRIC KEROGAS 


ELECTRIC RANGE 


A. J. LINDEMANN & HOVERSON CO. 


MILWAUKEE 7, WISCONSIN 


ers of ELECTRA RANGES + ELECTRIC WATER HEATERS © GIL RANGES + PORTABLE OVENS + DIL HEATERS © WICKS 
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Small Store 


Advertising Pays 


trap store deep in the woods may 
have been right for his own day 
d time, but he probably didn’t have 
ompetitors who knew how to make 
rafic count when picking a location 
or a retail store. 
Sol Silver, Evansville, Ind. Phono- 
aph record and electrical appliance 
Healer, did not intentionally head for 
e tall timber, either; however, the 
ortage of good locations and a previ- 
bus venture, which had no need for the 
‘high rent district”, found his store 
laced three blocks from the main busi- 
ness artery of this Midwestern town of 
more than 100,000 people. So he took 
1) the weapons of smart promotion and 
wegressive advertising. Over a period 
pf four years he has turned many cus- 
omers away from better-located com- 
petitors. 


[ HE fellow that put his mouse- 


Modest Budget Advertising 


His fight for business, which started 
sa battle against a rather poor loca- 
ion, has given advertising on a mod- 
st budget a chance to prove its real 
ralue. Many smaller retailers have 
prgued for years against a planned ad- 
ertising and sales promotion campaign 
pecause they have felt that their slender 
purses would not stand the strain. They 
ave stuck by this argument for it is 
ften hard to prove definite results 
fom a short campaign. Due to his 
isolated location, Mr. Silver is able to 
put his finger on the reason for his 
eadily growing volume. He can say 
efinitely that it hasn’t been caused by 

big “drop-in” business of people 

ious for a new sonata, Sinatra, or 
radio. 





Just for a little background: the firm 
started in business as the Silver Nov- 
elty Co. and their stock in trade was 
coin-operated machines, principally 
juke boxes. Here location was rela- 
tively unimportant, the only require- 
ment being low overhead and enough 
room to service their equipment. 

In the passing time, Mr. Silver saw 
the opportunity which was offered by 
the growing demand for records for 
home consumption, and he opened a 
record shop in the front end of his 
store. 

“Soon after I started this new ven- 
ture”, Mr. Silver said, “I saw that the 
public was not beating a path to my 
door because it didn’t know where I 
was. Since Evansville had a one- 
street business district, a location on 
Main Street was at a premium, so for 
the time being I had to look for a 
different way to entice customers three 
blocks down a side street. Advertising 
was then and is now my answer, and it 
really works.” 

This is something of a modest under- 
statement on Silver’s part, for that 
advertising and promotion effort has 
caused him to enlarge -his record de- 


partment, take on a full line of appli- 
ances, and institute modern merchan- 
dising techniques, as well as remodel 
the store so that his clerks could handle 
growing crowds. 


Will Stock Appliances 


His new appliance line of the present 
time includes the full Philco, Admiral, 
R. C. A., and Emerson lines, as well as 
the Bendix radio. The location bug- 
aboo will have to be met and settled 

(Continued on page 62) 




















WIDE OR NARROW NECK 


DE LUXE GLASS 
COFFEE VAC 


HAND DECORATED 


HE war is won!... now... 
product by product, White 
Cross Electric Table Appliances 
are marching back, greater than 
ever. Now available are the 
smart, convenient, gas or electric, 
wide or narrow neck Coffee- Vac 
models shown above. 
These efficient and luxurious 
coffee-makers come to you in 
eight cup size only... with 
platinum banding... wide-neck 
models complete with hinged 
decanter cover and oe Spee top cover with funnel 
holder of attractive, durable bakelite . . . Specially designed 
features insure tight seal and perfect vacuum. Full-flavor, 
full-strength every time. Clean, easy, fast filtration... 


NOTE: Narrow-neck models are similar to 
those illustrated above—but less decanter cover. 


WHITE CROSS Preview 


As materials and facilities become available, White Cross will offer an 
all-star production including our best “performers’’! 


THE AUTOMATIC POP-UP TOASTER 
HIGH SPEED HOT-PLATES 
1000-W LIGHT-WEIGHT AUTOMATIC IRON 
WAFFLE IRONS—SANDWICH TOASTERS 


... And many brand new products for greater convenience, service and 
freedom for America’s homemakers. 


* 
White Cross Delivers the Trend of Tomorrow . 
LEADING JOBBERS EVERYWHERE 


a JR 
NATIONAL STAMPING & ELECTRIC WORKS. 


3214 WEST LAKE STREET " CHICAGO 24, ILLINOIS 


. Today! 
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Small Store Advertising Pays 





soon, for, with the return of enough 
merchandise to stock his store properly, 
more floor space will be absolutely 
essential. Mr. Silver plans to lay the 
same .merchandising stress on such 
appliances as washing machines and 
refrigerators, but with his ever-boom- 
ing record business, the radio and com- 
bination radio-phonograph will neces- 
sarily occupy something of the spot- 
light. 

How was all this accomplished ? 

Although he has a limited budget, 
Mr. Silver has adopted an across-the- 
board technique which includes all 
available media for his advertising pro- 
gram. In the field of publications, he 
uses two daily newspapers, as well as 
school publications of all five city high 
schools. 

“This school paper media,” Mr. 
Silver says, “should not be overlooked. 
I have found that by actively advertis- 
ing for high school students I have not 
only brought the jitterbug business 
my way, but those kids have a way of 
influencing their parents, and they 
bring them in for adult types of rec- 
ords as well as appliances. Then, too, 
garnering the youngsters is training a 
generation of future customers whose 
purchases today of $.75 swing sellers 
will in a few years turn into $75 radios 
or other appliances.” 

In the daily papers, Silver uses a 
more elaborate type of tie-in ad which 
has produced.a good volume of busi- 
ness. As far as records are concerned, 
his daily paper advertising tries to tie 
in with the showing of musical films, 
stage appearances by name bands, con- 
certs by guest artists, and promotion of 
the numbers played by the city’s Phil- 
harmonic orchestra. Tie-ins of this 
kind recently won Silver national 
recognition for his promotion of the 
movie “Rhapsody in Blue”, based on 
the life of George Gershwin. 

He isn’t content, however, to stop 
with newspaper ads, but makes every 
effort to get name band leaders appear- 
ing locally to make personal appear- 
ances in his store to autograph records. 
More than twenty such appearances 
have been made in the last two years. 


Uses Radio Program 


For the first several years he was in 
the business, Silver limited himself to 
newspaper campaigning, but when he 
was finally convinced as to the possi- 
bilities of radio, he went into it in a big 
way that has netted large returns. His 
activities along this line have included 
not only the standard spot announce- 
ment campaign of the average small 
retailer, but he now sponsors his own 
quarter-hour show over the city’s 
CBS affiliate WEOA, entitled “On 
Record Row” with Lucille. Mr. Silver 
tried for a combination program of 
transcribed music which would co-or- 
dinate the tie-ins used in his newspaper 
advertising, and would at the same time 
appeal to all kinds of music lovers. 

For talent, he went beyond the staff 
of the local station to get a radio- 
trained young lady with a selling per- 
sonality. In addition to her regular 
radio show, Lucille makes personal ap- 
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pearances in the store to build 5 
listening audience. During the y. 
“On Record Row” has been on ¢ 
air, the gross business has very » 
stantially increased, Silver reports, 


Direct Mail, Too 


For the third step in his merchandj 
ing program, Mr. Silver uses regyl 
direct mailings to his active custoy 
list. This includes about 4,000 name 
and for a larger monthly mailiy 
14,000 pieces are sent out. 

“I found out early,” Mr. Silver 
ports, “that a good mailing list js ¢ 
key to results in this field. My smal 
active list is kept up-to-date by g 
clerks. It is part of their respon 
bility to get the names of new, stead 
customers. 

“Then, it is the job of the mailj 
piece to make sales. In this TI hay 
found that we get the greatest suce 
from the mailing pieces which we hay 
produced here in Evansville, with th 
help of outside consultants. Our x 
sults from standardized mail piece 
hasn’t been too good.” 

In these mail pieces which Mr. $ 
ver has developed, no attempt is mad 
at large expense or elaborateness. Som 
of them have been printed postal card 
small envelope stuffers, and other | 
lets. An effort is made to vary ead 
one so that the customer never gets 
felling, as he opens his mail, that } 
has received this one before. 

That is the story on the advertisi 
activities of the Silver Novelty C 
but a fourth step is also used to whi 
Mr. Silver gives a lot of credit for ¢! 
growth in his business. That step 
in-store merchandising procedures. 


Self-Service 


He has worked out a system of sel 
service which is rather unusual in 
business that involves breakable mat 
rials such as records. This was do 
to enable more customers to ma 
record selections in the area availabl 
Along one wall of the store are albu 
racks from which the customer m4 
make his own choices, and then tal 
that choice to one of the three adjoi 
ing booths for a “listen”. 

The counter which runs down 
other side of the store is broken in 
several sections, allowing the cu 
tomer a better view of the shelv 
single records. The center spaces 4 
reserved for appliance display. Tht 
all the ends of the business are serv 
in relatively cramped quarters with 
small number of clerks. 

With a new display rack which S 
ver designed, further self service 
single records will be made availabl 
This four-sided rack will be placed 
the center of the long narrow st0 
near the record booths, and from 
customers may pick their own reco 
play them, and bring them to a cash 
for wrapping and payment. 

“It may have been the location t 
started my promoting campaign, ! 
somehow I never seem to slack off ! 
it. I always feel that we're not gettil 
places if we aren’t always doing som 
thing,” Silver concluded. 
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“Mary, who handles 


the Deepfreeze 
home freezer 
in our town?” 
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Be the leader .. . Sell Deepfreeze! 


Whether it’s electric cleaners, radios, washing ma- 
chines or home freezers, there’s one leading name 
in each line—and displaying that name makes a 
dealer a leader. 


In home freezers, the name is Deepfreeze. 


See what you get when you sign the Deepfreeze 
franchise and bring the Deepfreeze home freezer 
into your store. 


...NAME: Deepfreeze is “the talked-about home 
freezer.”’ 


... LEADERSHIP: Deepfreeze reputation puts you 
out in front now. 


DISTINCTION AND DEPENDABILITY 


New Model A4-46 
Deepfreeze home 
freezer features 
silent sealed-pow- 
er unit in economy 
size forthe smaller 
family. Popular- 
size Model B9-46 
gives larger family 
maximum food 
storage capacity. 





Model B9-46 





1946 


Deepir 


... EXPERIENCE: only Deepfreeze has been ‘‘at it’’ 
since 1938. 


... SPECIALIZATION: 
refrigeration. 


100% in low-temperature 


... ADVERTISING: aggressive full pages in leading 
national magazines that go after your customers, 
produce leads for you. 


See your Deepfreeze distributor now—or write Dept. 
EM-46. Get set—with the hottest ‘‘cold’’ line in the 
appliance field today! 


DEEPFREEZE DIVISION 
MCTOR PRODUCTS CORPORATION, NORTH CHICAGO, ILLINOIS 


CEZE 


TRADE.MARK REG U 5S PAT. OFF 




















the Cilhied’ about Hare feceger 


Only Motor Products Corporation can make a Deepfreeze home freezer 
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FOUR 


endix Rade 


BULL’S-EYE! 


from the industry's finest line-up of radio “firsts 


NEW, 

different, desirable— 
the chair-size space- 
saver Consolette Radio- 
Phonograph 





NEW, 

double-faced plastic 
table model with built- 
in handle 




















(BENDIX RADIO) The more new lines that reach 

——— the market the more the trade 
agrees— Bendix Radio has beaten the industry to the 
punch on everything the public wants and needs. 
Check the great Bendix “Firsts” above ... imagine 


the broad market awaiting sets and features like these 


NEW, 


sensational 
crowd-stopping— 
the Invisible Ra¢ 
with “Sans-Arb 
Phantom Dial 


», 


» 


; 
7 
, 


ON— 
The Real 
Voice of Radio 


NEW, 

compact Swing-A-Door Consoles 
—no lid to lift, no drawers fo 
pull, 100 record storage space 


... think of their potentials for crowd-pulling, fo 
easy, fast-selling demonstrations. 

The Franchise With a Future gives you features wit 
a future—advancements bound to build bigger sale: 
and profits because they’re made-to-order for modern 


living. 


BUILD BEST WITH BENDIX + FOR PRESTIGE - PROFIT » PERMANENCE! ere 


Bendix Radio Division, Bendix Aviation Corporation, Baltimore 4, Maryland AVIATION CORPORATION 


APRIL 1, 1946—ELECTRICAL MERCHANDISING 





H¢ 
a 
n 


erchat 


comely 

ind de 
eading 
pand t 
stores— 


thers C 


lealing 
nd inc 















Department Stores Feature 


Separate 


Appliance 


Shops 
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Stewart & Co.'s appliance store, Balti- 
more, photographed from the rear and 
looking toward the front, showing the 
independent street entrance. Immedi- 
ately to the left of the entrance is a 
doorway leading to the main store. 


Street view of Stewart's shop. A model 
kitchen will be erected under the bal- 
cony (rear, left). 


HOPPERS ior electrical appli 

ances in Baltimore, Md., depart 

ment stores will find the 
erchandise they are looking for hand- 
mely displayed in modern new shops 
ind departments. Practically all the 
eading downtown stores plan to ex- 
and their appliance sections. Two 
stores—The Hub and Hutzler Bro- 
thers Co.—will establish separate shops 
ealing exclusively in home appliances, 
nel 


soon 


independent of the main stores. 


he aw 


Sia ss. 

































Stewart & Co.’s appliance depart- 
ment is already situated in its new 


post-war home—a_ semi-independent 
shop on the ground floor with its own 
street entrance for customers, double- 
door entrance for merchandise, and 
window display. It can be 
shut off from the main 
It even has its own small store- 
In many respects, it is a store 
within a store. 

Open early in February, it occupies 


corner 
completely 
store. 
room. 


























space formerly used by the men’s fur- 
nishings department. There are ap- 
proximately 3,000 square feet of floor 
space, and the total area can be viewed 
by window shoppers on the street. The 
window measures 16 feet along one 
street, and 10 feet along another. It is 
not a show window in the usual sense, 
since there is no backdrop; shoppers, 
therefore, can see appliances standing 
well back in the store almost as well 
as merchandise near the windows. 


The Hub and Hutzler Bros. 
in Baltimore divorce ma- 
jor appliances from main 
stores... Stewart & Co. 
opens semi - independent 
electrical department 


The interior design is extremely 
modern. Three fluorescent lighting 
tubes on the ceiling run the length 
of the shop from front to back. The 
color scheme employs pinks, whites, 
golds, and two tones of grey. One 
wall is broken into saw-tooth design, 
offering two advantages: It breaks 
the monotony of flat wall space, and 
it permits merchandise to be placed so 
it faces toward the front of the store. 
This is another reason why passersby 
are afforded a comprehensive view of 
the interior. There is a liberal supply 
of comfortable chrome chairs. 


Appliances Featured 
RK. Warren Whitaker, 


appliance 
buyer, has his office on a small balcony 


in a rear corner. Immediately behind 
it is the small storeroom. Immediately 
beneath it, a St. Charles model kitchen 
will soon be installed. And across the 
store, in the other rear corner, a Ben- 
dix display will soon be set up. 

The shop retails only major elec- 
trical and gas appliances ; smaller items 
are handled in another department in 
the main store. Merchandise includes 

(Continued on page 66) 
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This is how the proposed store front for the new appliances department of The Hub will look. The Baltimore store is opening the separate appliance 
warehouse at 126-132 W. Fayette St. Entire front will be a display window. 
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shop on the ground floor of its 








Inland Shucker Ice Cube Tray 


In a single action ice cubes are 
easily and speedily released 
from the Inland Magic Finish 
Shucker Ice Cube Tray. 
Result: maximum conven- 
ience in obtaining any number 
of full-sized ice cubes desired 
... from a tray the operation 
of which is utter simplicity it- 
self. Furthermore. you get all 
the ice you freeze. Gone is the 
mess and bother of obtaining 
ice cubes by melting them 


= 
@ ICE TRAYS sy PebAND 


yw YS 


loose from an old-style pan. 
This ease in operation of the 
Inland Magic Finish Shucker 
Iee Cube Tray can be graphi- 
cally demonstrated and sold. 
Automatic refrigerator man- 
ufacturers deem it a “‘must”’ 
as original equipment — deal- 
ers seek it for replacement 
sales, while users revel in its 
convenience, 
For details and prices write to 
INLAND MANUFACTURING DIVISION 


General Motors Corporation @ Dayton, Ohio 


QUICK # 


INLAND 








IT’S EASY—for 
Ice Cubes in a Flash! 


————5 | em 


—_ 


A slight forward pull of the fingers 
on the pan lifter instantly and 
easily loosens the Inland Shucker 
Tray from the ice box sleeve. 
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Separate Appliance 
Shops 
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electric and gas ranges, sun lamps, 
refrigerators, ironers, air-conditioning 
fans, home freezers, dishwashers 
washing machines, radios, vacuym 
cleaners, cabinet sinks, and kitchen 
units. Many makes are carried. 

Mr. Whitaker’s policy is to change 
his window display each week by ro. 
tating the items he wants to feature 
Thus, he features a radio one week, q 
refrigerator the next, an electric range 
the next, and so on. Moreover, he 
places only one item at a time in the 
main window. At night a bright spot. 
light focuses on it. 

Customers are visiting the new shop 
at the rate of about 500 a day, with 
peak traffic on Thursdays, when the 
store remains open in the evening, 
and, of course, on Saturdays. Lewis 
Seiler is merchandising manager and 
vice president of the store, and H. P. 
Selman, Jr. is president. 


Other Store Plans 


Other big Baltimore stores plan 
similar expansion. 

The Hub will open a brand-new 
home appliance store on the ground 
floor of its warehouse building late 
this spring. There will be 10,000 
square feet of floor space on the street 
level and additional room on the sec- 
ond floor for a service department. 

Designed by John P. Tyler, a local 
architect, the new shop will handle 
both major and small appliances, in- 
cluding a large record department 
Windows will be unusually wide and 
high. The effect will be to make the 
entire front of the shop one huge 
window display. Merchandise will be 
arranged so window shoppers will be 
able to see the whole floor area ata 
glance from the sidewalk. 

The shop will be at 126-132 W. 
Fayette St., several blocks from the 
main store. Gerry H. Eser is the 
appliance buyer, and L. Lee Morvitz 
is merchandising manager. Mr. Eser 
says the new store will deal exclusively 


1 


in home appliances. 
Hutzler Bros. Plans 


Hutzler Brothers Co. recently an- 
nounced the purchase of property at 
307-311 N. Eutaw St., which is ad- 
jacent to, but not a part of, the Hutz- 
ler annex. It will soon be converted 
into a store exclusively devoted to 
home appliances. Paul Kemper is ap- 
pliance buyer and Richard Whitting- 
ton is merchandising manager. 

Hochschild, Kohn & Co. will soon 
open a new appliance department in 
space now occupied by the men’s cloth- 
ing department. Merchandise will 
confined to major electrical and gas 
appliances. 

The store has also announced plans 
to open two branch stores in suburban 
neighborhoods. If consumer demand 
justifies it, electrical appliances will 
be handled by these branches. Foster 
D. Mitchell is appliance buyer and C. 
Sherman Denny is merchandising mant- 
ager. 
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At left. are shown three Type “T” totally enclosed Red 
Micromotors for handling jobs up to 1/25th horsepower. 7 
two ventilated Micromotors at the right are Type “Lt”, built i 
sizes up to 1/40th horsepower. 
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/MICROMOTORS| 


MANUFACTURERS HAVE ORDERED MILLIONS 
MORE TO POWER THEIR NEWEST APPLIANCES 


HEN you come right down to it, the life of a 
motor driven appliance depends a great deal 
on the motor. 


Well, Redmond Micromotors are built to keep going, 
straight through the calendar, year after year! 


Micromotors are neat little fellows, in the one- 
twenty-fifth horsepower class. They handle those 
inconspicuous jobs in appliances. 


In heating, ventilating and air-conditioning devices 
' Micromotors move millions of feet of air. They churn 


Ke 


YOK for the name REDMOND 
on your appliance motor. 


thousands of pounds of butter, whip cream, agitate 
chemicals, operate pumps. Overwhelmingly, Micro- 
motors are the choice of their type. 


Check the motor in every appliance you sell. It’s 
often the only moving part, the very heart of the 
product. 


If it has Redmond on its nameplate, it’s a Micro- 
motor, and you can depend on it. More than 
15,000,000 have already been used. Millions more 
are on the way! 


COMPANY, Inc. 
OWOSSO, MICHIGAN, U.S.A. 


Redmond facilities include more than five 
acres of floor area and 2000 employees. 
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General Mills Home Appliance 
Plans, Products and Policies 








PressureQuick Saucepan. 
Other products in the General Mills Appliance family 


will go into production as quickly as conditions permit. 
Products” The General Mills Automatic tron 
has features and advantages that 


no other iron has ever had. 


The unique, scientifically shaped soleplate makes 
ironing easier and faster than ever before. 


[ts Safety Side-Rest eliminates tiresome lifting. . . 
minimizes the danger of tipping the iron off the board. 


Tests prove that its exclusive, patented Tru-Heat 
Control holds temperatures with amazing accuracy... 
provides ‘uniform heat throughout the whole ironing 
process. 

The General Mills PressureQuick Saucepan is dif- 
ferent from any other pressure cooking device. 





Its automatic features make pressure cooking simpler, 
faster and safer than ever before. 





A policy of aggressive continuing support for good 
products has already made General Mills America’s sixth 
largest national advertiser. 


The same vigorous policy, plus years of successful 
advertising, merchandising and selling experience 
will support General Mills Home Appliances. 


General Mills advertising policy is the guide to all 
advertising for General Mills Home Appliances. It states: 


1. That General Mills advertising shall be factual, in- 


formative and educational. 


2. It shall render the maximum of helpful service. 


3. It shall attempt to expand markets rather than 


merely to take business from competitors. 
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| Mills District Managers have Policies General Mills Home Appliances will 

been at work in most territories since be distributed to retail trade through §'.. .... 

mid-January. wholesale channels. purpose 

e e ° e ° e find ol 

Wholesale distributors in many districts are being It is the stated and unswerving policy of General J} makes 

appointed. Mills to build only appliances that make a construc- om ds 

After mid-year the new General Mills Automatic tive contribution to the industry, the trade and tof" '*.; 

Iron with Safety Side-Rest and Tru-Heat Control! the public. ofthese 

H electrin 
will be on sale in the first territory to be opened. General Mills 25-year policy of constructive help for 

Distribution of the General Mills Iron will go forward homemakers gives dealers, distributors and consumers 7 

district by district. Markets will be opened as swiftly as the greatest home service program in appliance history. Zz 

increasing production can make merchandise available. Betty Crocker, symbol of General Mills Home Service, §* ** 

To speed production and distribution we America’s best known and most helpful home service authori- ilies 

Plans. are concentrating all our facilities on the ty, molder of homemaking habits in millions of American = 

manufacture of the General Mills Automatic Iron and 22/8, actively sponsors General Mills Home Appliances. §) | 
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The Magic Metal Cover automatically vents air from 
the saucepan and then automatically seals it when cook- 
ing conditions are correct. 

The exclusive Cookminder Control gives users the 
convenience and simplicity of a single over-all control for 
the cooking process. 

Other products now in various stages of testing and 
tooling will also have unusual and practical advantages 
for users ... plus potent sales appeal. 
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BETTY CROCKER IS A REGISTERED TRADE MARK OF GENERAL MILLS, INC. 


GENERAL MILLS, INC., HOME APPLIANCE DEPARTMENT «¢ MINNEAPOLIS 13, MINNESOTA 
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acre dairy farm he operates in 
Trumbull County, Ohio for 18¢ per 
hour that he formerly did by hand, 
thereby making it possible for him to 
devote the time saved to other income 
producing enterprises. 

The research program sponsored by 
Westinghouse, was established in co- 
operation with the Ohio Public Serv- 
ice Co. and Joseph Motz, a farmer in 
the territory served by this utility. The 
purpose of this research project was to 
fnd out exactly where electricity 
makes money on the farm. The Motz’ 
farm did not have electric service prior 
to the setting up of the project. Con- 
sequently, a comparison could be made 
of these various activities as they were 


LECTRICITY is doing jobs 
EK, for Joseph Motz on the 160- 


electrified. 
Peid Out of Income 


Mr. Motz is paying all power and 
equipment costs out of his income on 
a definite pay-as-you-go-basis. This 
js one of the primary factors in the 
program; namely, to find out exactly 
where electricity, when properly ap- 
plied, can pay for itself and make a 
good return to the farmer. 

In analyzing the records of the past 
year’s activity some very interesting 
factors have been revealed. While it 
was not expected that this electrifica- 
tion project would show much of a 
profit until some major equipment had 
been installed, nevertheless, it did show 
a small profit in the first two months. 
Savings of $17.57 was credited to elec- 
tricity for doing farm tasks, which, 
after the electric service bill of $10.92 
was paid, left a net operating profit of 
$6.65. This profit was realized 














Mrs. Joseph Motz' smile reflects the hap- 
piness and contentment electricity can 
bring to the farm. 


Lois Motz fills a pail with drinking water 
An electric water system 
has replaced the old hand pump, but the 
water still has to be carried from the 
milk house to the house. The Motz family 
plan to pipe water to the house later on. 


for the house. 
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STARTING from 
SCRATCH 


Prior to the start of this experiment, the 
farm of Joe Motz had no electricity ... Now 
Westinghouse and Ohio Public Service Co. 
are cooperating to find out exactly where 
electric service is helping a typical dairy 


farmer make money 


although Mr. Motz used only 46 per 
cent of the power allowed by the mini- 
mum bill. 

An outstanding example of possible 
savings in time and money through 
the use of a 4 hp. utility motor to 
operate a sickle sharpener during hay- 
ing season was revealed in these rec- 
ords. By actual comparison it cost but 
3¢ for electricity and three man-hours 
to sharpen the sickle electrically on the 
farm for the entire season as against 
$6.00 for machine sharpening in town 
and 104 man-hours for touching up by 
hand on the farm. No time was 
charged against taking the sickle into 
town to be sharpened and of picking 
it up later as it was assumed Mr. Motz 
could do this along with other farm 
errands. Experience has proved, how- 
ever, that an occasional special trip 
was necessary. Regardless, the direct 
saving amounted to $5.97 cash plus 
74 man-hours per season. On this 
basis, the grinder could be paid for in 
three haying seasons since it cost but 
$15.30. The motor is used to operate 
a fanning mill, a concrete mixer, a 
grinder to sharpen plow shares, en- 
silage cutters and farm tools in addi- 
tion to operating on the sickle grinder; 
therefore, its cost of $17.50 is prorated 
over these operations. However, if its 
cost were added to that of the sickle 
grinder, both could be liquidated in 
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less than six haying seasons. 

The analysis reveals that the dairy 
contributed only 26.3 per cent of the 
farm profit, yet it consumed 46.5 per 
cent of the labor. It further shows 
that the average production per cow 
was 5,548 Ibs. of milk and 266 Ibs. of 
butter fat, which is below that con- 
sidered profitable. In,an effort to im- 
prove the efficiency of labor, a deep 
well pump and drinking cups were 
installed. This eliminated the time 
consuming job of pumping and hauling 
the water and watering the cows by 
hand during the 5 winter months, re- 
sulting in a saving of 175 man-hours 
for the 5 month period. 

The records show that it required 
4.66 man-hours to produce 100 Ibs. of 
milk during January, February and 
March of 1944 when the cows were 
watered by hand and 3.80 man-hours 
during the same three months in 1945 
when the cows were watered auto- 
matically. If full credit can be given 
the water system, it means that auto- 
matic watering has saved 44.4 minutes 
for every 10 gallons of milk produced. 

With continuous water before cows 
in water cups, it was found an aver- 
age of 10.6 gallons of water was con- 
sumed per day per cow and that the 
average milk production per day from 
11 cows was 221.62 lbs. When the 
cows were watered twice a day by 








Cooling milk on the Motz’ farm is done 
with cold well water pumped into the 
cooling pit electrically. The milk is 
strained as it is poured into the can in 
the cooling pit. 


hand these were 6.9 gallons and 216.10 
Ibs. respectively. The cows consumed 
53.6 per cent more water and pro- 
duced 2.55 per cent more milk a day 
when water was continuously before 
them. Based on milk production dur- 
ing the winter of 1944 and figured on 
the basis of the 5 months, the use of 
water cups would have increased the 
milk income $36.35. 


Cost of Water System 


The total cost of the entire water 
system was $282.07 and it makes a 
direct saving of 174 days work or 175 
hours during the 5 winter months. 
Valuing labor at 64¢ per hour, which 
was actually received by labor on the 
Motz farm during 1944, the time saved 
alone would be worth $112.00. Add 
to this the increased milk check of 
$36.35 and the total represents the 
yearly value to the Motz’ family if 
they utilize the time saved to increase 
the volume of the farm output. The 
pump power consumption is .397 kw 
hrs. per day. At 3¢ per kw hr. the 
5 months pumping would cost $1.79. 
The depreciation would be 7 per cent 
of $282.07. Allowing $5.00 per year 
for maintenance, the net per year by 
using the water system for the dairy 
would be $121.82. Based on this, the 
water system as used for the dairy 
would pay for itself in a little over 
two years. 

The records further revealed that 
the family annually carried 10.76 tons 
(258,126 gal.) of water to the home for 
drinking and cooking purposes, cover- 
ing a distance of 49.21 miles to ac- 
complish this task. Future plans call 
for piping the water to the home to 
eliminate this arduous task. 

A total of 245 man-hours was saved 
during the first 8 months used of elec- 
tric power at a cost of $44.10 for the 
electrical energy. In other words, 
electricity was “hired” at a cost of 18 
cents per man-hour. The over-all farm 
operation gave a labor return of 64¢ 
per man-hour ; therefore, the electricity 
netted 46¢ to the operation for every 
hour saved. 
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HAND-PICKED! 


390,000 Farm Prospects for Electrical Products 


Riis electrified farms were personally selected—-hand picked by 3,000 representatives 


of Power Companies and REA Co-ops—because they are potential large users of electric cur- 


rent, and their income makes them first-line prospects for electrical equipment and appliances. 


These 390,000 farms comprise 97% of the circulation of ELECTRICITY ON THE FARM 
magazine. Devoted exclusively to the users of electricity on farms and in farm homes, it shows 
farmers how to make the fullest use of electric power for production and better living. Only 
ELECTRICITY ON THE FARM magazine offers manufacturers of electrical equipment 


and appliances this specific market of 390,000 farms with electric power—plus buying power! 


In addition, 4,000 key workers in Rural Electrification who are Power Company, REA and 
Agricultural School Agents, read it regularly; and to keep abreast of the latest developments 
in electrical products for farm use, ELECTRICITY ON THE FARM is also read by more than 
8,000 dealers! Thus, net effective distribution is over 400,000. 


Would you like to judge for yourself what ELECTRICITY ON THE 
FARM magazine is doing in promoting the sale of your merchandise? 


We'll be glad to send you a sample copy. 


ot ELECTRICITY ON THE FARM sacazme 


24 West 40th Street 
New York 18, New York 


605 Market Street 


San Francisco 5, Cal Ch 


NATIONAL MAGAZINE CF RURAL ELECTRIFICATION 
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Dirty Hands 


CONTINUED FROM PAGE 43 senses 


particular make. He qualifies his cy 
tomers in advance by telling them there 
are so many washers on the marke 
that he must select the one that wij 
do the work. From this he finds oy 
what kind of work the husband does, 
how many are in the family, and the, 
concentrates on the particular machine 
He has found in the past that 96 per. 
cent of his washing machine customer 
have trade-ins. 

The service department is the 
answer to the trade-ins. 

It is completely equipped with much 
larger machinery than ordinarily 
found. Some of this is used to im. 
press customers. 

For example, suppose you walk in 
to get a new wringer roll. There is 
a big stock of wringer rolls in the 
Miller basement. Up comes one and 
on a § in. rod cutter he nips the new 
wringer roll to size. 


Miss Clarice Zylstra demonstrates unique 

Miller advertising. Every youngster that 

comes in to the store with his momma gets 

a candy bar, and fairly drags his mother 
back in again. 


He has a specially made milling ma- 
chine for putting a tongue on it. In 
two minutes instead of a half hour he 
has your new: wringer roll ready for 
you to take home, which is something 
that makes quite an impression with his 
customers. 

Another item in the Miller shop isa 
hydraulic press, home made, used for 
pushing out bearing shafts, or any- 
thing broken. It is home made and 
cost $12.25. It does work in a jiffy 
that would be very difficult to do by 
hand. Chief objective of this gadget is 
time saving. 

The Miller operation extends ovet 
a five-mile area on the south side. Most 
employees are oldtimers with the com- 
pany. There is Miss Clarice Zylstra, 
Robert Dykstra, Pop Wise and Robert 
Dwyer, in addition to Harry Miller. 

Lines handled when your corres- 
pondent was present were Speed 
Queen, Maytag and Easy washers. 
Small appliances were Proctor and 
Sunbeam. 

The Harry Miller operation is nota 
slick looking one, but it gives satisfac 
tion and has won a lot of friends. From 
now on in Harry Miller will never 
need worry about where his next meal 
is coming from. 
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Appliance dealers... think over this idea 


... but it won’t wait. Now is the time! 


First, let me remind you again of something you . into the appliance business the ones that are most 
already know—but something so important that we — 4 suitable. New blood. New vitality. 
can't afford just to pass it off by saying “old stuff.” Not only is it patriotic to help ex-servicemen get 
I mean the fact that present conditions in the ap- properly placed as soon as possible—but it’s also a 
pliance business are temporary —that certainly the 
day will come when we'll again have to do real selling. 

Yes, we all realize that customers won't keep on 
clamoring for goods when the shortages are over. 


That, on the contrary, there'll be competition for 


mighty fine thing for the appliance business... . for 
your business! 
There's plenty of work around your store to keep 
budding salesmen busy while getting their bearings. 
Isn't it mighty smart for an appliance dealer to start Have them learn about service; it will make them 
every consumer dollar . . . competition of new homes, today to build the go-gettingest sales force he ever had better salesmen. Give them a chance to develop sales 
new cars, new clothes...thousands of other com- —recruiting it from the many fine young chaps being technique—to learn poise and confidence —defore 
modities. So—is there something we might be doing discharged from the armed forces? I believe it is. the tough selling starts. 


about that right now? But the time has to be now—before other fields Let's keep appliance selling vital by putting some 
Well, here’s an idea that I believe makes sense. skim the cream of the crop. Let's start drawing of the nation’s best fighters on the team—now. 


a PRESIDENT 


THE MAYTAG COMPANY + NEWTON, IOWA 
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These Telechron 
Electric Clocks 
Now in Production 


TELALARM 
With chime-tone alarm 


CONDUCTOR 


Alarm, ivory plastic case 


TELALARM, Jr. 
Control-a-tone alarm 


EMBASSY 
Chime-tone alarm 


SWITCH-ALARM 
Radio timer 


SELECTOR 
Household timer 


COMMERCIAL 1H912 = 12” dial LITE-CALL 


Flashing light alarm 


COMMERCIAL 18915 — 15” dial 


MUSALARM* 


Combination radio and alarm clock 


GRACEWOOD — Mantel clock 


*This model scheduled for April production 


Here's the complete line of profit-making Telechrons .. . 
electric alarm and occasional clocks, kitchen clocks and 
commercial clocks. New Telechron awakening methods, 
too. We're producing all of these in limited quantities now 
..« we'll be making more as materials become available. 
Get your orders in now. Warren Telechron Company, 
Ashland, Massachusetts. 


} 2 


ELECTRIC CLOCKS 

















Mrs. Theia Kamerer uses @ Mixmaster to prepare date Muffins for baking in an 
electric roaster, to demonstrate the use of electrical equipment in cooking one of 


the essentials in the meal selected. 


| 
| 
| 
| 


Appliance Instruction 


| 


| in California Schools 


In Nutrition and Food Preparation 
Visual Methods Used for Education 


uBLIc school authorities are not 
Pi: ays willing to grant permission 
|for appliance demonstrations by utility 
| demonstrators before home economics 
| classes, but they are glad to have the 
| nutritional information which was part 
of the government’s wartime program 
brought to their students. The two 
home demonstrators of the Southern 
California Edison Co. are now carry- 
ing out a program throughout the 
schools of their territory based on the 
importance of well-balanced meals 
| which is a follow-up of the wartime nu- 
| trition classes conducted by the power 
company as a breakfast program in 
behalf of war workers. To assist in 
| the preparation of food, an electric 
range, a roaster and a Mixmaster are 
| carried along and a discussion of their 
use and advantages is part of the dem- 
onstration, according to H. C. Rice, 
| merchandise manager of the Edison 
company. 


Special Visualizer Used 


A special visualizer has been pre- 
pared to assist in presenting the story. 
This consists of a double shallow card- 
board case hinged together, which 
can be carried readily from place to 
place and opened up like a book for 
use during the class period. The board 
permits a simple dramatization of the 
nutritional facts it is desired to present 
which makes them more readily as- 
similable by youngsters of varied 
school ages. On the left are slots into 
which may be fitted cardboards listing 
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the essentials of a well-balanced meal. 
These consist of: 1. 4 pint of whole 
milk, 2. Meat or substitute, 3. Vege- 
tables or fruit, 4. Bread or muffins, 
and 5. Butter or fortified margarine. 
On the other surface is the representa- 
tion of a plate with hooks upon which 
the youngsters are permitted to hang 
pictorial representations of the food 
they would select for their lunch or 
dinner. A goodly assortment of these 
pictures permits considerable choice by 
the individual. A counter on the back 
is used to indicate the food values. | 
a correct selection is made, the total 
should reach the 100 mark. 


Proper Food Preparation 


It is not enough to plan balanced 
meals, the home economist continues 
but the food must be cooked properly 
to conserve vitamins and _ nutritional 
values. This leads to a discussion and 
demonstration of the proper prepara- 
tion of food. The electric appliance 
with their measured heat which makes 
possible cooking with little water | 
then demonstrated, using the 
master and the roaster. This, it is ex 
plained, is a miniature oven operating 


mix 


the electric range. Other advantageous 
characteristics of the electrical equip- 
ment, such as its cleanliness, health- 
fulness, safety and convenience aft 
pointed out. The demonstration con- 
cludes with an opportunity to taste 
the food thus prepared. The entire pro 
(Continued on page 78) 
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JUTCH OVEN 
AS RANGE 











| matic control 


is delicious | 





| cooking 


Globe American Corporation of Kokomo, Indiana, makers of the famous Dutch Oven 
ibution of this product along with its Washers, Ironers, and Home Freezers. 


f 


range that combines truly automatic 


‘control and the oven that cooks on 


with gas off! 

Yet automatic retained heat cook- 
ing is only one of its- revolutionary 
features. Dutch Cooker Well, Sizzle- 
Serve Broiler, Spiral Heat Top Burners 
and the Automatic Dutch Oven offer 
your customers FOU R improved cook- 
ing devices in one. 

From base to back panel, the 
Maytag Dutch Oven gas range is a 
feature-studded beauty! It’s THE 
post-war gas range! 

And it’s also especially engineered 
for perfect performance with liquified 
petroleum gas. 


& 


THE MAYTAG COMPANY 
NEWTON, IOWA 
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STAINLESS STEEL SINKS 





DEALERS: 


Here are your three big stars to light your way to quick profits. 
First time in the market as an all-in-one packaged unit. Orders 
shipped in rotation received. So . . . order TODAY! 


PARAGON UTILITIES CORP. ua 
50 Vou Dom St., Brooklyn 22, N. Y. =a 



















Paragon Utilities Corp. Beate ne no mareieenscaaie 
SO VAN DAM STREET, BROOKLYN 22, WN. Y the following Wems: ......No. 154 .......Ne, 1666 ...... te, ies 
ERMA F.0.8. your worehouse Brootlyn, N.Y, 

Nome........ : Pies ee ee 





MEW YORK FURNITURE EXCHANGE . HICAG FURNITURE MART 


Street i SE St 
. : 





SAN FRANCISCO WESTERN MERCHANDISE MaRT 
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Appliance Instruction 
In California Schools 


CONTINUED FROM PAGE 74 ccs, 


gram is timed to fall within the schogl 
period of from 40 to 45 minutes. 

Mrs.: Theia Kamerer and Mrs. By. 
elyn Conant, the company’s two home 
economists, started late last fall tp 
carry this message to the junior and 
senior classes of the 150 high schools 
in the territory served by the South. 
ern California Edison Co. 


Basement Gardening 
Uses Fluorescents 


Dept. of Agriculture 
Develops New Method 


HE Department of Agriculture 
has figured out a way to render 
sunlight unnecessary. By using ordi- 
nary 30- and 40-watt fluorescent lamps 
as the source of light, home gardeners 
without greenhouses can propagate 
seedlings and cuttings in the basement 
in an enclosed unit developed by the 
Department. 

A unit six feet long, three feet high 
and three feet wide for use with a 
fixture containing two 40-watt fluor- 
escent tubes is suggested. Two doors 
hinged at the top are provided for the 
front of the unit. Ventilation is un- 
necessary, but construction with a 
waterproof composition board is a good 
idea if insulation is important. 

The unit, as designed and tested at 
the Plant Introduction Garden, Glen 
Dale, Md., has (1) a heated or warm 
air space below, (2) the rooting 
medium in a flat or trays with drain- 
age, (3) fluorescent lamps and re- 
flecting surface, and (4) an air space 
above the lamps to prevent excessive 
heating. Recommended temperatures 
for most cuttings are between 72 and 75 
degrees Fahrenheit. 

If the unit is placed where tempera- 
tures fluctuate widely a heating unit 
can be installed controlled by a chicken 
brooder thermostat or soil-heating 
thermostat. Small sealed 75 to 10 
watt heating units with base fitting 
standard lamp sockets should be ade- 
quate. in most instances. Old-fash- 
ioned carbon filament lamps or two 
tungsten filament bulbs connected im 
series also may be used. 

The tubes used should be from 12 to 
15 inches above the rooting medium— 
recommended as vermiculite. Although 
quicker rooting may be obtained under 
















16-hour light periods with some 
species, continuous illumination 1s 
simple and generally satisfactory. 






When burned continuously, the fluor- 
escent lamps should last 5,000 to 6,000 
hours. 

A light rich in orange-red rays pro- 
duces the most rapid and heavy root- 
ing of cuttings. Either a 3,500 degree 
white or a pink fluorescent tube is 
therefore preferable to a daylight qual- 
ity tube, although reasonably good 
rootings may be expected with the lat- 
ter. A light richer in the blue-violet 
rays is recommended for use in grow- 
ing seedlings. as the light most favot- 
able for cuttings produces a rapid but 
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leggy, spindly growth of seedlings. 




































































The Revolutionary New 
WESTINGHOUSE DUO 


It’s a radio-phonograph with automatic 
record changer . . . but you can lift out the 
radio and play it anywhere. The hottest 
sales feature of 1946! 


The Amazing 
PLENTI-POWER CIRCUIT 


This exclusive feature gives a low-priced 
Westinghouse 7-tube set more undistorted 
output than most 12-tube sets had prewar. 
An can hear the difference . . . every- 
body likes it. It means sales to the millions 
who want 12-tube performance on a 7-tube 


budget. 





A POWER-HOUSE 
IN A JEWEL CASE! 


Never before has such performance been packed into a 
set of this size. You'll nave to hear it to believe it! 





THE EAR-LEVEL 

SPEAKER 
Something new you can demonstrate. The 
sound originates at the most natural level for 
listening enjoyment. No acoustical loss or 
distortion from the carpet or floor. 


I 


6 TO 10 TIMES AS MUCH 
RECORD STORAGE SPACE 
In most of the new radio-phonographs, West- 
inghouse has made the entire cabinet 
width available for record storage space 
---6to 10 times as much as prewar § When you want to operate the tone arm by hand, do so 
cabinets of the same size... a real . .. no danger of throwing the automatic mechanism out of 
selling feature for people with —_ adjustment. After the last record is played the tone arm 
record libraries. returns to rest and the turntable shuts off automatically, 


A completely new 
AUTOMATIC RECORD CHANGER 


Single-button control! No changeover levers to push! No” 
complicated operating instructions. 


RADIO’S FIRST NAME IS 


Westinghouse 


Radio Television 





Tree-mendous 


No wonder KitchenAid out- 
classes the household mixer 
field—look at that family 
tree. KitchenAid features the 
same mixing action as those 
husky commercial mixers— 
the same over-allowance of 
power for rated capacity 
—the same sturdiness of 
housings and painstaking 
in assembly. KitchenAid’s 
no ordinary mixer! 


( A 


é HOBART 


= Kitchen 


| A Jeweler Looks at the Appliance Business 








Selling Edge 


KitchenAid pioneered the 
home mixer field a quarter 
century ago—still offers the 
greatest value to housewife 
and dealer alike. There are 2 
mixers with complete assort- 
ment of attachments and 2 
fast-selling coffee mills. 

Your customers want | 
KitchenAid right now. See 
your distributor, or write us 
for his name. 


Hid 


| 
| 
| 
| 
| 





The Hobart Manufacturing Co., KitchenAid Division, Troy, Ohio 





“We have made it a point to stick 
to the well known, highly advertised 
brands. I think stores that buy an 
advertised article and nail it to the 
floor and try to switch the prospect 
to an unknown brand are simply wast- 
ing their time. We step up our sales 
too, but we step them up on the ad- 
vertised article. People may not know 
Norman Kernis but they do know the 
lines he carries, and in this our prestige 
is as great as the downtown stores.” 


Growth of Business 


So rapid has been the Norman Ker- 
nis growth that he sometimes pinches 
himself to see if he is awake. With 
18 other jewelers in the trading area, 
his store has forged ahead because it 
has made itself headquarters for va- 
rious items. 

The one cloud, as small as a man’s 
hand, that Norman Kernis sees is the 
possibility of bad times. Jewelry, be- 
ing a luxury, doesn’t stand depressions 
well. For having been in the jewelry 
business since a boy he understands 
its limitations and wishes to diversify. 
He appreciates that at the present 
moment there is going on the mechan- 
ization of the American home, and as 
a consequence, is planning to expand 
in this field. Ben Abrams, a veteran 
Kelvinator man, mamages the appli- 
ance department which will extend up- 
stairs and in the north space. 

“I don’t believe that jewelry and 
appliances mix,” says Mr. Kernis. 
“In one business you are selling art 
and atmosphere, in the other, ma- 
chinery.” 


Appliances 


In its future the store is taking over 
two other spaces in the building, giv- 
ing 50 ft. of frontage and a chance to 
spread out on appliances. 

It is natural for a jewelry store to 
start carrying appliances as gift items 
and the firm has already done an out- 
standing job on table wares, sur- 
rounded by blond woodwork and an 
abundance of mirrors. Appliances 
are shown in shining array amid cut 
glass perfume bottles that makes the 
whole setting seeem like jewelry. In 
normal times the store carries a $15,000 
inventory in small appliances because 
it has everything from the $5 run-of- 
the-mill clock to a $100 chime job. 

“On Thursdays and Saturdays,” says 
Norman, “we have extra help and un- 
less there is plenty of stock and the 
salespeople know where it is, we lose 
sales.” 

In the epidemic of cut rate selling 
prior to the war, Norman Jewelry never 
handed out any discounts on electrical 
items. The feeling was that if cus- 
tomers could get it on appliances, they 
would believe they could get it on 
other items. In a neighborhood where 
clothing firms were giving appliances 
as premiums with a pair of trousers 
(with one customer you got an electric 
iron, two customers something bigger ) 
Norman Jewelry stood firm in getting 
full list price. It was felt that easy 
payments offset cut prices. 
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The firm found that a constant dis 
play of small appliances is a betty 
eyecatcher and easier for demonstr. 
tion. A buckshot display was not y 
good. With a constant state of djs 
play, Norman Jewelers found it har 
to sell a lemon because there were , 
lot of other brands there crying fq 
attention, That is all right with Nor. 
man Jewelers. They will sell the bran 
asked for, and today they are finding 
that more and more people ask for 
brands instead of simply requesting, 
for example, an “iron.” 


Future Policy 


The policy of the store with major 
appliances is going to build around 
nationally advertised brands. Norman 
Kernis expects to cash in on the traf. 
fic created by nearby Sears Roebuck, 
but he is shrewd enough to realize that 
the nationally known brands will aid 
him in offsetting his price competition. 
In fact, the preliminary advertising of 
the new appliance store stresses the 
prominence of the brand names to be 
carried. In this he is repeating his 
jewelry experience. 

Jewelry and appliance departments 
will be kept separate. However, there 
will be openings through the two 
stores to the cashier’s cage. Outside 
there will be separate fronts. A kitchen 
will be part of the layout and will af- 
ford room for a few demonstrations. 

“The secret of building up a retail 
business in a neighborhood of a city,” 
he said, “lies in doing something that 
impresses the prospective customers 
that you are entitled to their conf- 
dence, that you know your business 
better than the competition. Then you 
develop something that makes ther 
realize it is worthwhile to come into 
your store before going elsewhere, 
and the deed is done. Right now, we 
are getting all the information we can 
on the major appliance business, and i! 
it is as good as the small appliance has 
been, we shall be very happy.” 





“THAT'S WHAT YOU GET FOR ORDERING 4 
‘SWEEPER’ SIGHT UNSEEN FROM SOME FL! 
BY-NIGHT DEALER" 
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EVERHOT 
PRODUCTS 


ROASTERS.. HEATERS.. APPLIANCES 

VERSATILE 

COMPACT 
FAST 


The Improved 


EVERHOT RANGETTE 


“Wall-outlet cooking at its best! 


















@ The exclusive, patented Everhot system of heat control 
provides remarkably fast and versatile cooking. Here is 
the versatility of an apartment-size electric range with the 
additional advantages of 
compactness, portability 
















and lower price . . . 
Genuine porcelain enamel 
cook top, removable alumi- 


num frying griddle, large 





drawer fully equipped for 


Rangette oven. White porcelain insulated 
body with bakelite handles and chrome 
door. Heat indicator in top. 


Broiling and Toasting. 














Everhot 
spread consumer acceptance. 
is prepared and served in the same 
utensil. It roasts, bakes, stews and 


wide- 
Fooi 


Roasterette enjoys 


Two heaters 


Everhot Rayvector Heater. 
in one. Use either radiant or circulating 
heat or in combination. Popular item with 
wide selling appeal. In production now. 
See your jobber. 


escallops. Warms up left - overs. 
Serves hot foods at picnics. Its dis- 
play means sales. Every sale means 
a satisfied customer. 


THE SWARTZBAUGH MFG. COn:PANY 


TOLEDO 6, OHIO . . . ESTABLISHED 1884 
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“ARE YOU IMPLYING THAT | AM A KLEPTOMANIAC?" 











Pacific Coast 
Conclave on Electric 


HOUSE HEATING 


Space Heating Trends Discussed 
By Power Company Representatives 


GROWING interest in electric 
A house heating on the Pacific 
Coast was expressed at a recent two- 
day conference held in San Francisco 
under the auspices of the Electric 
Heating Society. Thirty or more 
representatives from both public and 
private power companies, as well as 
of manufacturers handling this type 
of equipment, came from all sections of 
the country, including one from 
Tennessee and several from the Pacific 
Northwest. 

Plans for comprehensive tests to de- 
termine the characteristics of space 
heating under conditions in the Pacific 
Northwest were outlined by J. H. 
Polhemus, president of the Portland 
General Electric Co. His company is 
spending from fifty to sixty thousand 
dollars on equipment which will pro- 
vide reliable information upon which a 
house heating policy for the company 
can be built. 


TVA Experiment Outlined 


Buford T. Martin reported on house 
heating developments in the Tennessee 
Valley, where 1,000 homes are now 
electrically heated under climatic con- 
ditions which call for an average of 
3,200 degree-days. The heating is 
confined almost entirely to small houses 
of from 6,000 to 9,000 cu. ft. 

Fourteen such small homes averaged 
7,410 kw.-hr. for the heating season, 
while five larger houses used an av- 


APRIL 1, 


1946—ELECTRICAL MERCHANDISING 


erage of 13,656 kw.-hr. The average 
for a group of thirty homes was 1.3 
kw.-hr. per cu. ft. at a cost of 7.4 mills 
per cu. ft. on the standard TVA resi- 
dential rate. The average price for all 
energy sold to residential consumers 
on TVA lines was 1.85 cents per 
kw.-hr. On a connected load of 12 
kw., six houses showed a maximum 
30-min. demand of 49.5 kw., or a di- 
versified demand of 8.25 kw. per house 
for househeating, cooking, water heat- 
ing, refrigeration and lighting. This 
occurred between 8 and 8:30 am 
Maximum hourly demand of 37.5 kw. 
was between 6 and 7 a.m. when the 
outside temperature was 28 deg. Dur- 
ing a previous check a 30-min. demand 
of 57.5 krw. was recorded with a 10 
deg. ambient. Load factor for a 24-hr 
period for a single house was 76 pet- 
cent. Annual load factor was about 1 
percent. The project has revealed, ot 
the rather limited data available, that 
space heating has good diversity and 's 
a desirable load. It is planned to s¢l 
a large part of war-released TVA get 
erating capacity for electric space heat- 
ing. 
Load Characteristics 


Load characteristics of electric space 
heating were discussed by Harry 6. 
Kelsey of the PUD at Longview, 
Wash., who presented a recent stud! 
of costs of serving such a load, ind 

(Continued on page 86) 























































Heavy-gauge, 
one-piece, seam- } 
less steel tub. 








Resilient rubber 


gasket prevents 
friction damage. 












Heavy gauge, 
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v1 bes There’s more to Blackstone quality construction than greets : ; pate gare an 
nee the eye. Take the tub and chassis assembly, for example. i, entire circum- 
= for all Blackstone’s “Mono-steel” construction makes this part of the erence of tub 
ma washer a simple, yet rugged unit of maximum strength and 
of 162 rigidity. Heavy gauge steel is used for basic construction to 
axima prevent weaving and bending of legs when the loaded machine = 
: da is moved. The base-ring is spot-welded for added strength, A 6 eee 
" om resilient rubber gasket protects the gleaming, splash-proof of legs. Lege formed of 
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ow Blackstone chassis assembles to form 
pa” BLACKSTONE CORPORATION BLACK {TO Ne a structurally rugged unit that resists 
a 24-hr Jomestown 6, N.Y. the inevitable:abuse which all house- 
% - A Division of Jamestown Metal Equipment Co., Inc. EES prs emetiia a hold appliances receive. 
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For over 20 years all of our resources, experi- 
ence and ingenuity have been focused on one 
job .. . keeping ahead of the appliance parade; 
making sales easier by giving customers more 
for their money! 


We believe the new EM TEL-A-MATIC 
TOAST MAKER does this—more than 
matches competition in looks, construction 
and features! It’s beautifully styled . . . silent 
and completely automatic . . . makes light, dark 
or medium toast as desired. No noisy clock- 
work mechanism to get out of order. Nichrome 
heating element assures longer life, uniform 
results. Removable crumb tray for easy clean- 
ing. Order now for earliest possible delivery! 


President 


ONLY ~KeM~ BACKED BY 20 YEARS EXPERIENCE CAN OFFER YOU 


The most complete Exclusive items with Profit-proven, time- 
line in the industry. exclusive features that tested, trouble-free 


Saves overhead by reduc- get customers and hold 


ing inventory costs. them for you. 


appliances. Over 25 
million in use. 


KNAPP-MONARCH CO. 
ST. LOUIS, MO. 
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Advertised in America’s Leading Magazines! 








Month after month attention-getting ~]M{ national adver- 
tising is winning customers—building a backlog of future 
business for you. Watch for ~KeM- advertising in LIFE, 
SATURDAY EVENING Post, BETTER HOMES AND GARDENS, 


F LaprEs’ HoME JOURNAL, and other leading magazines. 


-.. PROFIT PROVED! BACKED BY 20 YEARS’ EXPERIENCE! 
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EASIER SELLING... 
LESS SERVICE...LONGER LIFE... 


SATISFIED CUSTOMERS -THROUGH | xa atelatiael Superiority 





Most dealers or distributors know the 








potentialities of the stoker market. The 
question now is: Which make of stoker? 
An investigation along the lines of 


mechanical superiority will be profitable. 








Mechanical superiority means easier sell- 
ing ... less service . . . longer life . . . and 
the extra sales that follow from consumer 


satisfaction. 



















You'll find many mechanical features 


LINK<©* BELT 
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More PROFIT per DOLLAR 
and per HOUR INVESTED 


on Link-Belt stokers—-developed from 
laboratory research and vast experience 
on engineering — that are exclusive. We'll 
be glad to tell you in detail what they are 
and why they are better. This goes not 
only for the Link-Belt Domestic bitumi- 
nous (shown in the installation picture), 
but for the complete line of bituminous 
and anthracite stokers for domestic, com- 


mercial and industrial applications. 
10,288 


grower Fle b : : : 


Magic Flae® “CT QK ERS 








Pacific Coast Conclave 
on House Heating 


Que CONTINUED FROM PAGE 8? ame 


cating that for his system it is prof. 
able business at a charge of 6) mil; 
per kw.-hr. The average rate of 24 
per kw.-hr. paid to the Bonneyill. 
project for power leaves his organiza. 
tion at the end of the year with 
profit of $20.81 per heating customer, 
based on a diversified demand of 5 kw. 
per house and taking into consideration 
all the costs of serving the load. 

Both the Longview utility and the 
Portland General Electric Co. testified 
that the price for Bonneville power 
would have to be reduced if the house 
heating load was not to be segregated 
from other power in the rate structure 
J. B. Cochran, who represented the 
Bonneville development at the meeting, 
said that his administration was aware 
of the rate situation and that the 
problem was in the course of being 
worked out. Bonneville looks forward 
to the possibility of electric house heat- 
ing playing an important role in ab- 
sorbing power from lessening war de- 
mands, As a temporary measure a 
ceiling may be placed on energy sold 
for house heating. 

Electric space heating in California 
is a major development, according to 
Wm P. Bruere, electrical engineer for 
the state, who stated that there is more 
electric space heating load in northern 
California by several times than in all 
the rest of the country combined and 
that the rates of the Pacific Gas and 
Electric Co., on whose lines most of 
it is found, are quite favorable to fur- 
ther development of this type of load. 


Effect of Insulation 


Effects of house insulation on con- 
sumption, installed capacity, demand 
and diversity were discussed by I. F. 
Hunsacker of the Wesix Electric 
Heater Co., who quoted tests showing 
that a 72,000 cu. ft. uninsulated house 
would require an hourly heat input of 
48,000 B.t.u. and 14-kw. installed ca- 
pacity as against 19,000 B.t.u. and 
54-kw. installed in a fully insulated 
house. Diversity would be greatly im- 
proved and consumption of power re- 
duced by at least one third by proper 
insulation. 

Unit space heaters, individually ther- 
mostatically controlled, were adjudged 
best among the six possible systems of 
electric heating which may be used, 
according to a study based on merit 
points presented by S. L. Forsyth, 
Westinghouse Electric Corp. 

Experience of the Coast Counties 
Gas & Electric Co. in the househeating 
field was reported by R. L. Haden, 
salesmanager. His company is now 
serving six engineered househeating 
jobs during the present winter and ex- 
pects, if things work out as anticipated, 
to go into electric househeating on an 
extensive scale next year. He figures 
that the average house can be electri- 
cally heated under the climatic condi- 
tions of his territory for from $60 to 
$65 per year, with most of the heating 
falling in the 8-mill block. 

Thomas J. Mellon of the Wesix 
Electric Heater Co. served as chait- 
man of the conference. 
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1. and “Try and Stop me”— says I. “Lady —just 
sulated think. No lifting. No tilting. No twisting. No 


4 Pucy 
ly im- more extra work for those little wrists— you'll -— PS, 
fer Te just flick the little red button—and presto !— -* 
proper the Proctor Never-Lift lifts itself. Comes to 
y ther- rest on its own legs till you want to use it 


again. Then—just press the handle—and back 


“TELL ME MORE ABOUT THE IRON THAT LIFTS ITSELF.” 


“Take your time—when you iron with a 
Never-Lift. The Speed Selector Fabric Dial 
adjusts the iron temperature for your per- 
sonal ironing speed as well as for the fabric. 
You can iron fast or slow... still get the 
proper heat. It’s a Proctor First. 








— pop the legs, neatly out of the way. —— 
. used, “Proctor really knows its onions—when it comes to irons. 
merit “Pardon the pun,” I continued —“but accord- Proctor’s been a leading contributor in the development of the 
orsyth, EVEN HEAT ing to laboratory tests the Never-Lift is num- modern electric iron ...a pioneer in heat engineering for sixty 
ber one on the Heat Parade. It’s got just about years. (Every Proctor appliance features the Proctor specialty 
punties perfect heat distribution. Never breaks out — precision thermostatic heat control.) That’s why my advice 
eating in spots. No COLD SPOTS to slow you down is— wait for a Never-Lift. It can’t be beat for labor-saving 
Haden, with drag and wrinkling. No HOT SPOTS to features and superior craftsmanship. We'll have "em soon. The 
ae cause scorching. Irons smoother, faster, more big Proctor magazine ads will tell you when.” 
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PROCTOR ELECTRIC COMPANY, PHILADELPHIA 40, PENNSYLVANIA 
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‘BRIGGS & STRATTON ENGINES 


Ne Ae Rae Sm | 


As Always - foremost in 


© MORE Sl: OG? APS 


Value and Perlormance 














Look with confidence to Briggs & Stratton 
4-cycle, Air-Cooled engines — “preferred 
power” in all fields — for the latest and 
most advanced developments for every 
application requiring % to 6 H.P. The 
Briggs & Stratton organization—with its 
concentration of technical knowledge, 
modern plants, equipment, and skilled 
workers—builds gasoline engines which 
are more than equal to today’s most 
exacting power and performance require- 
ments. You can expect and get more value 
per dollar if the appliances, farm machines 
or industrial equipment you buy, sell or 
make are powered by Briggs & Stratton. 
BRIGGS & STRATTON CORP., Milwaukee |, Wis., U.S.A. 
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Learning the Tricks of 


INSTALLING COMPLETE KITCHENS 





blocks where they want them and per- 
mit the salesman to make suggestions 
as they go along. When the family has 
had its fling at laying out a new kitchen 
it is usually just about what the doctor 
ordered—and everyone is in agreement. 

“Make a tracing of the kitchen thus 
evolved using the plastic models as 
templates and have the prospect sign it 
up right then and there for the order.” 

Kenneth Cook is very insistent that 
a dealer have a special man trained to 
sell complete kitchens. Dealers them- 
selves recognize this fact as is evi- 
denced by their appeals for training aid. 


$1,000 Investment 


A $1,000 investment, which is all in 
stock that can be amortized at any time, 
is about enough to start a dealer off 
selling complete kitchens once he has a 
man trained. The store should have 
an L-shaped kitchen or a “U” type 
kitchen and some extra sinks and base 
cabinets on hand for comparison. Put- 
ting up the store models will give 
newly trained men some experience. 
For stock, a 54 in. single bowl, double- 
drain board sink will prove most popu- 
lar. In the East they like a 48-inch 
sink and tray combination. The dealer 
should have a 42 in. single bowl, single 
drain board sink and a 66 in. double 
bowl, double drain board sink. A 
window display and an invitation to 
the public will bring a lot of people in 
to a grand opening. Door prizes are 
quite in order, with everyone shaking 
hands with the prospect. 

“Always tell them that you must look 
over their kitchen before you give them 
a true estimate,” declares Kenneth 
Cook. “It’s common sense to get the 
prospect to invite you into his home 


| this way.” 


Dealers are going to run into three 
types of prospects. 

1. Well-to-do families who will take the 
works, often buying custom made stuff. 

2. The average man who makes between 
$2,000 and $3,000 a year, owns his own 
home and probably already has a new range 


| and a new refrigerator in his place. 


3. The want-it-on-time customer, A fam- 
ily of this sort can gradually accumulate a 
very nice kitchen, a piece at a time, and 
should not be discouraged. 


“Tell your prospect that you are 
offering to plan it for him at no cost 
to him whatsoever,” advises Cook. 
“This way you can get into the house, 
size up the situation and figure out 
what you can actually sell. In the case 
of the small buyer, you can sell him one 
item and call back when he is paid up. 
You always have the plan to work 
from.” 

On the store exhibit it is a smart idea 
to have muslin covering the false ceil- 
ing above your displays, simulating 
home conditions. It should be properly 
lighted, and there should be linoleum 
on the floor. The exhibit in the store 
pays dividends as a background for 
other appliances. It is a well known 
fact that appliances sell better when 
sold in a natural background than they 
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do when merely shown in rows. People 
get ideas and buy several things at ong 
this way. 


Trained Men Should Selj 


Again Kenneth Cook warns dealer: 
against letting anybody but a man why 
has been through a training school s¢lj 
kitchens. There are far too many sink 
and cabinet salesmen. They never gp 
after the complete kitchen business be. 
cause they don’t know how to do it 
and merely muddy up the water fo; 
those who do. 

Men should go to school, argue 
Kenneth Cook, for two reasons: (]) 
They are afraid they can’t plan. (2) 
They are afraid they can’t install, 
When they learn they can do both they 
are delighted. The difficulties in plan- 
ning arise from the fact that there are 
only so many inches of space in the 
kitchen. A certain number of these 
inches must go for the appliances al- 
ready there, and for the area that js 
left you can sell cabinets. 

The job of getting a plumber or car- 
penter to work with the dealer is not 
difficult. In fact, the smaller the town 
the easier the task. 

The smart workman checks and sees 
that everything is on the ground before 
he starts. He shows the plumber his 
installation plan and makes clear what 
is to be done, and when. The carpenter 
gets the nod as to where to put up the 
hangers for the cabinets. By making 
a date with the various trades necessary 
for a particular day the job can go 
forward at a great speed, and the 
housewife can come home to’ find her 
new kitchen ready and glistening. Elec- 
trical changes are usually duck soup 
for the electrical dealer who handles 
this phase of the business himself. 

“But the key to the whole job,” con- 
cludes Kenneth Cook, “lies in taking 
actual training from distributor or 
manufacturer. You've got to do the 
job with your own hands to appreciate 
how easy it is to do. Remember the 
old adage in golfi—“Never up, never 
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Planning and Procedure—Research and Demonstration! 


The BENDIX Home Laundry Institute is not only conducted for practical research and 
educational purposes, but also for the purpose of assisting dealers to make more and 
better sales. 

Training Material for home service directors on new laundering methods and procedures 
is available—as well as the latest facts on washing, ironing, soaps, detergents, bleaches, 
starches, etc. . 

To date, 79 distributor home service directors, and approximately 1500 certified special- 
ists have been trained to conduct post-sale demonstrations in the home. 

The Institute works hand-in-hand with the engineers and chemists of the Bendix engi- 
neering laboratory—and maintains close contact with manufacturers of related laundry 
products—with colleges and universities—with public utility and department store home 
economists—with the household equipment editors of the leading national magazines. 

All of these activities and services help Bendix Home Appliance dealers in one way or 
another—all of them contribute to the already overwhelming public preference for the 
Bendix automatic ‘‘washer’’. 

So far as we know, no other company offers so complete and so helpful a service to 
De Luxe Model its dealers. 


BENDIX~:Home Laundry 











Bendix Home Appliances, Inc., South Bend, Ind.... Pioneers and Perfectors of the automatic ‘Washer.’ 
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Your customers undoubtedly will 
be willing to pay the slight added 
cost for the phenomenal speed 
of Air Express in delivering a 
needed part or appliance. Then 
why not suggest Air Express? 
. . « Stamp yourself as a wide- 
awake merchant, one who uses 
every modern method to render 
superior service. 


Air Express 






















Rates slashed 22% — now more than ever, 
a money-making “tool” for every business 


No matter where you do business, even in 
the smallest town, the speed of Air Express 
is at your service — between thousands of 
U. S. communities and scores of foreign 
countries. 

Yes, when “getting something fast” 
means better serving a customer or clinch- 
| ing a deal, keeping a factory open and men 
y at work — Air Express more than pays its 
way. It's a money-maker. 












































Specify Air Express-Better Business Buy Than Ever 


In the face of rising prices, Air Express rates have 
been slashed 22% since 1943, saving business mil- 



































‘ wnat hens ete | m*! lions of dollars. And rates include special pick-up 
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23,000 off-airline points. Service direct by air to 
and from scores of foreign countries in the world’s 



































| gas | *47| 248) wal me a best planes, giving the world’s best service — at 
INTERNATIONAL RATES ALSO REDUCED lowered cost. 






















































GETS THERE FIRST ——— 











Write Today for new Time and Rate 
Schedule on Air Express. It contains 
illuminating facts to help you solve 
many a shipping problem. Aur Express 
Division, Railecy Express Agency, 
230 Park Ave., N.Y. 17. Or ask for it at 
any Airline or Railway Express office. 









































Phone AIR EXPRESS DIVISION, RAILWAY EXPRESS AGENCY 
Representing the AIRLINES of the United States 
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Chairman Ada Bessie Swann (right) in- 
troduces Madge E. Dilts who gave 
many vacuum cleaner hints for health 
and cleanliness. 


Refresher Course in 
Appliance Fundamentals 


Third meeting in basic training course of 









How a garbage disposal unit solves the 
problem of taking care of food waste 
was demonstrated by Margaret David. 
son. 









Electrical Women's Round Table takes up 
dishwashers, garbage disposal units, cleaners, 


LEANLINESS, comfort, health 

and entertainment in the home 
through the use of electricity were the 
topics discussed at the third Electrical 
Women’s Round Table “Basic Train- 
ing” course at the Herald Tribune In- 
stitute, New York City, March 12th. 
This third meeting, “Electricity—its 
Relation to Homemaking, Hospitality, 
Health and Comfort,” was under the 
chairmanship of Ada Bessie Swann, 
W oman’s Home Companion. 


Dishwasher-Disposal 


Cleanliness with the aid of the auto- 
matic dishwasher and the electric 
garbage disposal unit was covered by 
Margaret Davidson, director of home 
economics, Edison General Electric 
Appliance Co., Chicago, III. 

“Dishwashing by hand, in addition 
to being the most disliked task in the 
home, is far from adequate hygienic- 
ally,” she pointed out. “Water from 
140 to 160 degs. F. (too hot for human 
hands) is recommended for use ina 
dishwasher, and this steaming water 
cascading over the dishes, insures hy- 
gienically clean, sanitary results. In 
a carefully controlled test where hand- 
washing methods were compared to 
dishwasher methods, it was found that 
the bacterial count was two-and-one- 
half times greater for the hand-washed 
dishes. The use of specially developed 
detergents also adds to the cleanliness, 
since these detergents tend to prevent 
a calcium film formation and chemic- 


APRIL 1, 





radio and television, air condifionings, etc. 


ally loosen and wash away food soil 
leaving no anchorage for bacteria.” 

Miss Davidson also described and 
demonstrated the many advantages 
from the standpoint of cleanliness, con- 
venience and health to be derived from 
the use of an electric disposal or garb- 
age unit, which reduces to a minimum 
the problem of taking care of food 
waste. - 


Vacuum Cleaning 


The electric vacuum cleaner’s con- 
tribution to cleanliness and health was 
told in slide form by Madge E. Dilts, 
director ‘of home economics, _ the 
Hoover Co., North Canton, O. “More 
than 85 percent of all accumulated dirt 
in a room gets into the carpet, and so 
carpet cleaning is the most important 
consideration in selecting a cleaner,” 
she pointed out. In addition to describ- 
ing the principal types of cleaners on 
the market, she gave a few rules to 
follow for satisfactory cleaning results, 
such as: clean often; clean slowly—al- 
lowing at least 10 minutes per 9x!2 
rug ; adjust nozzle lip to proper height; 
empty dust bag after each use; keep 
brush bristles long enough to sweep 
efficiently ; keep brush clean. 


Television-Radio 


“Entertainment at Home—Televi- 
sion and Radio,” was the title of the 
talk given by Reynold R. Kraft, Na- 
tional Broadcasting Co., in which he 
(Please turn to page 92) 
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Profit-Happy days are here again! Now 
you can stock and sell famous, fast-moving 
NOMA COLOR LIGHTS. 


Never before has there been such a market 
for Color Lights! 


Lie in wilt Noma Lghts Now! 


ELECTRIC CORPORATION 


55 WEST 13TH STREET, NEW YORK 11, NEW YORK 








mew <a> DISPLAY 


For Ventil ating Fans! 


ILG 
VENTILATING FANS 








DISPLAY COSTS YOU NOTHING 


WITH SPECIAL INTRODUCTORY DEAL! 


\ complete home ventilating department in less than 4 square feet! 
Use as an island display or, opened up, as a three-panel, two-panel 
or one-panel window display or background for other appliances. 
It’s the most flexible unit you’ve ever seen—made of sturdy plywood 
—finished in green, gray and white—supports and demonstrates 
both “built-in” 


and “portable” ventilators—tells the “greasy grime” 


story. Available now on special offer (display cost is liquidated) with 
stock of fans. Phone nearby Branch Office (consult classified direc- 


tory) or write us today. 


VITALIZED 
VENTILATION 


AND AIR CONDITIONING 


PASTE ON PENNY POSTCARD AND MAIL TODAY! 


LG ELECTRIC VENTILATING CO., CHICAGO 41, iLL. 
2874 No. Crawford Ave. Offices in 40 Principal Cities 


() Send portfolio with details of introductory deal, 


Firm Name 


Photographic 
portfolio show- 
ing uses of dis- 
play in store, 
complete with 
ovtline of special 
deal. Get yours 
now. 











Kathryn Selby explained while Miss Wag- 
ner actually demonstrated how a new 
sewing machine sews over pins without 
breaking the needle. 


described AM and FM, the inner work- 
ings of a television set, the changes in 
broadcasting channels made by the 
¥CC which went into effect March Ist. 
An interesting point he brought out 
was the fact that television signals, 
unlike radio signals, do not penetrate 
steel structures—they are reflected 
from buildings, mountains, trains etc., 
like light on a mirror. These reflected 
signals, however, are just as good and 
sometimes better than direct signals, 
according to Mr. Kraft, particularly if 
the direct signal must pass through 
some electrical disturbances. 

The part air conditioning plays in 
providing health and comfort in the 
home was told by Arlean Pattison, 
Woman’s Home Companion, assisted 
by J. A. Clark, district representative 
of Chrysler Airtemp Sales Corp., who 
gave a slide film talk. 

Sewing Machines-Blankets 

An interesting machine 
demonstration was given by Kathryn 
Selby of Singer Sewing Machine Co., 
assisted by Miss Wagner, which in- 


sewing 








Reynold R. Kraft and Ruth Gaffney, 
Farm Journal, explained advantages of 
the home television set, in the question 
and answer period. 


cluded ruffle making, darning on 
sewing machine and rug making wit! 
special attachments, and sewing ove 
pins without breaking the need| 
through the use of a hinged press 
foot. 

“Comfort While Sleeping” t 
the use of an electric blanket, w 
title of the talk given by Matilda | 
House 


described the blankets 


Squires, Furnishing Revieu 
in which she 
now on the market and the advantages 
to be derived from them, includ 
latest 2-control model G-E has ju 
nounced which permits Mai 
Papa to sleep at the temperature ea 
prefers—‘“‘an innovation G-E modesth 
expects to lower divorce rates by et 
hancing the popularity of the doubl 
bed,” she said. Another feature 
the blanket which should be of inte 
est to the utilities is the fact tha 
one of the best off-peak load build 
the industry has yet developed—accor 
ing to J. E. McCarthy, sales manag 
of G.E’s Automatic Blanket Divisio 
two automatic blankets equal the load 


of one refrigerator. 
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“TOUGH CUSTOMER APPROACHING—STAND BY FOR ACTION, SMITH!" 
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TODAY YOU'RE RIDING HIGH on a wave of appliance 
business created by wartime shortages. Will you remember 
it tomorrow as the source of a steady, profitable, year-in, 
year-out business—or just as a source of complaints? 
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“THE-WAFFLER-THAT-DOESN’T-OOZE” is an 
automatic waffler with a wide, deep, con- 
cealed drip-well, designed to end that old 
complaint of batter oozing on tablecloth! —two-tone bakelite trim. 

S 
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How to avoid future complaints right now ! 


COMPLETELY AUTOMATIC—dial your waffles, 
light or crunchy. A light on top tells when 
to pour—when to serve. Smart chrome finish 


You can avoid future complaints, right now, by selling 
M-B appliances. They’re honest, reliable, quality-built. 
And they pack a host of features your customers will 
appreciate your pointing out. For example... 





YOUR CUSTOMERS will see it in the April 
13 Saturday Evening Post and other lead- 
ing magazines, so feature it now. It’s an- 
other winner from Manning Bowman! 


Manning Bowman Means Best 


MERIDEN, CONNECTICUT 


THE LINE THAT'S ALWAYS IN DEMAND 
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PEOPLE WHO THINK AHEAD READ COLLIER’S 


Upright and fearless in editorial policy ... modern, educational and entertaining in features and 
fiction, Collier’s has a hand in shaping America’s future. Now more than ever before, the readers 
of Collier’s are thinking ahead with the magazine of progress. They are anxious for new and 





better things, and today American cash reserves per family are the highest in the world. There 
is money for new clothing, new furniture, new homes, new gadgets, more complete health 
supplies. Tables will be “better set” and luxury items will assume the status of necessities. Whose 
products will they buy? Market studies always establish this fact: that people who think ahead buy 
the products of advertisers who think ahead with them. They are the real partners in progress. 


= Colliers 
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Norman P. Barron also believes that lighted lamps are good advertising. They make 


the store inviting. 


Avoiding Waste 
In Display Advertising 


OU go so far south on Michigan 
Avenue to reach the Bass Furni- 


| ture store that you pass places where 


cattails are waving on both sides of 
the road. Then, down around 114th 
St., near Kensington station, you run 
into a complete village that is part 
of the City of Chicago. Here for the 
past five years the Bass Furniture & 
Rug Co. has offered a combination of 


| furniture and appliances to the trade 
| in this area. 


When the Proctor Clinic was held 
in Chicago last year and the brass hats 


| wanted a good dealer opinion of retail 
| advertising, they asked Norman P. 
| Barron, who does the advertising for 
| the Bass firm, to talk. 


Dealers Willing to Pay 


“Today,” said Mr. Barron, “dealers 
are willing to pay for good display 
material. If they pay for it it means 
they value it and will use it. Shipping 
departments are liable to ignore stuff 


Dealers Willing to Pay for 
Good Material, says 
Norman P., Barron of 
Bass Furniture, Chicago 


if it is free. On the other hand, 
manufacturers should never tie up a 
deal with display material. Deals 
nearly always have something in them 
that you don’t want, and tend to give 
a small dealer too much inventory, 
which sooner or later he must dump 
“One of the ways in which use of 
manufacturers’ displays can be guar- 
anteed is to offer dealers a rebate of 
some sort if they are kept on display 
for a certain period of time. Manw- 
facturer and distributor salesmen can 
walk in and check up to find out what 
is going on any time they desire. 
“On manufacturers’ displays, a pic- 
(Continued on page 98) 


Again, observe how the Bass Furniture Co. has located itself in the shadow of a 
Sears Roebuck store, to profit from the traffic. 
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give ie) C105 1—New postwar FM cir- 6—3-Dimensional “Mag- 
itory, cuit. ‘ nascopic” dial. 
lump. a electric 7—Jam-proot, rapid cycle 

f automatic record 
ise ol 3—New low impedence chaneer 
guar- Super-Interceptor oo 
é Antenna. 8—Latest full-floating, 

ite ot 4—New Iso-Tron “climate high fidelity record- 
splay protected” coils. saving Transducer, 
fanu. S—Large Alnico No. § with permanent 
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THE MANHATTAN 
MODEL C 102 





AMERICA’S FIRST 
AUDIBEL RATED 


YEARS OF PROVED PERFORMANCE 
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KITCHEN CABINET § 
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Your kitchen cabinet profits will be sure and 
substantial when you offer the many advantages combined 
so effectively in the LYON LINE. 

LYON KITCHEN CABINETS have features that stimulate 
buying enthusiasm: (1) Round corners that lend a modern 
streamlined appearance to any kitchen. (2) Tap-O- Matic 
doors that swing open at a touch. (3) Doors and drawer 
fronts insulated to reduce noise to a minimum. (4) Rigidly 
constructed drawers that glide in and out on roller bear- 
ings. (5) Shelves that are easily adjustable on 2-inch cen- 
ters to meet changing storage needs. 

Equally important to your profit picture, a moderate 
stock of LYON KITCHEN CABINETS gives you a com- 
pletely packaged line that combines quick and easy in- 
stallation with ‘‘custom-built’’ beauty.Finish of snowy white 
baked enamel over bonderized metal is approved by Steel 
Kitchen Cabinet Institute . . . assures Jasting satisfaction. 

Finally, Lyon's nation-wide organization gives you direct 
contact with planned enthusiastic factory support in capi- 
talizing on this fast selling line. 


LYON METAL PRODUCTS, INCORPORATED 


GENERAL OFFICES + 421 MONROE AVENUE 
AURORA, ILLINOIS 
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Avoiding Waste in 
Display Advertising 





ture and story is needed. The wording 
should be large, there should be no 
tricky type. Don’t put the manufac- 
turers’ sales literature in hard-to-read 
type either.” 

Mr. Barron’s tactics are not to put 
manufacturers sales literature on the 
counter in lots of more than 25 pieces. 
If you make the sales people think 
it is scarce they will use it, otherwise 
they will waste it. Hold the rest back 
and release it in bits. 

The Barron policy is to keep stuffers 
in the shipping room and have them put 
in every outgoing bundle. 

Throw-aways are not popular with 
the Bass Store as they get picked up 
in paper drives or are neve? put out 
at all. The firm prefers to use bill- 
boards in type that is big enough for 
people to read from cars. 

The store believes that direct-mail 
is good to paid up accounts. Teasers 
are not effective, Mr. Barron says. 
In his mailings he always has the first 
mailing piece carry the price. The 
timing of the mailing is spread over 
90 days; returns fall off if mailings 
are used monthly. 

One of the things that Barron does 
not care for is canned sales talks from 
manufacturers. It bores the customers, 
he says, and the store has found it 
is more effective to have each man 
tell the story in his own language. 


Few Brands Featured 


In its appliance display, Mr. Barron 
says that his store does not believe in 
carrying too many brands. You need 


| at least three lines of small appliances, 


he says. He likes to pioneer new 
items. When, for example, steam irons 
came out, the Bass Furniture Store 
sold them, and other stores in the 
neighborhood passed them up. The 
result was that Bass got a reputation 
for being first with the latest, and 


| earned prestige. 


The thinking of the Bass Store is 


CONTINUED FROM PAGE % 
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Good display material helps dress up « 
store. It should carry a picture. 


that women will buy more small appli 
ances in the future. As a result, it 1s 
setting up its department to attract 
female customers. 

In its store arrangement, Bass Fur 
niture follows a unique plan. Walk 
into the store and you will see floor 
lamps all over the place, all lighted 
Overhead lights are out. The idea 
is to give a cozy boudoir appearance 
and the lamps lead you to the back of 
the store. Light, it has been found, 
sells merchandise. 

The store has some 6,000 sq. ft. of 
space, upstairs and down. In the rear 
is being planned a parking lot. Stairs 
are going to be put in either the front 
or the rear leading to the basement 
major appliance department. 

At the present moment the store is 
lined up on Zenith and Philco radios, 
and Thor washers. The rest of the 
lines are being negotiated for. 

















JONES WILL COVER THE RURAL AREAS, SMITH THE SUBURBS, AND JASON WILL TAKE 
THE URBAN DISTRICTS" 
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GIVES YOU POST-WAR PERFORMANCE 
AT PRE-WAR PRICES! 


OPA Ceiling Price 
'  Tonel 
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a @6RP48 ELECTRIC PHONOGRAPH 
Stairs 

fron @6RT41 RADIO-PHONOGRAPH 
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Goth with 


“CHILDPROOF” AUTOMATIC RECORD CHANGER 


Plays ten 12” or twelve 10” records automatically. “Child- 
proof” tone arm may be moved at any time without dam- 
age to mechanism. PM dynamic speaker with new Alnico 
No. 5 metal assures superb tone quality. Both models in 
streamlined plastic cabinet . . . the last word in modern 
styling. Deliveries of these new value leaders now being 
made. Admiral Corporation, Chicago 47, Ill. 





WORLD'S LARGEST MANUFACTURER OF RADIO-PHONOGRAPHS WITH AUTOMATIC RECORD CHANGER 


ELECTRICAL MERCHANDISING—APRIL 1, 1946 PAGE 99 





FOR YOUR 
LFLECTRICAL 


HIT PARADE 


=] Beautiful new TOP- 
LINE appliances that 
will be sure-fire hits 
with your customers. 
Available just as 
soon as conditions 
beyond our control 
will permit. 











TENNESSEE VALLEY 
ASSOCIATED MARKETERS 


GAMBILL BUILDING, NASHVILLE, TENNESSEE 


100 























LEWIS & CONGER'S new Cox Kitchen features Sylvania fluorescent lighting. Glass 
brick is used at either side of window to admit more natural light. The snack bar, 
right, foreground, with handy flush-wall radio is another feature. 


Lewis & Conger Kitchen 
Features Fluorescent 


+> of the first kitchens to be 
illuminated with fluorescent 
lighting was presented recently by 
Lewis & Conger, New York City, when 
they opened their Cox custom-built 
steel kitchen exhibit. The fluorescent 
fixtures were designed by Sylvania 
Products Co., and featured built-in 
units over the work surfaces, distribut- 
ing the light evenly and casting no 
shadows. Covered with frosted dif- 
fusing glass, these units were flush 
with the under-cabinet surfaces with no 
evidence of bare bulbs or protruding 
tubes. 

In addition to the work surface units, 
there was an L-shaped ceiling fixture 
above the sink with frosted glass shield- 
ing which added to the bright, shadow- 
less lighting effect. 


Lighted Window 


Carrying out the theme of light in 
the kitchen, the window has been de- 
signed with glass bricks at either side, 
inside and out, to admit more natural 
light and eliminate need for curtains. 

The all-steel Cox cabinets featured 
in under-sink cabinet with automatic 
switch which turns on a light when the 
door is opened. Vegetable bin cabinets 
divided into separate compartments 
with perforated side walls for venti- 
lation; flour and sugar bins that pull 
out; a sifter placed at the right height 
for measuring; and adjustable shelves 
that permit convenient storage of vari- 
ous sized bottles and containers are 
other features. 

Appliances included in the display 
were a G-E refrigerator, and range; 
Sunbeam Mixmaster, Toastmaster, 
and a Cory 2-unit coffee maker. 

A flush-wall radio, especially de- 
signed for kitchen use—taking up none 
of the valuable work surface, was 
another feature. 

Extra cabinet features, such as dry- 
ing cabinets for dish towels, dishwash- 
ing units, tray racks, tool compart- 


ments, are also available, according te 
Miss Helen Young, Cox Kitchen Con 
sultant stationed at Lewis & Conger 
and installations will be made within 
a 50-mile radium of New York Cit 


Kitchen-to-Live-Iin 
at Altman's 


NEW model kitchen, introducing 
many innovations including z 
living and dining area where one ma} 
eat, entertain, and take a nap as well 
as prepare meals, was recently opened 
for inspection in the fourth floor Labor 
Saving Center of B. Altman & C 
New York, in collaboration with 
House Beautiful magazine. 
In this kitchen the homemaker cat 


(Continued on next page 











The ventilating fan (Ilgette) skillfully 
concealed by this specially designed 
overhead cabinet, is installed over @" 
Admiral range at Altman's. 
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THESE RADIOS WILL Vy 


BECAUSE OF 


¢ 


Y 


@ QUALITY MODEL 326—Radio-Phonograph, 7 tubes (in g 
faltiis) @easeeli sa Pee lice) c record changer; standard and 
short-wave bands; | ynapower speaker; tone control; - 


new G-E Electronic Reproducer. Underwriters’ approved 


ANY RADIO WILL SELL TODAY — 


but only a good radio will stay sold! Keeping radios sold 

depends on the performance of the sets you sell. If you’re 

selling General Electric it’s easy because every one of the 

entirely new G-E radios is built of the highest quality parts 

and components—designed for peak performance and extra 

long life with a minimum of service. 
@ QUALITY MODEL 103—Deluxe § @ QUALITY MODEL 111—Compact 5 

COMPARE! The simple way to get acquainted with G-E feceiceet bests elit weapon eabloes od Devenicest REG Ie Abit 9 apseber 
Malti-weave grill. Underwriters’ approved. one-piece molded ivory plastic cabine 

Quality is to compare General Electric radios with any of 

the better performing sets. Remove the chassis from their 

cabinets; count the components and examine their ratings; 

inspect all parts and materials; look at the workmanship— 

quickly you’ll discover why G-E sets have greater sensitivity, 

selectivity, far better tone . .. why G-E radios stay sold! 


ASK YOUR NEAREST G-E radio distributor for the 


complete story of General Electric Quality or write today 
to the Electronics Department, General Electric Company, 


B . . > 
tidgeport, Connecticut. @ QUALITY MODEL 101—Deluxe @ QUALITY MODEL 321-6 tubes (in- 


tubes (including rectifier), AC-DC; stand- ; ~ “DC: ¢ 
trd broadcast bund: molded ivory blast pany Tage 
cabinet, andsome ullti-weave speaker : * sow ; 

oti Lledabncined soadeked. ton tuning; handsome Multi-weave grill 


THE FIRST AND GREATEST NAME IN ELECTRONICS 


GENERAL €@ ELECTRIC 


175-84 


PORTABLES * TABLE MODELS * CONSOLES * FARM SETS * AUTOMATIC PHONOGRAPH COMBINATIONS *« TELEVISION 
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BOSTON 


Beginning Sunday, April 7th, PicroriaL Review’s 
audience gains more than 600,000 new families in 
Boston and New England through the 


unday ADVERTISER 


Now, national advertisers can add the mighty buying power of New England to the 
Coast-to-Coast coverage of PicroriAL Review. With the Boston Sunday Advertiser 
included, the total circulation of PicroriaL Review is now over 5,750,000 —a 


circulation that delivers top 


readership from cover to cover. 


Sunday PICTORIAL REVIEW 


MAJOR INF 


Boston ADVERTISER - 
Chicago HERALD-AMERICAN . 
San Francisco EXAMINER - 


LUENCE IN 10 MAJOR MARKETS 


New York JOURNAL-AMERICAN 
Baltimore AMERICAN 
Los Angeles EXAMINER 


Pittsburgh SUN-TELEGRAPH 
Detroit TIMES Albany TIMES-UNION 
Seattle POST- INTELLIGENCER 


Represented Nationally by HEARST ADVERTISING SERVICE 
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Kitchen to Live In 
At Altman’s 





CONTINUED FROM PAGE |X 


cook, serve meals, mix cocktails, groy 
herbs, keep household accounts, houg 
a freezer and store quantities of food 
in the walk-in food storage clos 
There is also a roomy walk-in clean. 
ing closet where all cleaning utensj, 
and supplies are assembled. 


A Gift from Heuse Beautify) 


Designed by House Beautiful 
provoke homemakers of America into 
thinking just what they expect of , 
kitchen in the way of convenience 
service and liveability, the kitchen wil) 
be given away by House Beautiful to 


the person who writes the best letter B 








to the magazine telling what she likes 
and does not like about it 
x es 
5 ‘oe 
= “a 
— : i 
* { - 
‘ 
mn 2 ‘ 





The rounded island cabinet shown here 
can be converted into a detachable 
circular push-about-serving-wagon, and 
snap fastens into counter becoming « 
solid fixture. Doors open on both sides 
of these cabinets, making glasses and 
equipment accessible from the cooking 
as well as the serving center. 


The new metal Beautycraft cust 
built cabinets by Miller Metal ’rod 
ucts Co.—an Altman exclusive line— 
offer many original innovati suc 
as a double-duty serving wagon-on 
wheels; a specially designed ures ret 
over the range which skillfully cor 
ceals a ventilating fan; — an 
counters arranged as an island \ 
doors opening on both sides; vet tic! le 
slide racks for kitchen tools; roundec 
cabinet corners, etc. 


Dining Room and Kitchen 


In the dining section ther 
built-in upholstered bench, long enoug 
to lie down on, a dining table with 
pull-out leaf, a combination kitchet 
library for cookbooks, blackboard, an¢ 
file board for booklets, labels and " 
structions that come with appliances 
blankets, etc. 

The kitchen is equipped w 
\dmiral electric range, refriget 
freezer and radio; an Ilgette \ 
tor; vacuum cleaner, roaster 
all of which will be gi 
the prize winner. 


niuxer, 
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| WHIRLPOOL 4: 


Beats A Path To Many Doors! 











Even with a waiting market you will want the in-the-family apartment dweller, there's a WHIRL- 
sales advantage of WHIRLPOOL. Every home. POOL to fill the need. 

apartment and farm is your WHIRLPOOL pros- Yes, indeed, WHIRLPOOL enables you to beat 
pect. Because 1900 WHIRLPOOL is the complete a path to many doors with the answers to faster, 
line of home laundry equipment, there's a sale easier, better washing. Advanced designs, eye- 
to be had at every door. From complete home appeal, extra quality at low cost — developments 
laundry installations for those in the higher budg- of 48 years experience — mean quick, profitable 
et brackets to a “Baby” Portable for the two- selling in a vast market. 


a aS ees 


My IER WASHD 


Pa, 
‘ Wr ernie 
one 





“BABY” PORTABLE WHIRL-MATIC 


The ideal washer for Fully automatic, it 
apartments, families washes, rinses, damp 


a 
-4 — 
with babies and two- = dries with one setting 4 <> 
in-the-family homes. of the dial. S 
v 





WHIRLPOOL **30’’ DELUXE IRONER WHIRL-MATIC DRYE 
Famous conventional A safe, economically With special control- Woy 
washer with 8 Ib. operated ironer that led drying features — Qn 
clothes capacity. will do all the family on the way! ) 


Larger model “$0” laundry to perfection. 
available soon. 


A Complete Line 


WHIRLPOOL for versatile selling . . more profits. 


WHIRL-MATIC DRYER 
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WORLD'S LARGEST ; RENETIEER HI WAIDIREKDD 


MANUFACTURER oAporar ren 
OF HOME LAUNDRY 7 
ST. JOSEPH MICHIGAN U.S.A. 


EQUIPMENT... ~~ ENGINEERS . . . . MANUFACTURERS. . ~ «© DISTRIBUTORS 
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Designed and 
Built for 


DRILLS 














Long Life 


SIGNAL ELECTRIC MFG. CO. 


MENOMINEE, MICHIGAR 


Offices in Principal Cities 
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House of Tomorrow? 








OUTDOOR BARBECUE—Inter-communication unit, refrigerator and radio are some 
of the devices which distinguish the handsome outdoor barbecue. 


Nlits two-way communication between 
the master bedroom, kitchen, barbecue, 
front door, 


shop 


service door and hobby 


Adequate Wiring 


\dequate wiring has been one of the 
foremost considerations in the con- 
struction of the Postwar House. The 
house contains 70 lighting outlets, 119 
convenience outlets, and numerous 
other special purpose outlets serving 
Individual room 
lights are controlled through pushbut- 
tons and electrical relays. Through 
a master pushbutton control, in the 


electrical equipment 


master bedroom, all lights inside and 
outside the house may be turned on 
simultaneously if needed. Wardrobes 
and closets are illuminated by fluor- 
escent lamps, lamps controlled by door 
switches. Safety is provided by circuit 


breaker panels. Located in the garage 








MASTER BEDROOM—Centering an I1-ft. 
mirrored dressing table is this hide-away 
vanity mirror and make-up compartment 
which may be folded up when not in use. 
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LINEN CLOSET—Mounted vertically in the 
front left and right corners of the linen 
closet are two 40-watt fluorescent lamps 
controlled by door-operated switches. 





the Westinghouse main circuit 
breaker panelboard, including “Deion” 
tvpe circuit breakers through whic! 
200 amperes of electricity are provided 
for use as needed. Two panelboards 1 
the house control circuits for lighting 
convenience outlets and special outlets 
In addition to the electrical features 
of course, the house construction itsel! 
makes use of many new materials and 
methods of installation, and the furn 
ishings, which were provided by Bul- 
lock’s, embody many new ideas an 
features recently developed. The 
of the project was very high, cl 
because of the many features wl 
had to be specially built to meet the 
particular specifications of the ar 
tects and of the builder’s research 
partment. Should these items p1 
acceptable to the public, however, 
terns and moulds would make quantit 
production possible at a_ reasonable 
figure. 
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|(Superflame 


heater field! 
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There’s 25 years’ experience packed into every Superflame oil space heater . . . 





the heater that eliminates “trouble shooting” service and makes Superflame 
profits— NET profits. Expertly engineered with features only “know how” is 
able to produce . . . Triple Combustion Burners; Front Dial Controls; 2-Way 
Heat Deflectors; Heat Director Doors; Chip-Proof, Hammer-Tone Finish— 
and Fuel-Saver—Superflame’s exclusive way of cutting fuel bills 209%! And 


_ there’s a Superflame size, price, style for every purpose and purse. Write today 





for the facts on Superflame—it’s the oil space heater line you can’t afford not 


to handle! 


: QUEEN STOVE WORKS, INC. 


ALBERT LEA, MINNESOTA 


rr) 
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2% 1. FOR THE MON EY ... Fastest money-makers in the oil space 
2. FOR THE SHOW «+» Crammed with exclusive ‘‘show”’ features! 
Be TO MAKE READY- CASH |... ss sone or: 


A. TO GO-GET THE BUSINESS |. vou cant mins wien 


Superflame’s 3 complete price classes ... more refinements... greater beauty! 





Superflame Fuel Saver— 
The Sales Clincher! Pros- 
pects see how they save 
on fuel bills—why their 
oil heats the room—not 


the chimney! 
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KEEP YOUR 
EYES ON THE 


BALL-:- 
AND YOU 


VACUUM. 
CLEANERS 
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2-SPEED 
CONTROL 


is just one of the out- 
standing features of both 
the cylinder type and mo- 


tor-driven brush model. 
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KEEP YOUR EYES ON 
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the demonstration he turns on the full 
output of the lamp so that the customer 
can have a good look at the television 
set and won't be blinded when he steps 
out onto the other part of the sales 
floor. 

On the roof of the building there are 
two television aerials, one for the 


| demonstration bay and the other for 


the service bench. Prospects who ob- 
ject to the size and appearance of these, 
wondering if they have to install a 
amount of rigging on then 
homes, are shown a streamlined model 
which has proven efficient in this area 

When \Wintermute first attended a 
| manufacturer’s school to learn all he 
could about television, he gave the 
| course a practical twist by building a 
| receiver in his spare time. Before the 
|war when he operated from a small 
outlet in a side street a block or so 
| from his present store, he sold 23 tele 
| vision sets. This he feels was an ex 
cellent showing for a Plainfield dealer 
During the war he serviced these sets, 
plus many others around town when 
the repairman field thinned out. Mean 
while, he never stopped selling the 
television idea to the public. As soon 
as he whipped the new store into pre- 
sentable shape, he hit this theme espec- 
ially hard, so that the public would 
come to think of Wintermute Radio 
Service as Plainfield’s television head 
quarters. 

This selling generally was in the 
form of window displays built around 
special video camera and receiver parts, 
photographs of studios, and other tele- 
vision news such as a presentation 
through comparative pictures of the 
progress made in reception as 60-line 








val BRING 


STOMEp 
* 10 YOy . 


VACUUM CLEANERS 
CLEMENTS MFG. CO. 


CYLINDER AND MOTOR-DRIVEN BRUSH MODELS 
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AUILLAG 


6666 S. NARRAGANSETT AVENUE 
CHICAGO 38, ILLINOIS | 


MANUFACTURER OF | 


transmission gave way to 100-line and 
so on up the scale. These displays, he 
found, attracted considerable interest 
and comment His radio-television 
sales franchises today include RCA 
Victor, Dumont, Farnsworth and Mo 


Handmade Layout for a 
SMALL RADIO STORE 


CONTINUED FROM PAGE 45 





torola. 
Son Ta, 
Howard. 


His radio lines are Emerson, 
Admiral, Majestic and 


Service Department Layout 


The arrangement of the main-floor 
service department in the rear is un 
usually flexible. At times when Vern 
was strictly on his own, without any 
service assistance, he was able to com- 
plete repairs in this department with- 
out losing touch with the front part of 
the store. Although he now has two 
servicemen in his employ and the re- 
pair work has been shifted to a larger 
bench in the basement, this main floor 
service layout still has many advant- 
ages 

In the first place, this department 
can be seen from the front window or 
any place inside the store by glancing 
through the arch lettered “Service 
Dept.” or through a sliding glass 
panel in the rear of the television bay. 
This feature, of course, works both 
ways. Furthermore, the test panel in 
this department usually pulls more than 
a casual glance. It is impressive and 
commands respect. The buyer knows 
he is making a purchase from an out- 
fit which is well equipped to render 
efficient service. 

At the end of the archway leading 
into this department there is a receiv- 
ing center at hand for anyone lugging 
in a set for repairs. If Wintermute’s 
analysis of the customer’s description 
of symptoms leads him to believe the 
remedy will be a tube or some simple 
adjustment, he can make an immediate 
check on the test panel. If confirmed 
he can follow through on the job, get- 
ting the set back into the customer’s 
hands in a minimum of time. 

In similar fashion he can make a 
thorough check on a set calling for 
more involved repairs and give the 

(Continued on page 110) 
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“HOW DOES THAT ONE FEEL, MA'AM?" 
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ARID-AIR Bottle Coolers in 6, 8, 10 and 12 
——— foot models. Stainless steel disappearing 
[ doors; forced ventilation cools top bottles first. 
<—_—_——> AMERICAN Walk-In Coolers—eight models 
ol to choose from, wood and metal Engineered 
] right, buile to stand hard usage. 
~ _ 
DEALERS! Deliveries 
»w being made. Write for ii le 
full information, prices, —Hen 
les-promotion aids 0 m oa C Q n 
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O? JHE FREEZER PIELD 


SAR ee 





DIGHT 


LOOKS BETTER .. .a beautiful cabinet, gleaming 

| beaut inet, g 
enamel outside, satin-aluminum interior finish. Cadmium 
plated hardware; attractive plastic handles. 


FREEZES QUICKER ... belt liner or plate coils sur- 
round both Quick-Freeze section and Zero-Safe Storage 
compartment. Vapor-sealed, 5-inch insulation. 


OPERATES COOLER .. . exclusive, three-side ventila- 
tion keeps compressor cool, lowers operating costs. 
Thermostatic, finger-tip cold control. 


SELLS FASTER .. . a model for every need—8, 15, 22 and 
30 cu. ft. cabinets. Sell with confidence; all AMERICAN 
products backed by factory guarantee. 


AMERICAN REFRIGERATOR & MACHINE, INC. 


2836 COLFAX SOUTH °- MINNEAPOLIS 
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SEALED-IN-STEEL TRANSMISSION= 


the Heart of the Westinghouse Laundromat automatic washer 





THIS TRANSMISSION IS 
GUARANTEED FOR 5 YEARS 


after year of manufacture, against manufacturing defects 


Wa by nits! exci news! pace sili news / 


Westinghouse adds an exclusive double plus to 
the already numerous advantages offered by 
the Laundromat. 

First, the Heart of the Laundromat—its Trans- 
mission, is now Sealed-in-Steel and lubricated 
for life. No dirt or water can get in, no oil 


can leak out. 











Second, Westinghouse guarantees this trans- 
mission for five years after year of manufacture, 
against manufacturing defects. 

Laundromat means leadership in the auto- 
matic washer field. Leadership that will result 
in more and easier sales for Westinghouse 


dealers everywhere. 








WESTINGHOUSE ELECTRIC CORPORATION, Electric Appliance Division, Mansfield, Ohio. 


Plants in 25 cities. . 








. Offices everywhere. 


TUNE IN JOHN CHARLES THOMAS, SUN., 2:30 E.S.T., N.B.C. * TED MALONE, MON. THROUGH FRI., 11:45 A.M., E.S.T., AMERICAN BROADCASTING CO. NETWORK 
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Now Add This BIG PLUS to the 
Other Laundromat Advantages! 


Sealed-in-Steel Transmission. Lubri- 
cated for life. Dirt and water can’t 
get in, oil can’t leak out. 


’] This transmission is guaranteed for 
5 years after year of manufacture, 
against manufacturing defects. 





New Non-Clogging Pump. Elimi- 
nates need for a lint trap. No mess 
or bothersome cleaning out. 


SION 
THE SEALED- -\N-STEEL TRANSMIS 


pUARANTELD FOR 5 Yt 


+ of manutacture against 








4 No Bolting to the Floor. Can be 

installed anywhere, upstairs or 
down. No permanent connections re- 
quired. Easy to move. 


alter yea 


Overy houde ntttld 





MAKER OF 30 MILLION ELECTRIC HOME APPLIANCES 
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DEALERS ACCLAIM NEW 
JET PUMP! 

















One of a GREAT NEW LINE of Suburban 


FARM WATER SYSTEMS 





Nt 


and 





Layout for 
Small Radio Store 
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W | 
customer a prompt estimate of cost and 
delivery date, eliminating any necessity 
for further contact at a later ‘ate he 
fore proceeding with the work 
while, those two repairmen in t 
ment are in no way disturbed. This 
section of the store is 12-ft. deep. The 
rear wall is lined with shelving for 
tube and small parts stocks. Since this 
is a corner building, there is a door 
| conveniently opening directly into this 
department from the side street 

In time Wintermute hopes to guide 
service customers to this rear entrance 
through prominent outside signs. There 
then won’t be a tendency for them to 
stall aimlessly on the sales floor 


Mean- 
e h- 
Dase- 


Sees Tough Times Ahead 


There are several reasons for Wi 








; 
water trom hes power 


(190 to 1650 gallons per hour) 


termute’s insistance on having a capable 
salesman by the time radio set deliver. 
ies first reach volume proportions. Hy: 
wants to be free to manage his business 
rather than labor inside so intently 



















CLIMAX 


~~ 


New Climax 


ELECTRIC 
JET PUMP 

















Climax Precisionized Pumps and Ejectors 
Lift More Water per Horsepower 
(from same size motor) 


Cumax Electric Water Systems, with their amaz- 
ingly efficient, improved pumps and ejectors are win- 
ning favgr with dealers everywhere. These new 
nationally advertised systems supply water a-plenty, 
at low cost, for stock and poultry, for bathroom, 
laundry and barnyard. tS we 

There’s a Climax System for every water level 
.. . for every farm need. 


Dealers “ Important dealerships are still 


open. Send today for descriptive booklet and 
complete information. 
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Capacitor 
shielded against radio interference. Motor 
peller mounted on one shaft. Easily installable over 
or away from wells with 2” minimum diameter 
casings. Send coupon for complete details of pumps 


® Delivers more water from same power. 


® Adaptable to deep or shallow wells. 

@ Only one moving part. 

@ No belts, no couplings, no springs, etc. 
@ Less maintenance. 


® Unusually quiet, practically noiseless in 
operation. 


type motor, with overload protection, 


and im- 


and tanks 





Climax 650 Gallons Per Hour 
Shallow Well Pump. Also dvail- 
able 500 gallons per hour. 


Climax 250 Gallons Per 
tiour Shallow Well Pump. ! 
Also available in 360 gal- 

fons per hour size. 





he misses the boat on trends, buying, 
advertising, and the many other phases 
involved in conducting a successful 
operation. He also wants to be free 
to push television sales on the out- 
side and to concentrate on big ticket 
merchandise. Finally, he foresees an 
early need for such a man because he 
doesn’t subscribe to the theory that 
the retail radio game will be smooth 
Sailing for any great length of time 
He predicts hard, two-fisted selling 
ahead in the near future. 

Recent experience, he says, already 
confirms this angle. He has a long list 
of names of “customers” who almost 
cried for first crack at a record changer 
But when he received some 
changers and started phoning these 
people, none of whom had made a de 
posit, he worked down to the sevent! 
name before making the first sale 
Some time ago he also received 14 
portable radios. Before they are wer 
cleared he had reached the 34t! 
on a list of customers who had pla 
a deposit with him for portabl 
Twenty of them evidently weren't 
such a terrific rush after all that | 
couldn’t wait until some certa 
model became available. 








record 


No Price Arguments 


Stressing the point that he 
not forecast an exact price, that he 
no way of knowing in advance w! 
would be, he accepted deposits 01 
basis of an approximate price. Th: 
tomer, anxious at that time to get 
the list, usually proved agreeabl 








AGRICULTURAL DivISION 
Cirmmax ENGINEERING CoMPANY 
Cuiinton 16, Iowa 


Gentlemen: Please send me complete information on 


ships open—and free bulletin descriptive of complete line 


There has not been a single price argu 
ment on any set delivered so far. 
one has carried an OPA price on the 
ticket. 

Aside from a couple of album 
hand for the demonstration of players 


dealer- 

















of new Climax Electric Water Systems | and combinations, Wintermute loes 
not stock records. He is decidedly 

eases | unenthusiastic about the bobby-sox 
trade. He stays out of the appliance 

field because two doors away there |s 

— a first-class electrical shop which does 
not sell radios. Each sends customers 

TOWN STATE to the other, both for sales and service. 
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iger - a : 
i de @ 4 
ve IT HAS THE g 
1 14 WITH CAST-IN ELEMENT a 
“Ahat’s why this full-sized iron feels so light. Ironing is easier . . . I don’t | 
get so tired! E 
/Ahen, too, aluminum conducts heat fast . . . all women know that. And with 
the heating element cast right into the aluminum sole plate the iron 
holds a steady heat... even on cold, damp garments. I get my ironing | 
done lots faster! 
: 
/Ahe choose-your-heat dial has extra adjustment for the low heat range of 
the new synthetic fabrics as well as the regular range of rayon-to-linen. 
My Arvin is safe on ANY fabric! : 
“Of course, there are many other Arvin features | like . . . but it’s the . 
aluminum sole plate with cast-in element that really takes the ‘drag’ 
out of my ironing day! Tell other women about it— THEY'LL BUY! 
x 
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| BULBSNATCHE! 


4 ...in the pages of the 
Post, Life, Look and othe 
. ¥a, 


national magazine 








——__— 


Se 


Follov 


. oon Henry Bulbsnatcher— public nuisance No. 1—has§ | “”**” 


Annual 
Nationa 
ciatio 
Hotel S 


And he’ll be caught in millions more. Because the famous ~ 
aries 


been caught in millions of homes everywhere this year, 






“bulbsnatching”’ theme will be featured this year in full-page nrg 


~ . . . . . April . 
G-E Lamp advertisements reaching millions, telling them to § | gectric 
Texas E 
buy right-size bulbs and ‘‘fill those empty sockets.” ‘a 

or 
April 2 
A. E. | 


And that’s another typical reason why you sell ‘ns 


Nation: 
Metrog 
tate 
lamps that bring’ em in and bring ’em back! § | &"4 
May 4. 

Matthe 


more and profit more with G-E Lamps, the 


House 
Conver 
May | 
Flo En 


Annual 
Electri 

tives 
Mecha 
May | 
James 
Comm 


Mid-A 
Public 
May 2 





These striking lamp-selling G-E advertisements will appear Natic 
in the Post, Life, Look, Collier's and other leading national Ass 


magazines—all to build added sales for you. — 
aime 


April 
Home 
Home 
June 


Annua 
Marlb 

Ho 
Octok 


= 





Ask your G-E Lamp Supplier 
how you can make an attractive N 
ow 


“bulbsnatching” lamp display. 


King 


fucturs 
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Scheduled Meetings 


Following is a list of meetings 
scheduled for the near future: 


Annual Convention 

National Electrical Wholesalers Asso- 
ciation 

Hotel Stevens, Chicago, Ill. 

April 21-25 

Charles G. Pyle, Managing Director 


International Lighting Expositon 
Hotel Stevens, Chicago, Ill. 
April 26-30 


Electric Home Appliance Show 

Texas Electric Service Co. 

Will Rogers Memorial Coliseum, Fort 
Worth, Texas 

April 26-May 2 

A. E. Schwarz, 2 Rector St., N. Y., 
Space Assignments 


National Modern Homes Exposition 

Metropolitan Association of Real Es- 
tate Boards 

Grand Central Palace, N. Y., N. Y. 

May 4-11 

Matthew G. Ely, Chairman M.A.R.E.B. 


Housewares Show 

Convention Hall, Atlantic City, N. J. 
May 13-17 

Flo English, Managing Director 


Annual Trade Show 

Electrical Manufacturers Representa- 
tives Club of New England 

Mechanics Building, Boston, Mass. 

May 15-17 

James J. Slater, Chairman of Show 

Committee 


Mid-America Exposition 
Public Auditorium, Cleveland, Ohio 
May 23-June 2 


National Electrical Manufacturers 
Association 

Spring Meeting 

Palmer House, Chicago, Ill. 

April 8 


Homestead Meeting 
Homestead Hotel, Hot Springs, Va. 
June 17-19 


Annual Meeting 

Marlboro- Blenheim and Claridge 
Hotels, Atlantic City, N. J. 

October 28 








—_ 








Now It's Sunbeam Corporation 
\t a recent meeting the stockholders 
ot Chicago Flexible Shaft Company 
voted for a change in the firm’s name 
it of the Sunbeam Corporation 
Sunbeam electrical appliances, Rain 
King lawn sprinklers and clipping 
and shearing machinery are manu- 
luctured by the company. 
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Ithaca To Be “Guinea Pig’ in 


Cooperative Frozen Food Test 


Utilities, Manufacturers Work 
With Cornell to Gather Data 


electric companies, manufacturers oi 
iood freezing equipment, nutritionists 
and others are turning their attention 
to Ithaca, N. Y., where Cornell Uni- 
versity—with the assistance of five 
leading distributors of food freezing 
and storage cabinets and nine New 
York state public utility companies— 
has launched its over-all study of com- 
munity“and home frozen food services, 
equipment and operations. 

Designed to discover the effects on a 
community’s business and home life 
of an abundance of frozen foods and 
food freezing equipment, the long- 
range experiment is expected to help 
manufacturers to build the best pos- 
sible food freezing and storage cabinets 
and supplies. Power companies should 
get answers to numerous questions re 
lated to consumption of electricity in 
food freezing. And the consumer will 
learn how to get maximum benefit 
from both the cabinets and the frozen 
toods. 

O. C. Vieweg, assistant to the presi 
dent, New York State Electric and 
Gas Corp., Binghamton, N. Y., who 
participated in opening-day ceremonies 
March 1, asserted: “This study may 
well set up new standards of living for 
sur entire nation.” 


Two-Part Experiment 
The experiment itself is in two parts : 


|. Five national manufacturers and sup- 
pliers of food freezing and storage 
cabinets for farm and city homes have 
agreed to qive Ithaca and surrounding 
Tompkins County number | priority on 
all such equipment that its residents wish 
to buy or rent. The cooperating distrib- 
utors are: the Carrier Corp. of Syracuse, 
N. Y.; the Philco Corp. of Philadelphia, 
Pa.: Sears, Roebuck and Co. of Chicago, 
Ill.; Emil Steinhorst and Sons, Inc., of 
Utica, N. Y., and the Cooperative 
Grange League Federation Exchange, 
with headquarters in Ithaca. The G.L-F., 
incidentally, owns and operates Ithaca's 
pilot food freezing and processing plant, 
Mother Zero. 

2. Resident of Tompkins County will act 
as “guinea pigs" in answering, on the 
basis of personal experience, questions 
relating to every phase of use of the 
freezer cabinets. The information is be- 
ing gathered and integrated by experi- 
enced interviewers from the Cornell Uni- 
versity School of Nutrition. 


To acquaint consumers with the 
study, a special program was presented 
at Bibbins Hall, educational center of 
the G.L.F., and the participating manu- 
facturers placed their products on dis- 
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play. Included in the display were five 
cubic-foot “Baby Zeros,” suitable for 
both quick freezing and storage, made 
by Philco and being rented by Mother 
Zero on either a monthly or yearly 
basis. All 300 which were offered were 
rented within a week 


Utilities Cooperating 


“The utility companies of this state 
are happy to support this very worth- 
while program,” Mr. Vieweg stated 
The Consolidated Edison Co. initiated 
support of frozen food research at Cor- 
nell in 1942. Since then, 8 additional 
utility companies have joined with 
Consolidated Edison to financially sup- 
port the Cornell School of Nutrition. 
They are: Buffalo Niagara Electric 
Power, Central Hudson Gas & Elec- 


tric, Central New York Power, Long 
Island Lighting Co., New York Power 
and Light, Niagara, Lockport and On 
tario Power, Rochester Gas & Electric 
and New York State Electric and Gas 
Corp 

“We all know,” Mr. Vieweg con 
tinued, “that... some years we have 
an excess of food production. Other 
years there is a shortage. We also 
know that most food production is 
some distance from the consumer. So, 
we have the problems of storage until 
the food is needed and transportation 
to the point of consumption.” 

“It would seem,” he added, “that 
trozen foods offer great possibilities in 
solving these problems of food storage 
and distribution. And in solving them 
everyone will benefit. The farmer will 
have a better market for his products 
The consumer will get better diets. 
resulting in better health and better 
living. Industry also benefits through 
new manufacturing, new transportation 
and new distribution.” 


Edison General Electric Launches 
National Dealer Training Program 


Four Teams to Reach 


20,000 Salesmen 


The ultimate reaching of 20,000 re- 
tail appliance salesmen is the goal of 
a “personalized field training program 
for selective dealers” recently launched 
by the Edison General Electric ( Hot- 
point) Appliance Co., Chicago. 

According to Ward Schafer, vice- 
president in charge of sales, four re- 
gional training, teams, each under the 
direction of a company headquarters 
training specialist, will conduct re- 
fresher and basic training courses 
across the nation. 

New slant of the program, accord- 
ing to Mr. Schafer, is the bringing of 
factory headquarters specialists to the 
salesman instead of attempting instruc- 
tion through extension courses. The 
new program involves the extension 
formula only through its use of follow 
up materials, such as product manuals, 
news letters and monthly mailings of 
questionaires on sales and service 


Many New Salesmen 


Mr. Schafer explained that the post 
war demand for appliances will turn 
many ex-soldiers and war workers into 
appliance selling careers and pointed 
out that the trend toward complete 
kitchen remodeling will require a sound 
training for sales and service person- 
nel. 


“We feel that training for careers in 
the appliance business is a definite part 
of our obligation to the men who will 
serve as ‘front line spokesmen’ for our 
industry. While our program is not 
aimed at teaching these men _ the 
theory of selling, we will ground them 
in the fundamentals of home appliance ‘ 
operation,” he said. 

Officials of the company said that the 
salemen’s meetings will be made up 
of small groups, each with clinical and 
discussion class work opening the ses- 
sions and actual operation on appliances 
under home economists following. The 
trainees will come from all types of 
retailers, with spe cial emphasis on de- 
partment and furniture stores which 
make up a majority of the company’s 
selective dealers. At the conclusion of 
each training school the trainees are 
required to pass tests, both in the 
theory and operation of the equip 
ment. 

During the months that the program 
was being developed, Mr. Schafer said 
that approximately 300 company re- 
gional and distributor sales principals 
went to Chicago to take the course 
The over-all program is being ce 
veloped by Robert J. Caswell, wit 
John Russell and John Scheider assist 
ing in the development of material 
The service schools are under the di 
rection of D. C 
the service division, with 


Marble, manager of 
Richard 
Schneberger serving as service train- 


ing director. 
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REMA LEADERS: Above, new officers 
and directors of the Refrigeration Equip- 
ment Manufacturers Association elected 
at the recent meeting in Chicago pose 
for a group photograph. Front row, left 
to right: G. E. Graff, Ranco, Inc.; E. M. 
Flannery, Bush Mfg. Co., the new vice- 
president; F. J. Hood, Ansul Chemical 
Co., retiring president; and K. B. Thorn- 
dike, Chicago manager of the Detroit 
Lubricator Co. Rear row, left to right: 
R. H. Israel, Virginia Smelting Co.; H. F. 
Hildreth, Westinghouse Electric Corp.; 
G. H. Benson, Imperial Brass Co., new 
secretary; H. F. Spoehrer, Sporlan Vaive 
Co., new president; and Guy J. Henry, 
Henry Valve Co., new treasurer. Left 
H. F. Spoehrer, newly elected president 
of the REMA, gets a congratulatory 
handshake from F. J. Hood, the retiring 
president 





Refrigeration, Air Conditioning 
Group Plot 1946 Sales Strategy 


Joint Convention in Chicago 


Analyzes Problems Confronting Industry 


\ , n i it that ¢t narket 
to utilize the industry's iN} pt rm and ome freezers ill tota 
ductive capacity, now two to three 00,000 a year or more after the 
times greater tha years first pent-up demand is met | 
was adopted at the spring conterence easing demands for frozen foods 
of the Refrigeration Equip Manu vill expand markets for freezing equip 
facturers Asse at i the Ketrig nent, storage facilities, display cabi 


eration Equipment Wholesalers Ass ets 
Ciatio iim ( cago Mare 47 


mechanically refrigerated trans 
tation equipment and other refrig 


During the four-day meeting, the ration machinery and equipment 
two associations held separate sessions ceeded in the processing and handling 
to transact the individual business trozen fols e predicted 
eac! Common rho s of the 
two branches of t! Cooperation Stressed 
< ta wht 


The industry co-operation theme of 


the . . 
he meeting was stressed at the joint 
Predicts Markets - 










































































session of the two groups by F. §S 
Ihe - i te) tem Langsenkamp of the F. H. Langsen 
Ciati ea w @ talk te kamp Co., Indianapolis, speaking for 
George S. Jone | vice aS Sas REWA: and George R. Allen of th 
f Se H wed 4 REMA Kerotest Mfg. Co Pittsburgh, for 
and RIEW eml to take et REMA 
now rea . , g and dictrihe Joint meetings manutacturers and 
tion machinery to the expansio F vholesalers to work out problems of 
the productive capacity design and packaging of equipment 


















































Vl licted that future mar were advocated by Mr. Langsenkamy 
ted thi 1 ma 

1 ' ' me ; DI oe meth S 
ket the mechanical refrigeratior as a means of improving method 
al \litioning industry will fal! selling and distribution 

it i I ri fication . ° ° 
re : the Public Relations Outlined 

‘ " et modernizatiot 
r tab ment new 





\ broad public relations program 


vering the remaining months of 1946 









was outlined by Richard G. Elliott of 
Theodore R. Sills & Co., public rela- 
tions counsel for REMA. Special 
emphasis, he said, will be given the 
All-Industry Refrigeration and Air 
Conditioning Exposition scheduled for 
Cleveland October 29 to November 1. 
F. J. Hood, Secretary-treasurer of 
Ansul Chemical Co., Marinette, Wis.. 
retiring president of REMA, pointed to 
the continuing growth of REMA and 
the expansion in individual companies 
as indications of the increasing im- 
portance of the mechanical refriger- 
ation and air conditioning industry. 


Materials Demanded 


H. I’. Spoehrer, vice-president of the 
Sporlan Valve Co., St. Louis, newly- 
elected president of the Rema, called 
on Congress and Washington agencies 
to fake immediate steps permitting his 
industry “to get materials and go about 
its business.” 


M Spoelwer declared that the me 





chanical refrigeration and air cong. 
tioning industry has two to three time 
its prewar productive capacity but js 
free to turn out only a smal! part oj 
its prewar volume. 


Officers Elected 


Other new officers chosen at th 
REMA meeting were Edward y 
Flannery of the Bush Mfg. Co., Hart. 
ford, Conn., vice-president; Guy ] 
Henry of the Henry Valve Co. Chi. 
cago, treasurer; and C. H. Benson of 
the Imperial Brass Mfg. Co., Chicago 
treasurer. 

Newly elected to the board of qj. 
rectors of REMA were K. B Thorn- 
dike, manager of the Chicago office of 
the Detroit Lubricator Co., G. E. Graf 
of Ranco, Inc., Columbus, Ohio; R. H 
Israel of the Virginia Smelting (; 
West Norfolk, Va.; H. F. Hildret! 
i Westinghouse Electric Corp 
Springfield Mass.; and J. W. Kral 
i the Tyler Fixture Corp Niles 
Mich 


Consolidated Edison To Resume 
Appliance Package Bargain Sales 


Crowded Competition Seen In Few Months 


ai pa ickage sales of appliances 
sill be resumed by the Consolidated 
Edison Co. of New ¥ork, Inc., Eph- 
raim F. Jeffe, vice-president in charge 
ff sales, revealed in a February 28 
interview in the New York Herald 
Tribune, 
Consolidate 
tice of selling appliances in low price 
ombinations, Mr. Jeffe said, because 
he market will be crowded within the 
next few months and competition will 
be keen. 


| will return to the prac 


’ 


“Appliance manufacturers and deal 
said Mr. Jeffe, “that 
they are in competition for just one 
thing—the dollar 


ers must realize,” 


and they are going 
to have to match appeal with alligato 


avs and automobiles and furs.” 


Originated in 1932 


lhe package sales plan was origi 
illy started by Consolidated in 1932 
ind continued until the beginning of 
During this time the com 
any sold packages which included a 


the war. 


Eureka tank type vacuum cleaner with 
i: retail price of $9.95 and a Schick 
electric razor designed to retail at 
$12.50 for a total price for both of 
$23.90. That particular package sold 
31,348 units in 16 days, Mr. Jeffe stated 
winging a return of $748,956. Anothe 
vackage deal involved an offer of $9.50 
for any icebox against the purchase of 
uly refrigerator. 82,112 refrigerators 
vere sold for a total return of $10,000,- 
(WO. Mr. Jeffe asserted that no profit 
,as realized on package sales because 
he company bought from the manu- 
facturers at off-peak periods and put 
the profit margin into a pool which was 
livided among participating retailers. 


+ 


No Buying Sprees 


‘li anybody has any idea that cus- 
tomers are going to push walls down 
in getting to his merchandise let me 
ecount an experience I had recently,” 


\lr. Jeffe said. “I had on hand 2,000 


APRIL 








vas relvigerators, made to market at 
$140 cach, and there were no takers 
Landlords didn’t want them becaus: 
they could hold tenants at will. Ter 
ints didn’t want them because they ha 
been educated to the custom oi 

ords furnishing refrigerators 

I finally sold 1,900 of the refrig 
itors to the Housing Administrat 
for use in Quonset huts and the price 
vas just a fair one—$112. I've hea: 
stories about people coming in to bu 
everything including the paper on t 
vall, but I haven't seen any evide 
to support them.” 

Mr. Jetfe, who recently returned 
his civilian desk after four years as 
brigadier general assigned to the Wa 
reduction Board, disclosed that Co 
olidated’s post-war sales program 1 
ludes a campaign to teach enterpris 
ind courtesy to its enlarged sales staf 
and plans to remodel appliance show 


Ors 


Anxious to Sell 


We are more anxious to sel p 
wices than any one,” Mr. Jeffe 
‘lared. “The more appliances our cus 
tomers use the better our business wi! 
be. If we could just add 5 cents 
nonth to the bill of all our customers 

would increase our income by $| 
000,000 a year.” 

Mr. Jeffe said that he had neve 
<nown a saturated appliance ma 
itirming that consumers will b 
ong as high quality merchandis 
properly presented. Nevertheles 
ontinued, the tremendous volur 
American production will for 
search for outlets and that the: 
Consolidated intends to continu 
merchandising campaigns. 

No definite plans for package 
ave yet been formulated, Mr. Jeff 
said, “Because we have always ins'sted 
on standard-brand merchandise an¢é 
of it is on the market at 


not enough 


present ” 
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TALKING THEM OVER: Universal's distributors relax during a break in the show- 
ing of Landers, Frary & Clark appliances at the recent meeting in Chicago and talk 
over what they have just seen. 


250 Distributors Told Universal 
Sales Plans at Chicago Meeting 


Automatic Washer and 


Dishwasher To Be Added 
To Appliance Line 


\ recent all-day meeting at the 
Landers, Frary & Clark offices in the 
Chicago Merchandise Mart provided 
officials of the company with an op 
portunity to present 1946 merchandis 
ing plans and product previews to over 
250 distributor representatives. Sales 
managers conducted short refresher 
courses on individual lines of Uni 
versal appliances and housewares and 
topped off the meeting with a showing 
of 1946 models. 

B. C. Neece, vice-president and gen- 
eral sales manager, presided at the 
meeting and outlined the aims and 

lans of the company. 


New Products 


President R. L. White greeted the 
distributors and emphasized the firm's 
continuing and intensive development 
of its products. He said that Universal 
will add an automatic washer and dish 
washer to the line. In the small appli 
ance division the company will add 
electric blankets, newly designed heat 
ing pads, toasters, percolators, and 
waffle irons. 

\ discussion of the 1946 range and 
water heater line was lead by H. M 
Parsons, vice-president, who indi- 
cated the new features which have 
been developed and will be incorpor 
ated in the completely redesigned elec 
tric range and water heater lines to be 
available late in the year. A round 
model water heater will soon be re- 
leased to complete the line. 


Profits in Home Cleaning 


xe Moss, sales manager of home 
cleaning and floor maintenance equip 
ment, pointed out that many distribu- 
tors and dealers consider home cleaning 

small volume line and overlook ‘in 
their sales planning the volume and 
profit possibilities of it. The 1956 line 
vhen complete, Mr. Moss said, will 
consist of two brush type cleaners, one 
tank, one suction cleaner, one motor 








iriven brush cleaner, a floor polisher, 
ne open top and one Sani-Tray carpet 
sweeper. 

Home laundry division plans were 
liscussed by E. L. Farquharson, sales 
manager of the department, who 
stressed the fact that all of the washers 
und ironers are priced at 1941 lists 
He stated that there’ will be tremend- 
ous possibilities in the sales of iron- 
ing machines and presented three new 
models which will be ready for im- 
nediate delivery 


Three New Irons 


E. J. Van Buskirk, vice-president, 
spoke on the small appliance and 
housewares lines with particular em- 
phasis on the three new models of 
irons which the company will bring 
out in the near future. He stated 
that the company sales policy was to 
sell to a restricted number of distrib- 
utors and to fair trade lists prices in 
all states where such action is per- 
mitted. 

Universal's merchandising plans 
were outlined by W. J. Cashman, di- 
rector of promotion and publicity, who 
said that Universal products would 
be featured in 19 leading magazines 
and in five South American publica- 
tions. He also discussed the “Hoist 
Your Sales” promotion which will be 
issued shortly to dealers and distribu- 
tors to assist them in advertising and 
outlined the company’s new cooper- 
ative advertising policy through which 
lealers, distributors and the company 
share in the advertising to consumers. 


Savannah Taxes Up 
For Appliance Dealers 


Changes in the city tax laws of 
Savannah, Ga. have resulted in in- 
creased fees for electrical dealers. Any 
retail store not dealing exclusively in 
appliances and fixtures is required to 
pay $50 dollars each for the privilege 
of marketing vacuum cleaners, clocks, 
stoves, refrigerators, washing ma- 
chines, household appliances, motors 
and repairs, general electric repairs, 
lighting fixtures and appliances. 
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FROM CURVES TO CURVES: After a three day sales conference in Los Angeles 
studying ways to make Proctor appliance sales curves rise, Western region district 
managers wound up the meeting with an evening's appraisal of the curves to be 
seen at the Earl Carroll Theatre Restaurant, Hollywood. Left to right, J. C. Ivy, 
Denver; E. 1. Snyder, Seattle; Carl Birkhold, New Orleans; W. R. Edmondson, Dal- 
las; Mrs. C. P. Culbert; Mrs. G. E. Newlin; R. M. Oliver, vice-president and genera! 
sales manager of Proctor Electric Co.; T. W. Ball, San Francisco; G. E. Newlin, Los 
Angeles; and C. P. Culbert, western manager who conducted the meetings 


: : — 
CN 


PLENTY OF DISPLAY AREA is included in the A-! Electric Appliance Co. store 
which recently opened at 1925 Pacific Ave., Long Beach, Calif. The white stucco 
building, 45 feet by 100 feet, features an all glass front, a complete operating 
kitchen and laundry for demonstrations. Lighting is handled by two cold cathode 
fixtures recessed in the ceiling and running the entire length of the store. P. M. 
Freeman owns the new outlet. 





CHICAGO VIEWS "HOMES OF TOMORROW"™: Some 100,000 persons passed 
through the doors of the Commonwealth-Edison Company's exhibit of “Homes of 
Tomorrow" held in Chicago February 16 to March 2. Eight homes in miniature were 
shown, with emphasis on postwar family life—where the parents can get “away from 
it all in one model called the “Equal Rights House’ giving the children separate 
play space—and featuring such innovations as glass walls and “cleanable'’ windows 
no basements, laundries and heating plants functioning perfectly at first-floor levels. 
Prefabrication will permit a variety of prebuilt panels and parts that can be readily 
and rapidly assembled into floor plans to suit the individual family. One house was 
"Rain on the Roof" model using water on the roof to keep the occupants cool in 
summer. These models were designed under the direction of Richard Pratt, archi- 
tectural editor of the Ladies’ Home Journal. 
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MILLIONS of new small homes now in the 
planning and building stage today spell OP 
PORTUNITY FOR YOU in featuring and 
installing AUTOMATIC HEATING by means 
of Vaporizing Oil Burner Appliances equipped 
with the dependable A-P Constant Level Oil 
Control. Leading manufacturers of Vaporiz- 
ing Oil Burner Space Heaters, Floor Furnaces 
and Basement Furnaces equip their units with 
this A-P Control to assure the convenience, 
economy and all-around comfort of genuine 


AUTOMATIC HEAT 

















FLOOR FURNACES 


































CAPITALIZE NOW on this vast, expanding 
ippliance market. New home construction will FURNACES 
be on the upcurve for years to come. Build 
bigger, more profitable sales volume and in- 
creased customer good will by featuring and 
installing Vaporizing Burners equipped with 
the dependable A-P Constant Level Oil Control 
Complete details upon request 


AUTOMATIC PRODUCS COMPANY 


2400 North 32nd Street, Milwaukee 10, Wisconsin 


DEPENDABLE 
Od Coutrots 


A-P CONTROLS ARE DESIGNED TO ELIMINATE SERVICING! 









SPACE HEATERS 
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LOUDER, PLEASE: Allan R. Royle, left, Stromberg-Carlson's sound equipment di. 
vision sales manager, points up a feature of a model of inter-communications equip. 
ment to C, Bond Barney, San Francisco sales representative, at the recent three-day 


conference in Rochester. 


Stromberg Holds 
3-Day Meeting 


Highlighted at the Stromberg 
Carlson Co's. recent three-day sales 
onterence 1n Rochester, N. Y Was a 
complete demonstration of the firm’s 
1946 line of sound and inter-communi 
cations equipment. More than twenty 
listributors and sales representatives 
heard Allan R. Royle, division sales 
manager, describe the line and saw 
vith their own eyes the array of ampli 
fiers, a new standard sound system, 
both telephone and amplified inter 
communications systems, and a wide 


loud speakers 


assortment ot 
Said Mr. Royle, “The line’s attrac 
tive price range and the potential high 
ume turnover are the key factors in 
e profit side of the picture.” 
The sound equipment division plans 
iwgressive separate advertising pro 


grams directed at six individual 
markets, reaching schools, business and 
mdustry hospitals, railroads, hotels, 
ind the architectural markets, M1 
Royle said 

\mong the sales representatives 
resent were: C. Bond Barney, Cali- 
forma; Carl Howard and Howard 
Wilson, Chicago; Ben Saxton, Pitts 


burgh; R. E. Gray, Dallas, J. T. Ful 
viler and Carey Chapman, Atlanta: 


und A. S. McPhail and Del Black. 


Sears, Ward's, Get 69 Percent 
From Stores, Says Competitor 


One of the mysteries of Sears Rwox 
buck & Co., and Montgomery Ward & 
Company is been the amount of bus 


t from their stores in 


wuparisol vith the catalog depart 
ment Now comes Alden’s, Chicago 
nail order company, with an estimate 


that the two big mail order firms are 
ictually getting 69 percent of thei 

ume from their stores, instead of the 
40 percent usually guessed 

J ( Staehle, director of public rela- 
ions of Alden’s, is said to have worked 

it the estimate 

Catalog sales for 1945 totalled about 
$600 million for the industry, which in- 
cludes Sears, Ward’s, Alden’s, Spiegel 
il | N ition il Bellas He SS 
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Incandescent Relic 


here was nothing really wrong 
vith the light bulb in the public li- 
brary at Galveston, Tex. Yet a 
workman shoved a ladder across 
the floor and carefully removed it 

mm the socket 

It was a large 500-watt bulb, with 
hand-lettered serial number, and 
1904 patent date. It was—they 
said—414 years old, and was to be 
“retired” from active service. It 
had been in Galveston’s Rosenberg 
library ever since the grand open- 
ing in June, 1904. Electricity was 
still young then—Edison had dem- 
onstrated his first lamp only 25 
ears before 

That's a ripe old age for any light 
bulb—average life of a 500-watter 
is 1,000 hours \ Detroit collector 
snatched it up 


From Pathfinder Magazine 











PUMPING HIM DRY: J. B. Darden 
manager of the water systems division 
of Goulds Pumps, Inc., is pumped for 
information by L. H. Hammond, left 
farm service manager of the N. Y. State 
Electric & Gas Corp., and H. F. Lan 

right, Seneca Falls district manager for 
Goulds. The three were attending a one 
day sales school for farm service repre- 
sentatives of the utility which was con- 
ducted in Seneca by Goulds. 









ARCTICAIRE sconce: 


CONTINUOUS 
ALL-YEAR FAN PRODUCTION ! 





WHICH DO YOU WANT?.... 





It may take another year or two for fan production to supply the huge, 
unprecedented demand. Result? Substantial off-season fan sales can be ex- 
pected. Now, you may profit by selling fans all year—if you have fans to sell. 
To help you cash in on this unusual opportunity ArcticAire announces full 
all-year fan production! Tie in with this ArcticAire program. Accept deliv- 
eries of your 1946 ArcticAire fan orders during the cooler months.** Keep 
them on display Fall and Winter. And place your 1947 ArcticAire fan orders 
before next January Ist. It will help to protect you from a complete lack of 
fans during a period of peak demand. F. A. SMITH MANUFACTURING 
CO., INC., ROCHESTER 2, NEW YORK. 


**1946 shipments of ArcticAire fans have been allocated among jobbers on 
a fair basis. 


ARCTICAIRE 


FANS - VENTILATORS i Nes 
den lew stane 
~. fo sQOON! New: jjators 


sion 


. IG * aa 
COMIN atic kite Y 
- SLIP, A 4rctic Aire —— Plan now stock 
- & cl sive sales appeals. eat postwar resi- 
tate with exe a e sales to the gf ket. 


um : mar 
an them for vol d remodeling 
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WHY HAVE MORE( 
BEEN SOLD ttn ALLO 
STEAM IRONS(: 


Becal 
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IRON 


WITHOUT - 
WATER 


REVOLUTIONIZES 
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co 
an Tig aaa , oe ' 
ie FIRST fully automatic steam iron...FIRST steam iron em- va 
2 Seer nee at t ; 
, SEER ESE bodying features GUARANTEEING ABSOLUTE SAFETY - 
, . 16S. W 
FIRST and FINEST ...Most accurate heat control ever devised for an electric a 
= ; ‘ S 
iron... The unquestioned leader in quality and performance. Soutt 
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THER AUTOMATIC 
COMBINED? 


Because women want S| |") ) -) S—and they want them for very specific reasons 












is the iron that HUNDREDS OF THOU- 


SANDS of women were already using before the war. 


. ' P ATrnA , 
if | . ° ~ FL LF wae ' . "ae ' . . : 
taill is the iron that women saw demonstrated VICK ith | Uy is the first steam iron that reached women 
in the stores...talked about with their neighbors...welcomed as with all the “bugs” eliminated. 


a major labor-saving appliance. 


Aare 


Ti f) s T : : . 
i. Of] i“ ‘MA / IC is the iron that, in a word, women know— 
m-0-MATIC ; for its 1 f ligh 
MUTA is the iron that showed women how eas) or its pre-war fested, pre-war proved record o top-f ight per- 
ironing is when steam does the work. formance. 
. Women want STEAM-O-MATIC...you want it for them...and 
ii rit i\ is the first iron that guaranteed to women we want you to have it. Demands on us are terrific, but we are 
complete safety in ironing with steam. doing everything we can to get irons to you as fast as possible. 
The thing to remember is that STEAM-O-MATIC is the original, 


fully automatic steam iron—and the iron for yow to feature. 


WAVERLY TOOL CO., 115 FRELINGHUYSEN AVENUE, NEWARK 5, N.J., FACTORY, SANDUSKY, OHIO 








SALES REPRESENTATIVES: 
n- F.P. McMORROW MARTIN CARLSTEIN & ASSOCIATES L. S. GERSHON NYPENNO SALES COMPANY 
Rte eg nae 1150 Broadway, New York City {36 Ridge Building, Kansas City 6, Mo. 508 Chestnut St., Pittsburgh, Pa 
Y cleveland, io 
JULES J. DREYFUSS stale: aeeasiamettn et ii ee ites en ae 
iC 16 S. W. First St., Miami 32, Florida 492 Merchandise Mart, Chicago 54, Illinois 310 No. 11th St., St. Louis, Missouri rene Merchanc | art, 
é é sco 5 alt 
McDONALD & SHAW ED. T. LOCKE OWEN WEBB eosin nt 
Show Room and Offices 205 Hazen Bldg., 9th and Main Sts., 110 Summer St., Boston, Mass. 


Southland Hotel, Dallas, Texas Cincinnati 2 Ohio 
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There is an appeal to handling the 
Dominion line that goes beyond 
mere salability. It stems from the 
realization that you are selling an 
appliance that gives lasting satisfac- 
tion—one that is fully guaranteed by 
the manufacturer—one that goes a 
long way to make the buyer friendly 
towards your store. 


THE COMPLETE DOMINION LINE 


Flat Irons * Waffle Irons + Curling Irons * 
Toasters * Sandwich Grills and Grid-A- 
Bouts * Table Stoves * Heaters + Poppers 
* Hair Driers * Mixers * Heating Pads + 
Infra-red Lamps * Fans 


Some shipments are being made—but at a 
rate far under that of incoming orders. May 
we ask that you be patient a little longer— 
that you keep in touch with your jobber re- 
garding delivery dates. 


DOMINION ELECTRICAL MFG. INC. 


MANSFIELD, OHIO 
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WASH YOUR WASHER, LADY? When household washers and ironers are com. 
pleted at the plant of the Conlon Corp., Chicago, they have to be washed and 
cleaned before shipment. This huge machine moving into the plant is one piece 
of equipment that helps to do the job. On the truck trailer is George Conlee, chie! 
engineer. In the foreground stand |. N. Merritt, vice-president and general manager 


Roy E. Andree, director of sales; and Win Jones, assistant to Mr. Andree. 





Short-Lived Seller's Market Seen 


in Life Appliance Dealers Survey 


Electrical appliance retailers are 
skeptical of anticipated lines of eage: 
customers and wary of long priority 
register lists which they feel are prob 
ably full of duplications. 

These facts were unearthed in a re 
port on the dealers’ viewpoint on the 
duration of the seller’s market for elec 
trical appliances recently tabulated by 
the merchandising department of Life 
magazine from results of a spot survey 
made among several hundred electrical 
appliance dealers. 


Market Overestimated 


Ihe survey records wishful thinking 
as another cause of overestimation of 
the prospect market—due to the fact 
that, as one respondent said: “People 
are brave and insistent on ordering 
and wanting to purchase items that 
are unobtainable, but when they are 
able to get delivery there are the usual 
thousand and one reasons why they 
wish to defer purchase.” Furthermore, 
wartime surveys are out of date be- 
cause employment, labor-management 
squabbles and OPA have 
effected a change in the attitudes of 
customers 


ceilings 


The sum and substance of the con- 
clusion reached by most dealers was 
that vigorous promotion and hard sell- 
ing—once merchandise starts flowing 
from the factories—will be essential 
“sooner than most people think.” 


Skeptical of Buyer Backlog 


Most dealers and distributors con- 
tacted in the Life survey seem skepti- 
cal about the huge backlog of buyers 
reported by surveys. Here are some 
typical reactions. 

From |. H. Parks, vice-president, the Auto 
Equipment Co., Denver, Colorado: 

“When people can get merchandise 
freely, they are going to become selec- 
tive ina hurry. For example, one large 
Denver store had a list of people who 
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"Prospect" Lists Mostly “Suspect,” Dealers Say 


simply had to have certain small appli- 
ances. However, when these con- 
sumers were contacted as the appli- 
ances became available, only 30 per- 
cent turned out to be in a_ buying 
mood.” 


Reported J. W. Thiele, Thiele-Winslow 
Co., San Antonio, Texas: 


“A lot of ‘would buy when available 
lists are inflated. Yesterday we hear 
of a customer who had a radio whict 
needed repairs. The part required is 
one that is not normally carried in a 
wholesale radio supply house. The 
customer learned what part was needed 
and went to 15 radio repair shops wit! 
his radio. At each shop he told then 
what part he needed and urgently re- 
quested them to take his name and 
phone him when they received the part 
Each of these radio repairmen thought 
that this was a sure deal; so each 0! 
them went shopping to their various 
wholesale parts jobbers in the town t 
see if the part could be found. None ot 
them had it. The radio parts clerks 
having received 12 or 15 calls in two 
days for one item, naturally put that 
item on their urgent want list. The 
result was that every jobber in town 
ordered a liberal supply of this rarely 
used part. The parts came in; there 
was sale for but one; the balance wi 
gather dust on some obsolete inventor) 
shelves.” : 


Said Henry Clinton, sales manager of the 
radio department of F. C. Hayer Co., 
Inc., Minneapolis, Minn.: 


“There is no doubt there will lb 
great demand as shown by your fact 
sheet ; however, I do feel that there 1s 
some inflation behind the figures. By 
this I mean that, and I am quoting a 
specific case, where one dealer had 
received a gas range and started call- 
ing his list of prospects for gas ranges. 
he sold the range to the seventh person 
on the list. In other words, six people 
had already purchased a gas range 
from other dealers.” 

Responded A. S. Meinecke, owner of 
Meinecke Brothers, Lubbock, Texas: 


“IT will give you an example 
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WENT THE WASH BASKET 


..- but the pre-tested* DULUX 


stayed smooth as satin 
I 
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A durable, abrasion-resistant finish sells 
appliance prospects and keeps them sold 


What a difference a DULUX finish makes! It’s an advantage 

that works for you on the sales floor—as it works for your customer 

once the appliance is in the home. Yes, it pays to point out DULUX 

when you’re showing a refrigerator, washing machine or kitchen 

cabinet. Quality-conscious prospects want a finish that will keep 

its good looks—DULUX promises them years of service. 
Why has DULUX won such a wide acceptance? One of the most 

important reasons is found in the Du Pont Finishes laboratories, HOW LONG will a DULUX finish withstand abrasive rubbing? 
F , . . . In this important laboratory test, a weighted sandpaper 

wher IL roes C s ring eting tests fe ; ' 

° bade LUX undergoes continuous proving, meeting tests far block is rubbed back and forth over a DULUX panel. Before 
more rigid than encountered in everyday household use. The result the film shows signs of wear, the block has traveled many 
. — : . ‘ times more than an ordinary finish would allow. DULUX is 
iS »he ~ ~ , 1a ‘ ‘ Me « . - . , : 

s merchandising history. For wherever appliances are sold the formulated to stand up under severe use, to keep its bright 
name DULUX means long-life beauty, resistance to grease and gloss through years of service. 
abrasion and color permanency. E. I. du Pont de Nemours & Co. ; 
Mg Aap a or 2" Point to the DULUX seal 
Inc.), Finishes Division, Wilmington 98, Delaware. - —it will work for you. 


REG. U.S. PAT. OFF. 


BETTER THINGS FOR BETTER LIVING...THROUGH CHEMISTRY 
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Easily demonstrated advantages 


















of FiBERGLAS insulation 
























































No question about it, you have a real sales advantage 
when you offer customers home equipment insulated with 
FIBERGLAS. A “top feature” before the war, Fiberglas is 
even more of a standout today—proved through excep- 
tional performance in thousands of tough war jobs as well 
is in millions of prewar appliances in the home. 


Yes, you'll find that many of your customers know all 


bout this better “lifetime” insulation. So. be sure to tell 
them “It’s insulated with | iberglas” if vou want easier 
elling and better satisfied customers for future business. 


Owens-C ornine Fiberglas (¢ orporation, Dept. 853, 
loledo 1. Ohio. Branch olfices in principal cilies. 


" Oshawa. O 





az a, 
OWENS-CORNING 


| FIBERGLAS 
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DID YOU KNOW... 


Fiberglas is used in making penicillin, to trap 
air-borne bacteria and prevent contamination 
of the culture. Fiberglas—actually, fine glass 
fibers—is clean, odorless, immune to time and 
decay. As such, it is easily sterilized (im- 
portant in penicillin uses) and offers no food 


lor vermin. 
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THERMAL INSULATION 
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what happened in my case where }, 
asked: a number of customers jf th, 
would like to have their name on, By 
preference list to be notified whey , & 
certain pressure sauce pan was ayajl. 
able, 127 said ‘yes.’ Very recevtly yp 
put out a letter to these 127 peo), 
asking that they come in or mail , 
small deposit assuring us that they 
would accept delivery on the item, x 
shipments were beginning to arrive 
We received a deposit from about 5 
percent of the 127, which indicates tha, 
the other 50 percent did not want one 
very bad, if at all. I really think tha 
many of the prospects turn out to be 
merely ‘suspects’ when they ' 
chance to buy.” 


Prospect lists are a poor indication of 
demand said V. J. Corsaro, divisiong) 
merchandise manager, Graybar Fleciric 


Co., Buffalo, N. Y.: 


“All dealers, of course, are keeping a 
so-called prospect list; so, 
visits to one dealer in a typical tow 
of 25,000 people, I asked him how ina 
dishwashers he could use immediately 
He . said he had 15 prospects for 
dishwashers . . . I made a deal with 
him that if he was willing to conta 
each oue of these prospects now 
would give him priority preference { 
each customer that they would take 
livery of a dishwasher immediat: 
Out of the 15 prospects contacted, ty 
of then said they would tak: live 
immediately. . . ” 


Norman Brown of  Sommer:-Brown 
Memphis, Tenn., recounted this experi 
ence: 


“For some time we have 
priority registrations. J.ast Monday 
we received one Bendix Standar 
Washer, one Bendix DeLuxe Washer 
and three G-E 7 ft. Deluxe Mock 
Refrigerators that we would sell. It 
took 13 contacts of priority registrants 
to place the two Bendix. Of course 
only prospects who registered for 
Bendix were contacted. Here's how 
they went: 1. Sold Deluxe; 2. Unable 
to contact—moved; 3. Wants one 
later; 4. Wants one later; 5. Ni 
answer in five days; 6. Wants cor 
ventional washer; 7. Wants Deluxe; 
8. Wants DeLuxe; 9. Has mack 
payment elsewhere; 10. Wants « 
tional washer; 11. Wants DeLuxe; !2 
Unable to locate—moved; 13. Sold 
Standard. The three G-E Refrigera- 
tors were placed with 11 contacts 
Wants smaller one; 2. Sold; 3. Left 
message with neighbor—no answer 
4. Already bought; 5. Wants a 9 ft; 
6. Wants a 5 ft.; 7. Unable to contact 
8. No reply to message; 9. Sold; | 
No reply to message; 11. Sold 
From this it seems that quite a number 
of our prospects are really suspects.” 


E. F. Baertschi, treasurer-manager of the 
Toledo Electric Sales Co., Toledo, Ohio 
reported: 

“We believe you will be interest 
in a few factual cases whicli hav ¢ 
brought to our attention: 

1. Dealer’s Name—Walker 

ture Co., Toledo 

Had quite a long list-of ord 
Electric Ranges. When the 
ceived the first shipment of f 
ranges the first four on the order 
list were called and these | ee! 
calling nearly every weel 

for delivery, but none 

bought ranges. Customer #5 t 
the first one and the ret 
three were sold over tl! 
week. 


rh 


Dealer’s Name—Plattner I 

Co., Toledo. 

We defivered four Econo ¢ 
Heaters, retail value $9.95, to the 
above. They had two orders 
them and neither of them waute 
the heaters when they were 
they were available. The ‘our 
heaters were sold by displaying 
them in the store over a two ¥ 
period. Same dealer reports 4 
Waverly Steam Iron in the wit 









dow two weeks before it sold 
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She is WHEELING her THOR 












GLADIRON 
to the sunniest 
or coolest spot 
for ironing 











Yes sir, the Gladiron 
rolls easily from room to room 
and when folded it fits in 

an ordinary closet! 


NO OTHER IRONER HAS 
“™™\ sis THESE GLADIRON FEATURES 
\ 


e Operates with a single knee lever. 
e Irons shirts in 4% minutes. 
4 e Folds to closet size. 
e Rolls from room to room. 


HURLEY MACHINE 
DIVISION 
Electric Household Utilities Corporation 
Chicago 50, Illinois 
Thor-Canadian Compony, Ltd., Toronto, Canada 
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A LONG TIME BETWEEN WASHES is represented by this comparison of Grand- 
mother's self-powered hand laundry and the newest Bendix labor saver. The con- 
trasting equipment was exhibited at the “Tradeways” show in the Waldorf-Astoria 
Hotel during the annual convention of the National Association of Manufacturers 





















Edison G-E Forms Hotpoint Institute 
with Margaret Davidson as Chief 


To Teach "Use Values’ of New Appliances 


xure of the = 


The Edison General Electric wholesale and retail salesmen. De- 


to know that Ap 















¢ machine. terested pliance Co. has formed the Hotpoint partment stores and others providing 
automat wou sight be - s not nad Institute, with Margaret Davidson, di- home planning assistance will be aided 
1 thought yo 18 years: It ha . . rector of home economics, as head, to in forming kitchen planning depart 
, automati© for ly wash every — tip insure selling practices that instruct ments 
I nave ee 1 does cme com ‘ a new HI consumers in the “use values” of 

any repairs and - r out, 1 nope *°? ae X appliances The institute is described Growth from Early Efforts 

m when it does wee ood pachine- as “a home economics activity aimed Asserting that his company had sup 
h sure of ® g at consumer education and training in ported a home economics activity {fo As 


so 1 may - 




























‘ « _ . 7 . : ’ ala -_ ~ e 
tomatic: Yours truly: appliance uses for retailers’ sales per- more than 30 years, Mr. Schafer ex 
- o. J Kline sonnel ae j ' ; plained that “early efforts were largely mert 
Mrs. ©" Ward R. Schafer, vice-president i appliance demonstrations,” with a na- 
charge of sales, said that the increas€ = tional program of cooking schools and knov 
of consumer investments in appliance other group demonstrations. These 
> » le “ > > ; » . . 1 
— s Ago resulted «4 the out schools are recognized as having had whe 
moding of home economics testing 4 strong educational influence in devel- 
kitchens and store demonstration tech- 


oping electric range merchandising, 


niques. The housewife who has long the official declared adding that the P: 
Any W asher that can build and hold dreamed of a work-free home will present development is a “natural out- 
first place in a customer’s heart for want “engineering and planning a5- growth to keep pace with modern de- Dea 
18 years is a good one for you to sell. sistance in mapping her new home,” mands.” Edison G-E’s 


post-war 


Fewer service calls after the sal he added merchandising activities center around brig 
* y ; , “all-electric planned kitchens and 

‘ > ne , y =_— Will Train Salesmen : age 

and more net profit left for the dealer ] wt Tees lnunivien” with adventean t cow hist 


—are additional reasons why you 


The operations of the new institute sumers depending “to a large degree 


















should get the 1946 Automatic Dealer - \ ly will include cooperation with women’s upon proper appliance arrangements so b 

Proposition from your nearest Dis- < a - + page editors, with magazines, assist to msure correct relationships among niin 

tributor. (Name on request). $ ance to electric service company home work centers,” he explained. PP 
‘3 service departments, and testing for \ present staff of eight home econ- 

Remember, only the Automatic -_ product design and development. omists is handling the testing, planning T 
Washer offers the *Duo-Disc” : ; Noting that “kitchen packages did and training assignment of the new 

Feature. not meet ready acceptance before the ‘stitute. Dea 








war,” Mr. Schafer said that the house- 




















wife became interested only when she inve 
Saw a promise of less work by “plan 
ning appliances into the kitchen.” Canadian Firm To new 
More than 300 executives in the  Byild Hallicrafter Radios 
sales department of the company and in t 
its distributors have spent several Rogers Majestic, Ltd., of Toro 
Reg.U.S.Pat. Off urs) daily in week long sessions has been designated by Hallicrait 
training to participate in institute Co., Chicago, and the Amperex EI 
. H activities, Mr. Schafer said. Institute tronic Corp., Brooklyn, to build a 
Made in Newton, lowa Since 1908 by home economists are scheduled to distribute the Hallicrafter line of 1 are 
P\ebce)..y wale WASHER COMPANY accompany sales training specialists to ceivers and to sell the Amperex col Ov 
district offices across the country to munications and industrial electrot , 
repeat the “use value” courses for tubes in Canada. 
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Ple whe 
na 40d recorg ho want the 
Teprod, , 
UCtion. 


Atter 52 years of successful 
merchandising, we think we 


know a good business prospect 





when we see one. 


1f 
the Prospects for our Authorized 






Dealers this year seem to us the 


4 Now SALLY 





P ONograph AN 
° ° . + 52 years e % the love F have their ow 
ual brightest in all Stromberg-Carlson m tre ea Fapatm r9 
and ‘ ° ° ° Swromberpecs ig at pone betore Ti 4y the p berg a — ’ and the skin, 
: history. How can you miss with a line "om Authorised Deaies fm abou grie6€ of own, OP Beople 
ened aler. ¢, uh oe 27.50 to gag 8 &Stromb. le 
ore so brilliantly styled for sales, so captivating in 
ie appearance, so superb in performance? en a “CARLSON 
ng That’s why we're again backing our Authorized 
Dealers to the limit with a large advertising 
investment, both in national magazines and in 
newspapers from coast to coast. Here you see the first ad 
in the new national magazine campaign. ST RO M 3 E RG - 
Production problems are with us—but sets C A R L S O N 
are being shipped daily. Sights are set high. ROCHESTER 3, NEW YORK 
o1 Our money’s on you—our dealers—to win! Radios, Radio-Phonographs, Television 
Sound Equipment and Industrial Systems, 
Telephones, Switchboards, and Intercommunication Systems 
ING 
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Selling 
Summer 
Comfort 

isa 
Cinch 
with 





LAU “wWiTEAIR” CIRCULATING FANS 


...designed for a wide variety of practical applications 


... to provide Sleeping Comfort in Homes, Shopping Com- 


fort in Stores, Working Comfort in Offices and Factories. 


When old Sol has mad 


a “hot box 


of every structure in the town 


when a man would give ‘most anything for relief from soaring 


temperatures and high humidity 


I iu Niteair 


there’s a ready market for 


Attic Exhaust Fans and a ready PROFIT for the 


contractor selling them. Summer affords most receptive 


irket, but sales made in any 

mtroil iif, 
in confined enclosures, remove 
dust, smoke, fumes, and so on. 
Mass manufactured on assembly 
line methods in the new Lau 
Fan plant (all parts except mo- 
tors and belts made by Lau) at 
extremely low cost for competi- 
tive selling—with splendid 
profit opportunity for Lau 


dealers and contractors. 


Write direct or contoct your jobber for 


full information, specifications, prices 





WORLD'S LARGEST MANUFACTURER OF FURNACE BLOWERS 


Engineers and fabricators of general Air Handling Equipment 


AU 


season wherever it is desirable to 


keep room temperatures constant, circulate fresh air 














Lau “Niteair” Fan forcibly ex- 
hausts hot, stuffy air... circu- 
lates cool, refreshing night air 
through every room. Equally 
adaptable to any size, type of 
construction, or TOOM aTTAaNnge 
ment of house 


BLOWER 
COMPANY 


DAYTON 7, OHIO, U. S. A. 


Single Inlet and Double Inlet Blowers © Propeller Fans © Accessories 
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1945 Stoker Sales 
Triple 1944 Volume 


More than three times as many 
mee inical oal stokers were sold in 
1945 as in 1944, according to a recent 
innouncement by the Coal and Heating 
Industries’ Committee of Ten 

Factory sales ¢ mechanical coal 


ear 1945 totaled 130,- 


824 units ill sizes and types, com 
aired 42.958 total units in 1944 
ind 32,839 in 1943 Chese figures are 


ele ised by the U. S. 

t from statis- 
government by manu- 
suunted for 


ot st ker Ss 


it rers se Sales icc 


Residential Sales 


’ <1 : sales AC 
YQ? 4X7 the total of 130, 
894 units in 1943 mpared with a 
2164 in 1944 
Cenk, illation in small 
wa i mimer 
104 ttaled 26,232 
104 20.439 un sold 
j 12.8 4 
Ss ve 
4 I44 


Class & Size Stoce 
1—Under 61 Ibs. /hr 

Bituminous 

Anthracite 


Total, Class | 


2—6! to 100 Ibs. /hr 
Bituminous 
Anthracite 


Total, Class 2 


3—10!1 to 300 Ibs. hr 
4—30! to 1200 Ibs. ‘hr 
5—Over 1200 Ibs. h 


Total (All classes and sizes) 


Ant i 
' ( Ss Sa car 
i i 145 1 pr 
( Burea 
( ten, ¢ i 
H | 7 N 
| \y n | 
‘ 
RMA Plans to Help 
Radio Amateurs 
\ special tt is been af 
t b \ Rad Si 
" i vctul \s 
nent ot 
" e world 
I t Robert 
\ I ( i 
it! i ( il il 
censed amateurs are 
States, William J] 
Halligan, chairman of the RMA sec 
les ibed t Hew association 
e by sa tha imateur radio 
ve as been as widespread in other 
intries Many foreign govern 
nts have t encouraged amateur 
eration, and some ave taken active 
measures against it Most of the 
es which amat have sustained 
ive been due to the anti-amateur 
ition of ernments I 
RMA can i elgn manu 
i ing a i to ¢ erate 
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CONFIDENT JUDGES: = Approval , 
the washing that Dorothy Rostock, right 
home service specialist for Buh! Sons 
Co., Detroit, is about to start in the 
Bendix washer is already registered 
the smiles of the three watching home 
service directors. Left to right are Rut 
Smiley, J. L. Hudson Co.; Dorothy Howe 
Buhl Sons; and Dorothy Coons, LaSalle § 
Koch, Toledo 








1945 1944 1943 
89,522 1,714 4.460 
3,325 450 472 
92,847 2,164 4.932 


24,349 27,196 
1,883 2,243 2,043 














26,232 29,439 12,833 
7,557 7,480 8,994 
2,909 2,753 4,542 
1,279 1,122 | 538 

130,824 42,958 32,839 


Product Shortages Force 
Cancelling of Exposition 
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New Radios 
for Alaska 


()ne ot the + pea etime « corre 
to Alaska Vas 
consignment of sets made 
Anchorage by the John Meck I: 
Seattle Radio | 
listributing firm The radios 


ipped by alr 


me radios 
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afl phoduction again. 


You can hit the Refrigerator 











Vice Pres. and 
Gen. Sales Mgr 


John H. Ganzer 


aThe Coolerator Company 


‘Profit Jackpot’ right now 


with the New Postwar 


COOLERATOR 9c REFRIGERATOR 






































* NEW POSTWAR ALL-STEEL CABINET 






* PLENTY OF Pl TASTE-FREE ICE 






* EXCLUSIVE 4-WAY IRCULATION KEEP: 





FOODS FRESH AND TASTY LONGER 





* LARGE SPACE FO BOTTLES 






* ROOMY 5'44-CU. FT. FOOD STORAGE 






Yes, here’s your chance to cash in on Coolerator’s Ice Refrig- 
erator! Now in production . . . speedy delivery. You can 
depend upon Coolerator, the one big name in the ice refrigera- 
tor business, to produce only fast-selling models at popular 
prices! Look at Coolerator’s sales record. Hot weather will 
soon be here and the need for good refrigeration will be desperate. 






































Wes 





THE COOLERATOR COMPANY 
4 DULUTH 1, MINNESOTA 


Manufacturers of Ice and Electric Refrigerators . .. 


















*Reg. U. S. Pat. Off. 
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Home and Farm Freezers 










PAGE 











PACKARD SUNLIGHT MOTORS 








If you plan to produce a motor-powered product in vol- 


ume, you may be able to use—and may need 
designed motor. 





a specially 


Better “fit” for designed space, correct starting and operat- 
ing torques—the right construction for the job . . . these 
advantages are secured when a motor is designed indi- 
vidually for the product. And volume production keeps 
the cost down. 





Packard Electric engineers can help you determine the 
proper motor for your product ... can design the motor 
that will keep your customers satisfied with product per- 
formance. With extensive facilities for precision manu- 
facturing of appliance motors, Packard Electric can also 
mass-produce it for you at low cost. 


Like all Packard Sunlight motors, it would have inherent 
quality features that insure sound, long-lived operation: 
adequate torque to handle starting and operating loads; 
self-oiling, cast bronze journals to reduce friction and 
minimize service needs; copper wire of proper gauge for 
motor capacity; and extra-heavy coatings of insulation to 
guard against short-circuits. 


If you have a motor problem, let Packard design a motor 
to do the job better. 





Packard Electric Division, General Motors Corporation, Warren, Ohio 


PACKARD SUNLIGHT MOTORS for: compressors * washing 
machines * power-driven bench tools « ironers * milk separa- 
tors * milking machines « furnace blowers « stokers « oil burners 
water pumps * ventilators * and many other applications. 


NCE . JARO 
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Wisconsin Utility Dramatizes 


SEVEN SYMBOLS OF SERVICE: Only six girls are visible in the picture, but the 
seventh one was there. The young women helped to dramatize the services of elec- 
tricity at the recent Wisconsin Electric Co. dealer and distributor meeting. 


Appliance Selling to 750 Dealers 


"Sell Glamor and Service" Is Theme of Meeting 


Electrical appliance dealers and dis- 
tributors in the Milwaukee area were 
present in force, about 750, at the All- 
Industry Electrical meeting held re- 
cently at the Auditorium of the Wis- 
consin Electric Power Co 

Each person, upon entering the hall, 
was given a white envelope, about 9 
by 12 inches, with the figure 7 printed 
in red in half a dozen sizes all over 
the front. Inside the envelope a multi- 
colored folder, about 11 by 25, told the 
story of the seven services which elec- 
tricity brings into the home—food 
preservation, food preparation, comfort 
and health, safety and protection, en- 
tertainment and education, sanitation 
and cleanliness, and lighting. 


Uses of Electricity Shown 


More than 100 different uses of elec- 
tricity in various rooms of the home 
were given, with information as to 
the average kw.-hr. consumption per 
month and average cost per month 
for each appliance. In addition, the 
folder showed electric service costs 
for the home, from 10 to 10,000, start- 
ing at 89 cents and ending at $18.68. 
Then the residential rates were shown, 
a graph giving the cost in cents per 
kw.-hr., as well as one showing the 
percentage of daylight each month for 
the Milwaukee area. A card was also 
enclosed containing information about 
the operating costs of about 40 resi- 
dential electrical appliances—average 
kw.-hr. consumed by each device and 
the average cost per month for oper- 
ation. On the reverse of the card 10 
suggestions for proper planning for the 
dealer were listed. 


Present Stage Show 


The thriller of the meeting was the 
drama presented from the stage, opened 
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by A. A. Engelhard, of the utility, who 
explained each function of the seve 
services of electricity. Pretty girls 
symbolized in special stage settings 
the selling of the “glamorous, useful 
romantic services—not the mere appli 
ances.” Irving Illing, assistant sales 
manager, and Mr. Engelhard talked 
appliances while seated at a stage | 
drinking beer; they described how 
dealers could profit in the market de- 
picted in the folder. The skit con- 
tinued with an outline of the company’s 
educational program for dealers 
new techniques in selling. 

F. A. Coffin, the company’s sales 
manager, told of the analysis that the 
utility had conducted, predicting that 
business is expected to be the best 
that the industry has ever known. He 
also outlined a dealer aid program. 

(Continued on Page 128) 
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PROGRAM LEADERS: Walter F. Dur- 
lap, president of Klay-Van Peterson, and 
F. A. Coffin, Wisconsin Electric's sales 
manager, confer before making *heir 
speeches. 
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REVOLUTIONARY 
Production nears the home stretch... speeding you this new FELLING 
portable mixer with the quality, super-efficiency and POSITIVE 5 
MIXING of the sensational MIRACLE Food Mixer compacted WANS 
into a portable, lightweight model weighing only 3 pounds. 
It is only 2 inches thick, stores in compact, shallow space. 


Selling points . . . it abounds with them. It fits utensils already 
in a kitchen .. . use it at stove, sink, table, cabinet top . . . wher- 
ever there’s electricity...its 5-speed,. governor-controlled 
A.C.-D.C. motor never needs oiling... operates simply and 
surely. Switch and Speed Selector conveniently placed. 


(Positive MIXING 


New, improved, patented stainless steel beaters have 
double beating action; makes mixing 100% positive; 
they mix, whip, stir, beat or mash both the heaviest 
and the lightest batters with equal ease... with full 
power at all speeds. 


The MIRACLE Portable Food Mixer is 
an appliance you can sell with confidence 
... like all MIRACLE appliances. Your 
jobber can tell you its tremendous sales 
winning possibilities. Call him today. 


f? 
PACKED/IN SELF-SELLING 
/ oloful DISPLAY CARTON 
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THE COMPLETE LINE OF MIRACLE Traffic Builders 


ALSO UDES: 
To a Automatic Hot Plates 
2 er Commercial and Domestic Grills 


Waffle lrons Flour Sifters 
Vibrators Carpet Sweepers 


7 A 
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Some like their fans big 


Some want direct cooling @ 


iran PES 


LZ, 


44i\~ 


MANUFACTURER OF VICTRON DESK AND PEDESTAL 
FANS~VICTRON VENTILATING FANS—VICTRON 


VICTOR 


PRODUCTS 
2950 Robertson Ave. 
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So remember that for any purpose 





some like ‘em small @ 


SX oth f -si 
“ye ormers preter room-size 


G preference 


er purse, there’s a Victron fan to fill the bill 

Victron fans are distinctive in design — attractive in 
color harmonies fhe Expose them and they sell 
themselves Fes ei] and the motor is made by Victron 


> assurance of dependable quality for 20 years. 


= 


Write now, get the list by return mail. 





FANS —VICTRON AIR CIRCULATORS —VICTRON EXHAUST 
PORTABLE (RONERS—VICTRON F.H.P. MOTOR 


ELECTRIC 


INCORPORATED 


Cincinnati 9, Ohio * 


APRIL 
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Standard of Living Going Up 





The meeting was closed by a talk, 
Walter Dunlap, president of lay-Vey 
Peterson-Dunlap Associates. Mr. p,.. 
lap predicted that in the ye z 
our standard of living shoul 
nearly one-third—enabling 
one-third more of the things 
In the lower income bracket 
this one-third increase n 
nearer one-half, resulting an 
crease in purchasing power of Joy - 
bracket families to the extent tiat 44, 
will demand and buy many of ; 
things previously denied to them 
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SET ‘EM UP AGAIN: One of the hich 
lights of the utility's dramatization of 
electricity was the appliance discussion 
staged behind a bar—in full view of the 
audience in the auditorium—by A. A 
Englehard and Irving Iiling. 


In discussing the electric company’s 
program, Mr. Dunlap said that during 
the four years of the war, the publ 
had been bombarded with propaganda 
about the advantages of the uses 
electrical appliances through the med 
of newspaper and transit advertising 
broadcasting and other forms of a 
vertising, thus preparing the way for 
sales when appliances once agai! 
reached the market. 


Emerson Electric Expands 
to $5,000,000 Piant 


The post-war expansion program o! 
the Emerson Electric Manufacturing 
Co., St. Louis, Mo., involves moving 0! 
all manufacturing and office facilities 
from the present downtown location ‘ 
a new, modern plant at 8100 Florissant 
Ave. leased through arrangements with 
the RFC. 

The new $5,000,000 home was orig- 
inally erected under Emerson’s supe! 
vision for the development and manv- 
facture of airplane gun turrets. The 
firm’s first plant on the property was 
built in 1940 for the manufacture 0! 
hermetic refrigeration and air condi- 
tioning motors. 

According to an announcement by 
the company, moving is expected to be 
completed by September. An &t- 
larged production of electric motors 
fans, arc welders, and several new pro- 
ducts is underway. The move wi! 
mean an increase in floor space of ap- 
proximately 50 percent, but production 
increases will range up to 200 percent, 
while a general average. of employ- 
ment increase is expected to exceed 
25 percent. 

Features of the new plant include 
latest medical and sanitary facilities, 
cafeteria, recreation facilities, air-co0- 
ditioned office building, and moder® 
lighting. 


ELEC 










le high 
tion of 
SCussion 
y of the 

ALA 








COMPARE oa Crosley with any 
other refrigerator and notice the 
one important difference — the 
Crosley Shelvador* puts twice as 
much food to the front, within 
easy reach. 





















ds 








ram of 
turing FEATURE anyone can SEE—and un- No one could ask for more in beauty, 
rag * derstand—that’s the utterly distine- in quality of materials, skilled workman- 
cilities ‘ : . why . : 7% ; 
tion 4 tive and exclusive Crosley Shelvador*. ship and modern improvements than the 
rissant It’s so simple and practical that these Shelvador* offers—and ONLY Shelva- 
or millions of in-the-home demonstrators are dor* has that completely unique advan- ; 
x" a 2 A : OPENING the Shelvador* is like 
orig: pre-selling countless prospects and send- tage of bringing twice as much food into opening the doors of two ordinary 
seins : ¥ : pas tiie . refrigerators — double conveni- 
ing them to the stores of Crosley dealers front-shelf space, within easy reach. Note ence—only half the chance of 
P s a jn : a tipping ond spilling. 
for the final clincher—a look at the — the pictures and captions (right) ap- 
ty was Crosley Shelvador® itself, pearing in Crosley national advertising. 
re © *REG. U. S. PAT. OFF. 
AMONG WISE DEALERS THE WORD IS SPREADING C RO S L FE Y 
t by : s z : 
om 7 
CROSLEY HAS IT! 
en THE CROSLEY CORPORATION, CINCINNATI 25, OHIO 





SAVES TIME, too, because there's 
10 square feet of front row food 

‘ RANGES HOME LAUNDRY KITCHEN SINKS RADIOS AND exposed. Shelvador* is closed 
cent, FREEZEKS EQUIPMENT AND CABINETS COMBINATIONS sooner—saving electricity. 
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Order Now—Prompt Delivery 


Better, Stronger Construction 


TWICE THE 
POWER 


. 


IDEAL 


for TROUBLE - FREE 
HEAVY-DUTY SERVICE 


Ideal Churns are built to last 
longer—churn better. Dependa- 
ble, heavy-duty motors. Smartly 
styled. No gears or oily ma- 
chinery. Convenient carrying 
handles. Improved aluminum 
dasher and agitators. Each part 
is precision machined, designed 
for more efficient churning and 
longer life. 


Model No. 3 and No. 5 (at left) 
With 3 or 5 gallon glass jar 


Quiet, smooth running 1/15 
H.P. motor. Convenient, rein- 
forced screw top that fits jar 
tightly eliminating vibration, 
splashing and slipping. Alu- 
minum adjustable dasher and 
double blade, no-splash agita- 
tor. Gross wts. Model No. 3— 
24 Ibs., No. 5—29 Ibs. 


TWICE THE 
STRENGTH 


Deluxe Electric 
CHURNS 


Model No. 1 (at right) 
STRONG Adjustable RUBBER- 
COVERED ARMS to fit ANY 

CONVENTIONAL CROCK 


Powerful, quiet-running motor 
with six-gallon capacity, mount- 
ed on a sturdy base. Strong, 
adjustable, rubber-covered arms 
are quickly and easily adapted 
to fit user’s crock firmly with- 
out vibration or slipping. Ad- 
justable-length shaft has double 
blade, no-splash agitators for 
better, quicker churning. Gross 
wt. 14 Ibs. 


TWO QUALITY PRODUCTS 
PRICED TO SELL! 


Ideal DeLuxe Churns are rea 
sonably priced and solidly built 

high quality products that 
mean new openings for in- 
creased sales. Fill in and mail 
coupon today while deliveries 
can be guaranteed and terri- 
tories are still open. 


John J. Smith 


MANUFACTURING CO. 


ESTABLISHED 1888 
APPLIANCE DIVISION 


McDonough, Georgia 





Model No. 1 


FILL IN AND MAIL TODAY! 


JOHN J. SMITH MFG. CO 
Appliance Division 
McDONOUGH, GA 


Check one 


(CD Send dealer's price list, information on 
ideal Churns and distributor's name 


C) Send me information on distributor's 
franchise in my territory 

SIGNED - 

BUS NAME 

ADDRESS 

a 





HERE'S YOUR BREAKFAST TOAST: When Lue Krusell! orders breakfast in her suite 
at the Ambassador-East hotel in Chicago she gets her toast hot and crisp because the 
hotel provides a Camfield toaster in which she can make it the way she wants it, 
light, dark or medium. The tray shown on the table is also made by the Camfield 


Manufacturing Co. 








New Pre-Fab Group 
Uses Ingersoll Units 


Formation of a new corporation to 
design, manufacture and distribute 
completely equipped factory fabricated 
jouses at erected prices to the owner 
ranging from $4997 to $5891 was an- 

vunced Feb. 27 by Donald Deskey, 
industrial and architectural designer. 

The new corporation, known as 
Shelter Industries, Inc., has already 
started production in its East Coast 
manufacturing facilities, and volume 
production will make houses available 
at the rate of 200 per month before 
the end’ of the year, according to 
Deskey’s statement 

“Present plans to expand the num- 

{ factories identified with the pro 
will enable the company to pro- 
at the rate of more than 26,000 
s annually during 1947,” said 

president of the com- 


Appliances Installed 


ne house Ss, according to 
will be practical, comfortable, 
( xpandable 


living units— 


even down to such items as 
electric kitchen ranges, cabi- 
s, refrigerators, lighting fixtures, 
ireulating warm air system, hot water 
ater, springs and mattresses, and 
complete plumbing and wiring equip- 
ment. “The quoted prices,” Deskey 
stated, “include all erection and foun- 
dation costs and exclude only the cost 
if developed land.” 
The company will deliver the new 
muses from key combination manu- 
facturing and = distribution 
hroughout the country, it was stated 
by John Sculley, Jr., chairman of the 
oard of directors of Shelter Industries. 


centers 


Made by Borg-Warner 


The houses are the first factory fab- 
ricated houses designed to incorporate 
a new and “revolutionary central 
utility unit which is being manufac- 
tured by the Ingersoll Steel Division 
of Borg-Warner Corp., according to 
Mr. Deskey. The new utility units 
which provide in one compact package, 
a gas or oil circulating warm air fur- 


APRIL 1, 


nace, gas or electric hot water | 
all plumbing, tub-shower bath combi- 
nation with all other bathroom 
tures, and complete kitchen equipment, 
including sink, cabinets, electri 
frigerator and gas or electric 1 
are one of the main contributing fac- 
tors to the low cost at ch the 


houses are being offered 


Speed Queen Washers 


_ Again in Production 


imed production of Speed Queen 


I 
vas made possible February 
of the first shipment of 
arrived at the Barlow 
plant in five’ months. 
tub bottleneck,” said 
director of sales, 
can now resume ship- 
thousands of Speed 
Queen dealers all over the country 


ments t the 


1 


who have been anxious! 
deliveries.” 


awaiting 


Slight Production Lag 


Despite the jubiliation aroused by 
the opportunity to produce finished 
washers, the company warned that 
limited supplies of materials and com- 
ponent parts may still prevent full 
production for several months. Ship- 
ments to dealers will be on a restricted 


llocation basis for some time. 
Tub Supply Cut Of 


Up until arrival of the recent tub 
shipment, Barlow and Seelig had been 
without — tubs 

unfinished machines in 

Che prolonged strike at 
the Geuder, Paeschke, Frey plant in 
Milwaukee, which started last Sep- 
tember, had cut off the company’s 
source of supply for tubs. In the 
meantime, new tub dies were made and 
a new source of supply obtained in a 
plant at Des Plaines, III. 
look for’continued production improve- 
ment became rosier with the February 
settlement of the Geuder, Paeschk 

Frey strike, indicating tub deliveries 
from this supplier in the near future. 


a 


assembling vashers 
and piling tl 


warehouses 


The out- 
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Original... PATENTED... FINER THAN EVER! 


RUBBER 
BLADED 





SAMSON 








SAMSON-BUILT MOTOR ASSURES QUIET, 
EFFICIENT, TROUBLE-FREE OPERATION 


1. MOTOR — auiet, cool-running, induction type. No brushes, 
commutator, or mechanical starting device. Will not interfere 
with radio reception. Form-wound field coils of enamel wire—taped, 
and entire field dipped in insulating varnish and baked. Easily replaced 
if damaged. 5/16” dia. steel shaft, precision-ground. Oscillating drive 
worm cut directly on shaft. Rotor externally ground for uniform air gap, 
each rotor individually balanced. 1500 R.P.M. 


2. MOTOR BEARING CASE—Front and rear motor bearing 

cases die-cast, accurately machined to produce uniform air-gap 
ond bearing alignment. Gear-case cast integrally with rear housing to 
insure an accurate and permanent gear alignment. 


3. BEARINGS —Self-aligning, porous bronze 
bearings, with felt-packed oil reservoir. 
Porous construction carries lubricant to entire 

bearing surface. 


4. OSCILLATION-—Full 90° oscillation with finger tip control 

by easy-to-turn oscillation knob. Direction of air-flow may be 
locked in any position within oscillating range. Oscillating swivel stud 
screwed directly into heavy section die-cast on front motor-bearing case. 


5. MOTOR HOUSING -Streamiine motor-housing encloses 


and protects parts of the oscillating mechanism. 


©. HINGE—Accurately die-cast hinge—tilted with a simple 
friction clamp construction. Rugged and easy to adjust by thumb 
screw only. Easily changed to wall mounting without special tools. 


7. CORD-—Eight-foot rubber covered cord and plug—approved 
by Underwriters’ Laboratories. 


8. BLADE—SAMSON safety rubber blades mounted in Steel Shell, 
each assembly balanced. Blade assembly, in 

turn, mounted on balanced die-cast spider, which 

locks blades in place and at the same time is 

cushioned from the nose-piece with rubber. Quiet 

operation is obtained by this construction, and by 

the non-resonant blade material. 


9. BLADE SPIDER —Die-cast, machined, and balanced to insure 
vibration-free operation and dependable performance. 


10. WALL MOUNTING -simple reversible VN 


wall plate mounts fan securely to wall, 
eliminating vibration, and insuring safety in the 
wall position. 
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Safe¢iex FAN 


YES, THE ORIGINAL Rubber Bladed Fan... the famous 
SAMSON Safe-flex ...is here again—finer, handsomer, 
quieter, more powerful than ever. As always, its pat- 
ented flexible rubber blades need no shield... yet 
will not harm even a child's fingers. Improved design 
and construction, including the Samson-built precision- 
quality motor, have eliminated objectionable noises 
from every part that moves or can vibrate ... assuring 
years of quiet, efficient, trouble- 
free performance. Superb new 
styling adds the finishing toUvth 
that makes this modern 10-inch 
SAMSON Safe-flex Fan the per- 
fect breeze maker for home or 


office. 


Om inn g 


SAMSON UNITED CORPORATION, ROCHESTER 10, N.Y. 


Samson United of Canada, Limited, Toronto 

















GANT wanna THE 


EXPIRATION DATE ON THIS 





RAY-O-VAC 
LEAKPROOFS 
DONT NEED 
DATING! 




















DONT NEED 


fgparine? 
J Al 









RAY-O-VAC LEAKPROOFS 
STAY FRESH FOR 
YEARS AND YEARS 










THIS EXCLUSIVE 
LEAKPROOF 
CONSTRUCTION 
SEALS POWER IN 
IT'S THERE WHEN 
YOU NEED IT! 



















BECAUSE THEY ARE 
SEALED-IN-STEEL 
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THE CHOICE OF THE MILLIONS OF SERVICE ° 
MEN WHO USED THEM THROUGH THE WAR 
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HOWARD E. BLOOD 


Borg-Warner Forms 
Norge Heat Division 


A new Borg-Warner unit to be 
called the Norge-Heat division was re. 
vealed by C. S. Davis, president, ata 
recent meeting of the corporation's 
directors. Howard E. Blood, head of 
the firm’s Norge and Detroit Gear di- 
visions, has been named president of 
the new division. 

Mr. Davis said that the division was 
created to bring the utmost efficiency 
into the manufacturing and marketing 
of Norge residential heating and condi- 
tioning equipment “in anticipation of 
a greatly expanded demand for these 
products in the months and _ years 


ahead 
Improvements Added 


New president Blood stated that 
operations of the new unit would it 
clude several improved models of auto- 
matic, thermostatically controlled oil- 
fired furnaces, utility room and under- 
floor heating units, oil-fired water 
heaters, and aid filter units. 

“Later on, we expect to introduce 
several radically new and highly efi- 
cient products which will result in 
great savings to the consumer,” he said. 

Norge heating products were previ- 
ously manufactured by the Norge di- 
vision and marketed through Norge’s 
heating and conditioning department. 
The new division, Mr. Davis. said, 
was formed to meet the potential de- 
mand for this type of equipment. Pro- 
duction is scheduled to start at the 
earliest possible moment in order to 
reach next fall’s heating market. 


\ 


Cc. $. DAVIS 
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HERE’S EXACTLY what so 
many of your customers have 
been waiting for—an RaM 
De Luxe Fan! In 10, 12, and 
16-inch sizes, these smartly 
styled two-tone beauties 
whip up a whale of a breeze 
with scarcely a whisper. For 
those who buy the best! 


THIS SOLVES THE PROBLEM 
for those who want a good 
fan at a popular price—the 
handsome, quiet R&M Ban- 
ner line. In 8-inch non- 
oscillating and 10, 12, and 
16-inch oscillating models. 
When folks buy from you, 
their fan dollars can’t go 


MADE TO ORDER for those who want a cool 
apartment or small house—the R&M Portable 
Home Cooler. No belts—no pulleys. Self- 
oiling and rubber-mounted for silence. In 24 
and 30-inch blades. Both have large air de- 
livery, do a big cooling job. Yet simple con- 


eeeeeeeeeceeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee 


further! 


eeeeeceeeeeceeoeoeoeoeeeeeeeeeeeeeeeeeeeeeeeeeeee eee 


struction keeps their prices attractive. 
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Here’s why you'll find it 
easier to sell Re M Fans 


@ This line is complete. There’s an R&M fan for every cool- 
ing problem—a single room to a whole house. How much 
easier that makes your selling job! It’s a lot easier than 
trying to stretch a “thin” line too far. 
ar Production on R&M fans is in high gear. But so is de- 
ly efi- 
sult in 


e said. 
previ- 


mand. So list your needs now with your nearest R&M Fan 


Distributor or mail the coupon below for his name, address, 


ge di- 
Jorge’s 
‘tment. 
; said, 
ial de- 

Pro- 


a ROBBINS « MYERS ¢ INC. serincriets, onto 


et 


and samples of our new fan literature. Do it now and be 


set for the selling season. 


In Canada: Robbins « Myers Co. of Canada, Ltd., Brantford, Ontario 
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JUST RIGHT in business or in the home, R&M 
Air Circulators are perfect for still others in 
your trade. For floor, bench, wall, or ceiling 
mounting, in 24 and 30-inch sizes. The right 
installation is always easier to sell... and this 
one will be right for many of your customers. 


ROBBINS & MYERS, INC., Fan Sales Division, Springfield, Ohio 
Please tell me who my nearest R&M Fan Distributor is and 
send me new consumer sales-promotion literature on the 
R&M products checked (y ). 

O Home Coolers 0 Attic Fans 
0 Banner Fans O De 


O Air Circulators 

Luxe Fans 

PERFECT FOR THOSE who want the best 

in home ventilation—the RaM Attic 

Fan. New 4-paddle designs in four sizes 

—30, 36, 42, and 48-inch blades—cool 

the whole house, top to bottom, for less 

than the cost of a week’s vacation. Prof- 

itable clear through for you, too! 
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UNIT DRIV: 


eee 


MIT 677 
STOKER! 


Gpolusives 


tthe 52h a Ra 





Cuts Service cdills and Costs to the Bone 


@ Cash in on .. revolutionary advancement than four minutes, using only a common end 


in stoker histor ackaged Unit-Drive, one of wrench and an ordinary pair of pliers. 


the 24 Exclusive SM Hway Stoker features, helps = No more tinkering with intricate parts... no 


slash service costs . ¥ bone, helps reduce parts pore wasting of valuable time...no more stag- 
e 


inventories to unh of lows. gering parts inventories or exorbitant service costs. 


Climaxing years of research and testing, = And that’s just part of the story that is making 
A. O. Smith cogineers a combined me motor, the SMITHway Stoker franchise a choice plum 
fan and transmission infO one highly efficient unit. ¢,. leading dealers throughout the country. 

Should the santas ever need Write immediately for more information about 


servicing, it is quickly an sily replaced in less “America’s Outstanding Stoker”. 


‘é A Product of the World-Famous A. 0. Smith Corporation : yi 
an : oad roy 
/ >, sr x, Model 


miTHway Stoker 


S 
Feature the 
4 with 24 


the only stoker 


make 
exclusive features that 
i serv- 
it easy tO sell, simple to 
i 





i wn. 
Ta convenient to Oo 


PA 
Parago 
Mode! 

and 


Sellin, 
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TOASTSWELL Sandwich 
Toaster 


The Toastwell Co., 620 Tower Grove 


Ave., St. Louis, Mo. 


Der Automatic sandwich toaster 


and waffle iron No. 971-46. 


Selling Features: Equipped with self- 


‘ 


locking expansion hinge which auto- 
natically locks top grid in position 
preventing sandwiches from being 
nashed by top grid; when used as 
sandwich toaster it is also suitable 
for grilling steaks, ham, bacon, etc. ; 
removable drain cup at back of ap- 
pliance; easy to change to waffle 
iron or toaster by unscrewing knobs; 
full size cast aluminum waffle grids; 
vatts, 110-120 volts, a only ; 
me plated with black Bakelite 
les and feet. 
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TOADROY Floor Polisher 
Toadroy Mfg. Co., Wellington, Kansas 


Model: “Florshow” household polisher. 


Selling Features: Weighs only 134 
lbs.; streamlined; easy to operate, 
gives fast, hi-luster polishing; red 
cross handle; red cord 25-ft. An- 
other model “Florman” is available 
for semi-commercial use. 
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PARAGON Sink & Cabinet 
Paragon Utilities Corp., 50 Van Dam St., 
Brooklyn, N. Y. 


Model: Majesty 1666 steel cabinet 
and sink. 


Selling Features:  1-piece stainless 


Selling Features 


steel sink top, 66x25 in., having 
double bowl as standard part of 
counter top, complete with ledge 
type chrome brass faucet and 
crumb cup strainers; all-steel enam- 
eled cabinet equipped with bread 
board, cutlery drawer, 2. service 
drawers, cake drawer, vegetable 
drawer bin, soap container shelf and 
towel bar—all doors and drawers 
equipped with rubber bumpers and 
bullet catches and self-locking semi- 
concealed hinges 


Electrical Merchandising, April 1, 1946 




















VORNADOFAN Circulators 


The O. A. Sutton Corp., Wichita, Kansas 
Models: Pedestal models 12P1 


“Standard”, 12P01 “Leluxe”; Desk 
model 12D1, “Debonair” “Roomette” 
12R1; “Junior Deb” 10D1; and 
Window Intake models 12x Bl and 
16x Bl. 

Patented plastic 
blades using aircraft airfoil prin- 
ciples; flanges completely enclosing 
blade creates vortex-tornado action 
and gives greater penetration and 
room circulation; strip spinning for 
sound-proofing and cushioned motor 
mounting absorbs motor noises and 
vibration. 

Standard pedestal model available 
in 12, 16 and 20 in. sizes, base design 
fits around obstacles; 12 in. model 
has 3 speeds, larger models have 
only 1 speed; height adjustable over 
3 ft. of variation. 

“Debonair” desk model may also 
be ceiling or wall mounted; 12 in. 
blade, 3 speeds; “Junior Deb” desk 
model has 10 in. blade. 

All models use a.c. only; 115 volts, 
O) cyles; easily adjusted—full ac- 
tion pivot head, 111 degs.travel fric- 
tion catch—“ Window Intake” for in- 
stallation in open window has only 
l-speed; no tools required. 
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SUNBEAM Coffeemaster 


Chicago Flexible Shatt Co., 5600 W. 
Roosevelt Rd., Chicago, Ill. 


Device: Automatic coffee maker. 
Selling Features: Chrome-plated in- 


side and out, no glass bowls to 
break; 1000 watt heating element is 
sealed between heavy fast heat con- 
ducting copper plates; thermostat 
controls water so that it reaches the 
high heat of 205 degs. but never per- 
mits it to boil, because boiling re- 
leases caffetannic acid; all the water 
goes up into brew-top, forced up by 
vapor pressure; water and coffee 
are mixed vigorously. 
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EVANS Oil Burning Heaters 


Evans Products Co., Fullerton at Green- 


field, Detroit, Mich. 


Model: Super Deluxe home heater 


model 176-D; Deluxe model 156S; 
and Deluxe model 136-S. 


Selling Features: Model 176-D newly 


designed by Walter Dorwin Teague 
with low console lines, rounded 
corners, symmetrical panels, cabi- 
nets have brown 2-tone furniture 
finish heat-resisting enamel; rated 
output 70,000 btu per hr.; fuel-saver 
pilot; fuel tank capacity 7-gals.; 11 
in. burner burns No. 1 or 2 fuel oil; 
flue outlet size 6 in. diam.; height 
of flue from floor 284 in.; built-in 
automatic draft regulator; leg-level- 
ers; fan size 10 in. motor, 1/30 h.p., 
110 volts. Cabinet overall 37 in. 
high, 43 in. wide, 28 in. deep, includ- 
ing fuel tank. 

Model 156-S has a rated output of 
50,000 btu per hr.; smooth, oven- 
baked, heat and oil resistant brown 
finish; 10 in. burner; fuel tank 
capacity 64 gal.; flue outlet size 6 
in. diam.; built-in automatic draft 
regulator; leg-levelers; 45 in. high; 


about 24 in. wide, 295 in. deep, in- 
cluding fuel tank. Model 136-S has 
rated output of 30,000 btus per hr.; 
brown finish; perforated side and 
front grilles permit hot air circula- 
tion and radiant heat from chamber 
within; 7 in. burner; 34 in. high, 
17 in. wide, about 22 in. deep, in- 
cluding fuel tank. 34 gal. capacity. 
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THERMADOR Fan 


Thermador Electrical Mfg. Co., 5119 


District Blvd., Los Angeles, Calif. 


Device: Thermador heat fan. 
Selling Features: Warms in winter, 


cools in summer, utilizes original 
forced-air principle, saves 30% on 
older gravity methods, the manufac- 
turers claim; suggested for use in 
bathroom, den, playroom, garage or 
office where auxilliary unit is re- 
quired; may all be used for drying 
stockings, baby clothes, lingerie and 
as a hair dryer; weighs only 8+ Ibs. ; 
11? in. high, 9} in. wide, 58 in. deep; 
handle makes it possible to move fan 
when in operation; available in 1650 
and 1350 watts, 115 volts, a.c. 
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HEAT-RITE Hotplate 
Lasko Metal Products Co., West Chester 


Pa. 
Model: “Heat-Rite” Master, oval hot- 
plate. 
Selling Features: Single burner; 8 


in. diam; weighs 24 lbs.; 660 watts. 
110 or 220 volts a.c.-d.c.; 4 in. high; 
heat resistant, white baked enamel 
finish; black handles; American or 
European plug. 
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normal width of a hacksaw blade 
new cam arrangement eliminates aij 
blade vibration; an _ indestructibj. 
air-flow jet fixed in armhead does 
away with need for usual cumber. 
some pump and tube arrangement, 
The 7 in. table saw has new 
fence which can be used on either 
side of blade—safety ridge runs fy! 
length of fence, safeguarding work: 
12 in. cast aluminum lathe with 
stainless steel parts and sealed Tim. 
kin ball-bearings; new combination 
jackshaft performs about 40 differ. 
ent operations; streamlined alumi- 
Ave., St. Louis, Mo. num and bronze grinding and polish- 
Device: No. 830-46 automatic waffle ing heads. 
baker. Electrical Merchandising, April 1, 194 
Selling Features: Thermostatic con- 
trol makes it possible to bake waf- 
fles light or dark; jewel pilot light 
bulb signals when to pour batter 
in and when waffle is done; a. c. 
only, 660 watts, 110-120 volts; 
Chrome plated steel; Bakelite black 
trim handles and feet; heavy cast 
aluminum grids 8 in. with extra 
outer rim to prevent overflow of 
batter. 
Electrical Merchandising, April 1, 


A wise choice for dealers... the 1946. 














TOASTSWELL Waffie Baker 
The Toastswell Co., 620 Tower Grove 


New Camfield Automatic Toaster 











TELECHRON Minitmaster 


Warren Telechron Co., Ashland, Mass. 

Device: E-10 range signal timer. 

Selling Features: Has a sliding band 
of red just inside numerals on dia! 
which comes out through a slot on 
face of dial when timer is set; if 
timer is set for 60 min., the red 
band shows on face as a circle, as 
time elapses, the red band disappears 
inside clock face so that in 30 min. 
it is a semi-circle, at 15 min. period 
it is a quarter circle and when time 
is up it has disappeared; at end of 
preset period a strong buzzer signal 


Let your own good judgment guide you to a wise 
choice in automatic toasters—the New Camfield Auto- 
matic Toaster. On three counts, it’s easily THE post- 
war toaster. 








Design-wise a gleaming, streamlined beauty 


finished in lustrous chrome, with loads of customer- 


TANGLEFOOT Difusolier 


appeal_—an irresistible display piece for your counter. The Tanglefoot Co., Grand Rapids, Mich. 

Device: Insect eradicator. 

Selling Features: Forcibly expels a 
mist of insecticide that penetrates continues until manually turned off 
clothing seams, under rugs, behind = E/ectrical Merchandising, April | 
woodwork—in fact any place that 1946 " 
air reaches—without danger or dam- . 
age, the manufacturer claims; auto- 
matic time switch; modern stream- 
line design; Difuso insecticide used 

* Automatic Pop-Up in the Difusolier is said to be harm- 

less to humans, foods, fine fabrics or 
© AC-DC Current pets. 
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Performance-wise — expertly engineered from 
“know how” experience with 10 all-star features to 
make the New Camfield the toaster that will sell 


and by itself produce additional sales. 





® Exclusive Equa-Therm* 
® Finger-Trip Release 

* Hinged Crumb Tray 

* Automatic Shut-Off 

® Mirror-Chrome Finish 


® Color Regulator 
* Bakelite Fittings 


* Oven-Type Construction 


Profit-wise —the New Camtfield Toaster will be 


priced in line with other top-quality toasters to net 











dealers a sizeable profit margin. 
LAU Blower Wheel 
The Lau Blower Co., Dayton, Ohio 


Device: Lau Series “A” blower wheel 


Selling Features: A center suspension 
wheel said to have greater mechani- 
cal strength, truer concentricity and 
balance and more efficient perform- 
ance than ordinary types deep blades 
proportioned for maximum efficience; 
each blade is a driven blade me 


Now in substantial production to reach dealers soon 


DARRA-JAMES Power Tools 
-be sure YOU are one of them. 


Darra-James Corp., 96 No. Main St., 
Waterbury, Conn. 


Camfield’s exclusive 


CAMFIELD 


juard against voltage Device: Darra-James line of small 


wood-working power tools. 

Selling Features: Jig-saw has remov- 
able arm—an additional table can be 
put in its place, more than doubling 
table surface; sabre attachment 


variation. Constant 
1st-right"’ heat as 
res perfect toasting 


ery time 


LAutOmatic TOASTER 


which fastens to base enables saw 
to cut all kinds of wood to any 
width; block inserts will raise arm, 


chanically locked to center disc; 
narrower end ring permits greatet 
air flow into wheel. 


increasing depth of cut up to 8 in.; Electrical Merchandising, April |, 
CAMFIELD MANUFACTURING COMPANY * GRAND HAVEN, MICHIGAN adjustable chuck will take up to the 1946. 
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ACCLAIMED EVERY WHERE! 


Read these Glowing Reports on the Performance 
of the first of the New Temple Radios 


Model E-514 


TEXAS 


Model E-514 is good 
looking and per- 
forms exceedingly 
well. We congratu- 
late you on its 
appearance and per- 


formance. 


3 Above are just a few examples of the 
enthusiastic reception accorded the first of 
the new Temple Radios by Temple Distribu- 
tors—a forerunner of still bigger and bet- 
ter things to come in the Temple picture. 


TEMPLETONE RADIO MFG. CORP., New London, Conn. 


Executive Offices: 220 East 42nd Street, New York,.N. Y. 


LECTRICAL MERCHANDISING—APRIL 1, 1946 


Tried Out Mode! 


E-514 and was very 


Pleased, j 4M sure of 


fine Public accept. 


4NCe in our territory 


for Temple Radios. 


After getting — 
ful reception 
r Temple 


m encour: 


wonder 
from ov 
dealers. la 
aged to ask you for 


additional rerritory: 
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YES, FINGERTIPS! ALCOA ALUMINUM VACULATOR Stove 
REDUCES THEIR WEIGHT TO ABOUT | Hill-Show Co.. 311 N eo 
HALF THAT OF OTHER MATERIALS If you're interested in something brand Chicago, Iii. 


ici ip pala 3 new (and who isn’t?) this aluminum- Model: Vaculator 6-1 


ee table stove 
plastic kitchen and dinette furniture Selling Features: Each burner 
P . individually controlled sy 

has a quick, pointed story to tell oF viding for a total of 6 diff 
heats; leit burner has 3-heat 
750 and 1000 watts; right 
has 3-heats—105, 500 and 65( 
top surtace is 20 x 10 
mered effect” enamel finish 
bumpers on legs to prevent 1 
table tops; safety plate unde: 
completely encloses al 
equipped with 5-ft. cord: w 

Ss 


Electrical Merchandisin 
v 


THAT SOFT LUSTER FINISH 
1S A SPECIAL BAKED ALU- 
MINUM LACQUER WORKED 
OUT BY ALCOA ENGI- 
NEERS IN COOPERATION 
WITH PITTSBURGH RANGE 
COMPANY 


GITS Switch Plates 


Gits Molding Corp., 4600 W. Huron St, 
STRONG, TOO! THEY’RE GOOD COMPANIONS ; Chicago, Ill. 


ee ee MIPENEN APPLIANEES Device: Gits luminous switchplates 


BEING MADE OF ALCOA ALUMINUM! Selling Features: Molded in a new 
luminous plastic material—only a 
few minutes exposure to artifi or 
daylight will cause these switchplates 
to emit a flue-white glow in the dark 
for 7 to 8 hours. 

Electrical Merchandising, April 1, 194 
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ROGERS Air Sterilizer 


Rogers Diesel and Aircraft Corp. 
Leggett Ave., New York, N. Y. 


Device: Model “A” T.1] 
izer, 

Selling Features: Designed to \ 
ize and deliver to a room < 
closed space the triethylene 
vapor necessary to sterilize t! 
in that room; tests conducted 
ing the war in cooperation 
Army and Navy authorities 
tablished the fact that the pr« 
of a minute quantity of the « 
cal vapor—Triethylene Glyc 

(Please turn to page 142) 
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1945 made the boys in the Adver- sn 
Confessio re 
True ¢ selling MO 
ia - > 1945 record © n America’s 
tising Department of the Fawcett copies Per ena —— 
newsstands 
; | | fi b agazme- 
Women’s Group very happy. —_ fad 
In 1945 Fawcett broke records... | 
More lineage, more reve- 
nue in the following classi- 
fications were racked up by 
Fawcett Women’s Group 
than any other group: 
Foods, Confections, Bever- 
ages, Home Furnishings, 
Kitchen Supplies, Toilet 
Goods, Clothing, Smoking 
Materials and others. 
on St, 
lates 
1 new 
nly a 
‘ial or 
plates 
e dark 
Te 
|, 1946 = ch 
ao ZF ANZ | : | 
J é Nady > an hana 
Fawcett Women's ? ; 
ww Group delivered Women’s Group hope to 
, more copies per ' si 
Fawcett Women's Group advertising $1 repeat this performance in 
spent in 1945 than 


1120 


d dur- 


l 
es 











bonus circulation of any = 
Major Groups (more than 
1,000,000 monthly). 












resence 


4 





S 





any other major 
magazine. 

















1946. They further wish 
for all Women’s Groups a 
like success and prosperity— 
because Women’s Groups are the 
straight, sure way to America’s 
heart— America\s\W omen. 


\ 


~ Fawcett Women’s Group 


“| > TRUE CONFESSIONS >> MOTION PICTURE >> MOVIE STORY 


More than 4,000,000 copies per issue sold on newsstands 
Fawcett Publications, Inc., 295 Madison Avenue, New York 17, N. Y. 
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in Electrical Appliances 


ASSURED 


HEATING ELEMENTS 


Quaurty SELLS!—now as always, your customers prefer to buy quality electrical 
ele} elite lilt MRoLMe laeha-te Molto) -talele]o)(-MEol-lacelailelila-Meelalo Me (olale Migel’] oll th ic 1-16 114 at 
hilela wane lale Milla Mo) Mn Lal ol -131-1@mE hd ol- Mitel of o)ilolalal-t Maelul-M allo Me MM (olale Mel leliih ar tiela 2-10) 
market, you can build for tomorrow's sales today, by selling quality electrica 


heating appliances equipped with Nichrome heating elements 


The dependable performance of electrical appliances is an accepted fact 
when the heating element is Nichrome—for Nichrome is the very heart of good 
electrical appliances! For more than 35 years Nichrome has delivered abundant 
heat for a lifetime of economical operation. Throughout the years it has been the 
ricelilelolae Moh MEel"lolls MAME -1(-lalalae] Mil-tl MielaleMaelaget tielsmea-tir illite Mello} teil -Mulolibulela. 


of enduring quality electrical appliances 


To a public that is becoming increasing 
symbol of dependable re) -talelgiilelsla ee Vale Mle a-iie 
electrical appliances it is the assurance of lor 
fied customers and builds future sales. That 
asking manufacturers to assure them that the heatin elements 
they select are made of Nichrome. Although there are severa 


ond chromium combinations, there is only one Nichron 


e, and 


> 
Nichrome is made only by 


i/ Driver-Harris 
COMPANY 


HARRISON NEW JERSEY 


BRANCHES: Chicago ¢ Detroit ©« Cleveland © Los Angeles © San Francisco 


ELEC APPLIANC 


NEW PRODUCTS 


ems CONTINUED FROM PAGE 140 


the air, reduced sharply the incideng 
of pneumonia, streptococcus, infly. 
enza and the common cold; vapor. 
izers operate on ordinary house cy. 
rent; small table sized models wij 
render comparatively germ-free the 
rooms of a residence, office: large 
units can treat the air in an entire 
building. 
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TOTELITE Portable 
Fluorescent 


Paramount Industries, Inc., 111 Broadway, 
New York, N. Y. 


Device: Portable, self-powered fluor- 
escent light for use in the home 
motorists, on the farm, in 
and in the factory. 

Selling Features: Uses standard 6- 
watt fluorescent white tube; has ap- 
proximate 1000 hrs. life full spread 
of light in 180 deg. half-a-horizon 
illumination ; uses any standard port- 
able B battery—life approximately 
30 hrs. continuous burning; Lun- 
arith, transparent plastic, non-break- 
able, non-shatterable  shield-lens; 
finger-tipped control switches di- 
rectly under handle for instantaneous 
operation, engineered for _ single- 
handed use; entire case of 24-gauge, 
cold-rolled hardened steel; black 
crackled finish; plastic handle weighs 
7 lbs. including batteries. 

Electrical Merchandising, Apri! 1, 19% 
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LEVERLOX Fence Gate 
Accessories Mfg. Co., Chicago, /ll. 


Device: “Lever-lock” electric fence 
gate pulls wire tight, locking the 
gate securely. 

Selling Features: Strong 11 in. lever 
lock and 2 heavy porcelain insula 
tors eliminate all gate problems 
permanent or temporary electric 
fences; can be mounted on right oF 
left and operated from either side of 
fence; large porcelain knob on lever 
eliminates shock even in wet 
weather; insulators fasten securely 
to gate posts with 4-in. lag screws. 

Electrical Merchandising, April 1, 1% 


APRIL 1, 1946—ELECTRICAL MERCHANDISING 




















Record 


MERCHANDISING... 
































e RECORDIO, that recorder-radio-phonograph 
winning all America to home recording, will be 
in the store of every franchised RECORDIO 


ad way, 





fluor- 
me dealer by May Ist. 
ard 6 —— Like the Hollywood niaseon shown above, ny 
spread Today's Busiest Franchise RECORDIO recorder is simple to operate in 
i port three easy steps, simple as 1...2...3... 
‘Lae During May every franchised RECORDIO dealer 
dog is inviting the public to come in to make a record. 
_— oro” ' Everyone can make his own record, and carry it 
black RPOR on RECO pI0 ‘ along home to play back as often as he likes. It 
weighs By pCo¥S nig : rott- oe { will be his record, a constant reminder of the 
Le \ ree oo ee \ advantages of RECORDIO. 
; eS ee \ = = =RECORDIO is launching its dynamic national 
' a aire’ gpate-ot? ' advertising drive in May. Watch for The Ladies’ 
ii ee ae =~ Home Journal... Better Homes and Gardens. 





, Ul 


- fence 
ng the 


lever- 
insula- 
»ms on 
electric 
ight or 
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ecurely 
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WILCOX-GAY CORPORATION © CHARLOTTE, MICHIGAN 
° Hi 


ALSO MANUFACTURERS OF 
YA (= WA I HRS i he e Diam =a ir Pe R = i =| 
Recordio Discs ~~ Recordic|p cit curmne ano PLAYBACK NEEDLES 
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UTILIPHONE Inter-Com- 
municator 


Electronic Laboratories Inc., Indian- 
apolis, Ind. 


Device 2-way inter-communications 
system with switches on both units 
for controlled 2-way office conversa- 
tion 

Selling Features: Consists of 2 speaker 
units directly connected by a double 
wire; each unit is provided with a 
control button that opens and closes 
speaker—and picks up voices only 
when user wishes to do so 

A toy set, with one unit equipped 
with master control switch and the 
second speaker is ready for use as a 
transmitter or receiver at all times, 
is also available 


ical Merchandising, April 1, 1946 
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EMERSON Radios 


Emerson Radio & Phonograph Corp., 
111 Eighth Ave., New York City 


M odels Pocket model 508, and table 
mode 503 and 504 
ing Features: Pocket model 508 
ight weight, fits in pocket; Tenite 
case with new metal trim and leather 
carrying handle; highly powered 
no outside wires or antenna, comes 











complete with batteries. 
Model 503 a.c.-d.c. compact with 
overall perfo-grille; visio-dial; en 
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closed “superloop,” heavy voice coi! 
and boom capacity speaker provide 
“miracle tone.” 


Model 504 ac.-dc. compact; 


striped walnut veneer cabinet; water- 
fall construction combines with clear 
plastic grille over backplate; also 
available in mahogany. 
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BENDIX Radios 


Bendix Radio Div., Bendix Aviation 
Corp., Baltimore, Md. 


Models: Table models 636-C and D, 
and table combination 656-A 


elling Features: Models 636-C and 
D give 8 tube performance through 
6 tube superhet circuit, using 2 
louble purpose tubes; new all-woven 
metal grille; illuminated 3-color, 3- 
dimensional slide rule dial; full 
standard broadcast and police r« 
ception—535-1725 k.c.; Bendix INR 
noise reducing circuit; full 3-gang 


UL ELLLin 


condenser; 3-section electrolytic a.c. 
hum filter; heavy Alnico core oval 
speaker; phonograph-television con- 
nection; special radio-phonograph 
changeover switch with separate full 
tone control settings for radio and 
phonograph operation; a.c.-d.c. oper- 
ation. 636-C walnut finish, 636-D 
light oak. 

Model 656-A radio-phono equipped 
with INR noise reducing circuit; 
special tone purifying feed-back cir- 
cuit; full 3-gang condenser; tuned 
radio frequency amplification; 3- 
section a.c. hum filter; improved 
A. V. C.; automatic record changer, 


single button control; scratchless 
permanent needle; silent, feather- 
weight pickup tone arm; separate 
full tone settings for radio and for 
phonograph operation; 3-dimen- 
sional, vertical slide rule dial; 8-tube 
performance through 6-tube Super- 
het circuit; American Walnut finish. 
Lilectrical Merchandising, April 1, 1946 
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FLEXIFONE 
Intercommunicating Unit 


Operadio Mfg. Co., St. Charles, lil. 


Device: New line of Flexifone inter- 
communication systems features a 
10-station master, a  20-station 
master, a 6-station “Supervisor” 
master, and a remote speaker station 
with or without call-switch. 

Selling Features: Modern housings 
of durable die-cast metal; gray-tan 
Hammerloid finish;  self-clearing, 
gravity-assisted piano-type keyboard 
for station selector switches; se- 
lector keys and controls of plastic; 
“finger-tip touch” talk switch. 

Ten-station model can be connect- 
ed with any combination of master 
or speaker stations up to 10 units; 
20-station model connects with any 
combination up to 20 units; 6-station 
“Supervisor”, designed for use with 
speaker stations only; selector 
switch makes it possible for select- 
ing any one of 6 speaker stations; 
there is also an “all-call” position to 
page or talk through all 6 speakers 
simultaneously. 

Remote speaker station provides 
talk-back communication with any 
master station. 
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REDI-TEST Tester 


Nusonic Corp., 230 Fitth Ave., 
New York, N. Y. 


Vodel: R. I. Redi-Test. 

Device: All purpose electrical tester 
for instant checking of radios, toast- 
ers, irons, mixers, fans, cleaners, 
lamps, radios and other appliances 
and accessories. 

Selling Features: Twin signals light 
up to show appliance is okay with 
out waiting for elements to heat or 
tubes to warm up. 
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SILVER SEAL Clothesline 
The Sunlite Mfg. Co., Milwaukee, Wis 


Device: Plastic coated clothes line. 

Selling Features: Regular clothesline 
has been stretched and coated with 
protective layer of white plastic 
covering; sag-free because of pre- 
stretching; cannot mildew or rot; 
can be wiped clean with damp 
cloth; package consists of 2-50 ft. 
connecting coils permitting the pur- 
chase of 50 or 100 ft. lengths. 
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FIBERGLAS Ironing Board 
Cover 
The Sunlite Mtg. Co., Milwaukee, Wis. 
Device: 
cover. 


Selling Features: Cloth is supplied 
by Owen-Corning Fiberglas Corp.; 
does not burn or char—tests after 
long use reveals no discoloration; a 


Glass cloth ironing board 


sheet of Fiberglas mat, 14 x 8 in. is 
attached to the wide end of each 
cover, where iron can rest without 
up-ending or being placed on a 
stand,—a labor saving feature ; spots 
can be removed from cover by wip- 
ing with a damp cloth or standard 
dry cleaning fluid. 
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STOR-AID Deodorizer 


M-D-Sales Inc., 347 Fitth Ave., 
New York, N. Y. 

Device: Stor-Aid 
odorizer. 

Selling Feature: Prevents onion, 
cauliflower and other strong odors 
from affecting other foods in refrig- 
erator; lasts indefinitely—no refills 
necessary ; perforated aluminum con- 
tainer placed in refrigerator kills 
odors, cuts food waste. 
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refrigerator de- 
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Commercial Credit Co. 
Opens 18 New Offices 


The Commercial Credit Co. has an. 
nounced the opening of 18 additionay 
operating offices and the appointment 

| of new regional managers for Indian. 
apolis, Jacksonville, and St. Louis. 

| “Prompt and efficient local service 
for our dealer customers is the key. 

| note of Commercial Credit’s « rent 

| expansion,” said E, C. Warcheim, 

| executive vice-president. “Wj ening 
the spread of our national finance 
facilities we are adding week after 
week new totals to the network oj 
local operating offices now functioning 
throughout the country. With this 
current expansion expected to continue 
this means that in the production and 
financing of articles usually purchased 
on time, our dealer customers, whether 
they are located in large cities 
small communities, can count on ma 
mum service from Commercial Credit,” 

Managers and locations of the add}. 
tional regions and offices follow: 


E. A. Howell, Jacksonville, Fla. 

Earl G. Miller, Indianapolis, Ind. 
J. H. Miller, St. Louis, Mo. 
William K. Robinson, Chester, Pa. 
S. Laverne Elliott, Vincennes, Ind. 
J. B. Lee, High Point, N. C. 

| George F. Kidwell, Monroe, La. 

| 6G. ©. Snowden, Daytona Beach, Fla. 
Robert T. Williams, Trenton, N. J. 
William S. Pettit, Des Moines, lowa 
John Frank, Danville, Ill. 

William J. Vann, Fayetteville, N. C. 





P | Harold R. Timmel, Billings, Mont. 

ictured above is another reason Route uniting the East with the | F. J. Neale, Saskatoon, Saskatchewan 
| J. A. Seabright, Edmonton, Alberta 

why Union Pacific can maintain West Coast . . . are plus ad- | James W. Kiesle, New Albany, Ind. 


E. J. Brulotte, Quebec, Ont. 


; re : fume Harold A. Hanson, Missoula, Mont. 
fast schedules. It’s one of the “Big vantages only Union Pacific | Bee b. Satth Sole, echo 


John E. McLeod, Lewiston, Maine 


Boys, 600-ton super-powered provides. 
freight locomotives designed to . . : Electric Iron 
° S Union Pacific traffic experts are Firm Founded 


meet industry's heaviest demands. MacArthur Products, Inc., has been 


located in metropolitan cities from organized in Springfied, Mass., to 





But it takes more than horse- coast to coast. Call on them to pa fle angy iat 
power to keep shipments rolling assist in solving your transporta- 

on schedule. The “know how” tion problems. 

of many thousands of trained ° ° ° 

Union Pacific employees . . . For efficient. dependable freight | 

the time-saving Strategic Middle service- 


be Specific ~ 
say Union Pacific 


« Union Pacific will, upon 
request, gladly furnish 
industrial or mercantile 
concerns with informa- 


| 
tion regarding available 
sites having trackage | 
facilities in the territory 


it serves. Address Union 


——eeeeee SONORA SONGSTRESS: Vera Barton, 


lovely CBS warbler, sings the lyrics on 
Sonora's first popular recording, re- 
leased March |. The record featured 


=< ‘ | Miss Barton, Mark Warnow's orchestra, 
e Progressive - = —. “Slowly” = Baye <a 
eretotore, Sonora issued only albums 
UNION PACIFIC RAILROAD | ~ ries mic te sor pn: 

The Stealegic Middle Route | 


limiting itself to smooth jazz and steer- 
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HOWARD ... the Prestige Radio! 


Continuously, since the early days of radio, Howard owners have taken pride 
in the performance and attractiveness of their radio receivers. 


Howard’s policy of building for quality and value will continue to be a 
sustaining source of profit to Howard Dealers everywhere. 


If you want to benefit by this tremendous background of good-will, and the 
extensive consumer advertising that keeps selling the Howard name, the first 
step is to talk with your nearest Howard Distributor. If you do not know his 
location—write us today. 


CHICAGO 13, ILLINOIS 
PIONEERS IN FM RADIO 











Howard FM-AM Radio-Phono- 
graph Combination with Acous- 
ticolor Tone—an Exclusive 
Howard Feature of Tonal 
Beauty. 





America (dest Salto ZL VLMLLLLAA 
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NEW POSITIONS 








| Maguire Industries, Inc. Warwick Manufacturing Co. 
, . : ? 
Paul K. Povlsen has been named Reau Kemp, director of s 
| vice-president and general manager of Clarion radios, product of the \ar. 
Maguire Industries, Inc., Russell Ma vick Manufacturing Co., has a 





P. K. POVLSEN J. J. McLOUGHLIN 


guire, president, announced recently. ced the appointment of James J. Mc- 
Mr. Povlsen will supervise all manu- Loughlin as advertising and sales pro- 
facturing operations of the company, motion manager to succeed Lynn Say- 
including those of subsidiaries. Since lor. Mr. McLoughlin, who took over 
1941 he has served as vice-president his new duties on March 18, has been 
in charge of production for the J. I. connected with the Conlon Co. for the 





You'll surely want to Case Co. of Racine, Wis last ten years as advertising manager 
visit the Faries exhibit ieee te the 
a t t h e International Walter B. Scott, an industrial engi- American ‘Central 


neer, who also has been associated with 


L i g h t i ng Exposition. the J. I. Case Co., is joining i 


as an assistant to Mr. Povlsen. 


Manufacturing Corp. 


, j . Charles A. Reinholt, Jr., former 
Scott was formerly associated with the sales promotion manager for the 


There you will see the American Can Co. American Central Manufacturing 


Corp., has been promoted to advertis- 


newest and most mod- ing and sales promotion manager, it 
. e Westinghouse Electric Corp. was announced recently by C. Fred 

ern designs in fluores- Hastings, general sales manager. Mr: 
Edgar G. Herrmann, veteran radio QReinholt, who was with the Jan 





cent and incandescent sales and advertising executive and Handy organization for eight years, 


former assistant vice-president of the has been an American Central em 
Zenith Radio Corp., has been named ployee for five months. 


lamps and fixtures 726 sales manager of the Westinghouse 


‘ - Fe a ” home radio division, Sunbury, Pa., 
for office and industry coe and for the institutional | according to a recent announcement by : Ms ss 
| manager Harold B. Donley. Mr. Herr- American Ironing Machine Co. 


market, too. mann will head all sales activities of 
distributors and retailers handling 
Westinghouse home radio receivers. 


The Faries 1946 Line is the crowning achievement | © °% his first jobs was with the 
of 66 years of leadership in this industry. See it, 


and we know you'll be favorably impressed. 


Robert Haeger has returned to the 
American Ironing Machine Co., Al- 
gonquin, Ill., as assistant to Joseph 









Mr. J. V. Everard, Ass’t Gen. Sales Man- 
ager, and other members of the Faries 
Sales staff will be most pleased to wel- 


come you at Booth 38. 








\ E. G. HERRMANN 


ae 
4 1 


ROBERT HAEGER 


iA j ~~ e Victor Talking Machine Co. In 1929 Groshans, general sales manager, afte 
f . he joined the Lord and Thomas ad- 28 months in the navy. Mr. Haegé 
/ (J ° 5 y | “a “ae ee & 
J fe WMtues Manufac turing | ompany | vertising agency as an account execu- joined the Simplex organization i 
At ¢ | tive. When he left Zenith in 1945 he 1932. In 1939 he was made servic: 
| became sales manager of the Emerson manager, which position he held unt 
PIONEERS IN LIGHTING EQUIPMENT SINCE 1880 Radio and Phonograph Corp entering the Navy in 1943. 


\ 7 Decatur. Illinois 












APRIL 1, 1946—ELECTRICAL MERCHANDISING EL 









— 
; 

—s 

Mc- 

TO- 

ay- 

ver 

een 

the 

rer 
With direct mail, you can multiply the 

re prospects who come to your door—bring 

ing in new customers to keep your business 

: and your profits steadily growing. Ray- 

ed theon Bonded Electronic Technicians have 

fy ° ° 

oa a big story to tell—and have effective self- 

rs mailers to tell that story to the public. 
These direct mail pieces are only a part 
of the broad program of selling helps 
made available only to Raytheon Bonded 

’ Electronic Technicians. Bonded service 

\! means better customer relations. For full 


details to qualify, see your Raytheon 
RAY ) N distributor today. 


ANOTHER REASON 
WHY IT PAYS TO 
QUALIFY AS A 
RAYTHEON BONDED 
ELECTRONIC 
TECHNICIAN 


MANUFACTURING COMPANY 





—ER RE ha E BE Pe Te TT en 


RADIO RECEIVING TUBE DIVISION 
NEWTON, MASS. »+ NEW YORK + CHICAGO 
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AGAIN, “Stoker 
Sales are Blowing 
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and industria! «ewe 
models now available a *. 


HL sroxers 


are well known in the domestic, commercial and 


DEPT. BD 870 ° 


If you want to get into the stoker 
business in the BEST WAY, sell a 
stoker with a proven record of per- 
formance over a long period of 
years...a stoker praised by thou- 
sands of satisfied users, built by an 
experienced Stoker manufacturer, a 
70-year-old company, that knows 
how to help its dealers win profits. 
The friendly, 


“family” relationship 


between Gehl and its dealers en- 
courages steady growth and con- 


tinually growing sales and profits. 


industrial field for economical, trouble-free, long- 


life performance. 


metric, automatic control of chimney draft, unit air 
and coal feed tube that insures even distribution 
of air in the fire bed, are just a few of many fine 


features in the Gehl. 


Find out about the extra values offered in Gehl | 
Stokers, and the fine program of dealer co-operation. 


WRITE 


today for literature and details. 


= GEHL BROS. MFG. CO. 


Established 1867 


A GEHL WINS FRIENDS WHEREVER IT GOES Jan 


WEST BEND, WIS. 





NEW POSITIONS 





Sylvania Electric Products, Inc. 


Raymond W. Andrews, former 
Navy commander, has been appointed 
merchandising manager of the radio 























R. W. ANDREWS 


division of Sylvania Electric Products 
Inc. He will specialize in the develop- 

ment and 
be marketed through radio parts dis- 
tributors. His activities in the radio 
| and electronic fields have included 
| sales, production and technical service 
for wholesalers, retailers and manu- 
facturers. 





Crosley Corp. 


Tye M. Lett, Jr., has been appointed 
lirector of exports of the Crosley 
Corp., it was announced recently by 





T. M. LETT, JR 


a Gehi” The heavy, all-cast, rust-resisting chassis, baro- 


| S. D. Mahan, vice-president and gen- 
| eral sales manager. Mr. Lett has been 
| assistant export director since July of 

1945 when he joined the firm. He suc- 

ceeds J. W. DeLind, Jr., who recently 
| resigned. Prior to his association with 
Crosley, Mr. Lett worked for General 
Motors and during the war was techni- 
cal adviser to the Flying Tigers for the 
| Allison engine division. 


F. L. Jacobs Co. 


Edward A. Ash, director of the appli- 
ance division of F. L. Jacobs Co., 
Detroit, recently announced that Clyde 
G. Remmo has been appointed assist- 
ant sales manager for the Launderall 
washing machine and O. D. Bleakley 
has been named national service man- 
the Launderall 





APRIL 1, 


sale of special products to 
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Cory Glass Coffee Brewer Co, 


The newly organized commercia! 
sales department of the Cory Glax 
Coffee Brewer Co., Chicago, has hee; 
placed under the direction of Willjay 
J. Lynch, formerly Minneapoli 
representative for the company 


Sales 


Webster Electric Co. 


The appointment of K. J. Norman 3 
advertising manager of the Webst- 
Electric Co., Racine, Wis., was apn. 
nounced recently. He will be in charg, 
of a complete advertising program 
the Webster Electric line of intercom. 
munication and sound systems, 
units and transformers for the 
burner industry. Prior to Army « 





K. J. NORMAN 


iated with the adv 
tising department of the Bu 1g 
Adding Machine Co., Detroit 


ice, he VaS asso 





Proctor Electric Co. 


T. P. James and H. S. Perkins ha 
been appointed assistant general sales 
managers of the Proctor Electric Co 
Philadelphia, by Robert M. Oliver 
vice-president and general sales man- 
ager. Mr. James’ responsibilities wil 
cover the direction of sales activities 
for major accounts including syndi- 
cate buying groups, chain stores 
jewelry stores and other large volume 
outlets. Mr. Perkins will have con- 
trol of general dealer distribution o! 


Proctor products 







T. JAMES AND H. PERKINS 
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NOW’S THE TIME TO CONCENTRATE ON 
ONE THING ... A SOUND FUTURE 
BUSINESS BUILT ON A SOUND NAME 
LIKE SESSIONS . . ° 


Common sense will tell you that it just isn’t 
in the cards for today’s buying-spree to last 
forever. 

And when it’s over there will be a lot of 
dealers thanking their lucky stars they took 
the opportunity to build their trade on a 
sturdy name like Sesstons. For the famous 
line of Sessions Self-Starting Electric 
Clocks is one that will make profits for you 
in lean, as well as fat years. 

Today's star in the Sessions Line is the 
post-war Sessions Alarm Clock ~ with a 
separate alarm movement, adjustable from 
a whisper to a roar! 


eCSSIONS 


1, 1946 





Sessions Clocks are nationally advertised, 
and the line is rapidly filling out. You can 
build up, under one famous name, a com- 
plete stock with rapid turnover and gener- 
ous profit. Better see your distributor or 
wholesaler today! 





HERE TODAY! 
WALL CLOCK 386W. 


tic case, 7 


wei 


10,” ne ? 

9 3 

8 4 
7 6 


Plas- 
white, 7” x 72”. 
Dependable, quiet, Sub-Syn- 
chronous Motor. Convenient 
bottom sct 


ALARM CLOCK 454A Rich 
mahogany color wood, 4! x 
$34 x 23%4”, Silent, Sub- 
Synchronous Motor. "wi speed 
High  visibilit dial. 
adjustment of alarm 


drive 
Handy 


volume 


OTHER MODELS TO COME! 














Clocks 


‘The House of 


FORESTVILLE, CONNECTICUT + iene MART, CHICAGO 


Westminster Chimes” 























NEW POSITIONS 















National Enameling and 
Stamping Co. 
Che new assistant sales manager o/ 


the Nesco Stove and Heater division oj 
the National Enameling and Stamping 





Cc. O. SLABY 


Co. is Charles O. Slaby, recently 
ippointed by M. N. Brady, vice- 
resident of sales. For the past two 
years Mr. Slaby has been with the 
OPA and prior to that was with Mont 
gomery Ward and Co 








Estate Stove Co. 


S. C. Bernhardt, vice-president in 
charge of sales of the Estate Stove 
Co., Ohio, has announced the appoint 
























R. L. SCHWAB 








le Te th CHROMEL 
made to 5el..wit 
Products based on the use of long-lasting CHROMEL are 
electrical heat, from hair-dryers being used by leading device 


to ranges, owe their origin to manufacturers as a depend- = 
§ a 






CHROMEL, the amazing resis- able quality feature. They 
tor wire that first made electric know from experience 


heat economically possible. that when it’s made with 





That was over 40 years ago, CHROMEL, it’s made to 


NED WEINMAN 


and today miles upon miles of _ sell ... and stay sold! 


ment of Russell L. Schwab as dis 
trict manager in New York and New 


d b 
HOSKINS MANUFACTURING CO., DETROIT | So ee 


service manager. 
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The Supreme Court 


of Radio Listening 


THE 


MRS. KAY KYSER 


On OF THE most unique and con- 
vincing advertising campaigns in 
the history of radio advertising 
starts in April—in full color pages — 
for Olympic. 

Every 30 days this advertising 
campaign will reach an audience of 
19,850,000. A total of 178,650,000 
selling messages for Olympic in 1946. 


Here’s the Story! 


This year-long national advertising 
campaign, featuring Olympic’s great 
electronic development —‘tru-base,’ 
is based on the authentic testimony 
of the wives of America’s top rank- 
ing radio stars. 

These women, expert judges of 
radio tone, chose Olympic over all 
other radios for its true-to-life repro- 
duction of their husbands’ voices 
and music. They are radio’s foremost 
listening critics, for their own as 
well as their husbands’ professional 
careers are wrapped up in radio. 

They bring to Olympic’s adver- 
tising campaign both tremendous 
attention value and sales convic- 
tion, because they have the means and 
money to buy any radio they want. 
And their choice is Olympic. 


JUDGES: 


MRS. ANDY RUSSELL 







MRS. EDGAR BERGEN 


choose Olympic’s ‘tru-base.’ 


c-* =e" we 


‘TRU-BASE’ Gets Top Billing 


To ‘tru-base’ goes the credit for the 
selection of Olympic by these wives 
of America’s favorite radio enter- 
tainers, for ‘tru-base’ faithfully re- 
produces the voices and music they 
know best — gives the impression 
that their husbands’ programs are 
broadcast from their own living 
rooms. 

This revolutionary development 
in the audio circuit, exclusive with 
Olympic, enables even table radios 
to reproduce the full, audible tonal 
range—from deepest bass notes to 
highest trebles—clearly, sharply, pre- 
cisely. Never before has this been 
possible in table sets. 

The full beauty and design of 
Olympic’s superb cabinets have been 
brought out in all their magnifi- 
cence with full color photographs. 
Nothing has been overlooked to 
make advertising and sales history 
in this 1946 Olympic campaign. 

That is why we predict Olympics 
are headed for millions of homes. 

Olympic Division of Hamilton 
Radio Corporation, 510 Avenue of 
the Americas, New York, N. Y. 
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chooses Olympic-with ‘TRU-BASE’ 








ALICE FAYE HARRIS is shown listening to her 
Olympic. This advertisement in four colors will 
appear in leading national magazines. 
of a series telling why the ‘best judges of radio’ 





ALICE FAYE, 20TH-CENTURY-FOX STAR 







New thrill in her husband’s theme song for 
*TRU-BASE’ .... Olympic’s electronic 


discovery .... gives console tone to 
table radios 


gleaming plastics gloriously styled by 
celebrated designers. So for an ear-thrill- 
ing, eye-thrilling surprise — just drop in 


: on your Olympic dealer. Now 
$-h-h-h-h! — it's the familiar strains of iii ddieciey ° 


“Love in Bloom,” opening theme of her 


Alice Faye Herris is shown above with her new 
husband's orchestra 


True, Mrs. Phil Harris has heard them 
play it over the air uncounted times 


Olympic ‘tru-base’ automatic table tadio-pho- 
nograph combination. Plays and swiftly 
changes up to twelve records $119.95" 
But this time her professionally-trained 
ear detects a wonderful difference 

For here's radio tone so realistic, so 
breath-takingly lifelike that it's as if 
Alice Faye’s husband were broadcasting 
from their living room. Yet the radio at 
her elbow is a compact table Olympic 

Yes, here's console tone in a table radio! 
For Olympic, and Olympic alone, has 
‘tru-base.’ And ‘tru-base’ enables table 
radios for the first time to reproduce the 





- ll 
Olympic Model 6-502. 5 tube AC/DC Super 
heterodyne. 7 tube performance. Modern cabi 


full audible tonal range, from the rich- 
net in rich woods. Lucite dial $31.95° 


ness of deepest bass notes to the wispy 
< Other Olympics — portables, table model 
delicacy of reediest trebles yenpien— portables, table models and 
: console radio-phonograph combinations up 
And it's Olympic for beauty, too to $600.00° 
¢abinets of princely hardwoods and 


Olympic ) Radio 


The only radio # with Tru-Base’ 


Slightly higher west of the Rockies 


OLYMPIC DIVISION OF HAMILTON RADIO CORPORATION + NEW YORK, N. Y 












































Two reasons why you'll I New POSITIONS 
be well up front in the 7 


food-mixer picture! 


Roberts & Mander Stove Co. 


John H. Emery has been appointed 
district manager for metropolitan an¢ 
New York state areas by the Roberts 
and Manders Stove Co., Hatboro, P, 
Mr. Emery was formerly a partner 


in the Gale Engineering Co. Prior to 


You'll prosper with the Hamilton Beach 
Food Mixer. It, and it alone, provides the 
twin advantages all women want—one-hand 
portability and finger-tip bowl control! It's the 
fast, easy-to-use, thorough-mixing food mixer. 
It’s supported by the consistent kind of na- 
tional advertising that brings folks in to ask 
for it, by name. Then, too, punch-packed point- 
of-sale displays and a variety of hard-hitting 
dealer promotion material will help you get 


your share of the biggest food-mixer market 





in history! 





° J. H. EMERY 


that he was manager of the New York 
branch of the Sullivan Machinery Co. 

The firm has also announced through 
R. S. Agee, vice-president, the open- 
ing of a new factory branch and show- 
room at 1 Park Ave., New York City 


Electronic Corp. of America 


Frank Rose, former appliance and 
radio sales manager for the G-E Sup- 
ply Corp. of N. J., has been appointed 
sales executive in charge of New 





Ouly this Food Mixer 
as BOTH! 


FRANK ROSE 






Jersey by the Electronic Corp 
America. From 1941 to 1945 M 
Rose was general manager of 
Michael’s Department Store in 
Newark, N. J. 


HAMILTON BEACH | +s nsesoomcs 


Six new sales representatives have 
MAKERS OF QUALITY FOOD MIXERS, UPRIGHT- AND been appointed by the F. A. Smith 
Manufacturing Ce., Inc., Rochester, 
CYLINDER-TYPE VACUUM CLEANERS N. Y., makers of ArcticAire fans and 
ventilators. For New Orleans, R. & 
Titherington; Denver, Lewis ©. 
Grady; Cleveland, Crain-Brennan 

Associates; Los Angeles, Caygill C 

Detroit, J. Mandell; San Francis 
Russell & Co. 
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Fan-Circulated Steam Heat On Chilly Days 


fiona advertisements in eight* important 
national magazines will bring the cheery news to 
your customers . . . that here, at last, is a heater that 
gives an abundance of comforting steam heat on those 
chilly, damp days in the country. 


Real steam heat in minutes .. . fan-circulated 
evenly and gently throughout the room, a gentle flow 
of warm air floor to ceiling . .. not merely “fireplace” 
heat that toasts one side. Safe, too, for kiddies and 
pets. Luggage light, Wittie Heater, goes easily in a 
car... comes home again to give winter comfort. 

Profit by the immediate and winter-long demand 
for this outstanding heater. Write today for details. 

*In Cosmopolitan, Better Homes and Gardens, House and 


Garden, Field & Stream, Sports Afield, Outdoor Life, Popular 
Mechanics and Popular Science. 





A PORTABLE 
STEAM HEATING “PLANT”? 


77 


C \ 


SPECIFICATIONS; Fan circulates 90 cubic feet of steam 
heat per minute; “Econo-Miser” Control turns fan and heat 
on-off intermittently, saves current; weighs only 32 Ibs.; no 
exposed coils, and smooth-rounded cabinet never gets hot; baked 
Hammerloid finish; 1000 Watts, 110-120 volts AC on 





WITTIE MFG. & SALES CO. 1414 s. waBasn AVE., CHICAGO 5, ILL. © Branch Offices and Representatives in Leading Cities 
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Single tube 
injectors 
also 
available 
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Centri-Jet 
te RC”’ 


pumps and 
water 
systems 


CAN SATISFY 80% OF THE ESTIMATED 500,000 
WATER SYSTEMS DEMANDED IN 1946 


Think of it! The new Red Jacket Centri-Jet 
“RC” Deep Well Pump and its companion — 
the popular Centri-Jet “RC” Shallow Well 
Pump announced last spring — now make it 
possible for YOU TO SELL 8 OUT OF EVERY 
10 PROSPECTS with these pumps alone. Other 
Red Jacket equipment is designed for the deeper 
wells. 


Both the New Red Jacket Centri-Jet “RC” Deep 
Well and its teammate — the “RC” Shallow 
Well Pumps and Water Systems are “chock- 


full” of time and labor saving advantages. Once properly installed, 
there is no need for extra calls that generally eat away your initial 


Announcement of this new line of water systems will be made to 
over 2,000,000 consumers. Be the first in your locality to sell and 
install one of the finest, profit-packed water systems ever built. 


HERE'S WHY "RC" PUMPS SEI 


More Water — Greater capacities pump for 
pump than older types. 


2 Hook Up Anywhere — At the well or in the 
house. 


Easy To Install — Everything furnished, except 
the piping from pump to well. 


4 Safe — No belts or pulleys to catch clothes or 
fingers. Only one moving part—fully enclosed. 


5 Clean — No messy water or oil on the floor. 
New mechanical water seal replaces old style stuf- 
fing box. No oiling necessary. 


6 Added Features — Improved foot valve, auto- 
matic pressure control valve, interchangeable 
standard motors, a wide range of pump capacities. 











Ask your jobber about the new Red 
Jacket “RC” Shallow and Deep 
Well Pumps and Water Systems. 


Red Jacket Mfg. Co. 





DAVENPORT, IOWA 


Specialists in pump manufacturing for over 68 years 
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Belden Manufacturing Co. 


Two recent promotions in the mer- 
chandise division of the Belden Manu- 
facturing Co. have been announced by 
H. W. Clough, vice-president. Richard 
G. Wise has assumed duties as service 
manager and will handle all orders and 
correspondence with distributors. 
William Todd has been named adver- 
tising manager. Both men were re- 
cently discharged from the armed 
forces. In their new capacities they 
will be responsible to Les Thayer, sales 
manager of the merchandise division. 

Mr. Clough also announced the 
resignation of L. Baird Rogers, ad- 
vertising promotional manager, who 
has become vice-president of the Mid- 
States Industrial Corp., Rockford, III. 


General Electric Supply Corp. 


James L. Schricker has been named 
manager of appliance sales in Salt 
Lake City, Utah. 


The E. Ingraham Co. 


The E. Ingraham Co. of Bristol, Con- 
necticut, whose plant is now rapidly 
getting into production of watches and 
clocks, both spring wound and electric, 
announces the following appointments 
of new district managers: 

Howard S. Cubberley has been ap- 
pointed district manager, in charge of 
the New York district, with headquar- 
ters in New York City. 

Arthur A. West has been appointed 
district manager of the St. Louis dis- 
trict, with headquarters in St. Louis. 
Mr. West was formerly a district man- 
ager for Warren Telechron in the same 
territory. 

A native of Scranton, Dennison or- 
ganized the Dayton Refrigerator Co. 
in 1929, serving as vice-president and 
sales manager until 1933. He was with 
Norge for the next four years as sales 
manager of the department store divi- 
sion and from 1937 until 1939 he was 
sales manager of the Detroit Vapor 
Store division of Norge. Following a 
year as domestic sales manager of Uni- 
versal Cooler Corp., he became south- 
western regional manager for the Air- 
temp Division of Chrysler in 1940, 
which position he has held until joining 
Gibson. 


Conlon Brothers 
Manufacturing Co. 


E. F. Horkey has been appointed 
purchasing agent of Conlon Brothers 
Manufacturing Co., Chicago. He was 
formerly purchasing agent for the 
War Contracts Division of General 
Electric Ex-Ray Corp. and the Metal 
Specialties Manufacturing Co. and 
for ten years previous was purchasing 
agent for the Conlon Corp. 


Lear, Inc. 


Lear, Inc., through Elmer R. Crane. 
vice-president in charge of the radio 
division, recently announced the ap- 
pointment of Harry E. Rice as assist- 
ant chief engineer, radio division. Mr. 
Rice will have complete charge of pro- 
duction of home and aircraft radios and 
television. He was formerly employed 
by the Radio Marine Corp., Stromberg- 
Carlson, and Sprague Electric Co 


Bendix Home Appliances, Inc. 


The appointment of Norwood D 
Craighead to the position of assistant 
sales manager of Bendix Home Appli- 
ances, Inc., was recently announced 
by W. F. Linville, general sales man- 
ager of Bendix. Mr. Craighead 
will continue to serve as retail mer 
chandising manager and director of 
sales training until his successor is 
designated. Prior to joining Bendix, 
Mr. Craighead was vice-president of 
Ross Roy Corp. 

Mr. Linville recently announced 
the appointment of J. Warren Russell 
as a divisional sales manager. He 
was formerly sales manager of the 
appliance department of the Northern 
Air Conditioning Corp. and during the 
war was a business contact specialist 
for the WPB. 

Anthony E. Cascino, Chicago, has 
succeeded F. A. Mitchell as head of 
Bendix Home Appliances’ market re- 
search and statistics. George T. 
Wrasse, former assistant personnel di- 
rector and ex-Navy man, has been 
named assistant export manager. Mr 
Cascino was selected in 1945 as Chi- 
cago’s outstanding young citizen. He 
was at one time associated with the 
OPA and was an instructor in eco- 
nomics at Northwestern University 


Bendix Appointees 


N. D. CRAIGHEAD 


APRIL I, 


A. E. CASCINO 


G. T. WRASSE 
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The Franchise 


that takes the 


“vacuum” out of vacuum cleaner selling! 


In 1940 Eureka announced a new sales policy . . . 

So different from tradition it startled the industry . . . 
so fundamentally sound, appliance men said: ‘This takes 
the ‘vacuum’ out of vacuum cleaner selling.” 

For Eureka had looked ahead 


months of intensive market research that traditional 


. and knew from 


sales methods were out-dated ... that the established 
retailer was the logical outlet for vacuum cleaners. 

So, with one bold stroke, Eureka said goodbye to the 
old selling methods. 

Today Eureka offers not just a cleaner. but a cleaning 
system ... anew road to easier. pleasanter home-making 
... a fresh, vital approach to the housewife’s heart. It's 
a vacuum cleaner “package” . . . fast-moving, profitable 
... fitting the basic merchandising pattern of appliance 
retailers and departments. 

This “Home Cleaning System” is typical of the keener 
sales planning you find at Eureka. It’s typical. as is th 
Cordless Electric ron, of Eureka’s precision engineering 
from the woman's point of view. 

To all this Eureka adds a larger sales potential for 


each dealer with its “Tailored Market Coverage Plan” 


ELECTRICAL MERCHANDISING—APRIL | 1946 


. and traflie-building power of its great national adver- 
tising and sales promotion drive. 

To the merchandise managers, the buyers of depart- 
ment stores... to top-notch appliance dealers . . . the 
new sales pattern of Eureka opens a sound, long-term 


market for exceptional vacuum cleaner profits. 


EUREKA DIVISION 


Eureka Wittrams Corporation. Detroit 2. Michigan 





Se — 
“Precision Engineered from the Woman's Point of View” 
EUREKA HOME CLEANING SYSTEM | 


| Evreke Upright Cleaner _ fureka Tawk-Type Cleaner 
Eureka Electric Cerdiess Iren Eureka Waste Food Disposer 


a ee | 


‘ 
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These advertisers will tell House & 


Garden readers about their products in 1946. 


Acme White Lead & Color Works 
Amana Society 

American Brass 

American Flange & Mfg. Co 
American Gas Association 
American Radiator-Standard 
Sanitary Corp. 

Anchor Post Fence 

Bruce Co., E. L. 

Burnham Boiler Corp 

Cabot, Inc., Samuel 

Case, W. A. & Son 

Chamberlin Co. of America 
Chase Brass & Copper 
Chicopee Mfg. Corp. 
Crane Co 

Curtis Companies 
Cutler-Hammer, Inc. 
Devoe & Raynolds Co. 
DuBois Fence Co. 
Electromode Corp. 
Steam Radiator Corp. 
Eljer Co 

Elkay Mfg. Co. 

Fence Co. of America 
General Bronze 
General Electric Co 
Grand Rapids Varnish Co. 
Grenard Mfg.Co 
Harrison Steel Cabinet Co. 
Haskelite Mf g. Corp. 
Heatilator Co. 

Homease Products 


Electric 





hew 


Newest Houge & Garden blueprint is the 


UPSTAIRS LAUNDRY. 


(Di. Bosse Electr) ELanned to bring washday efficiency to a higher level. | 
Natural evolution of automatic washers, 


Imperial Paper & Color Corp. 
Inclinator Co. of America 
Insulite Div. of Minnesota 

Interchemical Corp. 
Johns-Manville Co. 
Kampak (Cinderella Dishwasher) 
Kennedy, David E. 
Kimberly-Clark Corp. 
Libbey-Owens-Ford Co. 
Lord & Burnham 

Logan Co. 

Martin-Senour Co. 

Mesker Bros. 

Meyercord Co. 
Minneapolis-Honeywell 
Modine Mfg. Co. 

National Clay Pipe 

Nurre Companies Inc. 
Owens-Corning Fiberglas Corp. 
Permutit Co. 

Pittsburgh Plate Glass 
Pittsburgh Paint 
Ponderosa Pine Woodwork 
Portland Cement Assoc. 
Reynolds Metals Co. 
Rocky Mount Mfg. Co. 
Rolscreen Co. 

Roper Corp., Geo. D 
Russell Co., F.C. 
Rusticraft Fence Co. 

St. Charles Mfz.Co 
Sedgwick Machine Works 
Shepard Elevator Co. 
Sherwin-Williams Co. 
Southern Galvanizing Co 
Strahan Co., Thomas 
Trane Co 

United States Plywood 
United Wall Paper Factories 
Universal Zonolite Insulation Co 
Wendel. Inc., Rudolph 

Weis Mfg. Co., Henry 
Western Pine Association 
Villiams Oil-0-Mati« 
Wittie Sales & Mfg. Co 
Wood Conversion Co. 
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automatic dryers, new postwar equipment. 


The upstairs laundry is 


just one of the practical and progressive ideas 


in House & Garden’s 1946 Building Program. 
Each month, House & Garden anticipates a 
blueprint problem .. . tells your customers how to 


plan, what to BUY when they build. 


House & Garden 


BLUEPRINTS 





APRIL 


J8 


CATIONS 


| 
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NEW POSITIONS 


McGraw Electric Co. 


C. E, Whiteside has been appointeg 


central district manager for the Clarl 


water heater division of the McGray 
Electric Co., Chicago, according ty 
an announcement by Allan C. Daye: 


Whiteside 


sales manager. Mr. 





Cc. E. WHITESIDE 
been with McGraw since 1939 and ha 
been southeastern district manage 
since 1940. For the preceding nit 


years he was connected with the sale 
department of Northern States Powe 
Co. 


National Electric Products Corp, 


N. L. Bost, recently released after 
three years of Army service, has 
rejoined the National Electric Prod- 
ucts Corp. as sales manager of the 
Pacific Northwest territory. He first 
became the firm i 


associated with 








N. L. BOST 


1931. During the war he supervised 
the installation of radio aids to 4 
navigation for the AAF. 

The new sales territory of Oregor 
established by the firm has been a 
signed to J. Harley Sroufe, who { 
the past three years has been ma! 
aging the Seattle office during 
absence of Mr. Bost. Mr. Sroutes 
headquarters are at 1231 N.W. Hoyt 
St., Portland 9, 


Majestic Records, Inc. 


Ben Selvin, director of artists and 
repertoire for Majestic Records, Inc 
was elected a vice-president of the 
company at a recent meeting 
board of directors. Mr. Selvin 
the firm shortly after its incepti 
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“LO-PILOT” means “LOW COST” 


because it burns efficiently an abso- 
lute minimum amount of Fuel Oil! Use 
two Burners for cold weather — Use 
only one Burner for chilly weather. 


y vain IF Response! 


FROM CANADA TO FLORIDA— 
FROM COAST TO COAST! 


(Although relatively few ‘‘Twin-Eights”’ 
have been received by our Dealers & 
Distributors). ‘‘Green-Go"’ is the sign 
for this outstanding Product! 





***Lo-Pilot’’ exclusive feature 
Patent Pending 


Ne. 4428 PARLOR FURNACE 
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9 “Sagleten” OF Beraing Combination GasCoet Wood Cael terning 


| ALLEN « MANUFACTURING CO., INC., NASHVILLE, TENNESSEE __| 
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ELECTRIC RANGE UNITS 


You get top profits with the CHROMALOX line. All makes and 


sizes of electric ranges are serviced with these three famous units: 


@ TRIANGULAR—for maximum speed and long life. 
@ SUPERSPEED—for finest black heat cooking. 


@ HEATFLO—the best in the low price field. 


Inexpensive Adaptor Rings insure perfect fit. Quicker servicing 


with low cost inventory. Customer satisfaction every time, Write 


for details and data CF-145 and L-1023. 


Here are your Selling Points! 


° FAST *« EASY TO CLEAN 
e ECONOMICAL « LONG LIFE 


ror eaheeatins eabtes. eter 
nl ROM /AILOX 


means *¥ - cooking at its best’’ 





EDWIN L. WIEGAND COMPANY - 7525 Thomas Bivd., Pittsburgh 8, Pa. 


a 


~~. ew 
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Zenith Radio Corp. 


Six new district managers have been 
unnounced as appointed by the Zenith 
Radio Corp Hugh H. Boyer has 
been selected to cover certain parts 
of New York and _ Pennsylvania. 
When he first joined the firm in 1942 
1€ was assistant manager of the Wash- 
ington office. 

In Michigan and Indiana the new 
sales manager is William W. Boyne, 
who has been in the radio business for 
15 years and with Zenith since 1943. 

James W. Henry will work in cities 
in Kansas, Missouri, lIowa, and 
Nebraska. During his first two years 
with the firm he expedited war ma- 
terials and in 1945 was made south 
eastern district manager of the hear 
ing aids division. 

Minneapolis, Fargo, Aberdeen, 
Green Bay, and Milwaukee are the 
cities that are the territory of Harold 
O. Hilding, a Zenith employee since 
1937. During the past year he was 
a district manager for the hearing aids 
division 

In Terre Haute, 
Louis, Cincinnati, Charleston, and 
Williamson Martin J. Toohill, Jr. will 
be district sales manager. He was 
with the Zenith Distributing Corp. 
from 1939 to 1942. During the war 
he was in charge of the expediting 
procurement department in the East. 

Fred H. Strayer, former lieutenant 
colonel, is back at his old position as 
southwestern district manager. Prior 
to joining Zenith in 1937 he was in 
advertising and sales promotion work 
for Sylvania Products and the Ham- 
mond Clock Co. 


Louisville, St 


Zenith District Managers 


H. H. BOYER 





H. O. HILDING 


APRIL 1, 





Ww. W. 


M. J. TOOHILL 
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General Electric Co. 


\ realignment of territories 
West for the General Electric ( 
followed the resig 
Jones, 
Denver, 


with the company 


nation of 
commercial vice-preside t 
who has retired after 4] 


Phe Salt Lak 





territory has been assigned to M 
Alvord. A. S. Moody will tal 
Northwestern territory as far East 


as Butte. W. B. Clayton of | 
will cover the Lenver area. 
emphasized that these changes d t 
affect sales territories, but onl, 
executive organization. 


Warren Telechron Co. 


Joseph C. Platt has been app 
representative for the states of \W 
ington and Oregon by the Warre: 
Telechron Co., Ashland, Mass. Mr 
Platt, formerly associated with Edisor 
General Electric, will have head 
ters at 1411 Fourth Ave., Seattl 


International Detrola Core 


The appointment of George Tiffany 
as director of foreign sales of the Inter 
national Detrola Corp. was announced 
recently by C. Russell Feldmann, presi 
dent and chairman of the board. Mr. 
Tiffany, recently lieutenant colon 
the AAF, was formerly in export work 
for General Motors and just prior to 
the war was president and treasurer of 
his own firm, Consolidated Exports 
Inc. He has established headquarters 
in the Chrysler Building, New York 
City 








BOYNE J. W. HENRY 








F. H. STRAYER 
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WE LOX Love is a lock linking woman and male, 


But that doesn’t make their opinions dovetail. 


Selling the woman on beauty and grace 
Does not sell the male on what’s under the face. 


When selling a product that both sexes use, 
You’ve got to reach both sexes, two separate views. 


Reaching them both’s economically sound, 
And (to sound our own horn) here’s what Westclox has found: 


The American Magazine double-exposes, 
Their ads to both sexes, it’s under both noses. 


Double exposure, a singular force, 
A shot in the arm for your 





(sales curve, of course). 














D OUBLE-EXPOSES 
ELECTRICAL ADS 
TO BOTH SEXES 





THE CROWELL-COLLIER PUBLISHING COMPANY, 250 PARK AVENUE, NEW YORK 17, N. Y. 
PUBLISHERS OF THE AMERICAN MAGAZINE, COLLIER'S, AND WOMAN'S HOME COMPANION 
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| Distributor Group Hold; 
_ First Annual Meeting 


Samples of thirteen majo 
appliances, products and far; 


nes of 


equip. 


ment highlighted the first annual mee. —_ 

ing of Distributors Associat In ~~ = 
held on February 18 and 19 at the \ — 
President Hotel, Kansas City, Mo —— 


The first day of the meeti 
voted to a merchandise s} 
Sovereign farm freezers, mil] 
vacuum cleaners, washing 
pump jacks, and are welde &Iri 
arc welders, Leland mot 
Whitehead electric, gas and oil wat 
heaters, Empire table appliances ’ 
others. 

Distributors Association wa ind 
in 1944 and is composed of 20 djs. 
tributors, all exclusive Delco-Ligh: 
jobbers, operating throughout 16 m; 
west states. The association wa: 
formed to pool purchasing power an? 
to enable the component firms to sy; 
ply and service all types of electric.) | : 
appliances and equipment. The asx 
ciation has adpoted the name Soyer. 














eign as a private brand and the : 
will be used on all lines where dua! 
distribution might occur with factories ya 
The association’s purchasing agent is res 
the Distributors Purchasing Co.. 528 Vadis 
Liberty Building, Des Moines, low: ReGen 
> Officers of the Distributors Assv« (Yen 
: lecte « + , meets Us 
* WHat pors a woman expect most from her range? tion elected at the February mm elen. 
. are: president, Lee T. Dewhirst, Ger {' 
Just good cooking performance. eral Products, Inc. Wichita, Kansas 
That’ | he leadi , ia . vice-president, C. E. Wilson, Electr — 
1at’s why the leading manufacturers standardize on ile 
, Equipment Co., San Antonio, Tex: 
INCONEL® SHEATHING for surface units. They know secretary-treasurer, and Ken E. Sno 
" , ‘ grass, Snodgrass & Smith, Denve 
nothing keeps a woman happier than efficient, trouble-free Col oe 
service on top... where she does most of her cooking. And 
more than 10 years of research, development and actual 
. 
home use have proved that Inconel is “tops” on top. \ 
Built to last for the life of the range, Inconel Sheathed em 
Units always heat quickly and evenly. They're simple to Zenith Radio Thefts 
SHEATHING PROTECTS control. and measure heat precisely. Food values are pre- Pose Camouflage Problem 
L ' ,; 
INCONE te SURFACE UNITS; served, and rich, full-bodied flavor retained. Former Army camouflage ex- 
anes : . mre aaa Sal cata Ss . 
ERFORMANCE In addition to speed and the operating economies of ¢on- perts wh " wentering how * 
5s P ; : oe use their talents in civilian life 
AID i lord trolled cooking temperatures, Inconel Sheathed Units pro- might find it worthwhile to knock 
in incor ° ° one + ° } - 7 he =e radi 
surtece units sheathed ; vide long-lasting dependability. For Inconel is a metal that CG the door of the Zenith Rade 
on resist corrosive ‘ . orp 
oT es ore tough. They J by occ never rusts... a nickel alloy that won't warp, scale or crack So many new Zenith radios 
..- are . : e hav anished in transit that the 
feed acids and fats ~ warp, crack oF scale. at high temperatures . . . one that’s not harmed by kitchen SE ee en ee : 
ers. Won aster : company, in desperation, has 
— gq economical to V8, TT accidents and spill-overs. Units even clean themselves by been forced to camouflage con- 
ond with minimum romi- “ . ; tainers by eliminating the carton 
heat fast.-- nickel, 14% ch burning off food particles without a trace. — S ; 
| consists of of This S labels that give the name and 
um, ond ao smell and tough- Perfect performance such as this keeps a housewife’s eyes model of receivers. 
: prength ; ~yaggthh on ide 
great resist- = ‘ , The thefts are fast becoming 
OF a proot, but highly shining long after she has forgotten the thrill of owning a = aanler arobiiee anil o eesiont 
ip is not only at high temper najor | € a be 
ness. idation . . . ~ aadache 4 - sis- 
ent to corrosion and ox new range. So, sell her one equipped with Inconel Sheathed | | headache - r f — ve “ 
‘ = : ‘ 5 | tant to ; ; onhg, Zenith 
yor Rese 5 trode mark of The Heating Units... and know that you ve placed in her kitchen vice-president, who is currently 


international Nickel : a silent salesman for the completely electrified home plus engaged in getting new models 
‘ +} to the firm’s 76 distributors 


The volume of losses has been 
so great that scheduled showings 
have had to be _ postponed. 
THE INTERNATIONAL NICKEL COMPANY, INC. ty of 24 sets ’ = —_ 

. . ‘ a ailed to arrive at their destina- 

67 Wall Street. New York 5. N. Y. tion la & aueee cathetrenic 

instance, only two sets out of an 
entire shipment reached a West 
SOLD Coast destination. Even in short 

EEPS FOLKS — trans-city moves the company is 
K losing sets. 

The thefts do not even provide 
~ Zenith with figures on customer 
preference for, as Mr. Duke says, 
all cabinet types are stolen indis- 
criminately. The only available 
statistic is that radio-phonograph 
combinations are most popular, 
since most of the stolen sets were 
combinations. 


a constant reminder of the dealer who handles quality 


| 
| 
appliances. * Keg. U.S. Pat. Of 

















HELPS YOU SELL 
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Hens “Crowd Hogs” in Farmers’ Income! Cirtrcsany cncnicnvoe 


Py I CN ov vniccccuncavncccscabenéasavons $3,133,658,000 
1944 Gross Income from Poultry and Eggs............-eeeeeeees $2,688,582,000 


(Source U.S.D.A.) 


The next time you enjoy “Bacon and Eggs”, give a thought to their relative importance as sources of farmers’ income. 





Hens “’Four-fifths size of Dairy’’ in Farmers’ Income! 2272 


1944 Gross Income from Dairy Products.............eeeeeeeeees $3,526,697 ,000 
1944 Gross income from Poultry and Eggs..........-.eeeeeeeeee $2,688,582,000 
(Source U.S.D.A.) 


Every day is pay day on the Poultry Farm and “egg money” is big spending money. 








Hens are “Bigger than Beef Cattle” in Farmers’ Income! 2. 27... 


1944 Gross Income from Cattle and Calves.............ceeeeees $2,639,184,000 
1944 Gross Income from Poultry and Eggs............-eeeeeeees $2,688,582,000 


(Source U S.D.A.) 


Poultry raising is one of the five major farm operations, and the most universal source of farmers’ ready spending money. 
7. 








See how they “tow- 


Hens are “‘Bigger than Corn and Cotton’”’ Combined! 2) 2. i04, oe: 


1944 Gross Income from Cotton and Corn... .........0eee eee eees $2,132,290,000 
1944 Gross Income from Poultry and Eggs.............eeeeeeeee $2,688,582,000 
(Source U.S D.A.) 





Yes, the “Poultry Belt’ of America exceeds in size both the “Corn Belt” and the “Cotton Belt.” 





i Take a look at 


Hens ‘““Overshadow Wheat” in Farmers’ Income! trex tene 


PRE Gomes Renew Gre Woo oo ike oc ect cdiew dnsd ee <si coca $1,087,773,000 
1944 Gross Income from Poultry and Eggs...........eseeeeeeees $2,688,582,000 


(Source U.S.D.A.) 


It takes a lot of machinery for wheat farming—but don't forget that the poultry industry is the most highly mecha- 
nized of all branches of farming. 





You can't afford to leave a “Two 


lem Sitten Deller Hele” te your fam A CONCENTRATED MARKET 
Res Magazine Schedule. 1944 gross farm i 
"Hite income from Poultry and Eggs was FO R H Oo M — A Pp be LIAN Cc E Ss 


ws $2,689,000,000 (Source U.S.D.A.) 


Most poultry farms are “electrified” farms. They 
produce a steady cash income and plenty of 
it. They are modern and highly mechanized. 
They are usually operated by both husband 

and wife. Time-saving, comfort-bringing home 
equipment finds its readiest market on farms 
where you find Poultry Tribune ... America’s 

Leading Specialized FARM MAGAZINE. 


















500,000 Circulation 


eal 


, “e by, 
= 2¥ . rh 


ay] Your FARM Magazine List is Not Complete Without 





TRIBUNE 


America’s Leading Specialized FARM MAGAZINE 


MEMBER: AGRICULTURAL PUBLISHERS’ ASSOCIATION 
AUDIT BUREAU OF CIRCULATIONS 


WATT PUBLISHING CO., Mount Morris, Ill. 
ae Representatives — New York: Billingslea and Ficke — Chicago: Peck and Billingslea 
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FOR BEAUTY 
AMD UTILITY 











TEMG) 
FLAMENOL 
CORDS 





































They’re Styled To Please 
. » » Made To Last 


G-E Flamenol Cords add beauty and 
utility to your electric products. The smooth, 
hard finish of Flamenol is both pleasant 
to the eye and to the touch. It is also a 
durable insulation—resilient and high in 


dielectric strength 


Because this insulation is not adversely 





affected by moisture, oil, sunlight or acid, 
Flamenol cords offer lasting and trouble- 


free service. A special G-E feature— 
cord and plug molded into a single, 
ntegrated assembly—provides great 





strength—the type of strength users of 

yOu ippliances or portable lamps will 

Ippr te. They will also like the sturdy 

construction of the plug blades, which are SF, 
yided into the plug and constructed to 


retain their parallel position—thus afford 


ing smooth ertion into outlet: 


These advantages make G-E Flamenol 


cords a natural choice for your appliances 
Write for additional 
information about these cords to Section 
Q463-28, and Merchandise 


Department, General Electric 


and portable lamps 





Appliance 
Company, 
Bridgeport, Connecticut. 











GENERAL “ ELECTRIC 









IN GOOD COMPANY: A Minerva Tropic Master radio was the award presented 
to Pfc. L. Kelly, Halloran Hospital patient, at the recent 23rd Hospitality House 


Party for wounded servicemen. Left to right are: Mrs. James Doolittle, wife of the 


flying general; Simon Barere, world-famous pianist, who made the presentation: 


Pfc. Kelly; and Paramount starlet Marion Carter. 














ALABAMA 


Montgomery— I h« Boddie and 
Appliance Store 


Johnson Home 

opened recently at 224 Montgomery 
St. H. C. Boddie and R. E. John- 
son, owners and operators, announce 
that they will carry such appliance 
lines as Admiral, Blackstone, Uni- 
ersal and Knapp-Monarcl 


ARIZONA 
Chandler—\ new appliance store 
has been opened at 154 S. California 
St.. with Ben LaFever as manager 
Tucson—William B. Hussar has 


pened the Hussar Electric Co. at 


1009 I. Sixth St. in Tucson 

Duncan—With Charles H. Brooks 

as proprietor, the Brooks Electric 

Shop has started business in this 
ARKANSAS 

Fort Smith—Vann Brown and Her 


vert Kregel have opened the Brown 
Kregel Appliance and _ Sporting 
(;,oods store at 1522 Roge rs Ave., 


will handle a full line of both 


ind porting goods 


COLORADO 
Montrose—E. V. Tolman and M. C. 
lolman, brothers, have opened their 
Electric Center to the public. with 
Bendix radio and Kelvinator as fea- 
tured iter Commercial service 

rk will be a specialty of the firm 

Denver nsen's Radio & Appli- 

has opened at 3539 E. Col- 

\ Harold Edmunds is man 
FLORIDA 

St. Petersburg—A new G-E outlet 

in Florida is Tyree’s, Inc., at 1401 


First Ave. North. The corporation 
consists of M. W. Tyree, president; 
E. A. Davies, sales manager; H. M. 
Katherman, office manager; and 
J. P. Lipp, service manager. 


APRIL I, 





Winter Garden—<Auto Electri 0. 
is the name of the new business 
J. L. Barnes, Jr., has opened i 


Ellis Building, 33 N. Main St 


Fernandina—An_ electrical 
and repair concern, to be k1 
Tommy’s Electric and Sales Ser 
operated by Tommy Sullivar 
opened on Center St., with a 
tag franchise. 


Lake Wales—The Whitfield 
ance Co. has opened in a mok 
equipped store on Scenic Hig 
3endix, Norge and RCA ar 
tured lines. G. E. Turner will s 
as manager of the store, and 
Chellette will handle repairs 








GOODYEAR'S FIRST FREEZER: When 
the first farm freezer made by the Good- 
year Aircraft plant in Akron for the W 
son Refrigeration Corp., Smyrna, Ds 
came off the assembly line, J. W. Wils« 
president of Wilson Refrigerating, and 
Ray McCune, right, head of McCurs 
& Co., Ohio distributing firm, took de 


livery. 
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Time Subscriber 10-50-ZHR-402-174, A. W. Rossiter, Jr., owns this summer house on 
the south shore of Long Island—selected by the editors of Architectural Forum as one of 
the recently constructed U. S. homes most likely to influence new trends. 








THE THINGS YOU MAKE sfould be Displayed 
IN THE SHOW-ROOM HOMES of the Nation 





production of appliances—wouldn’t they be the people 

who have always been your best customers, people who 

will display your products in “‘show room” homes like this 
one—families like the 1,300,000 who read TIME? 

Of course, not every show room home is a TIME home. But 

survey after survey shows TIME subscribers concentrated in 

the better U. S. residential sections, holding down the better 


I you could hand-pick the customers for your first year’s 


- 24 


HOY PERG: SFY 
LO. sh iai 
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jobs, heading up the civic and social activities of their com- 
munities. They are people with higher living standards; their 
incomes are consistently more than double the U. S. family 
average; they can buy your higher-priced models more 
often; they set the buying pace for their neighbors 

So sales which start with TIME families follow through with 
(1) more sales to the TIME market—(2) sales to millions of other 
Americans who visit TIME homes and follow the TIME example. 


ADVERTISInG OFFICES °° NEW YORK © CHICAGO 
seosTtor ° PHILADELPHIA ° CLEVELAND 


DETROIT . sT Lours ° SAN FRANCISCO 


PAGE 





















































THADE mate AEG 
Styled for the future... available today. 
Vaculator is nationally advertised to 
millions. Protected profits with National 
Fair-Trading. “Pyrex” branded glass is 
your assurance of highest quality. ..equip- 
ped with the Dutch clothless filter, the 
greatest sales feature in modern coffee 
makers...exclusive with Vaculator. 


No cloth « No paper 

ont ole? Snaps in easily 
ie Cannot pop-up or fall out 
Fits all standard makes 


VeA0t mate OHS 


PROFIT SALES BUILDERS 





6 HEAT—2 BURNER ELECTRIC TABLE STOVE DE LUXE 2 HEAT HOT PLATE 
Designed by Vaculator with many advanced features An electric coffee maker stove that incorporates 
... heavy duty construction... full generous size... quality, design and performance. Top is chrome plated 
“hammered-effect” finish ... it’s “tops” in quality and . .. base is black plastic with two-heat brew and warm 
performance. List price ......-ccccccece $15.75 owittlh. LI GUISE «ccc ccccceccoecesesces 
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Bell Glade—William Cost 
Mrs. Gertrude Jones have formed 
a partnership under the na 

the G. and B. Electric Co. and hay 
opened a shop in the Jones 
room on Avenue A, opposite Cit 
Hall 

GEORGIA 


Forsyth—Harold Reeves a 
the opening of a home aypplia 
store in the Masonic Building 


Monroe— Electrical refriy 
stoves, heaters and other ap 
are included in the stock 
chandise of McGarity’s New 
stone Store, which opened in M 
roe recently at 124 N. Broad St 


Albany—The newly-charter 

tin- McAfee Co. will open in Alba 
in the near future, with a cor 
line of appliances and. electrica 
machinery. The owners of the fir 
are Mr. and Mrs. J. N. Mart 

Mr. and Mrs. W. F. McAfe 


Cairo—The Bell-Barwick Heat 
and Plumbing Co. is opening 
Cairo to carry on an electrical re 
frigeration business, along with air- 
conditioning, plumbing contracting 
heating and electrical appliar 


Camilla—W. B. Fry and Sa 
freeman have organized Fr 4 
Freeman, a partnership — business 
dealing in all kinds of electrical 
appliances. Headquarters is at t 
Fry Gift Shop 





Sylvania— Robbins’ Plumbing 
Electric Co. recently held a to A 
opening of their new locatio 
106 FE. Ogeechee St 


IDAHO | 


Shelley —A new appliance di 
Shelley is Gene Christensen, 
service man for the Utah Pow 
Light Co. The Westinghous: 
is being added to the jewelry 
he has been operating. 





Rigby——Sheridan Evans, in his S. 5 
Evans Plumbing and Electrical > 
ily Co. will carry the 
Westinghouse line of hon 


thces 

















“| FORGOT TO TELL YOU—I FIXED THOSE 
TRAYS SO THEY SLIP RIGHT OUT WITH: 
OUT TUGGING!" 





EL 





Practically everyone who heats with coal is a 

Stokol Stoker prospect. The wide range of 
Stokol models and capacities will fill the bill 
whether the prospect owns a five-room cot- 
tage or a 15-floor apartment house. That’s 
why we can say that Stokol is the red hot 
profit line in the stoker field! 





From the dealer’s point of view, Stokol offers 
the finest line of stokers it has ever manu- 
factured—a reputation for the best that is 
backed by over 140,000 Stokol owners— 


Z 






















STOKOL is the 
‘| RED HOT PROFIT LINE 
4 in the Stoker Field 





and a dealer’s agreement that is fair and 
packed with profit possibilities. A Stokol 
dealer need not be satisfied with a small slice 
of the market—he can go after the entire 
field with a complete line of domestic, com- 
mercial and industrial stokers—bin-feed or 
hopper models which burn all types of coal. 


Some profitable territory is still open. In- 
vestigate the big Stokol profit opportunity 
for you by mailing the coupon below today. 


STOKOL Qu STOKER CO., INC. 
1145 E. 22ND ST., INDIANAPOLIS 7, IND. 


Gentlemen: Send details of Stokol profit possibilities for me 
as a dealer. 


MAME 


ADDRESS__ 





D THOSE 
IT WITH- 


| Tear out and mail 


YISING 
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- 
ILLINOIS Sidney—The Home Appliance Stor { 
has been started by E. C. Fi i 4 
Bradford—|’ate’s Electric Appliance \V. KE. Jones, who have bought a 
Shop has opened for business here, building for the firm \ f line 
handling Duo-Therm, Super-Flame, i electrical appliances will , 
Apex and Admiral lines ied i 
De Kalb Rourke’s Appliance Store Aplington —A new applia: 
s opened here recently by L lishment has been open ( y, 
Rourke. whose store will carry May nown as the Lumley \ 
tag, Stewart-Warner and Emerson \ppliance Store Mr. ar Mr S 
lines lreezers will also be = sold 4 appliances will be carried 
rT availabl Mr. Rourke has 
een Op , a repair service fron What Cheer—George Allis 
fussell Pendleton have pe 


lectrical appliance sales 


Galena e “IS” Electrical Apph tore Lighting fixtr 
te was op ned rece ntly by | ics ’ ¢ wee 


H. Ingersol 1 John Sto re 





——' = ina 7 . 


ever SPRING WEATHER COSTS YOUR 
CUSTOMERS WASTED FUEL...UNLESS | 
THEIR HAND-FIRED FURNACES HAVE 


peutomatic “Jemperature 


WITH THE fp) HEAT REGULATOR sar 


In the spring, when the mercury is ’way above the freezing mark 

one day followed by a quick dive toward the frigid zone within a 

few hours automatically controlled heating in homes with coal- 

fired furnaces is especially appreciated. It provides comfort, plus a 
ibstantial saving in fuel. Only a minimum fire is maintained on 

warmer days, yet the sensitive thermostat instantly responds to | 

a drop in room temperatures, quickly compensating for outside 
nperature changes. 








Bl ILD GOOD WILL among your customers who own hand-fired 


aoe es by installing this efficient, always-dependable A-P 
JTOMATIC HEAT REGULATOR SET. It STOPS chance- 


king waste in furnace firing. 





FLUORESCENT CLINIC: Recuperating soldiers from Camp Upton Convalescent 
Hospital get some tips on home lighting from Miss Kathleen Hanway, Sylvania 
lectric Products Co. home lighting consultant. The soldiers all plan to build or 
remodel homes and to that end have enrolled in an educational class conducted 
by the Army Service Forces. Left to right are: Miss Hanway; Corp. Bruno Funaro 
group instructor and former architect; Privates William Westland, F. H. Rourke, and 
Vonaid Richardson. 









Install Quickly and 


Che firm will handle large and small Mondamin—Mr. and Mrs. Willia! 
appliances, including Gibson re- H. Tierney have opened an 
frigerators and ranges. Service on ance and furniture store in 




































all lines is available, and commer- damin. They formerly. were ii 
cial re frigeration will be one of the ness at Missouri Valley. 
concern’s lines. 
Pinckneyville—A new appliance KENTUCKY 
firm has been started by Arthur E . =e . 
Attach A-P Thermostot to inside Place A-P Limit Control on the Finally, install the A-P Damp- McGavin, Jr., and Thomas Mann, Somerset . The Neikirk & \ 
wo 4 feet above floor it furnace bonnet. It prevents fur- er Regulator and connect to to be k as Pi k Ta rille A li- Electric Shop was opened rec 
- : e known as Pinckneyville Appli : : “a : 
floats the fire and controls nace hect from overshooting Thermostat and Limit Con- : eae by Paul Neikirk and Fred \W 
room temperoture within 1° of room thermostat setting. Keep trol. It requires no attention ance Co he company 1S located In addition to a com ylete lis 
the setting. Actuotes damper con Limit Control adjusted to out except oiling twice a year in the Hoffman Hotel Building. . r I ' 
trol. Beautiful ivory-tone finish side weather for satisfactory well known appliances the firn 
harmonizes with home furnishings sentineling of fire do house wiring and a general « 
INDIANA per ah gs 6 
trical business. 
COMPLETE INSTALLATION SALES HELPS—Display Cards, PRODUCTION AND DELIV- Logansport—A new store handling : : s , 
KIT contains pulleys, screws colored Presentation Books, ERIES are now back to nor- a variety of electrical appliances as Winchester ~~, he Estill B . 
conductor cable, staples, Consumer Folders, Newspaper mol. Keep well stocked to well as ele ctrical musical items has Appliance Shop is in business 
h ? f Mots—f i : . ; : : 7 — ’ Mi ° liar 
chain and transformer a s—furnished upon request serve customers promptly. been opened at 528 E. 3roadway the sale ot W estinghouse applia 
nn inder the firm name of Logansport 4d Bendix washers. 


Automatic Music Co. 


AUTOMATIC PRODUCIS COMPANY bn Mayall Gon Honky 
2400C North Thirty-Second Street, Milwaukee 12, Wisconsin theCa if Bie, | Bldg., a i. opene 


Vernon—Leo Kaliban has opened ippliance store, handling Kelvin 

D € Pp is fe D A the Kaliban Appliance Co. in the Speed Queen, Motorola and St 

8 L E Kaliban Bldg. A complete line of berg-Carlson products. A service 

appliances will be handled. Sam- partment is in operation to hat 
FOR HEATING © AIR CONDITIONING © REFRIGERATION ples are being shown at present. both large and small applian 
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“and a heating miracle ina 


complete package!” 
says MacTAVISH 


ee. 


Meet Sandy of COROAIRE and his 
Scotty, MacTavish! 





You'll see them whenever you read 
about the finest in winter air con- 
ditioning — which, of course, is 
COROAIRE. Make them your 
friends—they’ll help you build 
plenty of heater profits! For when 
you combine comfort, convenience, economy and eff- 
ciency into a winter air-conditioner no bigger than a console radio, you've 
got the hottest profit-builder in the heating and appliance industry! Gas or oil 
fired, it’s sold the same as a radio, refrigerator or any specialty appliance. 




































The big story is in the heart of COROAIRE, the exclusive Venturi tube 
heat exchanger, made of cast iron. This sensational new development 
means greater distribution of heat, greater heating capacity, greater effi- 
ciency. It’s the reason why COROAIRE can heat a conventional 5 or 6 
room home without extreme temperature differentials. 

COROAIRE is just as ideal for stores, offices and all kinds of small busi- 


ness places. Write today for full information to Dept. EM, The Coroaire 
Heater Corporation, 1422 Euclid Ave., Cleveland 15, Ohio. 














lescent 
pylvania ; 
uild or Bi en 
iducted Bae 
Funaro ; 
ke, and 
. . 
5 exclusive profit-builders cd whet users in the 
v Great Lakes District say:* 
Heater Exchanger Only COROAIRE has the exclusive cast iron patented 
Villias FLAME TRAVEL Venturi tube heat exchanger. “Temperature 16° below 
M Only COROAIRE has a 5 sq. inch to 1 sq. inch wiping —but gas bill for the 
. surface in the exterior of Venturi exchanger and a 28 proses $2.67 in a space 
foot flue travel... compared to a 6 to 8 foot flue travel 40% larger than a 
on other conventional types of heat exchangers. 7 S00 apenas. 
W Only COROAIRE has this patented restricted inside flue “Our oresnge bill $5.50 
\\ travel that holds gases, utilizes heat that might other- per month. 
- oi aaa wise escape. “Heating costs cut in 
1 y Only COROAIRE has the patented adjustable revolving grill. half — service problems 
—< Only COROAIRE provides outstanding economy of oper- practically ail. 
a eyy ation ... actual tests prove this beyond any question. *Letters on file. 
liat 
“he INSIDE OF HEAT EXCHANGER GENERAL OFFICES, CLEVELAND 15, OHIO 
om Corogire will be on display at THE MID-AMERICA EXPOSITION in Cleveland. Meet us there May 23 through June 2—Space A540. 
Sti 


rice 
ha 


lian 
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What Every Electric 


Range Salesman 
Should Know: 


































WRITE TODAY FOR YOUR 
COPIES OF “MORE INCOME 
FOR RANGE SALESMEN.” 


Chock-full of interesting 
pictures, diagrams and in- 
formation on modern oven 
cookery and how to sell it. 


4; 


\ ELECTRIC RANGE 
SALESMEN 
























































H ERE'S a free, pocket-size book that contains 38 pages 
of facts, figures and ideas from which to build a 








hard-hitting sales story on modern electric ranges. 

















Shows why a modern Electric Range should be No. | 





on the Post-war shopping list. This interesting book 








pounds home a convincing, logical argument that will 





show any housewife why it’s more practical to invest 








first in a new electric range, before buying other needed 











items. Explains how Measured Heat can save $88 a year, 








at the same time improving the quality of cooked meals. 








You can use this valuable book as a basic sales training 








piece for your new salesmen. And salesmen in the field 








can use its graphic, easy-to-understand pictures to help 











get their story across. We will send you, without cost or 





obligation, as many copies as you need for your sales 





force. 























Even More Than Before YOU CAN DEPENDON 


Lobertahaw 


THERMOSTAT COMPANY 
YOUNGWOOD, PENNSYLVANIA 
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MICHIGAN 


Wayne— The new Bob Burgh Appli 
ance Shop has been opened, lines 
to be shown being Frigidaire, Elec- 
tromaster, Maytag, Ironrite and 
others. Oneson, Bruce, will handle 
service, and another, Bob, Jr., will 
join the firm after his Navy release. 


Hudson—The two Wirick brothers, 
having returned recently from serv- 
ice in the armed forces, have re- 
modeled a store for the sale of elec- 
trical appliances, small and large, 
of which a complete line is expected 
shortly 


MINNESOTA 


Ada—lLester Benefeld has opened a 
new appliance store, to be known 
as Benny’s Radio & Appliance Store, 
in the former post office building. 
Norge, Knapp-Monarch, Sunbeam 
and Sylvania lines will be featured. 


Pine Island—The Peterson Appli- 
ance Store has been opened by M. L. 
Peterson, who also owns the appli- 
ance store at Zumbrota. The Pine 
Island store is being managed by 
John Ball. 


Gaylord—Clarence Severin has 
opened his electrical appliance sales 
and service store, to be known as 
the Gaylord Electrical Service. The 
department is located in the Gamble 
Store. 


NEBRASKA 


Omaha—The Ace Vacuum Stores, 
Inc., are opening an Omaha office 
at 115 N. 16th St. Kermit Gluscott 
will be manager; Elvis Stout, assis- 
tant manager. The firm specializes 
in vacuum cleaner sales and service 
for all makes. 


NEW HAMPSHIRE 


Manchester—Harry R. Paquin has 
started the Home Appliance Co. at 
968 Elm St. He will carry a com- 
plete line of appliances, large and 


Manchester—A complete line of 
ranges and refrigerators is being 
featured at the Gagnon Motor Co., 
166 Webster St Arthur Gagnon, 
the proprietor, is a native of Man 


I 


( 
chester 


NEW JERSEY 


Paterson—E. Charles Braun and 
others have organized Brown's Elec- 
trical Appliance Corp. in Paterson 
lhe new firm, with authorized capi- 
tal of 100 shares, no par, will deal 
generally in appliances, etc. 


Newark—A new appliance and radio 
store has been opened at 66 Spring- 
field Ave., this city, by the Kern Co. 


West New York—Alex Makul, for 
merly in the distributing field, and 
Jack Brogan have gone into business 
at 5404 Bergenline Ave. Norge lines 
will be featured, and facilities for 
service are available. 


NEW YORK 


Buffalo—A business name has been 
filed here for the Jaekle Appliance 
Co., 19 Grant St. by Howard 
Jaekle. 


Buffalo—Two brothers who are 
veterans have opened a radio and 
music store at 294 Main St. Daniel 
S. and Seymour B. Abeles are call- 
ing their firm the Music Mart, Inc. 


APRIL 1, 





Dunkirk—Dunkirk Applianc: 
Department has been establis 
Dunkirk under the managenx 
Herbert Thompson, 709 Deer S; 
and Paul Ubaney, 35 E. 3rd St 


The following are newly 
porated appliance firms in 


York: 
New York City—Eura Electrica] 


Appliance Corp., Bronx; ele ca 
appliances; $2,000 in $50 shares 
incorporators: Catherine Ochs, \Vij- 
liam Ochs, 773 Forest Ave 

Parks, 647 Faile St., Bronx 


New York City—Broadway |x 

ing Co., Ine.; electrical appliances 
$20,000 in $100 shares; incorpo: 
tors: Simon Mangel, Bessie Mange 
135 Delancey St., Seymour Zyv 


225 W. 34th St... New York Cit 


New York City—Fazekas Bros 
Inc., Bronx; electrical appliances 
capital $10,000 in $100 shares; incor- 
porators: Alexander Fazekas, 972 FE 
172nd St., Louis J. Fazekas, Jr., 974 
E. 167th St., Bronx; Joseph Fazekas 
425 Bedford Ave., Bklyn 


Buffalo—Re-Dev, Inc.; to deal 
appliances and household articles 
capital 200 shares n. p. v. stock 
incorporators: <A. Irving Milch, 
Elaine Devine, Brisbane Bldg 
Eileen Richards, 255 W. Utica St. 
Buffalo 


NORTH CAROLINA 


Raleigh—Crenshaw-Nelson Co., a: 
electrical appliance and radio sho; 
opened recently at 112 W. Martin 
St. The owners, David M. Cre: 
shaw and Marvin W. Nelson, Jr 
have had wide and varied electrical 
experience 


Brevard—Harold H 
structing a building 
First Baptist church 
completed, he 


Bangs is « 
»pposite 
When 

will open an ele 

cal apphanece and contracting 


ness there 











OH, MY ACHING BACK! It's 77 years 


between the elbow grease washer on the 


right to the modern Horton click-a- 
switch washer on the left—and a lot of 
aching backs, too. But strangely enough 
when Dr. Theodore Horton brought out 
the original $8 to $10 tub in 187! it 
was reviled as a lure to idleness. Though 
no longer advertised as a "Washer and 
Child's Bath Tub," today's Horton is even 
more efficient at doing the family wash. 
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awit. me natal 


A, 


ality: 





| ewe day old friends drop in to see us— 
familiar but long missed voices come 
Cre over the phone—men back from strange 
lands, strange experiences. 

Back home, back to the old job, the con- 
versation swiftly turns to work. Pre-war dies 
and extrusion nozzles come out of the storage 
vault in perfect condition, ready for im- 
mediate production. Our men again produce 


pieces not made since before the war. Early 





designs, time tested and time proved, are 


AMERICAN LAVA 
CHATTANOOGA 


43RD YEAR or 








years 
on the 





click-a- 
lot of 
enough 
ght out 
1871 it 
Though 
er and i 
is even 
y wasn. bh 


1946 
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CERAMIC 


ni 


being made in increasing quantities. 

Most of our men are back too. Production 
is humming along at a pace even greater 
than the wartime speed which won American 
Lava Corporation employees five awards of 
the Army-Navy E. We're busy, but if you 
ever had tools at American Lava Corporation, 
they are still here, ready for your use, and 
somehow we'll take care of you. 

Welcome home, it’s great to see you back 


again. 


CORPORATION 
5, TENNESSEE 


LEADERSHIP 
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. MEETING OLD FRIENDS 


‘eRe 


Original Award July 27,1942 
Second Award February 13,1943 
Third Award September 25, 1943 
Fourth Award May 27,1944 

Fifth Award December 2, 1944 
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West Asheville—The Quality Hard. 
ware and Electric Co. has opened 
at 229 Haywood Rd., John Me\{uI- 
len, owner-manager, has announced 
A general line of appliances wi 
carried. 


Asheville— Asheville Truck 
Equipment Co. has been incor) 
ated to deal in appliances for au 
mobiles and trucks. Author 
capital stock is $100,000; i: 
porators are W. L. Baker, W: 
A. Deal, Robert F. Thomas, al! 
Asheville 


OHIO 


Toledo—The J. G. Crawford Co 
has been incorporated to engage in 
home appliance sales, with authority 
to issue 250 shares of no par stock 
Incorporators are J. G. Crawford, 
H. D. Gibson and Louis R. Young 





Cleveland—Phillips Electric, Inc., 
has been chartered with a capital 
of 250 shares no par common stock, 
to engage in the electrical appliance 
and equipment business. Principals 
are listed as William J. Phillips. 
Max D. Gustin, N.B.C. Bldg., and 
M. L. Graham. 


OKLAHOMA 
Oklahoma City—Charley Mi 


- 1 and Vernon Johnston announce that 
’ a , a - their M. & J. Electric Co. is located 
New HMonizons ror Saves | tea” ue Stace: ak 
are no longer connected with 
A. W. White Elec. Co. 


2TS . ! > hea >was > < far 7 «¢ rortia 
rHE CHRISTIAN SCIENCE MONITOR can be an SCIENCE MONITOR was the most effective advertising Altus—R. B. Lawrence and asso- 
mportant factor in rolling back present horizons we did. Talks to a number of your retail store adver- ciates have incorporated the Hous 
that may be limiting the sales of your goods or tisers indicate the reason for the salesmen’s ideas. hold Appliance Co. here ~ 
authorized capital stock of $25,000 
services These dealers are the leading ones in many locali- 
Bristow— Bill Farha has opened tlie 
Farha Appliance Store with c 
newspaper, you reach an unusually responsive con- goods from people subscribing to your paper. They plete lines of electrical appliances, 
including RCA, ABC, Admiral 
Universal and Frigidaire. Ralph |. 
far better than average incomes In order to obtain full information about this Roberds is manager of the stor: 


By advertising in this great international daily ties. They tell about the definite demands for our 
sumer market of men, women and youth who enjoy say that such customers will accept no substitute.” 


After conducting a survey for advertising ideas MONITOR MARKET with its exceptional reader re- Enid—-\. ©. Cornelsen and A. I) 
: 2. | » 2 ic 
among his territory supervisors, one of our consist- sponse and dealer influence, consult our nearest Barton nave opened the B. and ns 
Electrical Co. to handle a complete 
ent advertisers makes the following statement office THE CHRISTIAN SCIENCE MONITOR, One, line of electrical appliances a d 

Almost all felt that the schedule in THE CHRISTIAN Norway Street, Boston 15, Massachusetts. ya an electrical appliance rey 
department. 


Sretr yet : Oklahoma City—Howard J. Dan: 
Branch Offices dill, for 35 years in the electrical 
NEW YORK: 500 Fifth Avenue The fixture and appliance business, at | 
CHICAGO: 333 N. Michigan Avenue H al STIAN John J. Dansdill, recently  dis- 
DETROIT: 3-101 General Motors Building charged from the army, have opened 
MIAMI: 1239 Ingraham Building the Dansdill Electric Co. at 91) 
KANSAS CITY: 1002 Walnut Street Cl E N E North Hudson, and will feature a 
SAN FRANCISCO: 625 Market Street F full appliance line in addition to a 


LOS ANGELES: 650 S. Grand Avenue repair service. 


SEATTLE: 824 Skinner Building ‘ 

PARIS: 56 Faubourg Street, Honore ON | sxe) 34 OREGON 

LONDON, S. W. 1: Burwood House. Caxton Street 5 

GENEVA: 16 Rue du Mont Blanc ; P Newberg—Modern Appliance Co 
SYDNEY: 46 Pitt Street International Daily Newspaper have opened at First and Blaine 


Streets under the management of 
Grayton Duggan 


Coqulle—Pacific Appliance Co. have 
opened at 426 W. Front St., and will 
handle the complete Crosley line 
Portland—A new electrical appli 
ance store has been opened at 2046 
NE. Union Ave. by George Burto 
and Al Turner under the name ot 
the West Coast Electric Co. \ 
complete line of small and larg 
appliances will be sold, including 
the complete Norge line, Majesti 
radios and recording, Wilcox-Ga 
Recordio, Bee-Vac cleaners and the 
McAllister bagless cleaner 
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Fine past performance is the 





key to this dealer’s confidence 


in Commercial Credit service 


ee 
wii. all normal circumstances, I 
would continue to line up with Commercial Credit 
for my financing because your record of past per- 


formance in my dealings with you is a very fine one. 


“But the extraordinary circumstances under which 
we will be doing business for the next few years at 
least, make it more desirable than ever to stay with 
you. Your of plans offers me 


everything I could get elsewhere, and then some.” 





Liberty Appliances 
Somerville, Mass. 
Philco—Frigidaire— Bendix 


r and other appliance lines 


COMMERCIAL CREDIT COMPANY 


2 BALTIMORE 2, MARYLAND 





4 Capital and Surplus more than $80,000,000 
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A few territories for Sales Representatives still open 


///, ASSOCIATED INDUSTRIES | 
Yj Alex W. 
JA48B1 Mdse. 


4h) 
Yj WY YY, Chi 4, MN. 
nicago 5 
Wy ff Vf4// 





SSS 
> 


SSS 


SGEEX 


SG 


SS 


SG 








AT OUR BOOTH IN 


ATLANTIC CITY 


SG 


SS 





HOUSEWARES SHOW © 

} 7 Yj 

| MAY 12th—17th Y, 

/ Uy 

UH, *We have a sparkling array of electrical Y 

Vj and hardware merchandise at our booth Y 

560 that will hit your spot—if you're Yy 

interested in more and better sales! Y, 

Please stop by and say hello. We prom- Yy 

ise to make it well worth your while! Y 

Yj 

Yi, 

Yy 

/ 

yy, 

// 

Yj Y, 

y Yj 

WY 

Yi 

SEE US IN BOOTH 560 Y; 

Yj, Yj 
Uy EE! the most unusual line of electric stoves—nationally 7 
Y S ® advertised, famous. NOW IN GLEAMING COLORS! / 

4 SEE! a complete line of extension and appliance cord Yj 

y © sets made with patented strain relief plugs. Yi, 

SEE! a new self-cleaning, high pressure chrome brass Yf, 

© showerhead thot has taken the industry by storm. WY 

SEE! a line-up of rotary lown sprinklers that have few YU, 

© peers in America. Top construction. Brass tubing Ui, 


solid brass, heavy pattern hose nozzles thot will 


SS 


walk off your shelves! Nozzles have complete Uf, 
shut-off! UY, 
Us, 
if you con't moke the show — drop us 4, 
P. S. y, 


a line for ovr catalogs and prices 


— 
SINS 


a 


Inquiries invited. 


eet lesb shsthabsthehbbblshsthls AMbsshsthbhithhhiddl Hs s YU, 


a / Y ff 
561 Sth. oe .. N.Y.47 y/ 


Uy Yi, 
1107 Broadway Yf Yyff ff 
New York 10, N. ¥ 


Yy yy 
sess, YY 


4, 
Y Uf 


Sales Agents: 
Block 
Mart 






I. Levy Sons 


4/1, f LLL LL 








— 








Portland—Samuel Smith and Ray 
L.. Weimer of Portland have opened 
an appliance sales and service com- 
pany to be known as Electrix, Radio, 
ind Television, located at 10 N.W 
23 Ave Che firm will handle the 
Thermador line, Monitor appliances 


rr vacuum cleaners. John 
MeCarthy will handle radio service 
Portland—John S Roberts has 

vened the Roberts Electrical Serv 
ice Co. at 3229 Hawthorne Blvd 
The store will carry a full appli- 
ance line, including Wesix Collins 
ind National water heaters 


Portland—-R. E 
a new store 
of electrical 
to specialize 


Zwick has opened 
to sell a complete line 
appliances as well as 
in radio repair service 


RHODE ISLAND 


Cranston—Belkay Electric Co 
been incorporated to deal in 
all kinds of electrical supplies, appli- 
with authorized capital 
of 500 shares n. p. v. common stock 
Incorporators are Lucien Vv 
Belanger, Cranston; Charles J. Kos- 
sove, Herman J. Aisenberg, Provi 


de nee 


has 


ances, etc., 


SOUTH CAROLINA 


Walterboro—The Palmetto Electric, 
1. C. Moyland, manager, has opened 
on Washington St The firm 
handles Hotpoint products, offering 

sales and 


service 
Charleston—H. Bb. McKay and 
( W. Nevle have started the Elec- 
tric Home Appliance and Service 
Co. at 16 Horlbeck St. Sales and 
repairs are both featured 


SOUTH DAKOTA 


Britton—Art Gulleson has < 
the Radio Electric Shop in a com- 
pletely modernized store Electrical 
appliances and radios are on order 
and repairs will be handled. 


pene d 


TENNESSEE 
Oak Ridge A new outlet for elec- 
trical appliances is the X¥Z Co 
Partners in the new firm are J. 7 
Harvey and A. C. Keller, Jr. 
TEXAS 


Dallas K. & K. Appliance Co., In 
has been established to merchan 
dise appliances. Capital stock is 


$5,000, and incorporators are Obie 


M. Koon, Frank J. Zdanowicz and 
John H. Kedney 

Abilene—Ho Equipment has 
been incoropra saad to do merchan- 


dising, with capital stock of $10,500 
Incorporators are Nathan Morris, 
Ra a Thomason and Glenn 
Chomason. 

WASHINGTON 
Pasco—Milo Candee has opened a 
radio electric shop in the Fann 


building. He previously had a simi- 
lar store but for the last three years 
l Gamble 


has managed the store. 


WEST VIRGINIA 


Wheeling—Refrigeration and 
tric Supply has been incorporated 
with $25,000 capital. Incorporators 
are Arthur Reed, William H. Roth 
and George H. Roth, all of Wheel 
ing 


Elec- 
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Rock Cave—| 
an appliance 

incorporated by 
Peter P. 

Proudtoot, all of 
tal is $10,000 


‘roudfoot & Labyal 
firm, has bee; 
William D. Proud. 
Babyak and Hek 
Rock Cave. ( 


sales 


toot, 


api- 


WISCONSIN 


Milwaukee \ new electrical ippli- 
firm here is the Heat; 
Equipment Co., Ine. 


ance 


Oregon—.\: electrical appliance 
store has been opened here } 
M. KE. Edwards and Bruce Lyt! 


johan In addition to applian 
sales and service, electric wiring wi 
ve done by this firm. 


Beaver Dam—bLBeaver Dam Sales & 
Service Shop, handling Stewart- 
Warner radios, Gibson refrigerators 
etc., has opened at 234 Front S 
Horicon—Featuring a full line of 
Hotpoint appliances, the Mitchel 
Implement and Supply Co. has 
opened for business here. 


Mellen—A new electrical appliance 
has been opened by Bernard 
Schraufnagel in the Logeman Bldg 
Westinghouse appliances will be fea- 
tured, and house wiring will 
done 


store 


Wausau—The Sell-Smith Motor ( 
has been incorporated to sell ir 
and appliances. Incorporators ar 
Raymond A. Sell, Robert H. Smit 
and Martha H. Sell. 150 shares 
$100 each have been authorized 


Green Bay—The Kalamazoo Heat 


ing & Appliance Co., a new cory 


tion, has been formed here, wit 
capital stock of 130 shares at SII 
each, to deal in appliances and } 


ing. Incorporators are C. L. \ 
Haden, R. L. Von Haden, O 


Schleis and C. J. Dorschel 


Werner and Jack 
opened the Brunner Fle 
trical Appliance Shop in a remo: 
store here \ complete line 
appliances has been ordered 


Jefferson 
ner have 


Beaver Dam—With W. H. Schu 
burg as manager, Western Aut 
\ssociate Store has opened for | 
ness at 122 N. Spring St. Ths 
outlet will handle appliances, radios 





UNDER PRESSURE: Universal 


Minute- 
Savor pressure saucepans are coming 
off the Landers, Frary and Clark assem 
bly lines just as fast as they can be pro 
duced. Here they get a final polish 
before shipment. 
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Because it’s cheaper— 


“If an electric motor could turn a wheel or 
run a machine, there was no profit either in 
doing it yourself or paying a hired man wages 
to do it. I applied that idea to farming and I 
Sound out that electric farming is cheaper than 
hand farming every time and in every way. . . 
I relied on kilowatts to do the job wherever 


. possible.” —7F. P. Willinger. 


Mr. Willinger took up farming in 
1941, had three profitable years before 
his land was claimed by a war plant. 
Looking around for a place to board his 
herd, by sheer accident he came upon a 
farmer who wanted to sell a 344 acre 
farm with a herd of Holsteins. With help 
so scarce, he hesitated . . . but the fact 
that the farm was linked to the county 
lines decided him. 


Last summer he had ten Jersey and 
twenty-eight Holstein cows, shipped 
1,200 pounds Grade-B milk a day, ran 
the place with two helpers. And all the 
electrical aids he could find—milking 
machines, milk testers, milk coolers, 
water heaters, five electric pumps, feed 
mixers . . . which home appliances cost 
him only $15.00 per month. 

His farm was recently pictured and 
described in ‘‘Electric Farming is 
Cheaper” in SuccessFuL FARMING. 

SucCcEssFUL FARMING runs to reports 
rather than articles, features successful 


Here is the main unit of J. P. Willinger’s completely electrified farm. It houses 40 head of 
Holsteins and 25 Jerseys. In June of last year he was milking 28 Holstein cc 
Jerseys, shipping 1,200 pounds of Grade-B milk daily to the Fall City Milk Ass 


practice rather than theory; publicizes 
and promotes electricity on the farm as 
an economy. The continuous editorial 
program has pre-sold the SF audience 
on equipment and appliances. For this 
audience, the manufacturer needs only 
to identify his products and tell where 
they can be bought. 

With more than a million farm home 
subscribers in the thirteen Heart States 
plus New York and Pennsylvania where 
farming is a big business . . . SF reaches 
42% of the farmers in the territory—the 
best farmers, with the largest investment 
in land and machinery, with the best 
crops, cash incomes and profits . . . and 


‘with five years of savings to spend for 


improvements . . . is not only the best 
farm medium, but one of the best business 
mediums for the electrical manufacturer 


available today. Details any SF office. 


ae. 
The electric power sprayer saves five minutes 
each milking, 10 minutes daily, 60 hours a year, 
Figure that at your wage rate! 











of cows FAST. charges on all 
$15 





































least a full hour a week of labor. 
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Des Moines, New York, Chicago, Atlanta, San F 
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Look to Your Future with Calouc 


If you sell fine ranges, you will want to know about 
the plans we have in operation right now to build 
greater volume and more profit for Caloric dealers 
in the years to come. Today we are making a sin- 
cere effort to distribute our production equitably. 
Tomorrow, we believe our greatly increased plant 
capacity—many smart, modern features—national 
advertising in leading women's magazines and farm 
publications—and a complete long range merchan- 
dising program, will make Caloric THE line of ranges 
you will want to sell. Write now for the Caloric story. 


Caloric Gas Stove Works - Widener Bldg., Phila. 7, Pa. 














NO WINTRY WINDS disturbed the serenity of the first post-war sales meeting 
of the Associated Stores, Florida's largest retail chain of radio and appliance stores 
with headquarters in Tampa. Store managers and executives met at the estate of 


firm president Welburn Guernsey. 


Left to right are: store managers Norman T. Kent 


of Lakeland, E. D. Wood of Tampa, and J. H. Armstrong, Sarasota; comptrolle: 
C. R. Courtleigh; advertising manager W. F. Conley; Charles McCarthy, manager 
of the two stores in Miami and manager of pianos and musical instruments in all 
stores; Dick Warner, store manager at St. Petersburg; C. Reyer, manager of all 
phonograph record departments; and Doyle Wyre, Orlando store manager. 








DEPARTMENT STORES 











Caloric Ranges will be Advertised in 
American Home McColl’s 
Woman's Home Companion 


Good Housekeeping 
Better Homes & Gardens 
L.P. GAS RANGE ADVERTISING 
Successful Farming Pacific Northwest Farm Trio Progressive Farmer 
Pathfinder Pacific Rural Press & Calif. Farmer Farm & Ranch 
Pennsylvania Farmer New England Homestead Rural New Yorker 








Victor Remodels 
Appliance Dept. 


Victor and Co., Buffalo, N. Y., fur- 
niture store, has remodeled its ap- 
pliance department in anticipation of a 
greater business volume when supplies 
become available. 


Reinherz Buyer 


for Goldblatt 


Stanley Reinherz has been named 
buyer of major appliances for Gold- 
blatt Bros., Chicago. Prior to army 
service Mr. Reinherz was associated 
with Abraham and Strauss and Sears 
Roebuck and Co. 


Boucher Appliance 
Buyer at Kunzelmann 


Edmund J. Boucher, recently ap- 
pointed floor covering buyer for Kun- 
zelmann-Esser Co. in Milwaukee, has 
added appliance buying to his other 
duties. 


Fern Woldman Manages 
Lighting at Stix, Baer 


Stix, Baer and Fuller, St. Louis de- 
partment store, has announced the ap- 
pointment of Miss Fern Woldman as 
manager of lighting fixtures. She has 
been a store employee since 1929 and 
a member of the lighting fixture de- 
partment since 1938. 


Lamson Appoints Beard 
Buyer of Appliances 


S. D. Vinnedge, president of Lamson 
Bros., Toledo, Ohio, has announced the 
saul f Albert E. Beard 
appointment of Albert E. Beard as 
buyer of appliances, bedding and furni- 
ture. Mr. Beard was formerly with 
Strawbridge and Clothier Co., Phila- 


Appliance Department 
New to Portland Firm 


A new appliance department has been 
added by the Eastern Outfitting Co 
Portland, Oregon, and will be managed 
by Winn Davis. Complete lines of 
Hotpoint, Westinghouse, and Norge 
appliances, Easy washers and ironers, 
Premier vacuum cleaners, several lines 
of radios and I.E.S. lamps will be 
carried. The company also plans to 
feature Youngstown kitchens, frozen 
food cabinets, a dishwasher, and a 
clothes dryer. Mr. Davis was form- 
erly with Meier & Frank, Portland 
lepartment store. 





MUTUAL PROMOTION: When the 
Shillito Co., Cincinnati department 
store, presented a week of “Ideas for 
Modern Living’ it was tied-in with Life 
Magazine advertised products. This wes 
one of the store's 29 windows which used 
the “Life and Shillito” motif. Within 
the store over 100 individual merchandise 
exhibits carried out the cooperative plan 
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ai is ance field has en create and introduce 
oe many items which have great value in improving 
‘ ‘| the Performance and @Pppearance of home appliances, 
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rozen 


The new Johnson Rubber 
machines is far superior 
it has much greater d 
easier to install and elj 


drain connector for Washing 
to the Ordinary metal drain because 


rainage volume, is much cheaper, 
minates noise cau 


N appearance as 
Y put and selj themselves on looks. 


If you have a Problem send it in and let our engineers go to 
Work on it... they have had the experience. If it’s a source 


of supply YOU are after, send in your blueprints and we'll be 
8lad to submit quotations, 


BER CO. 
NSON RUB 
bh yori Om 

National Sales Representative: 


RY CO. 
ON-SPER 
JOH plied bite OHIO 
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“Packaged” in sound- 
proof housings ready for 
installation. 24”, 30”, 
36”, 42”, 48” sizes. 


Direct driven in 16", 18", 
20” and 24". Belt driven 
in 24", 30", 36”, 42” and 
48” sizes. 


FAN-PAC “Zackaged Ventilation’ 
being widely advertised in 1946 


1 Non-Overloading Power Characteristic. 


2 Certified Wind Tunnel Capacities. 





ORDER Wholesalers and dealers are capitalizing 

on the big advertising campaign that’s 
NOW helping them sell FAN-PAC. However, 
the supply is limited. Thus, it will pay you 
to place your order now. Write us imme- 
diately for the name of your FAN-PAC distributor. Also, as 
material shortages will continue, if is not too soon to place 
orders for your 1947 requirements. 


3 Square Panel Mounted for Easy In- 
stallation. 


4 Scientifically Correct Air Inlet. 
5 Cushioned Motor Mountings. Quiet. 


” BAN-PAC .. . A DeBothezat Product . . . For more than 20 years. 
DeBothezat Fans have been widely used throughout industry. The 
scientific knowledge gained in their exacting applications is di- 
rectly reflected in the design, construction and efficiency of the 
new “FAN-PAC"” Attic and Panel Fans. 


FAN:-PAC 


District Sales and Engineering Offices in Principal Cities 


& Enclosed Motors of Recognized Make. 


7 Nationally Advertised. 
Helps. 


8 Sold Through Regular Trade Channels, 


Dealer Sales 


PACKAGED VENTILATION 


DeBothezat Fans Division, 
American Machine and Metals, Inc. 
East Moline, Illinois 
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BEST SALESMAN: R. |. Flower, Ney 
England representative for the Hill-Shaw 
Co., is presented the president's trophy 
by H. Perlman, right, president of the 
Vaculator coffee maker concern, for out 


standing contribution of promotions 


| effort during 1945. The award was made 


| available. 


| department manager. 


at the annual sales department dinner a 
the Palmer House, Chicago. 





DEPARTMENT 
STORES 











Spiegel, Inc., 
Expands Staff 


Earl Youngblood, merchandise ma 
ager of Spiegel’s, Inc., 
his staff to coincide with the concern’ 
expansion of its retail outlets, of whn 
there are now about 100. In the appli 
ance division, headed by T. Stanto 
Fremont, the post of radio buyer ha 
been given to Hubert A. Larson. Mr: 
Larson was formerly a technical assist 
ant in the radio department. 

As a result of the promotion 
Richard S. Schwartz from assistant t 
Earl O. Youngblood to merchandis 
manager of hardware-farm-auto lin 
Mr. Youngblood has made sever 
changes in personnel. Earl J. Baier 
former furniture buyer for Spieg 
Inc., has been promoted to 
merchandise supervisor in charg 
major appliances, furniture, and flo 
coverings. T. Stanton Fren 
supervisor of small applian 
radios 


has enlarge 


divi 


Adam & Co. Opens 
Radio Department 


\ new radio department, des 
the largest and most 
western New York, has been ope 

the J. N. Adam & Co. department sto 
in Buffalo, N. Y. Approximately $10 
000 have been spent in setting 1 
department which covers 2,000 squat 
feet of floor area. Indirect lig/ting 
is employed throughout. Three s 
proofed and carpeted rooms are /T0 
vided for customers. Table 
radios exhibited in an atti 
display in the center of the depart 
Samples of many radio lines are 
played and stocks will be increase: 
stantially as merchandise 
Reed M. Powell, 
appointed radio buyer at the stor 


as mod 


are 


bec 
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What if you have announced your new models, your advertising and selling 





plans, and shown your line at the January markets? 


That was yesterday—and there’s more to be done! Just remember that your distribut- 
ing organization is probably totally inexperienced. Or it includes so many new faces 
as to be almost a beginner outfit. Even tho’ the name on the franchise is an old one, almost 


everything else today is new. 


While they're waiting for deliveries, organize and conduct a program of dealer educa- 





tion. Electrical Merchandising will help you make the sales meeting a year-round affair. 


The single most potent force in the appliance and radio industry, “Merch” is a HOW 
magazine all the way through. The better dealers know it, respect it—they'll respond to 


the right kind of campaign. 


eeeseeeee08ese gp Electrical Merchandising circulation 
of 35,000 blankets every desirable 
outlet from coast to coast. Secondary 
coverage assures your reaching the 
dealers’ salesmen as well. Mid- 


tase Sinan sista 
- ELECTRICAL MERCHANDISING 


are ro- The dealers’ chetes yous after year 


A McGraw-Hill Publication - 








330 West 42nd Street - New York 18 
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Goan 
AS THE 


URCE ITSELF! 


Hot Water from SMITHway 


PERMAGLAS 


WATER HEATERS... 


e 


There's Only ONE 


PERMAGLAS 





Gan ... Sparkling... hot— just as 


pure as it is received from the source! 


That’s the hot water a SMITHway 
Permaglas Water Heater provides— 
hot water and hot-water convenience 


to match the finest in today’s best homes. 


Sparkling blue, mirror-smooth Permaglas is glass- 


appliance engineering proved in 
23,000 test-years with waters 


from every state in the country. 


SMITH A GREAT 
AID TO 
y GLAS: f° SALES 


SMITHway Permaglas Water Heaters 
provide you with the most dramatic, new 


sales story in 


The monotriad, glass-lined heater tank, 


fused-to-steel—a triumph of home- 


ren 


; 


the appliance business... 


sanitary as a clean drinking glass; free- 


dom from tank rusting and corroding 


the bath... 


no tank-corrosion in 


no 


“tank spots” on clean laundry. Sparkling 
clean hot water as pure as the source 


itself! 


Send today for the revealing booklet, ‘The 
Inside Story of Permaglas.” 


eimagl 
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A.0. QMITH Corporation 


ELECTRIC 
WATER HEATERS 
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Cannon Furniture Sold 
to B. |. Gentry 


B. I. Gentry, associated with Wood- 
rum’s for 30 years as director of credit, 
has purchased the Cannon Furniture 
Co., 10 Capitol St., Charleston, W. Va. 
He will change the name of the store to 
the Gentry Furniture Co. The concern 
occupies the four floors and basement 
of the building. 


Federal to Offer 
Complete Appliances 


The Federal Department Stores, De- 
troit, have inaugurated a new policy by 
organizing home appliance departments 
in 10 stores at the rate of one a month. 
Average floor space allotted amounts 
to over 2,000 square feet. A compre- 
hensive sales training course has been 
initiated for new sales personnel 


New Appliance Manager 
for Wolff, Kubly & Hirsig 


John W. Bathey has been named to 
manage appliances for the new appli- 
ance store which will be opened in 
April by Wolff, Kubly & Hirsig, 


Madison, Wis 


Genung Appoints Copper 
Radio & Appliance Buyer 


Jack Cooper, former head of the 
Westchester Dealers’ Association, has 
been appointed buyer of appliances and 
radios for Genung Departments Stores, 


New York. 


Three New Posts at 
Hudson Co., Detroit 


Frank Columbo has been appointed 
issistant merchandise manager of elec- 
ric appliances, housewares and other 
items for the J. L. Hudson Co., De 
troit, replacing Vincent F. Johnson, 
named assistant divisional merchandise 
manager unde Beier Harold 
3rear has been promoted from second 
assistant buyer in housewares to first 
issistant while Bernard Siebert 
wer Mr. Brear’s former 


Carl 


has 
aken 


duties 


Hoynes Appointed 
Mullins Buyer 


Edward Hoynes has been promoted 
to buyer of radios and major appli 
ances for John Mullins & Sons, Inc., 
Brooklyn, N. Y. 


Carson Pirie's 
Hires Spurway 


Harold R. Spurway has joined the 
housewares and buying staff of Carson 
Pirie Scott’s as an assistant to Larry 
3rock and will be responsible for the 
radio and record department 


Ling New Appliance 
Buyer at Jackson's 


Hal Ling, recently discharged from 
the AAF, has been appointed buyer 
and department manager of appliances 
by the Jackson Furniture Co., Oakland, 
Calif. 
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Neve Furniture 
Opens New Unit 


The Neve Furniture Co., Inc., Far 
Rockaway, N. Y., is opening a new 
store at 1055 Central Ave. in the same 
city which will include 25,000 square 
feet of floor space, 10,000 of which wil] 
be devoted to the merchandising of 
appliances, kitchen and laundry equip- 
ment. 


McMullen at Hudson's 
as Appliance Buyer 


A. S. McMullen has returned fron 
years in the AAF to Hudson's 
Detroit department store, as assistant 
buyer of electric appliances. 


three 


He was a 
Hudson’s employee for five years he- 
fore the war. 


New Merchandise 
Manager at Green 


K. E. Herrmann has been named as 
merchandise manager for the major 
and traffic appliance departments of the 
W. A. Green Co., Dallas, Texas, fol 
lowing the resignation of Frank Lap 
relle, according to a recent announce- 
ment by vice-president E. L. Pollock 
Mr. Herrmann has been a Green em- 
ployee for the past ten years, serving 
first in the appliance department and 
later as main floor merchandise man- 
ager. 


Long & Sons to 
Build New Store 


Charles W. Long, president of the 
J. L. Long & Sons Furniture and Ap 
pliance Co., Springfield, Mo., has an 
nounced that the firm will build a 
$75,000 store on Gelnstone Ave. as 
soon as materials become available 

















FLYWEIGHT CAMERA: A new 
35-pound television camera, developed 
especially for remote pick-up telecasts 
by the Philco Television Engineering 
Laboratories, is demonstrated by William 
A. Howard, one of the engineers respon- 
sible for its design. The box on the left 


is the camera auxiliary unit which re- 
quires no operator and is one of the new 
“suitcase-type" portable units used with 
the camera for mobile telecasting of 
both outdoor and indoor events. 
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Blowing your own horn is all right if the tune is sweet. And for 
national advertisers, FARM JOURNAL’S immense circulation is music, 
indeed. In the top half counties where over 81% of the country’s 
farm cash income is, FARM JOURNAL has more than 80% of its two 


and one-half million subscribers. And an extra note—FarM JOURNAL 


out-circulates any other farm magazine by 500,000... a lead 


that’s concentrated in the top half high-income Counties. 


Farm ournal WORLD'S LARGEST RURAL MAGAZINE 


GRAHAM PATTERSON, Publisher e PHILADELPHIA 5§& 
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FLEX-@-PLAN 


FIXTURES & DISPLAYS 

























































































Illustrated above Flex-o-plan Unit No. 14 for the dis- 
play of Small Radios and Appliances. Size 48'' wide 
by 67" high, beautifully finished on two sides in low 
luster lacquer in choice of Cream and Green, Blue 
and Cream or Cream and Brown with Black base band. 
For use as a wall or island display, provides over 13 
square feet of display area. 


This Flex-o-plan Redi-Made Unit Number 14 is 
now on display at many Admiral distributors. It 
reflects the quality and craftsmanship that will be 
"built in" all future Flex-o-plan units to come. 




















Price: $6 7-8® F.0.B. st. Louis 


Order now, through Admiral Distributors 
for earliest possible delivery or write 


1624 DELMAR BLVD. 
AUTHORIZED 


ST. LOUIS 3, MISSOURI 


PRODUCERS OF ADMIRAL FLEX-O-PLAN DISPLAYS 
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Kaufman Store 


Sold for $600,000 


Enlargement of the appliance depart- 
ment is one of the plans which the new 
owners of the Charles A. Kaufman Co., 
Ltd.. 1712 Drvades St.. New Orleans. 
will put into effect with their $600,000 
purchase. 3ernard Pincus, for the 
past 15 years affiliated with the R. H 
Macy store in Atlanta, is president 
under the new ownership of a syndi- 
business men. Lawrence M. 
Fox, president of the National Manu- 
facture and Stores Corp., Atlanta, is 
The purchase price 
buildings of 140,000 
square feet, all retail stock, furnishings, 
and fixtures. 


cate ol 


vice-president 
covered four 


Broadway Furniture, B. C., 
Starts Appliance Service 


service division 
has been opened in connection with the 
Furniture Co., 1459 West 
Broadway, Vancouver, B. C.,_ by 
Harold and Wesley Gilroy. Harold 
Gilroy has been in the electrical repair 
business for 20 years and has for 12 
years been with the service department 
ot Forst’s, Ltd. 


A home appliance 


Broadway 


A. Harris Opens 
Appliance Shop 


The first floor corner of A. Harris & 
Co., Dallas, Texas, was recently con- 
verted into an appliance shop. The 
space on the fourth floor previously 
occupied by household appliances has 
been added to the budget dress shop 


Constable Appoints 
Freedman Radio Manager 


Milton Freedman has been promoted 
to merchandise manager of radios, 
phonograph records, luggage, men’s 
shoes, and toys by Arnold Constable, 
N. Y. Robert Grassie, assistant to 
Mr. Freedman, will supervise the pur- 
chasing of radios and records 


Gertz First With 
Intra-Store Television 


Merchandising, entertainment, ‘em- 
onstration, and public service pro- 
grams were presented over an intra- 
store television network by the Gertz 
Department Store, Jamaica, L. | 
N. Y. from February 4-8, in what was 
described as the second demonstratioy 
of its kind in the country and the first 
in New York state. Technical diff- 
culties involving the failure of three 
generators and a synchronizing uni: 
specially built for the demonstratio: 
created unsatisfactory results in the 
system's first trials, but engineers ex- 
pressed the hope that it would be func 
tioning correctly before the end of the 
demonstration. Max Gertz, president 
of the store, said that special emphasis 
had been placed on programming. The 
installation consisted of a special studi 
on the fourth floor bringing programs 
to receivers distributed on all floors 
and in the window. Hareld Merah 
sales promotion manager, estimate 
the total number of customers wh« 
could watch at one time as about 3X 


Stiles Buys 
Portland Store 


Multnomah Furniture Co, 4122 
North Union Ave., Portland, Oregor 
was recently purchased by C. W. Stiles 
who has announced that he is remodel- 
ing the store to make room for a new 
appliance department. The firm will 
carry the Philco line, L & H electric 
ranges and water heaters, and the 
Knapp- Monarch line. 





Cord Set Firm 
Starts Production 


Harry W. Tates, head of the new); 
formed Harbet Manufacturing Co., 
3349 3rd Ave., Bronx 56, New York 
has announced the commencement of 
production of appliance cord sets. Mr 
Tates was formerly manager of the 
Bardon Manufacturing Co. 
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valine gee 
Who's waiting for y Your 


=< VACUUM 
CLEANER? 


Who’s more interested than anyone 
else in the way your vacuum cleans a 
rug way down in without pulling 

the tufts loose? Who approves of 

you because you’ve made the care of 
your machine almost foolproof? Whose 
eyes light up when you promise 

clean draperies and upholstery and 
mattresses as well as rugs? In 

whose heart do you strike a deep 
ringing chord with your gadget 

that whizzes away the last speck 
back in the tight corners of 

floors and shelves? 



































_ dust one person in the world 
fits that description—the lady 
whose heart is in her home, and 

who is intensely interested 
in every detail of its running. 


And who reads Better Homes £ 
Gardens magazine? The same lady. 


Better Homes & Gardens goes 
to 2,650,000 comfortably fixed 
families whose big interest is 
their home, who spend more on 
paint and roofs and refriger— 

ators than even their neighbors 
in the same block (U.S. Census 
survey, 1940). Can you think of 
any magazine that gives you as 
big a percentage of probable 
sales for your best vacuum? 
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IMITATIONS are very flattering 
but there's only one ORIGINAL! 





for Stromberg-Carlson sound equipment. 











sales manager, watches. 


DEMAMBRO'S HANCOCK: Joseph A. DeMambro, right, signs on the dotted line 
which makes his firm in Boston, the DeMambro Radio Supply Co., area distributor 
Gardner Hanson and George Mason, next 
n line, are willing witnesses, while Allan R. Royle, Stromberg’s sound equipment 
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&lectvesteem ? 


PORTABLE STEAM RADIATOR. 4 ARKANSAS 


< : =a Phe Wholesale Appliance Co., Litth 
= ) a Ces tock, A ecently welcomed bacl 
~ J a — _ _ oss IN ( tly \ ? a 








A MASTERPIECE OF PRODUCTION f the concern. Mr. Ahrens was a 


Army His nn distrib 


AND a beet-Seller 100: ms Hons ‘Howard, De. 


g products 





























The enviable reputation of Electresteem Miss Pansy Thomasso 
is based on years of trouble-free performance. ' haw a walbwnd pes Berta 
Thousands upon thousands of folks catenin 4 p Re a 
enjoy “steam heat from a wall plug” me laundry for Little Rock dealer 
without any service worries. You N She will also train and supervise the 
can sell Electresteem — the original -W ver gr sierra erator n 





portable steam radiator — with con- 











fidence. There's nothing “just like it!” 











Electresteem is Nationally Advertised! 














building operations for General Ele« 
tric’s Los Angeles appliance distribut 
ing branch 

\. H. Witt, formerly sales manager 


lrayer-Hanson, Los Angeles re 





GET ON THE : 
PROFIT BEAM 
with Slectresteem - 

















rigeration and air conditioning manu 


facturers, has gone into business for 





























imself at 767 East Pico St.. Los 
Angeles. Under the firm name of Witt 
7 Coils, he will handle commercial re- 
irigeration and water coolers, selling 































through jobbers only 











ELECTRIC STEAM RADIATOR CORP. Reynold Meussdorffer is opening an 


thee te tobbins & rs > i 
DETROIT 8, MICHIGAN ws Robbins & Meyers, Inc., in 
Los Angeles, whic vill be operated 


under the direction of C. R. Hunt Co.. 
is West Coast representativ vf the 

Another &lectresteem Best Seller Te ae ee 
firm \ctivities will be devoted to 
electric motors ; fans . r 
WOMENS baka’ besten t 1 rs and fans. Meussdorffer 
" beer associated with the Hunt 
irganization for some time and form- 













































































BOILS egg or potato 























y was with the mantfacturer at 
Springfield, Ohio 

Jack Moulthrop, for the past ten 
years head of the electronics depart- 
ment of the Leo J. Meyberg Co., San 
Francisco, has recently taken over the 
title of vice-president and general 
manager of the Radio Television Sup- 
ply Co. Los Angeles, succeeding 
Mitchell Hirsch, retired 








HEATS baby’s food 

















VAPORIZES for colds 











Easy to use; shuts off 


4 >) — 

eh ~~, | automatically when water 
> = rf evaporates. Exclusive 
Xe ( j Longlife’’ heating ele- 


i ) ment. Sanitary, can be 
Ph WwW HY washed with the dishes 

































































West recently mened lis] 
voms in the Western Mercha 
Mart to complement their main 


n varehouse at 500 Minnesot st 

San Francisco Maynard Churel 
ident of thre firn issisted by | 

Rivera, vice-president and Rey 


son, treasure! ¢ firm no 
ies Detroit Jewel ranges, G-E la 
Lighting Products, Inc., White Mou 


4in freezers, and Americat 


COLORADO 


D. H. Sluman & Co. has bee i 
Rocky Mountain district rep 
tive for the new G neral Mills 
ippliance department. Donald H. SI] 
man is owner and manager oi the fir: 
vith offices at 7700 W. 13th A 


Der 


DISTRICT OF COLUMBIA 


Kaymond Lubar has beet a 
vice-pre sident and general managet 
the Simon Distributing Corp., whol 
saler of Hotpoint appliances and M 
torola radios. Mr. Lubar joined t! 
firm in 1944 

Phe Goddard-Hottel Corp has a 
nounced the opening of offices at 15 7 
M. Street NW, Washington, and 1605 
Court Square Building, Baltimore 
Md. Prior to the forming of the n 
corporation Harvey W. Hottel, vic 
president, was manager of the con 
mercial refrigeration department 
the Washington Carrier-Corp. distril 


utor. William F.- Goddard, president 


of the new firm, was formerly cor 


nected with the industry as special 


representative for heating, ventilating 
and air conditioning manufacturers t 
foreign and local trade, and serve 
during the war in a connection wit 
the U. S. Army Engineer Office 
Distributorships have been accepte 
for Frick refrigeration and air condi 
tioning equipment. Iceberg Refriger 


ated Locker Systems, as well as other 


lines, 


APRIL |, 1946—ELECTRICAL MERCHANDISIN‘< 























Look to SPARTON for 


Plus-value Radios / 


HE SENSATIONAL new Spartons 
offer real merchandising possibil- 
ities. 

And no wonder! 

They’re tops in styling! Tops in 
tone! 

And—best of all—they’re moder- 
ately priced. 

Sparton dealers are able to offer 
these plus-value radios at highly-com- 
petitive prices due to the 8.C. M. P. 
(Sparton Cooperative Merchandising 
Plan. ) 

Under this plan—shipments are 
made direct from the factory to ex- 
clusive dealers—one in each commu- 
nity. 

The new Sparton Radios and Radio- 
Phonographs are moving your way— 
now. Shipments are going forward to 
dealers at an ever increasing rate. 

Look to Sparton for radio values 
in 1946! 


a 





ANOTHER GOOD BUY! 


Sparton Model 5-06—Compact table model for 
bedroom or den. In colorful plastic—white, 
brown and antique ivory. 














SELLING FAST 


Sparton Model 7-BM-46-PA—Compact radio-phonograph 
—ideal for the small home or apartment. Fully 
automatic. Plays twelve 10-inch or ten 12-inch 
records at a single loading. Ample space for records. 
Available in either mahogany or walnut finish. 


THE SPARKS-WITHINGTON CO., JACKSON, MICH. 


SPARTON 


RADIO'S RICHEST VOICE SINCE 1926 
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FLORIDA 


Construction has commenced on q 
$40,000 combined warehouse and sales. 
room on the corner of Tampa and 
Krause Sts., Tampa, for Thurow Dis. 
tributors, Inc., according to a recent 
statement by H. M. Carpenter, presj. 
dent. The concrete block building 
will house the company’s offices, a 100 
by 25 foot display room for radios, 
| electrical appliances and paint pro- 
ducts, a separate salesroom for gas 

scooters, and the warehouse proper 

Cain and Bultman, Tampa distribu- 
ting firm, displayed the Zenith radio 
line to dealers late in February at the 

| Tampa Terrace Hotel. 


GEORGIA 


\ 22,000 square foot warehouse at 
117 Pine Ave., Albany, is the new 
home of the James-Stevens Co., oper- 

| ated by W. J. Stevens and Thomas T 
James. The firm, which moved fron 

| 600 North Washington St. on March | 
distributes appliances in south Georgia 
and north Florida. 

The Cherokee Coal Co. has been 
appointed Georgia distributor of the 
Master Stoker, made by the Muncie 
Gear Works, Muncie, Ind. George 
Clayton and William Teague are co- 
owners of the Atlanta distributing firm 














ILLINOIS 
Harry Adler Co., Chicago and N. Y. 


Action through influence . . . that’s how CAPPER’S FARMER works in your 
favor. The influence CAPPER’S FARMER exerts on its 1,275,000 farm family distributing firm, has announced 


the appointment of Joseph R. Novotny 


readers is basic . . . it stems from helpful suggestions—profitable advice | as advertising manager of the refrig- 
and practical information. That's why it's an influence that extends to the ig ae Prior — i 
- . a avy service he was purcnasing agent 

everyday buying habits of its readers—farm men, women and youth— Other new appointments in the division 
the dominant farm families of rich Mid-America, whom dealers like yourself include Ted Robstesu, purchasing 
agent; Fillmore Weinstein, merchan- 

rate best customers. dise manager; Alex Port, export 
- , ‘ | manager; Harry Bernhart, city sales 

Yes, when the products you sell are advertised in CAPPER’S FARMER, you manager. The company’s radio and 
can stand by for action . . . sales action. | major appliance division is headed by 


vice-president Arthur S. Alter, re- 

cently discharged from the Army 

Max Geisler has been appointed sales 

promotion manager. Recent additions 

to the sales staff of the New York 
branch include Murray Addinoff and 
| 





Here’s how one Home Appliance Dealer 
rates CAPPER’S FARMER readers: 


Armind Nelson, both veterans. 








The following testimonial of O. O. Kendle, prosperous home appliance dealer 
of Wymore, Gage County, Nebraska, is backed by similar reports from many 
rural dealers of Mid-America’s rich farm lands. This is what he said after inspect- 
ing the CAPPER’S FARMER reader list for his area: 






“In my business I judge farm families by 
their credit ratings and in my opinion your 


subscriber list is a very fine one.” 





~ FAY-SAN SIGNS UP: Ben L. Julick, 
president of Fay-San Distributors, Inc., 
signs the Admiral distributor franchise 
for the Rochester trading area as Richard 
J. Levi, Fay-San sales manager, and Sid- 


The Farm Magazine That Dominant Farm Families Heed ney H. Rogovin Admiral’s eastern re- 


gional manager, stand by. 
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1 sales E ’ , : 
Steines very single feature women want is available 
York in the new automatic gas ranges built by 


ff and leading manufacturers to “CP” standards. 
Survey after survey proves it! “CP” is the 
only unbiased buying guide of its kind — the 
soundest merchandising idea in major 
appliance history. Back of “CP” is the 300 
million message gas industry advertising 
program that is preselling the “CP” automatic 
cooking story for you. That’s why the 2 out 
of 3 women who want and need new gas 
ranges will look for the “CP” seal on the 
famous name gas ranges on your sales floor. 









MAG 
Write today for "A NEW KIND OF SALES od CHEF 
PLAN” to Gas Appliance Manufacturers O'-KEEre 
Association, 60 East 42nd Street, New York 17. & MERRy Ty 


GAS THE WONDER FLAME FOR AUTOMATIC COOKING 





Julick, 


nchise 
chard 
J Sid- 
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You sell a breeze 
at a profit...... 



















..... when 
you install 


COMFORT 


HOT AIR 
+~FORCED 


nh 
Anil OUT HERE 


COOLING sox an ERNE 
with 


BAR: 
ATTI 








Home owners are quick to recog- 
nize the economy and efficiency 
of Bar-Brook Comfort Cooling 
with Bar-Brook Attic Fan installa- 
tions. They want them in their 
old homes—demand them in new 
homes. 































For the dealer Bar-Brook Fans are 
highly profitable items. They 
offer every sales advantage... 
proven consumer acceptance... 
easy installation . . . low initial 
cost . . . appearance, efficiency, 
quiet operation. Test Code rated 
sign. Ideol for apert- capacities from 5500 to 21,000 
ments, small homes, of- CFM. 

fices. Only 5!/," thick. 


Looks like venetian blind. 








The New BAR-BROOK 
Window Fan 


At last, a window fan of 























modern, functional de- 



































Write for descriptive literature 
Today ... and ask if your terri- 
tory is still open. 












































SHIELDS 


you SHREVEPORT 
ENGINEERING CO. 


SUMMER 
1553 Texas Ave. 























HEAT 








Shreveport, La. 




















DISTRIBUTOR NEWS 








INDIANA 


©. |). Bullerdick, owner and pres 
lent of the Wholesale Tire and Rub 
her Co.. 821 North Illinois St.. In 
dianapolis, announced that the firm 

1 move into newly acquired quart 
ers at 401 South Illinois St. and will 
Bullerdick Rubber 
Lo \ line of electrical appliances is 
being added to stocks carried, includ 
ing home radios of the U. S. Television 
Corp. and Ben Bar food freezers. 

A two-day showing of Zenith radios 
in South Bend under the sponsorship of 
the Wayne Hardware Co., Inc., local 
distributing firm, attracted over 200 
northern Indiana and southern Michi 
van dealers. W. W. Boyne, district 
Zenith, made the 


change its name to 


sales manager for 


presentations. 


KENTUCKY 


The Laib Supply Co. has announced 
its opening for business at 1819 South 
Brook St., Louisville. 


MASSACHUSETTS 


[he appointment of three managers 
the General Electric Co's. Boston 
appliance distributing branch has been 
announced by C. M. Wilson, branch 
manager. L. F. Simcock, newly 
imed sales manager of the merchan- 
lising dealer division, served as sales 
nanager for another appliance dis- 
tributor from 1937 to 1942. F. V. Cun- 
ingham, appointed sales manager of 
the central station division, has been 
vith the appliance and merchandise 
department since 1930, D. L. Morss 
vas appointed new advertising and 
sales. promotion manager. He was 
ormerly employed by the Chrysler 
{ 
Equipment Distributors, 594 New- 
bury St.. Boston, has moved into its 
14.000 square toot display and 
iffice area in the Kenmore Square dis- 
The firm has obtained new 
! lises as well as a new home 
\mong them are: Westinghouse pack- 
red air conditioning, Miracle appli- 
ances, Jabar kitchen cabinets and sinks, 
Modern Maid dishwashers, Victor fans, 
Mectron radios, A. C. Gilbert small 
appliances, and Savage washing ma- 
ines Additions to the sales staff 
lude: Samuel Kravath, district rep- 
resentative in greater Boston; Hudson 
Sacks, northeastern Mass. representa- 
tive; Ted Lapidus, representative in 
southeastern Mass. and Rhode Island; 
Roy Corey, representative in Conn. and 
western Mass.; and Philip Orenberg, 
representative in Maine, N. H., and 
Vermont. 


MICHIGAN 


President George J. Fischer of Fis- 
her & Sons, Inc., Saginaw, Mich., has 
announced the opening of new quarters 
for the sale of electrical appliances, 
refrigerators and supplies in the Chev- 
rolet Building. The new store has 
28,000 square feet of floor space and a 


large display room. 


MINNESOTA 


Major appliances have been added 
to the merchandise of Salkin and Lin- 
off, Inc., 400 First Ave. North, Minne- 














apolis, Mint listributing and 

store firn Heretofore the com 

dealth only in small appliances, ace: 

ng to president Samuel Salkin. Spe 

major appliance departments will be 
mpleted in the firm’s stores as s 

as t merchandise situation warrants 


ind facilities can be made ready Mr 


yn 





A. A. MICHEL 


A. Al. Michel has been appointed buyer 
the appliance division. 


MISSOURI 


The Reirigeration Equipment Co., 
Pershing Road and Grand Ave. 
Kansas City, is doubling its space 
under a new lease and plans to erect 
a one-story building which will add 
2,500 square feet of warehouse space 
The warehouse will adjoint the present 
property, half of which has been oc 
cupied by the firm since 1939. The firn 
is owned and operated by E. L. Tram- 
posh and distributes supplies for re- 
frigeration and air conditioning units 

Charles F. O'Reilly, vice-president 
and general manager of the Link Moto 
Supply Co., Springfield, Mo., has an 
nounced that the distributing firm is 
pening an electrical appliance depart- 
ment. Heretofore the company, k 
cated at 415-417 Olive St.. confined 
its activities to automotive supplies. 

The Roehr Distributing Co., St. 
Louis, has acquired a spacious one 
story bulding at 2700—2702 Locust St 
and will occupy the new quarters afte 
remodeling The firm is currently 
located at 2728 Locust St. 


NEBRASKA 


The G. W. Onthank Co. of Des 
Moines, Iowa, has announced that it 
will open a distributing branch in 
Omaha on or about July 1. The firm 
has leased a building with 45,000 
square feet of floor space at Tenth and 
Davenport Streets. The Omaha branch 
will be managed by John J. Goebel and 
is scheduled to employ about 25 
persons. 


NEW JERSEY 


Donald M. Moroughan recently 
joined the North Jersey appliance 
distributing branch of the General 
Electric Co. as manager of the apart- 
ment house and builders’ sales section, 
according to an announcement by 
J. C. Saur, branch manager. Mr. 
Moroughan began his career in 1925 
as an electrician, linesman and meter 
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Painted for McCall's by John Koch 


SHE makes a home 


ven in so fundamental a thing as the 
family dwelling. how different are the 
interests of man and woman! 


Whether he plans or builds or buys. a 


man sees essentially the things that make 


for durability and sound investment. 
He concerns himself with specifications 
and construction methods and materials. 

\ woman sees the livable features that 
will make the house a pleasant home. 
She thinks of guest closets, and kitchen 


conveniences, and room arrangements 


that will show off her favorite pieces of 
furniture to best advantage. 

Her interests center around the things 
that make for a warm, friendly place to 
spend the years. How natural, then. for 
her to turn for inspiration and guidance 
to a magazine which caters to these es- 
sentially feminine interests. 

Through continuous research in the 
homes of readers. Me( ‘all’s editors keep 


in sensitive touch with the problems and 


the thinking of women. They know 





women’s interests — and how to serve 
them. That is why McCall's occupies so 
intimate a place in the lives of women 
in more than 3.500.000 homes. That is 
why McCall’s is such a potent medium 
for telling women about new products. 


new ideas. 


MM; 


THREE MAGAZINES IN ON! 
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Anybody Can Sell Water Systems 
TODAY . . But TOMORROW-when 
Selling Gets TOUGH . . As a BURKS 
DEALER Youll Have What it TAKES 
to CLINCH Sales . . 


Sales Clinchers! 


1—LIFE-LOK—only on BURKS 
Systems—Gives Extra Years 
of Life to System. 

2—ONE MOVING PART—Cuts 
wear to a minimum — al- 
most no breakage. 


3—MORE WATER per Minute 
—Smaller Unit Does the 
Job. 

4—SHALLOW AND DEEP Well 
Systems. 

5—SHALLOW WELL SYSTEM 
can be converted into Deep 
Well System. 

DON'T WAIT—WRITE NOW 


There's a real story behind the BURKS BURKS Tebiee type 
DEALERSHIP you should know. Get Educer Deep Well System 
full details at once. 


DECATUR PUMP COMPANY 


Decatur 70, Ill. 


51 Elk St. 
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A DISPLAY DREAM is the new home of Shobe, Inc., Memphis, Tenn. The modern 
decor and the huge windows show off the gleaming appliances to best advantage in 
this night photograph. N. S. Shobe is head of the firm, distributor for Zenith, Proctor, 


Domestic, and Hamilton. 
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reader. In 1929 he became an elec- 
trical salesman, rising to the position of 
sales supervisor in 1932. He later be- 
came sales supervisor for utilities in 
New York and Pennsylvania. 
Edward J. Chevalier, Inc., 3010 
Hudson Boulevard, Jersey City, has 
been appointed distributor for the com- 
plete line of Oasis water coolers by 
Ebco Mfg. Co. The firm, recently 
organized by Edward J. Chevalier, is 
also a distributor for McQuay, Inc. 


NEW YORK 


Fay-San Distributors, Inc., Buffalo 
and Rochester, N. Y., has been ap- 
pointed distributors for Admiral Corp. 
products in the Rochester territory. 
The Rochester branch was recently 
opened and will carry the full Admiral 
line. ‘ 

Ralph O. Morel, New York radio 
sales manager for the Zenith Radi- 
onics Corp., New York City, re- 
cently announced the assignment of 
the following men to contact dealers in 
the New York district: M. J. Brady, 
Brooklyn; Frank Mirandi, Manhattan; 
R. J. Keating, Queens and Long 
Island; W. Brennan, Bronx; J. W. 
Banks, Westchester, Putnam, Dutchess, 
Rockland, Orange, Sullivan, and UI- 
ster counties. J. F. McLaughlin, radio 
sales manager in New Jersey an- 
nounced at the same time the assign- 
ment of W. Jarvis to Essex and. Hud- 
son counties; R. Gardner to Staten 
Island, Hunterdon, Middlesex, Mon- 
mouth, Somerset, and Union counties ; 
and J. V. Daly to Bergen, Morris, 
Passaic, Sussex, and Warren counties. 

Alfred Sales, Inc., 1006-1008 Main 
St., Buffalo, was the first distributing 
firm to display the new coin-operated 
electronic phonograph manufactured 
by the Aireon Manufacturing Corp. 
when the machine was presented at an 
organization party on March 7. 

An exclusive distributorship in the 
New York territory for a new water 
sprinkler that “walks as it sprinkles” 
has been secured by the Colen-Gruhn 
Co., 387 Fourth Ave., New York City. 
The sprinkler is called the “Trav-el- 
awn” and is made by the Stansen 
Corp., Chicago, Il. 
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Harold Gabrilove, head of RTA 
Distributors, Inc., Albany, has bee: 
awarded a Navy citation for out 
standing performance of duty as assist- 
ant senior electronics supply officer 
Mr. Gabrilove is operating vice-presi 
dent of RTA, wholesalers for RCA 
Victor, ABC Pleasantone, and Sun 
flame. 

David S. and Philip Schulman have 
opened a new electrical equipment dis 
tributing firm at 167 Broadway, New 
burgh, New York, under the name of 
Schulman Brothers. David Schulmar 
is a veteran of 17 years of electrical 
contracting experience in Newburgh 

Radio dealers from western New 
York were February guests of th 
Joseph Strauss Co. of Buffalo for 
dinner and a preview of the 1946 Zen 
ith radios. The meeting was held in 
the Hotel Statler, with local and fac- 
tory executives participating. Luke J 
Strauss, president, and David M. M«¢ 
Lellan, assistant sales manager, ad 
dressed the dealers and described th« 
new models. H. H. Boyer, Zenith dis- 
trict manager, outlined factory sales 
and promotional activities. 

A triple building expansion is under 
way for the Wehle Electric Co., Buf- 
falo wholesale firm. A contract has 
been let for the addition of an extra 
story to headquarters at 473-475 Elli- 
cott St.; the Rochester warehouse is 
being enlarged; and a building at 
211-213 Baldwin St., Elmira, has been 
purchased and will be altered to in- 
clude a new office and display room 
Vice-president R. J. Wehle described 
the future of the electrical business in 
the Niagara Frontier as “particularly 
bright.” 

Gordon A. Mueller, Inc., Long Island 
City, has announced its appointment as 
exclusive metropolitan New York dis- 
tributor of Ebco Oasis electric water 
coolers. 


NORTH CAROLINA 


Olympic radios held the spotlight at 
recent showings conducted by the 
Victor Shaw Co., Inc., Charlotte, at 
the Hotel Charlotte. More than 200 
retail representatives heard Olympic 
sales manager D. D. Murray describe 
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WATCHED POT NEVER BOILS: The 
Landers, Frary and Clark “Universal” 
Coffeematics being tested here never 
boil—but it's not because they are 
watched. They're made that way. Many 
hundreds are tested each week in the 
New Britain plant. 





DISTRIBUTOR 


—from HEATER to FAN 














his company’s advertising program. 

For three days in February Nash- 
Steele-Warren, Inc., Raleigh, displayed 
the 1946 Zenith radios to some 200 
dealers from eastern North Carolina. 

The new wholesaling firm in Char- 
lotte, American Furniture Distribu- 
tors, has announced the appointment of 
Wilson Wallace, Jr., as general man- 
ager. Temporary headquarters for the 
organization are at 513 South Tryon 
St. Permanent quarters at 117 North 
Brevard will be occupied when remod- 
eling is completed. 

A two-story building containing 
50,000 square feet of floor space and 
expected to cost $150,000 is taking 
shape on -the drafting board for the 
Southern Bearings and Parts Co., 
Charlotte. The new structure, planned 
for early erection at 300-310 East 
Seventh St. will double the firm’s 
present space at 315 North College St. 
One of the largest distributing busi- 
nesses in the Carolinas, the firm is 
divided into four departments, one of 
which is the appliance department, 
handling the distribution of Norge, 
Bendix, Ironrite, and Regina products, 
and a complete line of small appliances. 
J. H. Northey is president and Clar- 
ence E. Beeson is vice-president and 
treasurer. 

The Eastern Sales Corp. opened for 
business in February in New Bern as 
wholesalers and retailers of gas and 
electric appliances. R. L. Stallings, 
head of a plumbing company for 40 
years, is president of the new firm. 


OHIO 


The Yonts Radio and Appliance Co., 
Inc., Dayton, has announced its re- 
moval to a new location at 535 East 
Third St. which consists of five floors 
and basement and 35,000 square feet of 
floor space. The office and shipping 
department are on the first floor; the 
parts department occupies the second 
floor together with a new type of dis- 
play room. According to president 
J. W. Yonts, Jr., a constantly increas- 
ing business and a bright future com- 
pelled the move. 
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THE NEW 


—at amoment’s notice. . 


SEASON-AIR spells PROFITS. 


4292 N. Knox Ave., Chicago 41, Ill. 





BEAUTY...Handsome crackle finish @© Chrome 
heater grill © Modern-design fan blades © Sep- 


arate fan guard. 


STABILITY. . . Sturdy all-metal construction ® 7 '2- 


inch base ® Finest materials and workmanship. 


UTILITY... For summer, powerful 10-inch fan with 














1, 1946 


Just ONE appliance... 
revolutionary room-conditioner does either job — heating or cooling 


Deliveries will be made when materials are available. 


e 
COS OW OWE 
does DOUBLE DUTY for 

year-round sales! 


at ONE low price. . 


For high-powered sales appeal with a one-two punch, 
SURF SEASON-AIR is in a class by itself. In June or January 


For information write to G-M Laboratories Inc., 


air displacement of 500 cu. ft. per minute. ® For 


winter, 1320-watt forced air heater. 


SILENCE ...Incredibly quiet—nearest thing to 
noiseless you've ever seen in a motor-driven 


appliance. 


ECONOMY...Heater and fan COMBINED for 


one low price. 








29 SECONDS !— 








. yet this 















































Western's 
KITCHEN VENTILATORS 


25,000 now in use 


IMMEDIATE DELIVERY 


NO EXPOSED | —_ sane, 
PARTS TO 








ECONOMICAL 









COLLECT a 
DIRT AND QUIET 
GREASE ‘G 
( DURABLE 
2 7 4 | 
0 EASY TO 
BEAUTY AND . 
SIMPLICITY | CLEAN & OIL 
OF LINE 
a EASY TO 
bd re 2. 
. é, INSTALL 
PREWAR Pw 
QUALITY aes 


Se 


All parts exposed in room are beautiful heavily chrome plated steel. 
In ordering specify brick or frame building. 


FLUORESCENT FIXTURES 


IMMEDIATE DELIVERY 








KITCHEN, BATHROOM, RECREATION ROOM, ETC. 

BEAUTIFUL WHITE ENAMEL FINISH 

TWO TUBE—20 WATT—LOTS OF THREE $4.80 EACH 
ALSO STOCK COMPLETE LINE OF COMMERCIAL 
AND INDUSTRIAL FIXTURES, TUBES, ETC. 


WESTERN APPLIANCE CO., INC. 


5650 GRAND RIVER AVENUE DETROIT 8, MICHIGAN 











QUICK 
SALES 








BIGGER 
PROFITS 



















ELECTRICAL APPLIANCES 


PRODUCED BY 


MacArthur Products Inc. 


| INDIAN ORCHARD MILLS 
SPRINGFIELD - - - MASSACHUSETTS 























DISTRIBUTOR NEWS 








The new, modern home under 
struction for the United Appl 
Co., Houston distributing firm, is 
pected to be ready for occupancy 
April. The new address is 704-7(x 
Crawford Ave United distributes 
Cadillac vacuum cleaners and electri 
blowers and Bar-Brook attic fans. 


Following a two day conference of 
distributors of the Iceberg Refrigerated 
Locker Systems, Inc., in the Alms 
Hotel, Cincinnati, officials of the 20th 
Century 
tributors, held a preview of 
equipment. H. J. Koch, president, and 
H. S. Walker, sales manager, were in 





Refrigeration Co., local dis- in 


Iceberg 


charge, using the equipment already on 


at the hotel. 

Frumkin, Inc., 818 Jefferson Ave., 

loledo, has been chartered by Isadore mH. L 
H. Frumkin to distribute 
ippliances and automobile tires. 
incorporators are Velma E. 
and Arthur W. Weber. 


500 shares 


display UTAH 

been appoint 
general manager for the Flint 
Distributing Co. at Salt Lake City. Hi 
entered the appliance , 


field in 1925 
with Kelvinator and during the 
served as a 


official for 
WPB 
The Mountain States Distributors 

the name of a new wholesale firm re 
cently opened at 32 Exchange Place 
Salt Lake City, with E. E. Pritchett 
is president and manager. Since 1937 
Mr. Pritchett has been with 
Lake Hardware Co., 
the Norge and 


Percy has 
household sales 
Other 
Reimer 
The firm has 
f no par value stock. salvage 


PENNSYLVANIA 
Harry Be 


1 Rosen 


wtnick has 


and ( o., 


rejoined Ray- 
Philadelphia, as 


the Salt 
where he handled 
RCA Victor depart- 


ment 
The Stewart Distributing Co., Salt 
Lake City. has just celebrated its first 


Devirl B. Stewart 
firm handles Monit 
now and expects to a 
many more, including Ward, Sunro 
Wesix Miracle, and Brunswick-Balke 
roducts 


anniversary. 
manager Phe 


a 
applian 


WASHINGTON 





Northwest Appliance Distributors i 

i 1¢ Seattle electrical busine 
eaded by L. S. Ruble who said that 

HARRY BORTNICK the firm already has over 300 fray 

( sed dealers for the sale of Farns 

yvorth Deep-Freeze, Electronmast 
dye g and sales promotion man and Coroaire products. Territory 
ager after three years in the Army covered by the new firm includes Or: 

Prior to his association with the dis- gon, Washington, and northern Idal 
tributing firm Mr. Bortnick was a Warehouses are maintained in Seattle 
newspaper reporter Spokane and Portland and a_ branch 


Harold ( 
Lewis El] 


Stott, president 


of Elliott 
Philace ] 


office is located in Spokane 


ectrical Co., Ine., Seattle Radio Supply, Inc., Seattl 





phia, recently announced the election is been appointed distributor for th 
of Warren A. Muir as vice-president new Clarion line of radios and radio 
in charge of the plant facilities of the phonograph combinations for _ the 
ompany and of William B. Leitch as Seattle, Spokane and Portland te 

issistant treasurer. Frank R. Elliott tories. Glenn A. Reeves is president 


as assumed responsibility for the en it the firm. Tom Howe is manager of 


larged sales functions of the firm the Company's Spokane office a 

Phe Keps Electric Co. has purchased Art Fite fulfills the same functiot 
Stern-Kay Distributing Co.. Pitts Portland 

b h, distributors of home appliances 

according to an announcement by Fd WISCONSIN 

vard J. Keslky, president Keps 

Ha Kay ‘ f the owners of Rot \pplhance Distributors, | 

St Kay i ed the Keps fi 47 W t Virginia St., Milwauke« 

irge of the appli ive announced — the ippointment 


XK. W. Butela as manager of ad 
ising, and sales promotion. Roth dis 
tributes Universal small 


| \\ sale Distributors will ippliat s mad by General Mill 
najority of the space in the \W onsin Electr Cooperati 
tory Riesner Guilding recently state-wide ganizat with 30 
Houstor by Reader's is completing plans for stat 
Realty Co., which, like the wholesak | b elect il applia 
ed by Hymen Reader. “The according to Howard |] \shwortl 
e building will be remodeled secretary-manager of the Wiscor 
i st estimated at $25,000. The Xadio, Refrigeration and Appliance 
butes Crosley products association at Milwaukee 
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| DISTRIBUTORS 
|| APPOINTED 














U. S. Television Mfg. Corp. 


x lohn Hoge, president of the U. S 

vision Mfg. Corp., has announced 

imber of additional distributors 
radios and _ radio-phonographs 
include the following: 


Home Appliance and Equip. Corp., 
Phoenix, Arizona 

Pacific Appliance Co., San Francisco, 
Calif. 

M. Goldman and Co., Bridgeport, Conn. 

Consolidated Sales Co., Washington, 
D. C. 

Southeastern Distributors, Jacksonville, 
Fla. 

Lowe Electric Co., Macon, Ga. 

Federal Household Industries, Chicago, 

te ll. 

1937 Bullerdick Appliance Co., Indianapolis, 

Cale Ind. 

Acme Radio Supply Co., Topeka, Kansas 

Wm. B. Allen Supply Co., New Orleans, 


La. 
Salt Hall and Knight Hardware Co., Lewis- 
ton, Me. 
Cooper Electric Supply Co., Boston, 
Mass. 


Aire Flo Products Co., Detroit, Mich. 

Central Electric Supply Co., Battle Creek, 
Mich. 

Cumings Bros., Flint, Mich. 

S.R.S. Distributors, Wilmington, N. C. 

Ohio Battery and Ignition Co., Canton, 
Ohio 

Walter E. Schott Investment Co., Cin- 
cinnati, Ohio 

American National Corp., Cleveland, 
Ohio 

M. D. Larkin Co., Dayton, Ohio 

Chester R. Crane Co., Toledo, Ohio 
y C. Y. Schelly and Bros. Co., Allentown, 

) Pa. 

, Morris Appliance Co., Lancaster, Pa. 

Lindley Electric Supply Co., Phila., Pa. 

Radio Parts Co., Pittsburgh, Pa. 

Ricol Co., Fort Worth and Dallas, Texas 

Dixie Supply Co., Houston, Texas 

Southwest Appliance Co., San Antonio, 
Texas 

Wichita Hardware Co., Wichita Falls, 
Texas 

Bean Electric Co., Seattle, Wash. 

Emmons-Hawkins Hardware Co., Hunt- 
ington, W. Va. 

Diverso Products Co., Milwaukee, Wis. 





Pressed Steel Car Co., Inc. 


\. Raysson, general sales manag 
t the domestic appliance division of 
the Pressed Steel Car Co., Inc., has 
announced the addition of nine dis- 
ributors to sell Presteline major house 


Id appliances. He said that no dis 
tributors have as yet been appointed 
n Cincinnati and lower Ohio, most of 
western Pennsylvania and some of 
vestern New York. The nine new 
listributors include: 
Edward Joy Co., Syracuse, N. Y. 
Supplee-Biddle Co., Philadelphia, Pa. 
Midland Electric Co., Cleveland, Ohio 
Sacks Electrical Supply Co., Akron, Ohio 
RCA-Victor Distributing Co., Chicago, 
Ill., and Detroit, Mich. 
Suttle Equipment Co., Lawrenceville, Ill. 
Schneiderhahn's, Inc., Des Moines, lowa 
Associated Distributors, Indianapolis, Ind. 
Bickford Brothers, Rochester, N. Y. 

























CHicage 


jects Sa 

S08 «meet 

sono of G Vo ont SORE 
nme 


Che Halle Bros. lo. 


CLEVELAND 


RGS 
qROU gs HiRSHPP 
Ss ounestom 


& 
LoTHROP 


WASHINGTON, 0. © 
BOSTON 


Ot 
PIONEERS IN LOW TEMPER PO * ENGINEERING »* MANUFACTURING * CONSTRUCTION 
REFRIGERATION CORPORATION of AMERICA 
SALES OFFICES: 225 WEST 57th STREET, NEW YORK 19, N. Y. 
as 
A Subsidiary of NOMA ELECTRIC CORPORATION, New York, N.Y. 
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E-10 Minitmaster. Supplied with- 
out plastic dial 
60 minutes. 


C-44 Minitmaster and Cieck. Large, 
protected i 
2 hours 


C-48 Minitmaster and Clock. Large, 


protected clock dial 
to 60 minutes 
ous electric reminder signal 


about ranges 
for an answ 


~~ vmneTes 


S 
§ ew >» 


& 


clocks. 


Timing up to 
Strong, continuous 


electric signal. 


prefer ranges 






-™ of women asking that question 
today won't take “No” 
er. Surveys show they 


that have reminder 


The low-cost Telechron Minit- 
master combination electric clock and 


timer will give any type of range — 


electric, gas, 


Telechron 
to be wound 





clock dial. Timing up 
Strong, continuous 


© reminder signal. 


or oil—the extra appeal 


that means more sales. You can build 
these absolutely accurate Minitmas- 
ters into your line for only a little 
more than spring-driven timers. 


Minitmasters never have 
~never run down. The 


strong, continuous buzzer signal can 
be heard throughout the house and 
keeps up until turned off. 
Telechron accuracy makes Minit- 


Famous 


masters thoroughly dependable. Pre- 


cision manu 
trouble-free 
Minitmaster 


frequencies. 





electric time 
Timing up trial Sales D 
Strong, continu- 


facturing and exclusive, 


sealed-in lubrication assure long, 


life. Dials can be de- 


signed to your own special needs. 


s are available in volt- 


ages up to 250 and all commercial 


For full details on these low-cost 


rs, write or wire Indus- 
ivision, Dept. G, Warren 


Telechron Company, Ashland, Mass. 


Telechron 


REG U.S. PAT. OFF 


WARREN TELECHRON COMPANY =. 


ASHLAND, MASSACHUSETTS 





STOP AND LOOK! The jumbo display of electrical conveniences in the window 
of the Jenkins Music Shop, Kansas City, fairly shouts at passers by to stop and stare. 










Jenkins’ policy of ‘First Come—First Reserved" drew crowds eager to place their 


orders. 














CALIFORNIA 


Wiseman’s Radio & Appliances of 
3erkeley has opened a second store 
in Lafayette. The new outlet will han- 
dle the firm’s regular line. 

The General Appliance Co. of San 
Francisco, of which Carl O. Hagstrom 
is manager, has moved to new quar- 
ters at 430 Octavia St. The firm 
handles G-E, Easy, Bendix, Ironrite, 
and Norge lines. 


COLORADO 


The Crowley Electric Co. of Duran- 
go has been handling guns, ammuni- 
tion and sporting goods and plans to 
take on a complete line of electrical 
they become 
Bill Crowley is manager. 


appliances as soon as 


available. 


FLORIDA 


Construction of one-story modern 


display and sales building has been 
started for Coolair Sales, owned and 
operated by J. L. Elder, at 522 Park 
St., Jacksonville. When completed 
the structure will have cost about 
$11,000. The firm sells products manu- 
factured by the American Coolair 
Corp. 

One of the two stores in the re- 
cently completed building at the 


Seventeenth and Main 
Streets, Jacksonville, has been occupied 
by Chilton and Wiggins, Inc., a home 
appliance firm. 

A $35,000 expansion and remodeling 
program is under way for Spencer 
Auto Electric, Inc., 607 East Cass St., 
Tampa. Plans include a new ware- 
house costing about $25,000 and re- 
modeling of the present building at 
an approximate cost of $15,000. Ed- 
ward Cunningham is president of the 
firm, Arthur Spencer is assistant 
manager, E. W. Spencer, general man- 
ager and treasurer, and Fred Spencer, 
vice-president. 

The Electric Shop, 55 King St., St. 
Augustine, has announced its ap- 
pointment as dealer for Western Elec- 
tric hearing aids, Crosley, Gibson, 
Stromberg-Carlson, and 


corner of 


Motorola, 
Farnsworth. 





GEORGIA 
The K & F Appliance Co., Glen 
ville, headed by John V. Kicklighter 
and James Faircloth, has commenced 
construction of a new concrete and 
brick building on East Barnard St 
The building will have a frontage of 
50 feet and a depth of 100 feet. A 
room with a glass front will 
occupy the street side of the store. 
The Prior Tire Co., Atlanta, has 
announced the addition of an electrical 
appliance department which will carry 
G-E, Motorola, Admiral, Stewart- 
Warner, Emerson, Sentinel, and Norge 
radios and appliances. 


show 


ILLINOIS 

The Duis Electric Appliance Shop, 
after 40 years in the same location 
has leased larger quarters in the 
Frazer Auto Building, Streator. The 
firm will retain its old store as the 
service department with display rooms 
and offices in the new home. George 
Ashman is in charge of Washing ma- 
chines and ironers and Ralph Benedict 
manages the Vacuum Cleaner division 
Mrs. Mildred Greener, daughter of 
founder Albert Duis, is general mat 


ager 


INDIANA 


Extensive improvements which 
double former space facilities are being 
made by the City Electric Shop, Con- 
nersville. The floor of the 
firm’s building is being remodeled to 
serve as a salesroom. Complete lines 
of appliances and furniture are handled. 

A branch store has been opened in 
Bluffton by Dwight and Robert Fritz, 
owners of the Fritz Electric Co. 
which will be known as the Home 
Furnishing Co. and will be managed 
by Cletus Sills. A complete line of 
Crosley, Lear, Sonora, Premier, Ca- 
dillac, and Monitor products will be 
carried. The Fritz Co. has been in 
business in Bluffton for 20 years. 


second 


KENTUCKY 


An expansion program designed to 
result in one of the largest and most 
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Thanks to the cooperation and encourage- 
ment of America’s industrial executives, 85 
million bond holders have bought U.S. Bonds 
in the greatest savings program in history. 
Employees who have purchased billions of 
dollars of these bonds during the war now 
want to continue monthly purchases of savings 
bonds. Specific evidence of this desire to con- 
tinue saving for personal security and. pros- 
perity through the Payroll Savings Plan was 
recently revealed by a survey which dis- 
closed that 90% wanted the Plan continued. 


Every employer can write in his own set of 
reasons why the Payroll Savings Plan should 
be continued as a part of his personnel rela- 
tions program, but the principal advantages 
are obvious: 





9 out oF IO 


want 


THE PAYROLL SAVINGS PLAN‘ 
CONTINUED! 


A large reservoir of national sav- 
ings; a strong and stable bulwark 
against inflation. 





An “automatic” thrift habit for 
the worker; to increase content- 
ment and satisfaction in his job. 





An opportunity for the employee to 
maintain his “share in America” 
with the safest, easiest, most profit- 
able investment he can make. 





An opportunity for the returned - 
veteran to share in the Payroll 
Plan’s varied benefits. 


_ 





Your employees will require little “selling” on the 
idea—*they are accustomed to their monthly saving 
habit. With the Treasury Department's savings bond 
program now in peacetime operation, your partner- 
ship is again invited to continue this systematic, con- 
venient means of contribution to a prosperous peace- 
time future. 


The Treasury Department acknowledges with appreciation the publication of this message by 
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This is an official U. S. Treasury advertisement prepared under the auspices of the Treasury Department and Advertising Quncil 
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Your distribution 
may be national, but... 
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The MIDWEST FARM PAPERS are aimed directly 
at the interests and problems of farmers in the rich 


and properous 8 MIDWEST STATES. 
Every 


single issue 


single word —every 


single article 


in every 


is of vital interest to these farmers and 


that’s why they prefer the Midwest Farm Papers so 


overwhelmingly 


and why these papers with 89% 


coverage offer such an imperative promotional wedge 


into a huge and valuable 


market 


SEND for the 


Preference Survey Showing 6 to 1 Dealer Preference 


for 


the Midwest Farm Papers 






“nn £ 
we 


The Farmer 


Nebraska Farmer 


ED 


CHICAGO 2? 
6 N. Michigan Ave 


DETROIT 2 
541 New Center Bidg 





Wisconsin Agriculturist & Farmer Prairie Farmer 


Wallaces’ Farmer & lowa Homestead 


“FARM PAPER UNIT 


SAN FRANCISCO 4 
Ruse Bidg 


$23 W. 6th Se 





DEALER DOINGS 





appliance stores in Kentucky 

as be tiat , Cumberland 
Valley Music ¢ Harlan, under the 
lirection of |. A. Gregory, managing 
vice-president and son of the founder 
he 30 year-old firm. An adjoining 
building has been purchased which 
ll add enough floor space to double 
the present room. Fluorescent lights 


ind new fixtures will be placed 


throughout the three floors of the old 
building and the Frigidaire plan is 
) iding the basis for remodeling 
In the new building appliances will 
he featured, including Frigidaire 
refrigerators and ranges and ftrozen 
food storage cabinets RCA radios 
and a built in display kitchen will 
py prominent locatigns 


Service 


has reopen d for business in | 


Murr 


] 
Sales 


RCA 


Labor atory, a W 


ay 


NEW YORK 


Whiteman, 


ow 
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NEW HAMPSHIRE 


Featuring 
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radios, 


rvi 


the Ra 


c 


) 
Xi 


Le 


e 


asuait 


t 
I 


Whiteman Song Shop, 605 Main St 
Buffalo, has announced the opening 


an enlarged 
department 


at its present location in 


Phil 
nounced thi 
al 1 Rubhbe r 


and 


and 


modernized 


Ta 
His store was foun 
1912 
OHIO 
Hyman Seligman have 
at their firm, Standard 7 
Co., 1254 Sylvania Ave 








A STITCH IN TIME, in fact, 75 years of stitching is represented by this Free Sewing 


Machine Co. display of old and new models. 


Similar exhibits to the one pictured in 


a Rockford, Ill., store window are being made available to stores throughout the 


country. 
versary. 


The exhibits have been prepared in conjunction with the firm's 75th anni- 








LOS ANGELES 14 


LOUISIANA 


modern store ot 


Dryades 


Ce n- 
recently 


sew ing Machine and \ phlance 
te ad its formal opening 

Dryades St.. New 
vashers, Motor- 
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Orleans 
Carries nor 
sys- 
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{ ~ (5 ( across 
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nd repair. | 
Portland Good Housekeeping | 
S 7317 Southeast Sandy Boule- | 
is being extensively remodeled 
the direction of owner James | 
Vi ham | 
electrical appliance department | 
een provided for on the first floor 
Pearlman Brothers Furniture | 
( ‘modeled store in Portland. The a 
jlans to devote one of the dis- a 
s . ° Plastic type Seperate ouch operation 
vindows to appliance equipment. cian eomenteaail eee a cee 
ifty Drug Stores, Inc., Portland, lid geskets seal 
64 ° . . in cold 
are enlarging and remodeling their , 
West Burnside Street store and will sterege ond treering 
add an electrical appliance department, , _ space 
x li to E. G. Hendricks, owner 
nanage! $ ’ 4 . 
SOUTH CAROLINA — ‘wail . bn odoqes 
; a ee aT ; freezer compartment for Steel 
vperthwait, Inc., 235 King St., be . pane gree side walls insulored 
Charleston, has announced its appoint- ie 5 . sient rn with 4” ol\proven 
as a dealer for Gibson, ABC, ha insite 
Sonora, Apex, Rex, Sunbeam, and 
her appliance products. 
118 Montague Ave., North Charles- 
ton, is the new address of Schwerin 
Electrical Appliances, Inc. The firm 
recently obtained the services of 
Clarence W. Piner as sales manager 
W. J. Schwerin as radio depart ° Finished with 
mat , © coots of white 
; i mor resisting 
TENNESSEE heed 
building is going up in 
the Mills-Morris Co 
183-187 South Dudley St. When Ys hp 
oe the new structure and 28%" wide: 36” high > - : = = - Ma full capacity unit 
1arters will have a combined 78” long. Designed - ° a Economical to operate 
of 215 feet with 47,000 square for convenience ond ~~ proven insulation ; cal 
flex P excessibility in bottom easily accessible 
UTAH 
Salt Lake City the Livingston | -—————————-———— 
ber ( expanding its business | | | 
the addition of a new store, | 
ll feature a full line of elec- | | 
il appliances and equipment. Part- | 
the firm are W. A. and U. S. 
1g te : ; | | 
in former Palace Candy Co. of | 
ve is now the Palace Furniture | = | 
nd will handle the complete Kel- 
enna 1 Sendin | 
ine as well as Bendix and | 
appliances. D. J. Papacostas | (MO DEL 18) 
atid’ t | 
| 
VIRGINIA | | @ In 1942 only a few home freezer manufacturers | 
: | | —~ -aW . Ovi ss a. 
new store is scheduled for an were listed by a WPB study. Quillen Bros. was among the few, 
% pening in Roanoke by Barr | | Quillen Home-Freez having already built an enviable reputation in the refrigeration 
aie - mye large | | is backed by years industry. Of the 50,000 home freezing units in use prior to the | 
ry, radio and appliance stores in l ° P . > i] 
nia, according to an announce- | | of refrigeration war, a significant percentage of them were Quillen Freezers... 
t by Philip Barr, president. The | | B still giving good service today. | 
has acauired the entire stock and | q ‘ : ; : 
As ~ : + ee Get ‘ 6 a erg SUPSHTSNSS Quillen was selected to produce portable refrigerating units | 
nises ol a Roanoke jewelry firm. : é 
: According to an announcement by | Smaller for the armed forces and their entire output during the war : 
nager W. A. Moore, Price’s, major | and larger sizes for was devoted to this. 
liance dealing company in Rich- | | Thi a — oe —_ “Ie . 
; . is continuity of experience has given Quillen Bros. the | 
l, will move to new and larger | home use will be . ‘ xh. k d : Q d h | 
rters at 1500-02 Hull St.. South | ovsitaie opportunity to apply the knowledge thus gained to the manu- 
mond. Mr. Moore said the pres- | P facture of a home freezing unit that is most expertly engineered. | 
quarters in the Arcade Building | If you want to get in the home freezer business RIGHT, you'll | 
— Soees St Se See © vant the product of a specialist, Quillen Bros | 
handise Price’s features West | want the P oO Cc P ? ° | 
uuse and Kelvinator refrigerators | | 
| Maytag washer ae | ‘ ‘ | 
re gutted a three-story building | | 
woes || Quillen Bros. Rerrigerator Gompany 
ecupied by Price’s, Inc., dealers . | 
lectrical appliances and household | 
ishings. Quantities of irreplace- | | 
aiioaane enaliiied wimiiin | 1639 LAFAYETTE ROAD += INDIANAPOLIS 8 INDIANA | 
1 other items were destroyed. Ap- | | 
inces being serviced were also lost I | 
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TAILORED TO FIT 
A $1,000,000,000 MARKET 


To the manufacturers of electric fans, irons, 
toasters, heaters, vacuum cleaners, and other 
electrical appliances, we offer a complete export 
organization. As sole exporters of Admiral Cor- 
poration’s radios, refrigerators, electric ranges 
and home freezers, we have a world-wide dis- 
tributor organization, specialists in the domestic 
appliance field, all set up, functioning efficiently 
and ready for postwar business. That tailor-made 
organization is now available to you. 
Financing—we buy for our own account. 
Documentation—all paper work and other details 
are taken over by us. Servicing—our distributors 
abroad take care of all servicing problems. 
We shall be glad to discuss with you the huge 
post-war market for your products and how our 
organization can establish your products in ex- 


port. 
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_ WABASH-BIRDSEYE 


INFRA-RED HEAT LAMP we 


9.9. * 


RARE OR WELL DONE: This three-panel display card features the four most com. 
mon home applications of Birdseye infra-red lamps. It stands 30 inches high and has 
two wings. Retailers can get it through the Wabash Corp., Brooklyn 31, N. Y. 











AD. AURIEMA, INC. 


89 Broad Street 


New York 4, N. ¥._ | 








QUICK PROFIT 
BIG VOLUME! 


em J 
dandy N 


ELELTRIE 
CHURN 


Rapid increase in number of elec- 
trified farms creates big and grow- 
ing market for Gem Dandy Elec- 
tric churns. Gem Dandy has 
strong popular appeal, features 


that farmers want—relieves drud- 


gery of farm home. Slow speed, 
long-life motor. Sanitary aluminum 
base, shaft and dasher. Neoprene 
covered supports and electric 
cord. Easy to operate, easy to 
clean, produces 15% more butter 
in 15 minutes. 


ORDER NOW 
BEFORE PRICE INCREASE 


Ask your jobber or write to 


ALABAMA MANUFACTURING CO. 


BIRMINGHAM, ALABAMA 


1801-FIRST AVENUE NORTH 
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PRICES 
1945 
STANDARD MODEL 
cost RETAIL 
$9.31 $14.32 


DELUXE MODEL 
$10.39 $17.32 








Allied Radio Corp. 


Allied Radio Corp. announces the 
release of a new 1946 catalog, “Every- 
thing in Radio and Electronics.” This 
first post-war catalog includes over 
10,000 parts, test units, batteries, radios 
and phonographs, public address and 
intercommunication equipment, record- 
ers and accessories, communications 
receivers, kits, record changers, phono- 
graph motors, tools, books, diagrams, 
and a large variety of other items in 
the electronic field for the radio serv- 
iceman and dealer, “hams,” experi- 
menters, engineers, schools and indus- 
try 

The catalog is printed with attrac- 
tive four-color covers and a roto- 
gravure section. Dramatic interest is 
heightened by a striking front-cover 
design of a cathode-ray tube reflecting 
the world of tomorrow. The entire 
book is indexed for easy reference. 
It is available free on request from 
Allied Radio Corp., 833 W. Jackson 
Blvd., Chicago 7, Ill. 


American Telephone 
and Telegraph Co. 


A booklet outlining the Bell Sys- 
tem’s pilicy and plans for the estab- 
lishment of television networks has 
been released by American Tel. and 
Tel. to television and radio broadcast- 
ing industries. The booklet discusses 
3ell’s communications experience, co- 
axial cables, radio relays, and telephone 
cables 


Associated Pot and Kettle Clubs 


The first issue of the National 
Housewares Directory since 1942 will 
roll of the presses early this month. 
The 400-page annual guide to house- 
wares manufacturers and representa- 
tives, trade names and products, is 


published by the Associated Pot and 
Kettle Clubs of America, of which 
Harry O. Davis is president. Copies 
of the 1946 issue are available for $5 
each from the publication office in the 
Western Merchandise Mart, San Fran- 
cisco. 


Bendix Home Appliances, Inc. 


Copies of the new instruction book 
for users of Bendix home lanudries are 
available through dealers, advertising 
director Walter J. Daily of Bendix 
Home Appliances, Inc., has announced 
The book is known as “Workless 
Washdays by Bendix” and sells for 
10 cents a copy. Replicas of Bendix’ 
outdoor posters are available to dis- 
tributors for use as backgrounds at 
meetings, shows and fairs. The post- 
ers are cloth-mounted, 24 sheet size, 
and have grommets for hanging. 


Edison Electric Institute 


A comprehensive guide for the elec- 
tric utility company considering organ- 
izing a home service department, and 
for companies planning to expand 
their home service departments in 
keeping with the increased availabilit 
of electric appliances, has been pr¢ 
pared by the Home Service Committe: 
of the Commercial Division General 
Committee, Edison Electric Institute, 
420 Lexington Ave., New York Cit 
Entitled “Suggestions for Organizing 
and Operating Home Service Depart 
ments of Electric Companies,” the 
24-page manual discusses the reasors 
for a home service department, i 
organization, and suggestions on s¢ 
lection and assigned duties of pe'- 
sonnel, training required, records and 
reports used in recording the work 
of individual economists, and summa! 
izing the activities of the department 
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Edison G-E Appliance Co. 


“Recipes for Hot Water” is a 

bright red and white booklet published 

Hotpoint to depict some of the 

re important uses of hot water 

Enlivened with cartoons and humorous 

text, the book also includes descrip- 
tions of Hotpoint heaters 


General Electric Co. 


A survey of the water heater prac 
tices and plans of over 400 electric 
service companies serving more than 
23,000,000 families in 47 states is the 
basis for a new booklet published by 
General Electric entitled Trends in 
Electric Water Heaters. The book 
discloses that the use of electric water 
heaters is imcreasing steadily as an 
increasing number of domestic meters 
are served by favorable rates and as 
utility charging hourse are lengthened. 


4.1 Percent Saturation 


According to the survey, electric 
water heaters are now giving service 
on 4.1 percent of the country’s domes- 
tic electric meters. In the case of one 
utility 63.2 percent of the homes served 
heat their water electrically, and there 
are many utilities reporting from 20 
to 45 percent of their homes with 
water heaters. 

An increase of percentages is indi- 
cated by the fact that 56 percent of 
the domestic meters covered in the 
survey are served by utilities either 
selling or planning to sell electric 
water heaters. Twenty-seven percent 
are served by companies that do not 
merchandise heaters but may promote 
them; while the remaining 17 percent 
are served by utilities that have not 
reached a decision or failed to answer 
the survey question. 

Since before the war there has been 
a 7 percent gain in the number of 
meters served by a favorable water 
heating rate. As a result, the survey 
shows a total of 16,731,232 meters— 
or 72 percent of those surveyed 
served by these rates. 

Similarly, there is greater use of 
longer charging hours, which permit 
lower wattages and smaller tanks with 
the result that more heaters can be 
installed without additional utility in- 
vestment and at a lower consumer 
purchasing price. 

According to the booklet, nearly 
two-thirds of the 19,000,000 meters 
surveyed on this point are served for 
16 or more hours out of each 24. Ten 
percent of the meters are served for 
13 to 15 hours; 24 percent for 8 to 
12 hours. 


Standarditation 


“Encouraging trends are seen on the 
subject of standardization,” the book- 
let reports. “Before the war 12 com- 
panies, serving 7,348,792 domestic 
meters, sold standard water heaters. 
Today 149 companies, serving 9,870,799 
meters, sell or plan to sell standard 
water heaters. An additional 154 com- 
panies, serving 6,832,928 meters, will 
permit water heaters meeting these 
standards to be installed on their 
lines.” 
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rirst Excellent Tone a 


SECOND Mechanical Superiority 


ee 


ae 


turd Fine Styling 
FOURTH Popularly Priced 


Vw after year the four important chime character- 
istics listed above have made it possible for Rittenhouse 
Chimes to assume and hold American home-owner 


preferenc e. 


Today, more than ever, Rittenhouse has pre-eminence 


in these distinguished attributes: 


TONE EXCELLENCE because Rittenhouse engineers 
have eliminated chime “static’’—objectionable mechani- 
cal noises. Rittenhouse tone is clearer, richer, more 


melodious. 


MECHANICAL SUPERIORITY because only Rittenhouse 
Chimes include a Floating Percussion Unit, and the 
patented ‘Rhythm Master’’ timer—simplest timing 
mechanism made. Plungers and springs are locked in 
place permanently. An adjustable volume-control and 


shut-off switch add extra chime utility. 


FINE STYLING because Rittenhouse combines the 
famous design ability of Norman Bel Geddes with best 


chime craftsmanship and materials. 


POPULAR PRICING because years of Rittenhouse 
manufacturing ‘‘know-how’’, war-developed methods 


and large-scale production make possible greatly re- 
SHEFFIELD 
A 4-note West- 


minster Chime 
Size 934" x 55/2" 


duced chime costs. These savings are reflected in the 


price of the Rittenhouse line for 1946. 


THE A. E. RITTENHOUSE COMPANY, INC., HONEOYE FALLS, NEW YORE 


Rittenhouse Gift-Sale Days 


.. are “just around the corner” 


Thousands will buy a Rittenhouse Chime as a handsome, exciting, 
different gift . . . at Eastertime, for Mother’s Day—and for the 


June Bride. Don’t pass up this big profit harvest. Advertise and 





display your 1946 Rittenhouse Chimes early. 


D Rittenhouse 7 


MERICA’S FINEST CHIME SIGNALS. 
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ILG Electric Ventilating Co. 








. .. the original system that converts ordinary 
gas water heaters into automatic units .. . 


W VOGU 


ye Yee Ouubhers 


EVERY housewife in your community wants auto- 
ns hee Mine alin matic hot water. Hundreds can’t or won't buy high 
Ave., Chicago, III, priced automatic units... but w#// grab at Sav-U-time. 
40 branch offices All you need do is mention that with Sav-U-time 
the present heater can be lighted, simply by pressing 
Industry Committee on Interior a button in kitchen, bath or laundry. Shuts off same 
Wiring Design way or by thermostat. Gas bills up to 50% less than 


with other automatic water heaters. Lists at $39.50! 





They can’t resist! 
And you can get Sav-U-time to sell right now... in 


T 


the home-improvement season . . . when many other 








17. appliances are impossible or hard to get. 
piece, the “Handbook of Farm- . 
iring Design,” is expected t DEALERSHIPS NOW OPEN! i: -LJ-+ 
Pax M arc This will Sav-U-time dealers get powerful av ime 
its kind, while tl i- sales help through national adver- SELLS FOR 


tising, direct mail and point-of-sale 
advertising. Why wait. .. write $395°° — 


a INSTALLATION 
FODAY! 


ee. ss. se ae eh he ee Lee 


{| Ohi Soe de se eek ee SAV-U-TIME Sales Company 
dul ~~ every room in the average ho 56 MANHATTAN STREET + ROCHESTER 2, NEW YORK 

















IT’S THE 





Ice-0.Mat 


Trade Mark 





| ref- 
ting 
ion and industry,” will be pub- 
1 the fall of 1946 by the IIlu- 
ing Engineering Society, it has 
announced by C. A. Atherton, | 
airman of the society’s Handbook 
ommiuttee. 


rip. Finger tip dial 
ce-0-Mat to crust 

r lumps fine, medium 
Portable. All en 


other Ice Crusher 


rhe book will contain over 500 pages 
text and will cover all phases of | 
hysics to specific 
ms for lighting every- | 
homes and stores to juke 
OXeS and television studios. The first 3 (Fics) 
tion of the volume will include factu — 
ally presented engineering and scien- | 
tific data and the second section will be 
levoted to manufacturers’ catalog ref- \ 
erence matter. 


\a 
Speaking of the proposed volume, 
Mr. Atherton said, “The I.E.S. has rec- : 
nized the lighting industry’s need for , 
1 basic, authoritative and complete . OLAR = 4t EZ 
reference guide. ... The book will con- 


the latest information in good You'll be enthusiastic, too, when you discover the 
All i formation and profit opportunities of this modern, streamlined 

ge . Hae quick-freezing and cold storage cabinet. 
pees ces ote It will pay you to investigate POLAR-FREEZ... 
mein AL 1¢ ¥% ndards. It will thus possess maxi- pioneer unit in home and commercial freezers. 
in KITCHENEERING im value among lighting engineers, ~, Phone, write or wire us today for complete details. 


THAOE Maex reni $s, designers, contractors, pub 





personnel and the many 


i tility x 
MANUFACTURING CO. || vcscr "NS teeres| & g 
| . BCs. a. 
| 


he initial printing of 7,000 copies 1) ae CHICAGO oF 
. , Hs 4 fice: 
KANSAS CITY, MISSOURI ot the pocket size handbook will be oot 

blished in October and will be sold | S¢#eeMigguameneez ee es 


‘“*‘BUILDING BETTER PRODUCTS FOR 40 YEARS'"’ 


> 
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Morton Mfg. Co. 


plified Merchandising for Ap- 


Dealers 1S t title yt 








| ‘ a 

%)-page booklet just published by the 

y Morton Manufacturing Co., Chicago, 
to introduce their new line of 

teel kitchen ibinets and cabinet 


AS 
It emphasizes the Morton principle 
init sales” in kitchen improve- 
and stresses the theme: Sell 
andise, instead of bidding on 
fications. Morton units are pic- 
singly, in work centers and in 
lete kitchen installations. Morton 
atures the design principles of curves 
nstead of corners; frosted glass slid- 
r doors; effective lighting; and the 





L. C. Bray, Graybar District Mer- 
chandising Manager at Kansas City, 
Mo., advanced to his present po- 
sition vie service as (1) country 
salesman; (2) city salesman; (3) 


—_—— ee eee ee ee ee ee ee eee ee ee eee ee ee 


attractive employment of wall appliance specialist; (4) assistant 
q s rather than factory-like un- district merchandising manager. 
broken planes. Major Bray, a graduate of Kansas 
e booklet is offered free to appli- University, is on the roster of the 
, dealers and furniture and de- Chamber of Commerce, Electrical 
nartment stores. | Association, and Advertising Club. 
| 
National Better Light-Better ; 


Sight Bureau 


The glamor of a Walt Disney Pro- 
juctions Technicolor movie, and the 
tertainment and educational value 








world-famous Disney cartoon 
tr idue ive beet employed in the 
— 1946 program of the National Better 
Light-Better Sight Bureau, 420 Lex- 
ston Ave., New York 17, N. Y., to 
tize the latest scientific facts of 
<< ai Wes “THIS SUPER-SUCTION MODEL CERTAINLY PULLS IN 


eee: | “ee-sanallt’ he THE CUSTOMERS!” 





umor, drama and thought 
1 1 7 
VOKiIng tacts that explain the tun- —o . ‘ : 
ntals of seeing and liehting. and E. R. Meserve, Graybar Divisional All the appliances and radios that Graybar distributes are 
‘ ing an ighting, anc Merchandising Manager at New 1 rr hte a facture They’ Secqundiley 
' bt ter It, ll a way York, began his electrical merchan- proc ucts o responsibie manu acturers, eyre snrewdly 
Beg “| ath * wr ite dising career in 1923 as an outside designed to attract the greatest number of customers and 
ntitled rht Is What You Make | salesman for a power company. For . : . . 
- - | 1e »k service c : a2 , -Te 
film is part of a complete | ten years, he was buyer of electfical to give the kind of service that builds steady, long-range 
t includes colored charts appliances for a prominent New business. And they have the “push” of effective consumer 
nar B York department store, and, for ; 
Ss, newspaper advertising, Pp ' ' advertis be > 
’ sumer booklet and four years, a district sales manager advertising behind them. 
{ ; ninaaniail for a well known appliance manu- All Graybar dealers get the help of our merchandising 
89 r) facturer. Major Meserve attended militia : Saal :  iiailiees eee Veil 
a : imitabl¢ Columbia University specialists —1n personne! training, store display, and loca 
e€ in 10 mn : . , NICE 
a 5 aoe odie promotion. The men you see at the left are typical of 
4 ‘ tors t i : 7 
t s the film Graybar appliance-and-radio merchandisers throughout 
promotional the nation 
' ae ; ; 
oo ow. oe Our national warehousing system enables Graybar deal- 
mwe 1 tric utility operating : a , 
anies at a sliding scale of prices, ers to get delivery of available models at a moment’s notice. 
xen customers Have our local office explain to you fully the advantages of 
a Graybar dealership. Graybar Electric Company ...in over 
cation 


90 principal cities. Executive offices: Graybar Building, 





















New York 17, N. Y, cone 
National Mineral Wool Assoc. 
‘lation and Your Home,” as in 
itive handbook on an interesting 
t, iblished by the National 
fineral Wool Assoc., 1270 Sixth Ave.. 
York - ps » 1S now off the C. M. Pearson, Graybar Merchan- wapeicstersiniecsisivnins 
Phi ce lesigned to dising Manager at Denver, was DEPARTMENT 
both the ymme-owner and mem radio buyer for a Denver store and 
{ the building trades a practical a salesman for an electric company 
tanding of mineral wool insula- before he joined us as a merchan- 
its uses, its forms, its methods dise salesman. He's a graduate of 
installation, its heat and fire-resist- Denver University, « member of the 
woperties, its endurance. its ad- Electrical League, a former finance 
ines Gnd e@er aciets of tame. | officer of the American Legion. His MAJOR APPLIANCES TRAFFIC APPLIANCES HOME RADIOS 
It 3 pana, . eRe . combined retailing and wholesaling 
. 18 availani without charge experience gives him a thorough 
; engine¢ rs, architects, draftsmen., understanding of dealers’ needs. i 
lers and contractors, who request | f 
on their -business letterheads sent | + ; 
the above address, and to the public | — % 
> 25¢. 
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Nash-Kelvinator Corp. REVOLUTIONARY 
Young me looking for a future in iN 
ook DESIGN THE NEW 


COOLSTREAM 


Pressure-Bubbler & Bottle-Type 


se a> ELECTRIC WATER COOLERS 


Superb Engineering 
Distinguished Design 
Maximum Efficiency for 
Minimum Operational Cost 


COOLSTREAM — the first 
Water Cooler with a one- 
piece stainless steel cabi- 
net and a one-piece stain- 
less steel top-plate. 


reuit 


DO YOU WANT tion needed on repair parts anda | RI 
/ '* COOLSTREAM 
CO UM Sylvania Electric Products, Inc. CORPORATION 


“Thirty Second Radio Announce 240 BUTLER STREET BROOKLYN 17,N.Y. 








from MAINE to FLORIDA? 








I you have a new product to their local advertisir 









introduce, or, if you want addi- Electric lighting product The 


distribution NOW on the let on rad " incements yntains 
























East coast, then you'll want t vario pre-tested spot commercials \ 

meet up with these efficient men . : MON Wh ave ea e rs WITH 
| ] f] ' } + ¢ ner 

of McAleer hey’re seasoned 7 A a\ ew atx 


salesmen who recognize prod- 





advantages, know market 







DURO 


PUMPS, WATER 
ew appliance n use ware prod- 
oo ae. a a ay | SYSTEMS AND WATER SOFTENERS 


needs, and the outlets that serve 






them best. Let McAleer put your 

















E. J. McAleer & Co. is one of bli by the Timken-Detroit Ax! ‘ 

Philad« Iphia ' t distributors { i DO t ict ire designs by DURO PRODUCTS give de- 
f nationally famous houseware ot 60 aie ae pendable, carefree service 
rodu ding . on I i @ systems a 

ici aaa a soon Chthedins rious types of homes and roo and year round user satisfac- 

e. Our facilities enable us t renner efagt Ang te adape hie 2 tion. The sale of Duro Prod- 
oor S contest Can oe bby room, a colonial ranch house, a ucts, therefore, will pave the 

4 Eas } utiet | quire ] _ a Cap ( "4 } 1s nd 
en eects ens per way for the sale of other ap- 
handled in cor pliances in your line. Cus- 


tomer satisfaction is the 
PROFIT PLUS that you have 
been looking for to make 1946 





In peace 





lition A eck-list of electrical appliance 


to being a leading distrib 












: me is included in “Planni 
utor of nationally known “ “2 “ ° e 
housewares, E.] McAleer for Electricity, in eight page circu a banner year. Line up with 
& Co. make metal kitch | ntly publisl ll 






r recently publish the Smal “DURO-JET" 
on cchinete, well eabtacte ian Caan <n Gas Mika a DURO — send for Catalog 


and wardrobes Dealers and users alike endorsé 


I] inoi . . No. 45. The DURO Co.., Duro-Jet. System includes every 
E. 


ye rned for me annet the thing needed for single or doub! 
J. 


, 
4 tes tne thesis t t Dept. 31-B, Dayton, l, Ohio. - 
AND COMPANY, INC. 


s need yuld receive primary 
ation. T explains the pring PUMPS DURO SOFTENERS 
juantity and quality essential 
1422 N. 8th Street od ligt { 


in good lighting, and also contains ad- 
~ocenamadueadiaees vice on the location of switches, con- The Duro Company, Dayton 1, Ohio 
enience outlets, and fixtures 
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Wabash Corp. 


latest phototechnical data on 
mplete Wabash Photolamp line 
letailed exposure information is 
in the new Wabash Bulletin | 
No. 743P which has just been issued. 
fash and photoflood tables for 
th all black and white and color 
are included with a special sec- 
devoted to color photography with 
both standard and daylight-blue photo- 
flash bulbs. Photo-technical production 
jata covers standard and daylight blue 
flash and photoflood bulbs, photo- 
enlarger bulbs and infra-red heat dry- 
ing lamps. Until dealers receive their 
| supply of these bulletins, copies are 
available through Photolamp Division, 
Wabash Corp., 335 Carroll St., Brook- 
31, N. Y 


Westinghouse Electric Corp. 


{ sound motion picture in color, 
ared especially to assist the group 
ome lighting consultants whom 

the nation’s electric service compa- 
nies have assigned to help achieve bet- 
ter lighted American homes, has just 
been completed by the Westinghouse 

amp Division, Bloomfield, N. J. 

The picture, “The Magic Touch,” is 
available on 16 millimeter film for 
purchase by utilities at cost. Prints will 

lelivered 30 days after the order is 
eived, the announcement said. 

The motion picture contains both 
he man’s and woman’s angle, thus be- 
ng adapted for showing to women’s 





rganizations and to mixed groups 





such as meetings of Parent Teachers 
\ssociations 
A complete living room set was 
It at a motion picture studio to dem 
strate the “do’s” and “don'ts” of 
me lighting. “Miss Wilson,” the 
star” of the picture, is a home light- 
ng consultant for an electric service 
npany who visits the home of a 
pical American family of four at 
invitation of the mother. She sug 
gests how the rooms can be much bet- 
lighted, for eve protection of 
ier, Dad and the two children 
for decoration as well, by rear- 


Vf } 


ging existing lighting equipment 
and by installation of some new light- 
g effects 
Prints of the 30-minute film are 
iilable for private inspection to util 
executives at each of the nine 
Westinghouse Lamp District headquar- 
offices. They are located in New 
rk, Boston, Chicago, Philadelphia, 
ttsburgh, St. Louis, San Francisco, 


nta and Washington, D. C. 


Whiting Stokers 


low to Choose a Stoker is the title 
a promotional booklet published by 
iting Stokers, 11. South LaSalle 
Chicago. The advantages and 
sadvantages of various stoker com- 
nents—such as hoppers, hopper 
ses, feed screws, burner tubes, burner 
ads, motors, etc.—are discussed. Pic- 
res of various Whiting models are ® 
cluded. 
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Cincinnati 
slams out a 
Four-Baqger 





From the first cry “Play ball!” to the last bottle of pop, Cincinnatians 
cheer their Reds. Cincinnati's reputation for baseball-mindedness began 
in 1869 with organization of the first pro baseball team, followed since 
by the inception of major league night baseball and A. B. ‘Happy 
Chandler's choice of the Queen City as baseball headquarters of the 
world. During the five war years the number of enthusiastically loya 


fans who swarmed into Crosley Field each year represented 58% of the 
Pp 


entire Greater Cincinnati population... the highest per capita attend 





ance of any major league city. The security which comes from stability 


of income and steady employment has helped build the loyalty and ; 


Cincinnat one of the nation’s 15 leading industrial area h ’ hick ’ he Red b 
asl a eae ta Ges teil 0k ems: ts On calle tl enthusiasm with which Greater Cincinnati boosts the Reds . . . this same 
center of the world and the bituminous coal center of the nation 


loyal enthusiasm is the mark of a good market and a vital consideration 


for those whose advertising must produce sales 


HULBERT TAFT, Preside 
ond Editor-in-Chief 





NEW YORK 17, N¥ 
East 42nd Stree 


Albert H. Parke M 
CHICAGO |. ILLINOIS 
333 North Michigan 
Fred D. Burns, Mg 


-.- IN ADVERTISING 
AND DAILY CIRCULATION 


435 North Michigan 





Owners ond operotors of Radio Stetion WKRC 


3 


Ay 


F siete STAR ADVERTISING OFFICES 


WEST COAST REPRESENTATIVE 
John E. Lutz, Chicago 


Ave 


~ 





y, 
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Frigidaire Holds 
First Sales School 


ver 7 i i ers and dist 





GENUINE ORIGINAL 


STRUCTURAL Benns 


OF TEMPERED MASONITE PRESDWOOD 












tant tactor. 


New Thinking—New Selling 





Peop \ iprooted during the 
M Bratt id There have 
eatest shifts in population 

las ever seen. .. Because 










urtin <periences, many 

ist don the same about 

thing All these changed 

ngs will add to our problems in sell- 

xy both our establsihed lines and those 
i iug i : 

M Bratten stated that the chief 

eas for holding the school was that 

lair salesmen had been out of 












thoug - allie employed by the 
HELPS SELL mpany dur r that period 


yram for the first 


c( ormi 


APPLIANCES | es. i eee 
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industry refrigeration and air condi- 
in Cleveland in October 


irs during the war, | 


ins of manutacturers tor the all- 
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ALL KINDS OF lass_were: Ellsworth Gilbert, sales 
motion 1 r; H. F. Lehman | 


\. Cla istant general sales | 


edules fo ister movement of both 

complet nits and parts through fac- 

SOLD EXCLUSIVELY tribution channels to do 
BY tic commercial and _ industrial | 


| Lhe n ting also served to expedite 














Wall Treatment created with Structural Bends. Trock Appliance Store, Chicage 
Harry Meyers, Display Mgr. 


Create a Modern 


APPLIANCE DEPARTMENT... 


Made of strong tempered Masonite presdwood, Structural 
Bendsarea practical, inexpensive material for creating stream- 
lined, dramatic merchandise settings. Whole departments 
can be modernized...new window backgrounds installed... 
outstanding effects created at little cost. There are seventeen 
basic shapes available in 8’ and 12’ lengths. Flexible...easy 
to cut...construct...finish and install...durable...modern 

.. practical to hundreds of different treatments. In stock. 











WRITE FOR FREE CATALOG «+ PLAN YOUR 
NEEDS + PLACE ORDER NOW 


Only $2.90 


Designed and Distributed Exclusively by 


W. L. STENSGAARD AND ASSOCIATES, INC. 


300 NORTH JUSTINE STREET + CHICAGO 7, ILLINOIS 





FOR AUTOMATIC HOME 
WASHING MACHINES 


® The problem of designing an 
automatic reciprocating washing 
cycle and high drying speed has 


been skillfully met by the use 





of L.G.S. Spring Clutches. 
Watch for them in 


large 1916 production. 


May we assist you in 


L.G.S. SPRING CLUTCH CORPORATION 
SUBSIDIARY OF 


CURTISS-WRIGHT CORPORATION 


HOLT ROAD AT FARNSWORTH * PE) ee a | 
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ELECTRIC 
TRIMMER 


XACLUSIVE Hedge- 
master double action 
provides unequaled 

performance, smooth op- 
eration and long service. 


TRIMMER egpesite divestion ie’ cash 
with other . . . the forward 


stroke of one blade is bal- 
anced by the return stroke 
of the other. Nothing to 
obstruct shrubbery from 
entering the cutting blades 
nor to limit the size of 
stalk that may be admit- 
ted to them. Duo-position 
cutting head may be 
locked in two different 


DOUBLE 
ACTION 


4+ 


positions for convenient operation. Ideal for the home 
owner, nurseryman, landscape gardener, etc. It has 
a 10,” cut, and well-balanced design to fit the hand 
without tiring the operator. Equipped with a 14” 
Reach-Ezy insulated handle. Powered by Universal 
type motor for use on AC or DC current. Will not 
stall when cutting heavy stalks. Weight approxi- 
mately 5 Ibs. The same model can be supplied with 
7!” blades for continuous heavy duty trimming. All 
models reasonably priced. Complete catalog upon 
request. 


KAUFMAN MFG.CO. 


MANITOWOC. WISCONSIN 





APPLIANCES 
Miove Faster... 
Disecay Berrer 





from McALEER 


METAL MERCHANDISERS 


Many electrical appliances sell faster 


when displayed on attractive, eye- 
catching merchandising stands. The 
McAleer Metal Merchandisers are 
“custom engineered” to give your 
product full view display and 
handier, easier accessibility. Write 
today for illustrated brochure. 


E. J. McALEER & CO. 

1422 N. 8th Street 

Philadelphia 22, Pa. 

Please send brochure telling how you 
solve display merchandising problems. 


NAME 


ADDRESS 


RI iectiveiicniiniets STATE. 


DuMont Television Studios 
to Open in Wanamaker's 


The new television studios of the 
Allen B. DuMont Laboratories, Inc.. 
in the John Wanamaker store in New 
York will have their grand opening 
on April 15, 

Leonard F. Cramer, executive vice’ 
president of DuMont, said, “In times 
such as these, it has been no simpk 
job to effect the construction of so 
vast a project.” He pointed out that 
studios have been designed to permit 
any size production from simple inter 
views to Aida and its legendary ele 
phants. 

The entire auditorium and adjoin- 
ing areas in Wanamaker’s have been 
transformed into a “Television City.” 
The largest studio will accommodate 
equipiment necessary for a four-camera 
operation. Two supplementary studios 
are equipped with five additional 
cameras. 

For the opening, a program originat 
ing in DuMont’s Washington station, 
W3XWT, will be transmitted over 
the newly installed A. T. & T. coaxial 
line to mark the first individual uss 
of the new inter-city link. The initial 
program will also include a specially 
written script by George Lowther and 


a commercial program, 


Nezperce Indians Like Elec- 
tricity But Have Trouble 
Figuring Costs 


Indians of the Nezperce tribe are 
going in for electrical conveniences 
according to a report by Joe Fox, 
sales manager for the Washington 
Water Power Co. in the Lewiston, 
Idaho, division, as recorded in “The 
Illuminator,” company house organ 

Although not all of the Indian 
homes have been modernized, appar- 
ently at least 90 percent of them are 
wired for electric lights Most of them 
use washing machines and refrigerators 
and some of the more progressive 
tribesmen have installed electric brood- 
ers and other electric farming equip- 
ment. The chief handicap to be over- 
come by the salesman approaching an 
Indian is the latter’s misconception of 
the cost of operation. In one instance, 
one of the Indians who wanted an 
electric range was prevented from 
buying because a fellow tribesman had 
told him that his monthly bill would 
be $15. When he learned the true 
figure—considerably beneath $15—the 
range was installed “pronto.” 


Eureka Boosts Home 
Cleaning Advertising 


The versatility of the home cleaning 
system of the Eureka Williams Corp. 
will be the dominant theme of the 
company’s advertising during the next 
six months, it was disclosed by George 
T. Stevens, vice-president 

Full page, four color ads are sched- 
uled for the Satevepost, Collier’s, and 
WeCall’s. First of the new ad -vertis- 
ments will emphasize the power driven 
floor waxer which operates in the 
firm’s upright model cleaner. Copy 
will also picture the system’s upright 
and tank type cleaners and show other 
attachable cleaning tools. Five trade 
publications will carry an interpreta- 
tion of the Eureka franchise to deal- 
ers. Point-of-sale display material, 
posters and pamphlets will round out 


the promotion effort 
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LICENSED UNDER TORRINGTON 


PATENTS 


ELECTRIC & MACHINE CO. 


3525 E. WASHINGTON STREET 





INDIANAPOLIS, 


NDIANA 











ME DONALD 


LOOKING AHEAD 
/ WITH McDONALD 


AMsKS 


far 


Sewétce 


When a dealer sells and installs a McDonald Pump, he 


is certain he has MADE A FRIEND 
in the busy days ahead. Farm folks 
will be looking for equipment of known 
dependability. The name “McDONALD” 
has been firmly established as quality 
manufacturers of Pumps for more than 
90 years. 


A. Y. McDONALD MFG. CO. 
DUBUQUE—IOWA 


DEEP WELL 


Series 400 and > ag 

skillfully engineered units fea- 
turing complete ac- —_ 
cessibility, positive 
lubrication. 


SHALLOW 
WELL 


Series 420. Sim- 

le, accessible, 
dependable — a 
leader in the 
Water System 
field. 


so 


AUTOMATIC s 


That's all important 


ER 


AT 
YSTEMS 
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(sc NYKELKROM 


REPLACEMENT ELEMENTS 


they will 
BUILD YOUR 
SERVICE and 
PROFITS 


Prompt deliveries— the highest 
quality materials and careful 
workmanship assures you of 
profitable service and satisfied 


customers. 


Complete line of Replacement 
Coils for most Electric Ranges — 
special heating units — flat iron 
elements— Cone Elements for 
space heaters, and spooled coiled 
resistance wire. 





H.W. TUTTLE 


ADRIAN, 


SEND FOR COMPLETE CATALOG 


Nykelkrom Flat Iron Element 
Fits 90°. Flat Irons. 


Heating Elements 

6'2 and 5% inch bricks 
Single heat also for 2 or 3 
heat switches 


Cone heating elements for 


room heaters 


& COMPANY 


MICH. 











DEALER PROFIT 
plus 
QUALITY LINE 











TO DEALERS 


Since 1915 


HEATERS 


interested in a 


profitable and quality line of 
electric water heaters——here's 
SEPCO! 


SEPCO features that sell SEPCO: 


U. 


. Heating unit: 


“SEPCO" designed bellows, im- 
mersion snap action type, sensitive, 
accurate, sturdy! 


radiant type, large 
heating area, low watts density, re- 
ducing scale formation to minimum, 
assuring long life. Vertically located, 
heating water while rising. 


. Specially designed diffuser—helical 


. Removable 


Write today for full details. 


AUTOMATIC ELECTRIC HEATER CO., INC. 


type permitting withdrawal of 90% 
of capacity without drop of tem- 
perature. 


thermostat and heat- 
ing unit without having to drain the 
tank. 


You profit with "SEPCO” 


GENERAL OFFICES AND FACTORY 
POTTSTOWN, PENNSYLVANIA, U. S. A. 





RCA Victor to Convert 
Pre-War Video Sets 


RCA Victor television receivers 
made before the war will be converted 


to receive programs on the new fre- 


| quency channels allocated by the Fed- 
Commission, it 


eral Communicati 


ms 


was announced recently by the RCA 
Co., In 


Service 


Service 
RCA the New 
York, Philadelphia, Chicago, and Los 


shops in 


Angeles areas will, on request from a 
either 
A dealer 


chassis, 


set-owner, direct or 
the R¢ 
the 


cults, 


through 
in the area, bring in 
incorporate 
then re-install 
owner's home 


revised 
and test it 
All known 
RCA Victor television re- 
have notified by letter 
service is available at a charge 


cir- 
and 
in the 
owners of 
ceivers been 
that the 
of $30. 

The allocati 
the frequencies of television 
stations, both by changing frequency 
bands for given channel designations 
and by moving to new 

The new channels are 
1, 44 to 5O megacycles ; 
54 to 60 
to 66 


new ms have shifted 


existing 


chan- 
Chan 
Channel 
Channel 3, 

megacvcles; Channel 4, 66 
72 megacycles ; 76 to 


1 6, 82 


stations 


nels 
megacycles; 


Channel 5, 
megacycles; and Channe 


» 88 megacycles 


Denslow Heads Coleman 
Specialized Distribution 

The Coleman Company, Inc., has 
announced the appointment of Ford 
H. Denslow to head its recently or- 
ganized Specialized Distribution Divi- 
sion. 


F. H. DENSLOW 


Denslow was formerly with 
merchandising divisions of 
Electric and General Motors. 
the war he was 
War Production 
sumers’ 

Under Denslow’s direction the new 
division will study distribution methods 
to find more efficient ways of channel- 


During 
associated with the 
Board in the Con- 
Durable Goods Division. 


ing Coleman heating and lighting ap- 
pliances to both 
mate 


the dealer and ulti- 
consumer. Much of 
time will be spent 
retail outlets to 
displaying 


Denslow’s 
calls on 
methods of 


making 


suggest 


ances 


Bliley Electric Reorganizes 


The 


ure ol 


Bliley Electric Co., manufac- 
t quartz « and 
equipment in Erie, Pa., has been re- 
organized-with F. Dawson Bliley as 
president and general manager. Other 
fficers are G. E. Wright and is W. 
Wolfskill, sidents, and D. F. 


stout, 


rystal electrical 


vice-pre 


secretary-treasuret 
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the | 
General | 


and selling Coleman appli- 


| 
| 








PROVEN SELLER 
Big Profits! 


ATTRACTIVE @ AUTOMATIC 
ELECTRIC LIGHTER 


FOR HOME AND OFFICE 














@ THE “JUNEBUG" LIGHTER has been sa 
tested, and by actual volume sales records has 
proven to be a tremendous seller. Immediate 
ales results! CAN BE SOLD EVERYWHERE— 
ELECTRICAL APPLIANCE, RADID, DRUG, 
CIGAR, NOVELTY, GIFT, DEPARTMENT 
STORES, ETC. IT 1S A TRULY BEAUTIFUL 
ORNAMENT THAT PEOPLE BUY ON SIGHT 
Nothing to push or turn, LIGHTS WHEN YOU 
PICK IT UP. Plug the ‘Junebug’ into any 
wall socket Molded of heavy decorative amber 
glass, with guaranteed heating element and long 
rubber -covered attractively ce 
phane wrapped with a guarantee and instruct 
sheet in individual boxes, ready to sell. Mats 
furnished free on request for advertising pur 
pose 


omes 


All lighters priced on every box. 
RETAIL $2.50 EACH 
Packed 24 to a carton. approximate 
yeight 18 lbs., F.0.B. Chicago. 
Terms cash with order, 
SAMPLES $1.50 EA, 
Dealers Cost Wholesale $18.00 Doz. 
MONEY BACK GUARANTEE 
Packed 12 to a carton for Dealers. 


Order this fast selling Automatic Electric Lighter 
today 


JOBBERS, DISTRIBUTORS, WHOLESALERS, 
WRITE FOR PRICE LIST. 


MILLER SPECIALTIES CO. 


2828 N. Pine Grove, Dept. 4-EM, Chicago 14, II! 


shipping 
Railway Fx; 


less 2% 








WEBSTER 


RECORD CHANGER 


Easier to play. because of its 
simple fool-proof operating prin- 
ciple. This new Webster changer 
has heavier. more costly parts— 
and its rugged construction and 
care in assembly make it de 
pendable—cut service calls to a 
minimum. 


(Ft 


*Fastchangecycle xFea- 
ther-touch pickup #wBuilt 
to last # Automatic shut- 
off #xLonger record lile 
*x Dynamically balanced. 
4-pole—cushion mounted 


The choice of music lovers 


c 


WEBSTER fy CHICACO 


AVE 
ILLINOIS 


“a 


5610 BLOOMINGDALE 
on eee ECeo ee 
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NO TEDIOUS 


HAND TURNING 
Thots whot SELLS the new 


KASSON, 4 -B-Q. 


MEAT TURNER 


It has all these highlights: 
@ Revolves three times a minute; meats are 
ked evenly 


@ Operates on house current (110 Volts 































A 
. pped with 50 feet of cord 

@ Sturdy, all-metal—won't tip over 

@ Adjustable height and width 

@ Extra short set of uprights included for 


indoor fireplaces 
@ Holders for drip pan permit basting with 
natural juices 
BARBECUE FANS have always wanted @ 
. For the first 
me in history here it is on a production 
basis Sell KASSON ELECTRIC BAR-B-O 
to eliminate the drudgery of hand turning. 
st Price $39.50 F.O.8. New York. 


IMMEDIATE DELIVERY 


DISTRIBUTORS, DEALERS: Write or 
wire today for literature and discounts 


power driven meat turner . . 


on this fast selling, 


tested product. 


GENERAL DIE AND STAMPING COMPANY 
267 Mott St 


Dept. EM WN. Y. 12, N. Y. 


Slingabou® 


END DELIVERY TROUBLES 
cur cosTs! 










a ee en 


Eliminates the muss, fuss and 
time of unerating and cleaning 
up one s” premi Saves 
time in handling and eliminates 
customer complaints; for enamel 
finishes are protected from mars, 
dents, stains and scratches. 
Thickly padded canvas jacket 
with ingenious handhold sling 
makes it easy to carry appli- 
ances on and off trucks, up 
stairs, through narrow doors and 
halle without damage to appli- 
ance or walls. 





Tailormade Slingabouts are 
ready for all appliances, Among 
manufacturers recommending 
them are Bendix, Crosley, Frig- 
idaire, General Electric, Cibson, 
Hotpoint, Kelvinator, Leonard, 
Norge, Philev and Servel. 


(Sledietieeedie eee 


WEBB MANUFACTURING COMPANY 
“18 N. Fourth St., Philadelphia 33, Pa. 
Send Slingabout prices for 


Manufacturer 








Model No. 
Check Appliance 
Refrigerate: Range Freezer Washer 
Nemes _ a, 
Address —— ee 
City. State 





WEBB MANUFACTURING COMPANY 


2918 N. 4th ST., PHILADELPHIA 33, PA 





LECTR 














WINNING DISPLAY: The Hill-Shaw 
Co.'s self-dispensing display unit pic- 
tured above won the blue ribbon award 
at the recent Spice Mill Ninth Packag- 
ing Show in Chicago. The display is 
colorfully lithographed and is constructed 
so that no back easel is necessary. 
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Naval Electronics Expert 
Founds Washington Agency 


Commander Whitfield Pressinger, 
recently released fron 
Navy. has 
hment of his sales organization with 


Washineton. D. C 


sales and engineering con- 


ictive duty with 


announted the estab- 


headquarters 
to handle 
tacts both with government and manu- 
immediate area. The 
new firm will concentrate its activities 
in the radio and. electronics field in 
Washington Marvland Delaware, 
Pennsylvania, and New Jersey 


facturers in the 


Prior to naval service Commander 
’ressinger conducted a radio and elec- 
trical distributing New 
York. During the war he was chief of 
production in the Bureau of Ships— 
] recently 
awarded the Commendation and Rib 
bon Bar by Navy Secretary Forrestal. 
The citation read in part: “For out- 
standing performance of duty while 
serving as head of the Production 
Group in the Electronic Division of the 
Bureau of Ships from November, 1942, 

Tune, 1944. Efficiently 
is duties despite critical material and 
manpower shortages, Comdr. Pressin- 
ver directed the successful Navv elec 
tronic production program which sup 


business in 


which | service he was 


perf rming 


hed electronic equipment for ship and 


hore installations 


Goodyear Delivers 
First Farm Freezer 


Civic pride in Akron, Ohio, got a 
hoost recently when the Goodvear Air- 
craft Corp. delivered the first unit of 
a $1,000,000 refrigeration contract to 
the Wilson Refrigeration Corp of 
Dela Vare 
Commencement of 


Smyrna 
construction on a 
second refrigeration contract for the 
York Co., York, Pa 


because of material shortages 


has been delay ed 


Production of the Wilson refrigera 
tors, farm freezers bearing the name 
Zerosafe, was also delaved by the strike 
and material situatio: The Zerosafe 
is made in both 15 and 25 cubic foot 
s1z7es 
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This quick-selling, triple-duty Safety Pilot Plug is the newest hit in the modern 


LumiNite line of electrically lighted switch plates. It's an ideal nite-lite plus 


an easy-to-find two-way plug plus a cap for appliance cords—all three in 


one attractive, low-cost unit! The soft-glowing, piastic-encased, low-wattage 


neon lamp is always lighted, visible in the darkest corner. Economical, too, 


using less than two cents’ worth of electric current per year! Lasts for years 


without a burn-out. Just plug it in, and plug into it! No wires to connect 


(unless used as a plug cap for appliance cords). 
Packed in handy, display cartons of 10 plugs 
each. Write for details today on LumiNite prod- 
ucts, and the free merchandising aids. 


ASSOCIATED PROJECTS CO., 80 E. Long St. 
Columbus 15, Ohio 


Sensational 
New 
Seller 
LUMINITE 
SAFETY 
PILOT PLUG 














By Makers of the Popular 


LUMI-; 


Outlet and Switch Lights 












SANITARY 





FARM LOC 
ae 


KER PLANT 


u 5 eat OF 


fo ». +5 
We oy sac, wi> 


uicfrez—™ ome 






roven 


BY THOUSANDS - -- 


QUICFREZ — the PIONEER of the FARM FREEZER FIELD — 
proven by daily use for over seven years, is in thousands of homes 
today. Every unit “built better to last longer.” 


SANITARY REFRIGERATOR CO. 


Manufacturers of Ice Refrigerators For Over 40 Years 


Quicfrez Farm Locker Plants Since 1939 


FOND DU LAC, WISCONSIN 
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Almost every plant that carries on 
baking, drying, pre-heating or dehy- 
drating operations is a prospect for 
Wabash-Birdseye Infra-Red Lamps. 
Manufacturers know how these 
lamps save time and money. Point 
out to them how little Infra-Red 
costs to install ... how inexpensive 
it is to maintain. Chances are, you'll 
quickly change a prospect into a 
customer! 


2. THE HOME 


Home use of Infra-Red is growing 
fast. More and more people are learn- 
ing how Infra-Red brings soothing 
relief to aching muscles. How effee- 
tively it treats colds, and other ail- 
ments for which heat is usually pre- 
scribed. They're learning. too. that 
Wabash-Birdseye Infra-Red Lamps 
are safe and simple to use—are better 
and faster than old-fashioned heat 
treating methods—and much more 
pleasant. 





For quick sales, stress these outstanding 
features of Wabash-Birdseye Infra-Red Lamps 
Special tungsten filaments, designed to distrib 
ute heat evenly in all directions. ‘Superlok’’ 
bases that keep bulb and base from separat 
ing, even at terrific temperatures. Extra long 
life. They're features that will sell, to markets 
ready to buy! 





WABASH CORPORATION 
345 Carroll Street, Brooklyn 31, N. Y. 


A Subsidiary of Sylvania Electric Products Inc. 


WABASH- 
BIRDSEYE 


FIRST IN INFRA-RED 
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British Radio Tax 33%, 
of Price, Clement Says 


At least 50 percent of the Bri 


manutactul 
quota 


Britis} 
industry.” 


uxuries { 
measures. The 20 percent 


assessed in this country 


* 
*. a 
 "*Pteeseree* 


seem quite moderate to most 
in England when the purchase 
n wrdinary radio receiver 1s 
f the price and the pu 
i radio pho 

100 percent, accord 

nt, who conferred wit 
leading radio manufac 


vernmental representa 
retarded 
by shortages JUICE KING supremacy in home 
ing oa " — juicer design has won the hearts of house- 
it iieee eb Ge wives the country over. JUICE KING leadership 
he talked in En is confirmed by the unique “Single-Stroke” handle that 
Bi emt cuts squeezing time in half—and by these FIVE additional sales 
\ cei sek ellen features: Patented Juice-All Strainer * Deep-Well Cup * Inter- 
locking Cup, Strainer, and Base * Steel Handle * Open Design. 
JUICE KING models retail from $4.95 to $9.95. For the finest 
in home juicers—feature JUICE KING! 
NATIONAL DIE CASTING CO. Touhy Ave. at Lawndale, Chicago 45, Ill, 


Radio Executives 
Discuss Television 





Four of America’s outstanding rad 
xecutives spoke on television 
February meeting in the auditoriun 

he Barbizon Plaza Hotel, New Yo 
which was sponsored by the America 
Felevision Society. Department and 
chain store executives, dealers, adver 

“men, the press, and motion pi 

re executives heard J. B. Elliot 
vice-president of RCA Victor: Harry 
Boyd Brown, Philco merchandising 
manager; Phillip Gillig, national in 
stitute manager for Emerson: and E 
Patrick Toal sales 
General El 


manager of the 
liscuss television 
] 1 


x 


“MODEL 12 DI 


= 





 DEBONAIR” 


“¥ 


The Greatest Advancement 
— 9 ° ° 
in “Fan” Engineering 
There's nothing like VORNADO- 
FAN on the American market. 
Seven times more circulation— ~~ 
33°/, longer range of effective cool- MODEL 15.43 : 
ing—more effective than three or- “"ROOMETTE” : EAR, ; 
dinary ‘fans’. Beautiful and con- BUZ BLA NO BOTHER 
e + $ 
venient. A superb demonstrator. NO l NO ST ? 
Offer this triumph in "fan" engi- fee, , a 


neering to your customers—a thrill- 
ing seller! 


DEALERS! 


SEE YOUR DISTRIBUTOR 


OR WRITE DIRECT O. A. SUTTON CORP. 
WICHITA, KANSAS 
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FARM FENCE CONTROLLERS 


It doesn't take long for good news to 
get around. Customer demand for Elec- 
tro-Line Controllers is greater than ever 
before. Electro-Line Controllers are hon- 
estly and capably built — THEY DELIVER 
and they deliver RELIABLY. 

Electro-Line offers your customers five 
models—each model has its definite place 
ond use. Moderately priced, modernly 
styled—Electro-Line has customer appeal. 

See your Jobber. 
ELECTRO-LINE PRODUCTS CORP. 

120 N. Broadway © Milwaukee 2, Wis. 


No. 4302 
6-Volt D.C 
Battery Model 
With 
Battery 
Compartment 


He 


Molded of new, improved luminous 
plastic that emits blue-white glow 
thru hours of darkness. 

Glows 7 to 8 hours with only min- 
utes of exposure to light. 

Absorbs both artificial and daylight. 
Practical, unbreakable and wash- 
able. 

Quick turnover—full profits. 
Colorful sales display—free to each 
dealer. 

Retails 25c single gang; 42c double 
gang. Attractively packaged (in- 
dividually) with quality screws. 


Order. from Ss jobber 


YS Nelli OS ion 


4656 West Huron Street, — 44, 


Manufacturers of the famous Gifts 
Games, Savings Banks, Protecto-o-shields, 
Switchplates, efc. 

Canadian Distributors: 

Kahn, Bold & Laddon, Ltd., 


ELECTRICAL 


IMinois 


Knives, 


69 York St., Toronto 


Bendix Completes Training 
Home Service Directors 


The six months training program oi 
79 distributors’ home service directors 
has been completed by the Bendix 
Home Laundry Institute, South Bend. 
Ind. The series of classes was under 
the direction of Miss Edwina Nolan. 
director of the institute, to the end 
that all home laundries sold would 
have postsale demonstrations, thus in- 
suring that consumers will get the most 
out of their machines, be satisfied cus- 
tomers, and therefore act as unpaid 
salesmen. 

The program was originally set-up 
by J. S. Sayre, president of Bendix 
Home \ppliances, Inc., who recom 
mended that every 
a home director who would 
meet the requirements and qualifica 
tions established by the factory man- 
agement. Each home service director 
attended a Bendix school which cov- 
ered the product, fundamentals of laun 
dering, how to demonstrate the Bendix 
home laundry, new soap and deter- 
gents, new fabrics, sales 
advertising and sales 


distributor employ 
service 


presentation, 
promotion, or- 
laundry plan 
actual use of the product 
Upon completing the course, each dis 
tributor’s director organized her own 
department and selected and trained 
her home laundry field specialists. The 
company estimates that by May there 
vill be 2,000 specialists trained in the 


ganizing a 
ning, and 


department, 


rh 
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Sun-kKraft 


COLD QUARTZ ULTRAVIOLET 
RAY THERAPY LAMP 


For Further 
Information 


Writeto —> 


Sun-K 


GENUINE QUARTZ TUBE 


95% ultraviolet output*—no heat 


. BUILT-IN AUTOMATIC TIMER 


Controls duration of treatment 


. 5-YEAR GUARANTEE ON 
QUARTZ TUBE 
Will not burn out, discolor or 
weaken in ultraviolet ray intensity 
. FREELY FLEXIBLE 
Adjustable to treat any part of body 
- COMPACT, PORTABLE 
Weighs only 20 pounds 


. BRUSHED CHROME FINISH 


Will not stain or rust 


. A.C. OR D.C. CURRENT 
Uses only 40 watts 


HANDSOME CARRYING CASE 


Each lamp comes with case and 


safety goggles 


Inc. 


PRICED TO S 
RETAIL AT 


ace U.S. Pat. OFF 


Sun-Kraft Bidg., 215 W. SUPERIOR STREET—CHICAGO 10, 


PPUBLICATION SOON! 


The indispensable 
reference for 
HOUSEHOLD 
REFRIGERATION 
DEALERS 


*Trade-in valves now in 
process of computation 


“ORDER YOUR NEW 


1946 STANDARD REFRIGERATOR 
TRADE-IN MANUAL & DEALER GuIDE Vow/ 


Detailed specifications and actual photographic re- 
productions of over 1000 of the key refrigerator 
models sold since 1928 including the new 1946 
models, Arranged and indexed for quick reference 
More than 2000 authoritative trade-in valuations 
shown — appraisals impartially established by ex- 
perts in the refrigerator field. 


STREET ADDRESS 
CITY 


Check or Mone 


1 NAME 
I 
| 


Order Enclosed 


Protect your profits—Be prepared with sound trade- 
in estimates. Order this compact pocket size (5x7), 
complete reference manual today! 
Bookbound in darable green cloth binding-256 
pages of solid, useful information—only $5 4 copy. 
A limited edition will be published before May. 
Write for quantity discounts on 100 or more copies. 


STANDARD REFRIGERATOR TRADE-IN MANUAL CO 
503 West 43rd Street, New York 18, N. Y 


copies of ¢ TRADE-IN MANUAL at $5 ca 


Send C.O.D. 
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Flashlights & Batteries 


an 


USALITE 
TELLS ITS STORY 


eee tO over 





Strong-selling messages like this 
are appearing regularly in lead- 
ing national magazines... reach- 
ing over 9 million prospects. 

Get your share of the profits... 
from the increasing demand for 
USALITE Flashlights and Bat- 
teries. Remember, the USALITE 
trade-mark is the consumer's 
guarantee of quality and depend- 
ability your assurance of re- 


peat sales. Order from your job- 


ber... today! 





Flashlights & Batteries 


“bh & BY” Batteries for Portable Radios 
UNITED STATES ELECTRIC MFG CORP Factory and 
Exec. Office: New York 11, 4.Y.+ Sranch Office : Chicage 7, Il! 
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™ PROFITS 


IN THE GROWING 
AIR-CONDITIONING 











Coolers with the features customers demand made and 
perfected in the air conditioning test ground: the Ar:zona 


desert. A fast-selling, profitable line of coolers — a!! ty 


Des 


and sizes — backed by over 30 years of manufacturing ex 












perience. Illustrated is horizontal blast blower type 


Present supply lim- 
ited 

Get your order in 
now for summer 
profits. 

Free catalog on re- 
quest. 





Manufacturing Corp 


Phoenix, Arizona 














( The complete story of 


ELECTRONICS 
—written so you can UNDERSTAND it 
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ELECTRONS IN 


1 addit 


ACTION 


By JAMES STOKLEY 
320 pages, 5'2x8, 91 Illustrations, $2.00 
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electron micros ‘ope 





the book presents a clear-cut sur 
ary of tl sensational advances 
the fleld of atomic energ cluding a sur 9? w! a electrons and whe 
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What is the outlook for postwar 4 
artl srenica? 
—These and a great number of related quastions. are 


These 17 chapters give you an easy-to- 
understand picture of the whole field of 


discussed and answered on the basis of current know! 
edge. for the benefit of the layman interested i 


tronics—as well as for the specialist in allied fie! of 
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10,000,000 


Victory did not end the paper 
shortage. Need for waste paper 
is as great as ever. 

Why? Because supplies must 
still be shipped in paper to our 
occupation forces and liberated 
countries. For the Pacific area 
these take double and triple 
wrapping to withstand long sea 
voyages and tropical climates. 

Meanwhile. demand for do- 
mestic packaging paper comes 
from scores of reconverted in- 
dustries. Jobs and shipments of 
new goods depend on paper, the 
essential protection of almost 
everything made in our factories. 

»That’s why you should desig- 
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NPRIGHT ARMS 


nate one place as your Salvage 
Corner. Collect all your waste 
paper there before you bundle 
and turn it in. If you’re in doubt 
about how to get it picked up, 
call your local newspaper or Sal- 
vage Committee. 

So appoint a Salvage Chief in 
your office. Give him the author- 
ity to organize a Salvage Team. 
Have him contact the local Sal- 
vage Committee and work with 
them. 


This advertisement prepared by the War Advertis- 
ing Council. Space contributed by this publication 
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msiderable capital investinent 1s 
ssary in the electrical retailing 
business. In the paragraph entitled, 
t estment Varies with Towns,” the 
) that $2510 should be 
tted to the kitchen group, $850 to 
eroup, and so it goes. It is 
t g rent that eone has figured this 
( { t Ipoint nbers 
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Janu 
Febri 
mate 
mont 
izes 
trans 
tinue 
Febr 
back 
Fy, 
ment 


& * a ngs and « * 
retarding obstacles to production. 
Radios, laundry equipment and sew 
ing machines comprised the slightly 
e a : 
But Irons Drop 19%... 


March 27 report shows most appliances 
declined in February. Radio set production 
at 700,000 units—up 27% over January but Mr. Small looks for 


Generally depressing figures for the 
onth of February and hopeful pre- 
dictions for March were the sum and 
of CPA Administrator John 
D. Small’s report on civilian produc 
tion issued March 27. Mr 


ngures were 


substance 


Small’s 
percent 
capacity production of strike-tied steel 

ills during the first three weeks in 
February and his hopes were 


based on the 6 


predi 
cated on the settlement of the General 
Motors and General Electric strikes 
rly in March and a belief in a short 
duration for the soft coal strike 
In February the steel strike took 
its toll of production in steel consum 
ng industries, particularly the steel 
| electrical industries. But accord 
ing to Mr. Small the settlement of the 
two “Big G” strikes paves the way 
for rapid increases in output of much 
eded products as soon as the flow 
f materials and component 
e re-established 


parts can 


Radios Still Up 


Domestic radios continued to be a 
shining example with a total ship- 
ment of 700,000 sets in February, an 
increase of 27 percent over revised 
shipments of 550,000 units 
February shipments represent approxi- 
mately 65 percent of the pre-war 
month!y rate of 1,100,000 sets. Short- 
speakers, volume controls, 
transformers and wood cabinets con- 
tinued to hold back production in 
February as the same shortages held 
back production in January. 

Figures for domestic laundry equip- 
ment show that production continued 
to climb in January, but CPA expects 

yet untabulated February figures 

a drop more in line with 

evious months. January shipments 
totaled 171,000 units compared with 
99,000 units for December. Mr. Small 
calls the large increase the direct re- 
sult of shipments of an accumulation 
of almost completed units waiting for 
bottleneck components. He attributes 
his expected February losses to the 
ever prevailing bottlenecks, difficulties 


January 


izes ol 


+ 


show 


ELECTRICAL MERCHANDISING—APRIL 





abinet lumber continued as 


tarnished silver lining to the produc 
tion cloud. Electric irons, refrigera- 


vacuum cleaners all 


ranges, ana 


lecling 


\bout 282,000 electric irons wert 
shippel in January—about 19 percent 
under December shipments of 348,000 
and about 76 percent of the pre-war 
380,000 a mont! 


February figures are not yet compiled, 


iverage rate ol 


a continued 
downward slide because of strikes cor 





tinuing in some of the plants of majo: 
producers and the shortage of steel. 

February shipments of domestic 
mechanical refrigerators are expected 
to be lower than the January total of 
123,000 units, which is about the same 
as December. Several large producers 
made no shipments after 
because of 


in obtaining gtecl items, tubs, enamel 
ing stock, electric cord sets, 
and rubber wringers 


switches, 


Sewing Machines Climb... 


12,000 sewing 
represented 18 percent of 
the -evised pre-war average monthly 
67,000. December shipments 
totaled 9,500 units. Gray iron cast- 


January shipments of January 15 
strike conditions. Work 
stoppages, steel and component short 
ages are blamed by Mr. Small for 


the expected February slip 


machines 


rate of 


In This Issue 
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League Activities 
Distributor News 
Department Stores 
New Businesses 
New Products: 
Appliances 


Radio 





And Range Shipments Decline 


Electric range shipments in Janu- 


ary took a 4,000 drop from the Decem 


ber total of 25,000. January ship- 
ment amounted to approximately 52 
percent of the pre-war average of 
47,000 per month Here again the 
(Continued on next page) 
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three gremlins of production, steel and duction was the continuing trend to- 


7 . . ; ” 
component shortages and work stop- ward inflation indicated by price pres- Radio Tube Prices Raised, Di: 





pages, showed their hands. sure, the all-time high of consumer 
Vacuum cleaner shipments in Jan- demand, low unemployment, and cur- Wh | | p . t A b ti : 
uary are est ited in report at rent business expansions. During ©) esa ers ro es sorp ion ‘ To 
120,009 units or 76 percent of the pre- February prices bumped hard at ceil- 
war average monthly rate of 156,000. ings. Official indexes moved slightly 
Althous January shipments were 36 higher as a result of price modifica- 
ee ° ‘ ° 
percent greater than the December tions. The report revealed that while OPA Hears Industry Groups on 20 4 
shipments of 89,000, the lack of com wholesale commodity prices have risen ‘ P 
cuent arts is expected to come & only 2 percent since the war's end, Price Rise Granted March 15 
fall in final February figures. one-half of that increase came during 


the last week of February and the first 


While Inflation Trend Continues three weeks in March and CPA ex- 


























- a . al arin @ feather dae tn Gee whelemte Whcn the OPA announced in March tors and retailers were required to TI 
Sass wate tr ceo a aliain hale a 20 percent increase in radio tube share in absorbing the manufacturer's dav’s 
: 4 , Sere a ee prices over October, 1941, levels to be price increase. As a result, whole- ance 
absorbed by wholesalers and retailers, salers’ margins would be reduced from finan 
representatives of the National Elec- 37.5 percent to 28.6 percent. Retailers’ for t 
RMA # itt R t t trical Wholesalers Association and the mark-ups would be reduced from who 
ommi ee epor Ss i) National Electronic Distributors Asso- 40 percent to 37 percent. 16. 
m ciation were right on its heels with a Com 
OPA, Demands Price Relief eget Me — a ey te : Whi 
an . ~ esaler Pg wagon Pp — that Scheduled Meetings In 
they could not take on the added the 
burden and asked for price relief. Following is a list of meetings sched- siieal 
Cites Ways to dustry cannot get competitive until it OPA, currently endeavoring to pro- uled for the neor future: hen 
° an get into production; therefore, long its own life, promised to take the Annual Convention the 
Start Production OPA must liberalize prices to the matter under consideration and tossed National Electrical Wholesalers As- ped 
point where material and supplies can out one scrap of solace—a promise to sociation The 
ve ubtained.” issue an interim order dividing the Hotel Stevens, Chicago, Ill, “~ 
\nother atta the battle for : absorption 80-20 so the tubes could April 21-25 Mey 
pri ief is carried to OPA Chaos in Industry move through wholesale channels until Charles G. Pyle, Managing Director pred 
Adn nistrator Paul A. Porter recently As an indication of alleged chaos a figal decision was reached. National Plastics Exposition once 
w 7 bets fa oom ues = n se | in : e it _ y ! : - mn _ oes ; Society of the Plastics Industry the 
are ee ern Tig tence - eS yomer: a, : Bim Me The Order in Question... Grand Central Palace, N. Y., N. Y. Sucl 
lifficulties encountered by part and set woe Bc tartaxtncn este Noss nota sty tatagows The OPA order (No. 587 to Re- + aero said 
: os | RMA co a r+ pheeehes, auction, shipping of aed Tiletens Brine ‘BRewulation Charles F. Roth, Manager deal 
ma : I of home radio receivers since vised Maximum ree aeeuratl . i a th 
aded by A. S. Wells. of Wells-Ga O70 Wines ten Gir tei eaiinls Metiiade 136) provided that radio tube manu- International Lighting Exposition peer 
Ps) BO, preset ted its plea 11. 1946, only two console radio-phono- facturers could sell on an adjustable Hotel Stevens, Chicago, Ill. aa 
the for yf a thick bo t entitle graph sets were shipped and billed by pricing basis beginning March 15, April 26-30 tort 
Radio Industry I to OPA the entire radio industry, the commit- 1946, and ending on the day increased Electric Home Appliance Show - 
Mont fter V-J Day tee said, ceiling prices for tubes became effec- Texas Electric Service Co. 
Ask Price Relief ae Fon gee ee ee rN Will Rogers Memorial Coliseum, Fort " 
er’s rice ime re: - of 15.5 percent over —— — the 
eased lhe the present ceiling prices for radio Ae Meine 2 O. 1 
ry and Mar fa : ~~, he at . A. E. Schwarz, 2 Rector St., N. Y., 
, i oot eae LG , receiving tubes sold as original equip- Space Assignments th 
the RMA and aained Washer Prices ment to radio set pro lucers. ‘It also naaat ve chos 
; “ permitted a manufacturer’s increase ational Modern Homes Exposition n 
i , t OPA bs , - * : ~<a Upped 1.8 Percent of 20 percent over the October, 1941, Metropolitan Association of Real Es- 
is 13 hs i ee prices for radio receiving tubes when tate Boards ere 
| = . f s ers. trans- Labor cost increases which were not sold to wholesalers and retailers. The Grand Central Palace, N. Y., N. Y. 
: q : me i. tal ; ee el Cath ote order was also applicable to special May 4-11 
tube coil yndensers, and taken into consideration last fall when “ | aPF . . Matthew G. Ely, Chairman M.A.R.EB. 
a meine Minian: Meteeiiie Be. the OPA fixed prices for manufactur- purpose tubes similar to radio receiv- atthe - Ely, : 
] 4 ¢ ' t ' of the nerease ers of washi g machi 1és and el ctric ing tube S. Housewares Show add 
a viene of tons emiestola irons were recognized by the agency reer D Convention Hall, Atlantic City, N. J. V 
and part! \ ited parts, an adjust- on April 2 when it granted a 1.8 per- a ee ew eee May 13-17 : ote 
ment ( resent completed cent increase to producers of those The order stated that the increased Flo English, Managing Director — 
ts by application of a correction appliances. OPA said that the in- manufacturer’s prices would not in- Annual Trade Show he 
factor tc established prices, the provi- rease would not affect the retail level. crease the retail price of radio tubes Electrical Manufacturers Representa- Abd 
ion of an adjusted increase factor because wholesalers and _ retailers tives Club of New England ™ 
yw future pricing, and the establish- Distributors Absorb Increase would be required to absorb the manu- Mechanics Building, Boston, Mass. 
ment of necessary facto to meet Washer and iron manufacturers facturer’s increase. No decision was May 15-17 ae 
sage increases among mate- vere previously granted a 7.7 increase made regarding _the effect of the James J. Slater, Chairman of Show 
al suppliers, component part anu ver pre-war prices, although March, action or prices for radio sets. Committee 
turers and set manufacturers. 1049 arises waters <« eeseuan - . * 4 
The committee frankly stated the alee Gaede on aight 1 Oy ener Spee Mishe Autinaten Choesland Ohio 
object of its report as a request for } NE a ae ~ 7 - | der ant : 
— oe © it the distributor level. Several months ago, the order said, May 23-June 2 
the OPA “to libera ze pricing, start- OPA declared that manufacturers a manufacturer's price increase of 10.4 National Electrical Manufacturers As- 
ing with raw material suppliers, not of washing machines and irons were percent over the October, 1941, prices, sociation 
that the ra PRRACTESeTS Can among the first to receive reconversion was granted on sales of radio receiv- Homestead Meeting ’ 
mat nt t to start production prices and subsequent to that time the ing tubes when sold as original equip- Homestead Hotel, Hot Springs, Va. 
No Competition Without Production policy of calculating basic wage rate ment for the production of radio sets. June 17-19 
increases of workers had been “some- Coupled with the new. increase of 15.5 Annual Meeting 
OPA id the committee, has al- what liberalized,” bringing original percent, manufacturers would receive Marlboro-Blenheim and Claridge 
ready stated that it will remove price price ceilings for the industry out of a total increase of 27.5 percent over Hotels, Atlantic City, N. J. 
controls when an industry is competi- line with other and more recent ceil- their Gctober 1, 1941, prices on such October 28 
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Distribution, Sales and Financing 
Topics of NEWA Pacific Convention 


See Immediate Appliance Market 
of $300 Million in || States 


The distribution of appliances in to- 
day’s market and the analysis of appli- 
ance sales potentials and methods of 
financing superseded all other topics 
for the electrical wholesale distributors 
who met at Fresno, Calif., March 14 to 
16, for the annual Pacific Divisio: 
Convention of the National Electrical 
Wholesalers Association. 
In an atmosphere still clouded by 

shortages of products, but some- 
vhat brighter following the ending of 
two of the major electrical strikes 
the distributors settled down for a 
serious study of their business outlook 
The tone of the conference was set by 
A. H. Meyers, president of Leo J 
Meyberg, San Francisco, who empha- 


+ 
ri 





sized that post-war selling of appli- 

‘es by distributors and retailers was 
the sale of necessities, not luxuries. 
transition from pre-war, he 
said, should warrant the effort of 
lealer and distributor alike to build 
the appliance business as a sound. 
stable industry without the speculation 


and pit-falls of the luxury-type busi- 


Backlog in the West 


The addition of a market the size of 
the State of Washington, was the way 
O. R. Doerr, general sales manager of 

Pacific Gas and Electric Company, 
se to describe the 5-year growth 
the 11 far-western states. He 
wed that the population had in- 
creased from 13,824,395 in 1940 to 
16,384,989 in 1945, with a substantial 
crease since then. In this period 
he said, 734,432 new meters had been 

Ided in this region. 

What this increase in population 
would mean to the distributors and 
their retailers, said Mr. Doerr, was 
evident in the fact that most of this 
population jump had taken place in 
the years when no appliances were 


available for sale. While population 
was growing, appliance sales in these 
11 states dropped from $125 million in 
1940 to $10 million in 1945. As the 
average expenditure per meter in 1940 
was $40, the backlog, even without 
extra promotion and new types of 
appliances, was expected to be tremen- 
dous, he said. 

Mr. Doerr’s estimate, based on the 
above analysis, was that there was an 
immediate market in the western states 
for more than $300,000,000 of appli- 
ances. This figure was made up from 
estimates which included $70 million 
of new cutomer demands, and $105 
million which represented the replace- 
ment market for those appliances 
which had become obsolete in the five 
year period, 


Trends in Appliance Financing 


The retailer will still be in the sales 
picture even if package-unit sales 
become more prevalent, according to 
FE. A. Mattison, vice-president of the 
Bank ot America, who analyzed credit 
and finance for the distributors. He 
pointed out that the number of large 
building contractors, operating on a 


scale large enough to warrant purchas- 





ing complete appl units for their 
new homes, was still small and was 
localized to one or two sections of the 
country. More than 70 percent of the 
building contractors in the countr; 
build only one house a year, he said. 
The trend toward financing the ap 
pliances as part of the total cost oi 
the house would continue, he believed 
increasing during the construction of 
homes for veterans. The method of 
financing appliances with the house 
over 2?!) or 25 years, which started witl 
Title 6 in the defense housing pro- 
gram, as it continues will have one 
definite advantage to the retailer, said 
Mr. Mattison. The lending agency 





MARKET ANALYST: O. R. Doerr, gen- 
eral sales manager of the Pacific Gas & 
Electric Co., tells assembled distribu- 
tors at the Fresno convention of NEWA 
that war-time population growth in || 
far-western states has been 2,560,594 
people, equal to a new state the size 
of Washington. : 











ADVISERS: Waiting their turn to advise distributors on their appliance selling prob- 
lems at the annual convention of NEWA's Pacific Division are A. H. Meyer, president 
of Leo J. Meyberg, R. E. Robertson, San Francisco district manager for Frigidaire, 
and E. A. Mattison, vice-president of the Bank of America. 
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will take a serious interest in the qual- 
ity of the appliances whic 
chased for the home 
increase the quality and pr 





e appliances purchased. 
Mr. Mattison told the distributors 
the evident trend in 
financing the retail sale of appliances 


hat he believed 


was toward bank financing on a non- 
recourse basis. He claimed that the 
pre-war “no down payment, 5 years to 
pay” financing made possible by FHA 
Title I insurance, was often abused, 
but that it made non-recourse financ- 
ing through banks possible and opened 
the way toward other types of non-re- 
course financing when Title I ex- 
pired. He emphasized the position he 
felt that banks had in the western 
states where systems of branch bank- 
ing made possible close contact with 
local dealers and their sales and financ- 
ing problems. 


Sees Market for Freezers 


An immediate market for quick- 
freeze cabinets in small towns, was 
seen by R. E. Robertson, district man- 
ager, Frigidaire, who discussed dealer 
sales problems with the distributors. 
This market for freezers, he said, is 
contingent on further customer accept- 
ance of frozen foods, a factor more im- 
portant than it seems on the surface. 
Only by the proper training of dealers 
so that purchasers of freezers will get 
proper instruction in the preparation 
and freezing of food, will this market 
increase. 

In emphasizing the opportunities 
ahead in the appliance field, Mr. Rob- 
ertson pointed out the responsibilities 
that selling to this market entailed for 
the wholesale distributor. This in- 


cluded having sufficient dealers to 


sell the goods assigned by the manu- 
fecturer, and the building of a whole- 
saler sales organization able to give 
intelligent guidance to these dealers in 
their sales problems, salesman train- 
ing, and promotion 


Yale & Towne to 
Make Appliances 


\ Buffalo division of the recently 
strike-bound Yale & Towne Manufae- 
turing Co., prominent lock making 
firm, has been formed to manufacture 
household electrical appli 


lances with 
production scheduled to begin in July 
or August, according to Maxwell C. 
Anderson, assistant to president W. 
Gibson Carey, Jr. 





ie firm has occupied property at 
3 Main St. and will ultimately 
employ between 300 and 400 persons, 
Mr. Maxwell, who is in charge of de- 
eloping the new division, said. He 
stated that the development and ex- 
pansion of the Buffalo plant will in- 
volve an expenditure of “several mil- 


lion dollars” in the xt five years. 
Pantas Appointed 


He announced the appointment of 
Leo Pantas as general superintendent. 
Mr. Pantas has been a department 
superintendent of the company’s Stam- 
ford, Conn., plant and was in charge 
of radar work during the war. 

“We will start active production on 
a small scale this summer, but the de- 
velopment of the plant must of neces- 
sity be a slow evolution,’ Mr. Max- 
well said. "It may be next January 
before we are in full production. We 
aren't going to copy anyone else in 
the electrical appliances we turn out 
here. Anything we make will be a 
distinct contribution to the improve- 
ment of that product.” 


Rheem Credit Plan Limits 
Cash Outlay to 10% 


Dealers, jobbers and distributors 
may now stock a full line of Rheem 
appliances with a cash outlay of only 
about 10 per cent under a ifor 
flooring credit plan offered by Rheem 


i 





1 


Mfg. Co. with the aid of a national 
network of 2,400 cooperating banks, 
according to Frank J. Nugent, gen- 
eral manager of appliance sales 
Dealers, jobbers and_ distributors 
under the plan can now buy in carload 
lots and thus profit from lower car- 
load prices and freight rates. They 
deal through their local banks, and 
thus obtain prompt and reliable cus- 
tomer credit information Dealers 
under the plan will also be able to 
finance their appliance il through 
FHA Title 1 contracts 
Procedure 
Procedures are simple Dealers, 
jobbers or distributors submit their 
financial statement to any participating 
bank together with an application for 
wholesale flooring. After investiga- 
tion the bank notifies the applicant of 
his maximum line of flooring and stock 
credit, The applicant then orders his 
merchandise from Rheem, giving the 
name of the bank which will floor- 








finance the purchase, and deposits a 
10 per cent down payment with cither 
the company or the bank. There- 
after payments for the balance of the 
merchandise are paid directly through 
the bank. 
Rheem currently is manufacturing 
its appliance division automatic 
water heaters for all types of fuel, 


including gas, electricity, oil and coal; 


a full line of stokers, water softeners, 
floor furnaces, space heaters, evapora- 
tive coolers, a new farm electric 
portable water heater and attic fans. 



































































To Stimulate 


Home Service Activity 


Southern California Edison Adopts 
Dealer Promotional Plan 


department in 


Direct Selling by Utility Dropped; 
Major Appliance Quotas Outlined 









ALUMINUM BACKING: 
Schaefer, General Electric engineer, ex. 
plains to W. Hayes Clark, sales manager 
of equipment tubes for the Electronics 
Dept., the features of the new alumi- 
num-backed television tube. The new 


Vincent J 


tube, to be used in television receivers 
similar to the large screen set in the 
photo, is described as tripling sharpness 
and clarity. The aluminum backing pre 
vents saturation of the screen and 
flects light out through the face 











t their equi \ tentative schedule I quarterly 
‘ , salesmen in bet s has been worked out which 
selling through a know vill set electric water heating as the 
kery, and will put primary objective of the first quarter 
t women's clubs i 1946, ith electric roasters, elec 
ed cool tric nkets, portable air heaters and 
l-electric kitchens also on the list 
Ad ite \ ; ifications at e second quarter will feature electric 
l ts 1 | ed é th auxiliary attention given 
liu) " te elect t te } eaters, home treezers air 
t t ul ome owners. Thi nditioning, dishwashers and garbage 
\ demand ‘ wosal units. During July, August 
ntemplated, fror nd September refrigeratiors will be 
to depart lighted, wit anges water heaters, 
ioners, home freezers, dish 
t I t lealer 1 vashers and garbage disposal units as 
b ympiled i econdary objectives. The f vuurth quar 
turer t the year will be devoted to 
t t _ i 1 ane *r heaters, 
‘ | be kept and reports dt quipn ers, garb 
" e as well \ é i t und small appli 
i | tin announ 
i es ideas 1 < . 
3 ' . , 1 or ‘ Advertising Support 
t t This program, which is of course 
\ t ing made to bring subject to change to take advantage 
Use . ’ and better inspectior of the availabliity of merchandise and 
tor throug] it ther actors not yet foreseen, will be 
among territory ipported by newspaper and direct by 
chitect t \dvanita \ be t ot eve ail advertising. The company’s cus 
ed and aid tunity promote the further us¢ tomer magazine “Electrical Times” 
ty ; tricity in the domestic field, t j ote considerable space in each 
ng . - ta ealer good will and general issue to the announcement of the cur 
, eale ictivity Pie-it rent objectives. This will be supple- 
t vholesalet ente by other direct mail copy 
1, unutacturers i nning Campaigns vhich will be directed toward getting 
the Los Angel epartment stores, 40 per i full share of the 35,000 water heater 
; t se Sales are to Customers replacements, and selling ranges to 
, r I c 1 be ed t some 12,000 existing wired homes. A 
ate their sales activiti th those pecial monthly bulletin will be di- 
tint te itects. 
‘ 
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EASY DISPLAY UNIT: 


In an effort to deveolp a display piece that would both 
sell and adapt itself to basic store layout, the Easy Washing Machine Corp. came 
up with this unit that requires only 15 feet of floor space and is low enough so that 
it will not obstruct the general floor view. Two fluorescent lights illuminate the 
curved end panels which are finished in pastel colors. An example of the display's 
assist new use is provided by the picture of a window of the John Shillito Co., Cincinnati. 
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In connection with the chang 

rom 50 to 60 cycles over mucl 
the company’s territory an applia 
surve) being made which will offer 
many opportunities for direct pron 
tion and direct-mail sent to select 
prospects. All new home builders will 
receive broadsides describing suc 


things as the all-electric kitchen, t 
dishwasher, disposal, bathroom heaters 
automatic laundry equipment, ranges 
ind water heaters Air conditioning 
will also be promoted by direct-mail. 
\ll these promotions will be su 
plemented by 


billboards, radio ar 


window displays. A display department 
vill have charge of installing display 
all district and sub-offices, many 
of which are to be changed eve 
two weeks. Displays will also be 
pared for fairs and exhibits. Wind 
ind counter cards and other displ: 
material will be furnished dealers 


featuring the larger current-consun 





devices and adequate wiring in < 
nection with the quarterly industry 
wide sales campaigns 

In order to get these activities und 
way, the domestic sales department 
now selecting and training its ow! 


personnel, classifying and getting 


quainted with dealers, and assisting 
dealers in the selection and training 
The water heat 
adequate wiring and school 
homemaking classes are receiving first 
attention 


of their sales forces. 
ing rate, 


Aim of Sales Program 


The aim is to sell electrical equip 
ment through dealers in 1946 whicl 
will amount to 280,884 hp. and will 
bring in an estimated annual revenue 
of $1,713,750. To do this a quota of 
7,500 electric range sales has been set, 
1,800 to be sold to new homes and 
3,200 to existing homes, plus 2,500 
electric range replacements. It is fig 
ured that new accounts at 12 hp. per 
installation in this field will total about 
60,000 hp. and at $23.50 per home will 
bring in about $117,500 E.A.R. New 
residences for the year are put down at 
21,000, each of which is expected to 
add an average of 1 hp. to the com- 
pany’s load, bringing in about $15 each 
annually, or $315,000 E.A.R. Water 
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rs are set at 600 for new homes, 

0 to existing homes, and 400 re- 
ments, or a total of 4,500 which at 
each will amount to 12,300 hp. or 
¢137.350 E.A.R \ quota of 40,000 
been set, which, at 
each amounts to a load of 10,000 
r an E.A.R. of $400,000. Other 


tes include: evaporative coolers 


rigerators has 


5000, totaling 1,667 hp, $60,000 
E.A.R.; refrigerative air conditioners 
500 kw., $5,000 E.A.R.; auxiliary air 
iters—25,000, 50,000 hp., $25,000 


$24,000 E.A.R washing machines 
50,000, 12,500 hp., $30,000 E.A.R 
lroners—10,000, 15,000 hp., $42,000 
\.R.: clothes driers—1,500, 4,000 
$6,300 E.A.R.: home freezers— 
©. 2.500 hp. $300,000 E.A.R.: 


disposal units—4.000, 2.000 ht = 
400 ELAR 
hp., $7,200 E.A.R.; vacuum cleaners 
75,000, 7,500 hp. $30,000 E.A.R.: ra 


dios—75,000, 12.500 hp., $150,000; and 


dishwashers—3,000, 750 


small appliances—125,000, 62,500 hp., 
$50,000 E.A.R. 
H. C. Rice, manager of domestic 


sales, has summed up the purpose of 
the department in his report as follows: 
“Our job is to see that we get 
a uniformity of load building 


activities, that we maintain dealer 
goodwill and get the full support of 
manufacturers and wholesalers in 
their sales as well as their advertising 
programs, that we build up a backlog 
of friendship among the dealers cater- 
ing to our domestic customers.” 


Penn Edison Quits Merchandising, 
Announces Dealer Cooperation Plan 


Utility Will Absorb Part of Range, Heater Wiring Costs 


One more utility has decided to stop 

handising Phi Pennsylvania 
Edison Co., serving nine Pennslyvania 
yunties, with headquarters at Altoona, 
Pa., believes that it has discharged its 
responsibility of pioneering “to create 
rreater public acceptance of appliances 
and thus stimulate the use of 
electricity.” The direct retailing of 
ippliances, which the utility regards 

only a supplementary activity any 
way, 18 being turned over to member 


ealers 
Dealer Cooperative Program 


Pennsylvania Edison, realizing that 
interests of all concerned will be 
best served by cooperation, 1s pre pared 
to take the following steps on behalt 
its dealers: 
(1) Give over the company's office 
show windows and floors for the co- 
operating dealers’ use, with no advan- 














SAND IN ITS CRAW: The McAllister 
bagless vacuum cleaner, here wielded by 
H. J. McAllister, vice-president of the 
Franklin-McAllister Corp., at a recent 
training class, picks up two gallons of 
fine sand without appreciable loss of 
suction. “We are looking forward to 
greatly increased manufacturing facili- 
ties which will asure our distributors full 
quotas,"’ Mr. McAllister said. 


tages accruing to one dealer over 
another. 

(2) Set up a training program for 
dealer sales personnel, with group meet- 
ings built around salesmanship funda- 
mentals, policies, rate structure, etc., 
and trained company field sales represen- 
tatives who will act as counselors, giving 
specific advice. 

(3) Set up a companion training pro- 
gram for dealer servicing personnel, with 
schools and field representatives. 

(4) Participate with the dealer in cam- 
paign periods to make awards in the 
form of prizes, bonuses or similar incen- 
tives for dealer sales personnel. 


In addition to these benefits, the 
utility has another card to play. The 
future of the electric range and electric 
water heater appear so bright that 
Pennsylvania Edison, in order to aid 
the sales acceleration which has been 
gathering momentum since 1934, has 
decided to make a wiring allowance. 


Installation Charges 


lat installation charges, arrived at 
by means of a survey, are: for the 





range, $55.00; for the water heater, 
$50.00. The utility will absorb $35.00 
of the range cost, the customer or 
dealer $20.00; the utility will take care 
of $35.00 of the water heater cost, the 
dealer or customer pays the other 
$15.00. 

The utility share includes the labor 
and material necessary for installing 
proper and adequate outside service en- 
trance, 60 ampere service entrance 
switch, connecting existing lighting 
System to the new 60 ampere service 
entrance switch, proper grounding, etc 
The dealer or customer share includes 
the labor and material necessary for 
proper installation of electric circuit 
to the range and/or water heater. In 
the case of the range, it includes an 
approved flush type, heavy-duty con 
venience outlet. The proper connec 
tion from the range to this outlet is 
not considered as part of the installa 
tion wiring as outlined, but will be 
considered as part of the range and 
handled in whatever manner the dealet 
selects. 

The utility concludes by expressing 
its conviction that “only by a united 
effort toward a common objective will 
the best interests of all be served.” 
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OLIN INDUSTRIES CHANGES: Pictured above are the men of the East Alton 
sales office affected by Olin Industries’ sales manager W. F. Siegmund’s personnel 
changes. From left to right are: Julian B. Green, retiring sales office manager of 
Western Cartridge Co. and Bond Electric Co.; William H. Dittman, Mr. Green's 
successor; John F. Hack, handling Western Cartridge matters; Wilbur H. Andre, 
dealing with Winchester Repeating Arms matters except for electrical products: 
George F. Rahing, who will handle electrical product matters of Winchester Repeat- 
ing Arms and the Bond Electric Corp.; and George E. Frost, new technical advisor 


to the sales department. 





Missouri Edison to Merchandise; 
Range Wiring Allowance Announced 


9-Point Program of Dealer Cooperation Adopted 


The Missouri Edison Co., located in 
Louisiana, Mo., has announced its 
decision to sell retail electric and gas 
appliances directly to its customers 
The basis for the company’s statement 
is the fact that the area it serves is 
below the national average for usage 
of electricity, thereby making it almost 
a necessity for the utility to develop 
the market available. Since the terri 
tory is primarily rural, this market 
needs considerable exploiting 


Features of New Policy 


Missouri Edison draws up the main 
points of its policy in merchandising 
with an eye to the welfare of appliance 


dealers. Here are some of the features: 


(1) Special sales emphasis will be 
placed on appliances and equipment 
not having adequate customer accept- 
ance, including ranges, water heaters, 
freezers, etc. 

(2) The utility will forego all claims 
to any exclusive franchise on individual 
makes, leaving the determination up to 
distributors and dealers. 

(3) Appliance sales will be made on 
the basis of fair and open competition, 
with maintenance of the manufacturer's 
list price on all appliances sold. 

(4) Only the highest grade merchan- 
dise will be sold, in order that safety 
and efficiency will not suffer. 

(5) Trained servicemen, tutored by 
manufacturers and distributors, should 
be employed by dealers. 

(6) Special offers or inducements to 
buy appliances will provide a share for 
the dealer. 

(7) Deferred payment plans appli- 
cable to appliances will be economically 
sound and within the financing terms 
available to retailers. 


(8) Company advertising and dis- 
plays will, so far as is practicable, recog- 
nize and support the retailers. 

(9) Feeling that the program of the 
National Electrical Retailers Association 
is sound, the company invites and solicits 
other dealers to join the organization. 


Range Wiring Allowance 


In order to foster th sale of elec 
tric ranges and water heaters, which 
are owned by 8% and less than 1% 
respectively, of the utility’s customers, 
the firm is announcing a new policy on 
insta!latior f these appliances A 
230-volt meter instal- 
lation complete with a 60 ampere, 3 


complete 3-wire, 


pole, solid neutral pull out switch will 
be furnished for an electric range and 
general household service installation, 
together with a 30 ampere, 3 pole, 
solid neutral switch for all off-peak 
water heater nstallations [The com- 
pany will provide 3-wire, 230-volt 


service and install the enclosed meter 
box complete with switch, meter and 
initial fuses for any new range or 
automatic water heater installation. 
The appliance dealer will then provide 
the balance of the range or heater 
wiring to the meter box switch. 

The company’s price for a new range 
installation which requires wiring will 
be a flat charge of $15.00. Wiring 
and plumbing connections for the 
water heater will be covered to the 
amount of $20.00. 
| 


[he charges are 
vased on average installation costs, 
according to the firm 
Missouri Edison also announces 
that a new low rate for urban custom- 
ers has gone into effect. The rural 
residential rate, the company says, is 
primarily the same as the town rate. 
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Strike-Caused Dislocations Delay 
Resumption of G-E Production 


Low Inventory, Material, Labor Shortages Blamed 





Aithough production workers of the under way at the factories of the appli- 
General Electric Co. returned to their ance and merchandise department, 
obs on March 18, the company has Only two and one-half days’ produc- 
reported that “serious dislocations” tion of appliances was on hand at fac- 
caused by the 62-day strike would pre- tories and warehouses at the end of 
vent any large proportion of the factory the year, just two weeks before 
workers from resuming work within strike was called. With this low in- 
several days. ventory and difficulties that may be ex- 
Charles E. Wilson, G-E  presi- pected in obtaining motors, controls, 
dent, said that out of the com- and raw materials, deliveries to dealers 
CENTER OF ATTRACTION: The first ironer off the assembly line at lronrite’s new pany’s total employment of 130,000, and customers may be delayed for some 
Mt. Clemens, Mich., factory got lots of attention from company officials before it more than 30,000 non-production em- time. Mr. Wilson said that some scarce 
was shipped off to lroners, Detroit, the first distributor to receive an allotment. Left slovees surh as scientists. engineers materials may have been diverted to 
to right are: H. A. Sperlich, president; Paul Nesbitt, vice-president; Hal Biddle, ond atte, atthe ee Gees other users by the suppliers, and that 
ee ee oe a a ee vork or would be back shortly. “Pro- considerable tracing must be done by 
_ TT Te en , a a a ee luction workers are being put to receiving departments. 


vork as rapidly as possible but many 


‘ . p—B ices? 
factors make it impossible to call all Wage Costs U ut Prices? 








them in at once,” he said. . Mr. Wilson revealed that the wage 
increase of 18.5 cents per hour will add 


: . # 18 
Engineering Affected more than $50,000,000 annually to the 





° +s 14 Describing various difficulties which company’s wage costs. Aside from 
Electrical Living | 2 cs pe 7 lin ss 'y , for the are being encountered as production is the 89,000 employe es who are UER- 
‘ xluctio appliance cords resumed. the G-E. president said that MWA (CIO) members, members of 
Program Outlined : A pects pes ane a es sae engines whe work Bs the ete pion ther bargaining units and employees 
| { e unde 2 . - : oy oa nn nae : seriously affected by the strike. He who are not represented by bargaining 
1 Electric Institute and the As , fect. hringine the total floor space at pointed out that the union did not per- inits and who receive less than $5,000 
tior Inde nt Edison Compani the Richmond plant to 283,800 square mit non production workers to enter a year are being given the wage in- 
ha ib] - we simed at t cae lle ai eR Mie aie acl the plant until March 11. crease or a comparable adjustme nt. 
natior itility ies urging them ill be in operation by July “Even before the strike started, the Mr. W ilson stated that preparations 
t t il J Pro | r ay ee oem ° hortage of tec hnic al personnel had were being made to apply for price re- 
gra esigned to weld together the vill be used to increase the company’s put us far behind in preparing engi- ief. He emphasized that by January | 
i t ganizations ‘ nameled wire and neering instructions for our factories,” the company’s prices had risen only 
t \ ite Wiring Bureau. the eavv textile and glass insulated wire he explained. “The two months’ shut- three percent ore January, 1941, in 
Better | t-Better Sight Bureau and s structure is expected to be com- down has put us in a bad situation, and ontrast to a 2) 30 percent increase in 
t National | t Kitchen Pro- eted by October t will be some time before we are fully many other industries. “Price relief 
eadjusted.” will certainly be necessary if we are 
O a8 n Production is reported to be getting not to operate at a loss,” he said. 
afford t " ort ) co- 
ordinate all lential activities under Electronic Corp. to 
me re t y ; 7 Lle + mT + se@ 
aie a ae ay yh me ee Fair Trade Radios 
by furnishing all members of a local The Electronic Corp. of America 
it lustry wit mmor bh tive as nnous ed throug snk i om 
Phe t : an | Jack Geartner that it will follow 
trical I , a iaaon fair trade practice in the sale 
' la ill ECA radio sets 
. ; lectrical Liv- At t resent t said Mr Class 
be , sea ECA iting unde ad 
tt 1e aie ~ = : sate 
. t [ ted Sta ere enabling leg 
paig) Pr y t know it unless 
: ‘ ‘ t ed that 
t . i 4 ed, there 
te le t s t deale 
1 t € h + ] oO 
I ficl 
‘ rage a re ile 
i ’ ealers 
’ it t ealer is en 
" t KCA 


Belden Spends $1,150,000 yee 7 be an aye as, 
Expanding Wire Plants 


Cleaner Ass'n Reports 
Total of January Sales 





H. W. ¢ M The Vacuum Cleaner Manufacturers 
t Ms KA t be Association issued the first report of 
194 vacuuin clear sales since 1942 when SCHOOL IS NEVER OVER: Demonstrating the old saying that people who pro- 
t t | t reported last month that sales in gress never stop learning is this picture of distributor and dealer representatives 
ary, 1946, totaled 123,884 floor of the Gibson Refrigerator Co. who are attending classes in refrigeration at the 
entire type cleaner and =3,160 hand type company's service school in Belding, Mich. The course requires a week of daily 
I association pointed out classroom sessions which are supervised by Ray O. Clark, school director, and W. D. 
report was not a complete one Krauter, national service manager. At the left, Mr. Clark, in shirtsleeves, demon- 
ca t t ubli becau n ompanies have not yet strates the workings of the hermetically sealed Scotch Yoke Motor Compressor. Also 
t t t Mr t luction and will be unable in shirtsleeves, Mr. Krauter points out the details of the circulatory system. Tentative 
Clough stated ling that it will also to for several months plans call for continuing the school through June. 
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New Orleans Radio Dealers Fight 
For Restoration of 40% Discount 


Adopt Resolution Scoring OPA Policy 


e Radio Dealers Association of 
New Orleans is one group of retail 
hants which has decided to do 
ething about OPA policies which 
gards as trade strangling. At the 
lar meeting on February 21 the 
ciation drew up the following res- 
tion which it has forwarded to 
Congressmen from Louisiana with a 
juest for action: 
WHEREAS the margin of profit as 
letermined by the Office of Price Ad- 
stration does not afford a reason- 
able profit for the retail and wholesale 
radio dealers; and 
WHEREAS the costs of all service, 
naterial and salaries necessary to con- 
duct a retail or wholesale radio busi- 
ness has substantially increased dur- 
g the last five (5) years; and 
WHEREAS the retail and whole- 
le radio dealers, because of their in- 
y to acquire merchandise, were 
t in a position to obtain the benefits 
business during the war and in 
many instances operated at a loss; and 
WHEREAS the price differential 
between the sale price and cost price 
n radio sets for retail and wholesale 
radio dealers does not leave a fair 
margin of profit in order to pay the 
increased expenses and hire the neces- 
sary labor and thus aiding in the re- 
conversion of industry; and 
WHEREAS the extremely small 
profit which now prevails on radio sets 
vill definitely promote and encourage 
a “Black Market”; and 
VHEREAS a discount of at least 
forty (40%) per cent is required, in 
lieu of twenty-nine and nine-tenths 
(29.9%) per cent now prevailing, in 
order to properly conduct a retail radio 
business; and 
WHEREAS the margin of profit as 
set up by the Office of Price Admin- 
istration is completely unfair to the 
retail and wholesale radio dealers now 
in operation; and 


f 





WHEREAS, if the above mentioned 
conditions are not remedied, irrepara- 
ble damage and loss will be suffered 
by the retail and wholesale radio 
dealers ; 

BE IT RESOLVED by the Radio 
Dealers’ Association of New Orleans 
that each of our representatives in 
Washington be sent a copy of this 
Resolution, which shall act as our 
request to them to use their power 
and influence to offer the radio indus- 
try the relief it so sorely needs, by 
either having the Office of Price Ad- 
ministration restore the forty per cent 
(40%) discount to retail radio dealers, 
or if necessary, to work for the elimi- 
nation of price control as it effects this 
commodity. 


Prices and Specifications 
Sent to Evans Distributors 


Prices and specifications for Evans 
Products Co. 1946 oil-burning home 
heaters and water heaters have been 
sent to distributors, A. W. Shields, 
general sales manager, announced re- 
cently 

Prices listed are F.O.B. Detroit. In 
addition to the price lists, distributors 
received samples of advertising liter- 
ature prepared as an aid to dealer’s 
sales programs. Literature on home 
heaters includes a four-page color tab- 
loid announcement of features of the 
Super DeLuxe and DeLuxe models, a 
two-color envelope stuffer containing 
specifications, and a 12-page full color 
consumer booklet 

Evans heaters are being distributed 
nationally and in Mexico by Westing- 
house Electric Supply Co. and inde- 
pendent distributors. 





LOCKERS AND LECTURES: When 
some 150 distributors for Iceberg Re- 
frigerated Locker Systems met at a re- 
cent meeting in Cincinnati they heard 
W. L. Pavlovski, vice-president of Chi- 
cago's Beatrice Creamery Co., talk on 
the future of frozen foods and the ne- 
cessity for lockers that freeze the food 
and not the people. In the other pic- 
ture, Ross Smith (center), Iceberg presi- 
dent, discusses the convenience of the 
locker drawers with Walter R. Brown 
(left) and ©. P. Carvel of the Advance 
Refrigerator and Appliance Corp., 
Pittsburgh. 














LAMPLIGHTERS: When Robert H. Bishop (left), general sales manager of Sylvania 
Electric Products, Inc., recently addressed a group of industry executives at a dinner 
meeting in the Hotel Benson, Portland, Oregon, he said that the electrical industry 
can relight the entire country within the next ten years. Here he discusses sales 
problems with George Sommers, the company's Pacific Coast sales manager (center), 
and Charles Dickinson, manager of the northwest division for lighting products. 
Mr. Bishop said that to sell lighting products to America's potential market the light- 
ing salesman must be a combined engineer, architect, designer, and display man. 
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Farmers Want Freezers, 
Westinghouse Reports 


A study recently conducted by West- 
inghouse Electric Corp. has revealed 
that farmers have their eyes on home 
freezers to save time, food and money 
in their post-war world. 

The study was conducted by the 
seven Westinghouse district home 
economists as a part of their home 
freezer training and covered 63 fam- 
ilies living on 59 farms averaging 225 
acres and producing anything from 
poultry to pecans in 16 states ranging 
from Maine to California. 

In announcing the report, H. F. Hil- 
dreth, manager of the Refrigeration 
Specialties Department of the East 
Springfield plant, explained that those 
interviewed fell into three groups of 
equal size and that the project was an 
intensive study rather than a complete 
scientific survey. 


Two-thirds Use Freezers 


Approximately one-third of the fam- 
ilies now use home freezers, a second 
group resorted to locker plants, and 
the final third used no freezing facil- 
ities for food preservation. 

Of the 40 families in the two groups 
without home freezers, 34 plan to buy 
as soon as units become available. Con- 
venience in handling frozen and stored 
food is one of the major objectives in 
cabinets to be selected by this group. 
This feature also leads the suggested 
improvements of the group now using 
freezers. Some of the farmers using 
locker plants expect to switch to the 
home freezer, although a few will 
utilize both. 

Advantages of the home freezer, as 
expressed by farmers using them, in- 
clude : better living through year-round 
improved quality and variety of food, 


convenience in having large food 
stocks readily available, and economy 
by eliminating waste, saving time and 
permitting large scale food processing. 
The amounts of food frozen on farms 
where home freezers are available ex- 
ceeds the average of frozen foods 
stored in off-premise food lockers. All 
users of home freezers agreed that 
freezing was cheaper than canning, 
made the food taste better, and resulted 
in savings in time and labor compared 
with other preserving materials. 


Science Talent 
Scholarships Awarded 


A Pennsylvania girl who intends to 
become a- brain surgeon and a 
Missouri youth who plans to do medi- 
cal research into the causes of cancer 
have been awarded four-year, $2,400 
Westinghouse Science Scholarships, 
top honors in the fifth annual Science 
Talent Searcl 

They are 17-year-old Marilyn 
Rohrer, from Elizabethtown, Pa., and 
16-year-old Jules Alfred Kernen of 
St. Louis. 

Altogether, Westinghouse Science 
Scholarships worth $11,000 were pre- 
sented by Watson Davis, Director of 
Science Service, at the awards ban- 
quet in the Presidential ballroom of 
the Statler Hotel to the 40 finalists 
from the 14 states and the District of 
Columbia who have attended the five- 
day Science Talent ‘Institute in Wash- 
ington, D. C, 

Eight of the ’teen-age scientists re- 
ceived four-year Westinghouse Sci- 
ence Scholarships worth $400 each, 
and 30 were awarded one-year West- 
inghouse Science Scholarships of $100 
each 
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Soo 


Capacity 


Weight 
Dimensions 


Construction 


$ P EC I F 


cubic feet net. 300 pounds of meat or 240 pounds as- 
orted meat, vegetables, and fruit, or 180 pounds of fruit 


ind vegetables 


pounds—418 pounds crated (approximately) 


Y’ wide, 4712” long, 32” high 

Fra All-welded one-piece rigid steel 

Lid: Self-sealing with double gasket Requires no lock 
Piano type floating hinge and easy to clean throat and 
undersurface of one piece stainless steel. Counter balanced 
for ease in opening —keeps lid in position when up 
Fittings: Lustrous stainless steel hinges and moldings 
Insulation: Semi-rigid type spun glass—41/2” on all sides. 





n red 





dy 


Cc AT ON §S 


Temperature . Zero degrees Fahrenheit in any climate. 


Power... . . Fan-cooled, hermetically sealed compressor powered by 
1/6 horsepower motor. 


Finish ... . . Gleaming white high-baked synthetic enamel on sides. 
Table top of durable acid-resisting porcelain enamel. 

Design Smooth, eye appealing. Rounded corners. No handles or 
projections. 


Special Features . Exclusive built-in quick food-defroster pan. 
Flat porcelain enamel tcp to serve as kitchen table. 
Attachable dinette leaf serves as food preparation or eating 
table. Folds against cabinet when not in use. (Accessory) 
Cabinet construction provides underneath toe room. 
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|for shipment 





Here is your opportunity for the right start in the new, 


fast developing home freezer business. Not “just another 
home freezer,” but a real quality product—a complete 
kitchen unit—with many exclusive features. 

The famous reputation of The Maytag Company stands 
behind this newest addition to the line. The public’s well- 
founded confidence in the Maytag name assures accept- 
ance— Maytag dependability assures satisfaction. 

Priced for an exceptionally liberal discount, which makes 
this a very profitable proposition for dealers. 

For further details, and information about dealerships 


available, write to The Maytag Company, Newton, Iowa. 







Counter-balanced lid 


Easy to open. Stays 
up without holding. 
Recessed bottom 
for toe room. 








THE NEW 
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Handy fold-down leaf 
For breakfast table, food 


Preparation and many 
other uses. May bc 
attached on either 
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Separate compartment 
uses condenser’s heat 
to thaw foods 


that require it. 
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Hard Goods to 


Clocks and Irons Affected 


Radios, Toasters, Fans, _ 


OPA Permits New Pricing of Low-End 


Increase Production 


ind materials costs plus “reason- Reconversion Pricing 
F — » j ig ] 
ee ee : —s Order Amended by OPA 

labor rates used in « omput The reconversion pricing order has 
ubor costs are limited to the man- been amended to permit applications 
traight-time wage for further adjustments if the price 
we in- riginally granted under the order ap- 
i t proved as a pears unsatisfactory after three months’ 
yperation at 90 per cent of the manu- 
latio " tal it facturer’s 1941 rate of production, the 
























































Computation of Prices 
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New Ideas in the Appliance Field 





REMEMBER THE SPEAKEASY MIRROR?—Young folks of today won't remem- 
ber the speakeasy mirror, which permitted the sentinel to see you without you seeing 
him. E. J. Dykstra, district manager of Bendix radio, demonstrated a new applica- 
tion for this principle at the appliance shows in Chicago. A turn of the knob on an 
nnocent looking table causes the radio dial to leap into sight behind what is ap- 
parently a smooth veneer. The photograph, of course, does not catch it because 
t is behind the surface. 





BUMPER OFF OF INSECTS—One of the things that electrical dealers have gone 
for, relates Birch L. Vermillion of the Knapp-Monarch Co., is DDT. This new marvel 
insecticide was offered the trade by the Knapp-Monarch Co. during the war. It 
made such a hit that Knapp-Monarch showed it recently at the Chicago markets 
along with electrical appliances. Here Ruth Weissblum of New York office is showing 
a bottle to Morris Schwah of D. & H. Distributing Co., Harrisburg, Pa., while Birch 


Vermillion looks on. 
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Office of Price Administration said 

Effective March 25, 1946, the order 
will no longer provide that manufac- 
turers who receive reconversion price 
adjustments under that order may not 
apply for additional adjustments on the 
same products under any other order, 

The amount of any additional adjust- 
ments granted will depend on the 
standards set up in the regulation or 
order under which the manufacturer 
applies, OPA said. 

Three months’ operation at the speci- 
fied rate should be adequate to enable 
OPA to apply the normal adjustment 
standards, the agency explained. This 
does not mean that abnormal costs 
will then he taken into account, sinc: 
OPA has consistently removed such 
costs before calculating the amount of 
any adjustment 


Range Thermostats 
Upped 10% by OPA 


Manufacturers of thermostats for 
use in gas and electric stoves have been 
given a reconversion price increas¢ 
factor of 10 per cent, the Office of 
Price Administration has announced. 

Thermostats covered by the increase, 
effective March 19, 1946, are sold ex- 
clusively to manufacturers of stoves 
and today’s increase was taken into 
consideration in computing the recon- 
version increase for stove manufactur- 


ers, OPA said. 


Waring Products Still 
an Independent Firm 


Following the recent purchase of 
Reeves-Ely Laboratories by Claude 
Neon Lights, Inc., it was rumored that 
Waring Products Corp. was a sub- 
sidiary of Reeves-Ely and was in- 
cluded in the purchase Officials of 
Waring have announced that Reeves- 
Ely owns only 50 percent of Waring 
stock and that the remaining 50 per- 
cent is owned by David and Fred San- 
ford. 

Reeves-Ely, say Waring officials, do 
not manufacture either the Waring 
Blendor or the Waring steam iron, 
the former of which is still made in 
Toledo, in the same factory as before 
the war. Waring Products Corp. was 
not included in the recent transfer. 

The D. E. Sanford Co., with head- 
quarters at 331 Madison Ave., New 
York City, and with district offices in 
12 other cities, are the national agents 
for Waring Products. They are also 
sales agents for the Camfield toaster, 
Winsted Durabilt electric irons, 
KitchenAid mixers, Bork scales, and 
the Reynolds pen 


Silex Directors and 
Officers Reelected 


1 





The entire board of directors of the 
Silex Co., Hartford, Conn., was re- 
elected at a recent meeting, Frank E. 
Wolcott, president, has announced. 
All Silex officers were also reelected 
with the exception of Woodson W. 
Baldwin, formerly comptroller and as- 
sistant secretary, who was. elected 
treasurer. Officers of the company are: 
Mr. Wolcott; Wesley R. Secher, vice- 
president; Edward T. Garvin, secre- 
tary; and Mr. Baldwin. 

Mr. Wolcott said that the firm was 
“going into the year 1946 with a back- 
log of orders equal in volume to the 
two best years that Silex ever had.” 
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The Trailer Market 
For Appliances 


For those who are in the same situa- 
tion as the Old Woman in the Shoe, or 
worse, the event of the first postwar 
Trailer Show in Chicago may be of 
interest. With Wilson Wyatt, housing 
administrator, advocating the use of 
50,000 trailers in the $3,000 price 
bracket or less to ease the housing 
ituation, it is interesting to note the 


advent of 22 manufacturers showing 
their wares at this exhibit. Some 


58,696 willing prospects paid their $1 
fare to walk through the coaches dur- 
ing the 9-day showing. 
If you belong to the mainliner crowd 
| decide to “live and play the trailer 
coach way,” your interest would prob- 


ably be centered in a $6,500 job with 


all the trimmings, such as: electri 
heater, fluorescent lights, electric re- 
electric dishwasher if 
wanted, table appliances, broiler, etc 
Or if you are a returned G.I. witl 
a family, the two-story coach, selling 
at approximately $2,800 and “designed 
for veterans” would probably fill the 
bill. This is not a Goldberg cartoon 
projected into actuality, but is de- 
signed with provision for the second 
floor (with space for three beds) tele- 
scoping over the first floor when 
traveling. In other words, the sides 


slide down, allowing the roof of the 


frigerator, 


cruiser to rest on the snowy counter- 
ane of the upstairs beds. 

Another model, 
about $4,200 when in production, will 


pr ibably costing 


have an electric refrigerator, electric 


heater, garbage disposal, revolving 


shower room, oil heat. The current 
used will be 110 volt, to plug into the 
trailer park supply. While it is not 
common practice, in some types of 


coaches it will be possible to install 


1 1 


at t 


ves where the connecting cur- 
rent supply is adequate. An all-alumi 
num coach also shown was eye-catch 
ing 

Sizing up the situation on what ap- 
pliances may fit into the trailer pic- 
ture, owners can buy and plug in: 
electric refrigerators, electric heaters, 
radio, fluorescent ceiling lights, floor 
and table lamps, table appliances, 
roasters, hot plates, dishwashers and 
vacuum cleaners, all dependent on the 
adequacy of the current supply. 


Bendix Washer Samples Sent 
to Foreign Distributors 


Dealers in foreign countries got their 
first samples of Bendix automatic 
washers last March when Bendix 
Home Appliance sent 20 of the new 
units to Cia Mercantil Internacional 
S. A., in Mexico City, a distributing 
firm which will receive an allotment 
of “some machines each month from 
now on,” according to Harlow K. 
Lyons, export manager. 





Sampling of Canadian dealers is 
scheduled for May, following selection 
of distributors, Mr. Lyons said. As 
production of the automatic washing 
machines increases, other foreign coun- 
tries will be 
with shipments 


sampled and supplied 


The Bendix distributor in Geneva, 
Switzerland, is scheduled to receive 
samples for 42 dealers in July. Rene 
Odier, partner in Applications Elec- 
triques, S. A., and his sales manager, 
Georges De Uthemann, said the 350 
Bendix washers sold in Switzerland 
before the war were still rendering 
Satisfactory service. 


ELECTRICAL MERCHANDISING—APRIL 15; 


METAL MIRACLE: This is the house planned ‘from the inside out." 





The Fuller 


House, designed by R. Buckminster Fuller, features a space-saving circular shape. 


50,000 Low-Cost Houses Planned 
For '47 by Fuller Houses, Inc. 


$6,500 Includes Kitchen, Heating and Air Conditioning 


Mass production of a minimum of 
50,000 houses per year starting earl; 
in 1947 is being planned by Fu 
Houses, Inc., Wichita, Kansas, accord 
ing to a recent announcement by 
man Wolf, president. The houses 
sell for 


a ompletely equipped kitchen wit 





$6,500 eac!] vhich inclu 


range, refrigerator, automatic dish- 
washer, sink, washing machine and 
Iryer, waste disposal unit, heating and 
litioning equipment, two com- 
bathrooms, indirect 
lighting with color—in fact, every 
thing except the cost of the site. 


alr con 


pletely equipped 


Circular in design, the house is a 
development of the original “Dymax 
Buckminster-Fuller, 
now chairman of Fuller Houses, Inc 


t 
ion” design by R 


and is suspended from concealed cen- 


tral steel mast on suspension bridge 


1 


rinciples. It weighs only 8,000 Ibs., 
ind will be shipped eight to a box car 
anywhere in the U.S. for less than 
hipping an automobile—parts 
ire packed into steel shipping cylinder 
t 300 cu.ft... and can be rected in 


two days by an &-man crew 


, ‘4 ess . 

The Fuller house, which will em- 

loy lightweight metals and _ plastics 
Ce Sa es } ” 

not a prela yricated house,” com- 

vany officials emphasize, since neither 

panels nor subassemblies will be con- 


structed at the plant. It will be assem- 
bled entirely at the site from mass- 
produced parts 








MONITOR'S MANSION: That which appears to be fungus is really a mass of 
beautiful trees, and right in the middle of it all is — believe it or not —the spacious 


new home of Monitor Equipment Corp. 


1946 


It's at Riverdale-on-Hudson, New York. 


Outside walls and roof are of alumi- 
num and the whole house is circled 
by a permanent Plexiglas window. The 
circular form, in addition to giving 
greater floor space 1017 sq. ft. of 
floor space—than a square house of 
similar proportions, also permits great 
ly increased efficiencies ‘in heating, 
ventilation, sound and light control, 
wind resistance and stability, the man- 
ufacturers claim. Heating engineers, 
for instance, estimate that year-’round 
heating costs should not exceed a quar- 
ter of the cost of heating conventional 
dwellings of the same size. 

The ventilating system, controlled 
by a ventilator on top of the roof, can 
change the air in the house every six 


minutes 


Beech Gets Contract 


Initial production of the houses will 
be undertaken by Beech Aircraft Corp., 
Wichita, 
arrangement, and it is estimated tha 
their capacity in Wichita alone is suf- 
ficient for 250,000 houses per year. 

Plans for the house have not yet 
been officially approved by FHA, nor 
have negotiations with manufacturers 
of the electrical kitchen equipment 
been completed to the point where 
trade names can be revealed. 


under a sub-contracting 


See $25 Million 3-Year 
Inland Empire Market 


“The Lewiston (Idaho) market is 
now calling for 935 electric ranges, 
830 electric water heaters, 990 electric 
refrigerators, and 1,215 electric wash- 
ing machines. \ conservative esti- 
mate of electrical 
the Inland Empire for the next three 


years is $25,000,000," said W. L 


al plianc sales in 


Thrailkill, assistant general manager 
in Spokane for the Washington Water 
Power Co., speaking at a recent Lewis- 
ton meeting of the 

William Ormsby, acting advertising 


company 
supervisor, discussed phases of the 
company’s operation related to ad- 
vertising and dealer support. He re- 
vealed that the firm’s 1946 advertising 
budget has been increased. 

A. H. Wegner, general commercial 
manager, stated that the people of the 
Inland Empire rank with any section 
of the nation in the consumption of 
electricity. “There are more electric 
ranges in the Inland Empire than 
there are in the city of New York. 

Cheay 


but active promotion of the use of 


» electricity is one factor, 


electric appliances is even more im 
portant,” he said. He pointed out that 


one of the problems in helping cus- 
tomers to use the abundant electricity 
in the Pacific Northwest is the cost of 
equipment electricity were 
free many people would be limited in 


I 


‘Even 


1eir use of it because the cost of equip- 
ment would be an _ insurmountable 
handicap. Plans are being worked out 
to bring electrical appliances within 
the reach of all.” 


Perfex Obtains 


Government Building 


The Perfex Corp. of Milwaukee, 
manufacturers of automatic temper- 
ature controls and industrial engine 
radiators, announced recently the pur- 
chase of the government plant which 
it operated at 710 South St. during 
the war as its optical division. The 
building, which contains 63,000 square 
feet of floor space, will be used to 
increase production. 


PAGE 11 









Appliances and Radio High 
In 1945 Advertising Outlay 



















General Electric, Westinghouse, 
and Nash - Kelvinator 
Lead in Survey by Advertising Age 


Frigidaire 


Coatsworth Succeeds 
Greenwood at E. E. I. 


After 18 years as commercial direc- 
tor of the Edison Electric Institute and 
its predecessor, the National Electric 
Light Association, C. Ernest Green- 
wood has retired, leaving his job to 
James T. Coatsworth, former sales 
promotion manager of the Public Serv- 
ice Co. of Colorado 


Director's Duties 


As did Mi: 


direct will control the commercial 


Greenwood, the new 


activities institute and will assist 




















































High on the list of big spenders were in the organizing and execution of 
l Stromberg-Carlson Co. and Sylvania its national promotional programs, in 
rti com Electric Products Co. with $404,950 cluding the National Better Light 
$10 and $443,197, respectively, for 1945 Setter Sight Bureau the Electric 
i Fo 2 i ilphabetical list of Water Systems Council, and others 
M 4 top-ranking radio and appli- He will supervise the Institute’s ac- 
ince magazine advertisers with com tivities in the fields of residential, com 
G M ( xpenditures for the veal mercial industrial and rural sales, 
M44 i 1943 i given nie ( 1 es training and sales 
ly 
£27/) 
oe POT" es . 
| Some 3-Year Advertising Expenditures 
7 1945 1944 1943 
, Adel Precision Products Corp $114,044 $214,500 $80,604 
oan aa Admiral Corp 201,885 148,155 : 
A American Central Mfg. Corp 86,763 89,370 48,970 
,; » on C490 40N § Belmont Radio Corp 101,040 116,970 100,950 
—— $912 A ~ - Bendix Aviation Corp, (Radio Division) 426,205 
7 - Bendix Home Appliances, Inc 149,650 95,740 
Black & Decker Mfg. Co 100,365 103,190 105,910 
‘ . Norge Division, Borg-Warner Corp 352,850 345,220 240,695 
, e Carrier Corp 166,435 157,700 153,700 
one 200 : ; Chicago Flexible Shaft Co 163,440 131,160 146,385 
ee Airtemp Division, Chrysler Corp 130,400 153,215 63,610 
, Coolerator Co. 134,921 92,035 135,004 
Cory Glass Coffee Brewer Co 175,230 39,974 24,634 
Crosley Corp 506,568 281,870 175,240 
Wesdtinghese end Kelvlacter Deepfreeze Division, Motor Products Corp 124,397 75,600 35,583 
Easy Washing Machine Corp 197,025 184,275 152,225 
Electric Household Utilities Corp 285,915 
. Emerson Radio & Phonograph Corp 123,350 
194 i clu Estate Stove C 104,397 
is to just nt t Eureka Vacuum Cleaner Co 123,400 92,400 108,100 
t rt! Farnsworth Television & Radio Corp 412,700 392,275 362,060 
( el Galvin Mfg. Co 325,345 279,677 119,595 
$152.99 ' General Electric Co 3,356,727 2,609,068 2,526,968 
¢ 1 \ ' tot Edison General Electric Co 420,490 273,920 258,930 
$1. 3077 ‘ ; ; Warren Telechron Co 213,000 137,820 70,750 
General Mills, Inc 1,407,760 1,784,744 1,665,281 
Frigidaire Division, General Motors 870,530 1,105,640 640,330 
Westclox Division, General 
Ke P t $10 { Time Instrument Co 213,665 166,435 110,500 
n 1945 1 204 j Gibson Electric Refrigerator Corp 179,780 167,770 83,710 
$] 610 4 Hoover Co 257,273 205,070 163,925 
bu Kalamazoo Stove and Furnace Co 135,088 86,972 91,068 
= Magnavox Co 261,550 196,335 162,800 
‘ - Maytag Co 107,225 130,360 107,145 
me . McGraw Electric Co 148,405 118,140 81,765 
| = Minneapolis-Honeywell Regulator Co 388,746 294,340 227,405 
Ra Pea Beret nent $895 Mullins Mfg. Co 127,640 132,255 168,210 
O00 on aanaine atusail ag 1945 Nash Kelvinator 1,075,704 1,390,084 1,086,610 
$791.414 in 1944. a: $120.780 iy Noblett-Sparks Industries, Inc 131,990 85,020 84,220 
1943. The fiour ms Bond Electric Corp. (Olin Industries, Inc.) 19,420 36,630 36,175 
more than $100.00 1045} “ Philco Corp 596,710 555,350 491,740 
siicen a ex) Ape “ Proctor Electric Co *107,810 82,626 68,628 
1943 at * 1044 —— — Radio Corp. of America Mfg. Corp 895,239 791,414 180,789 
son . Py phy “4 ; Ray-O-Vac Co 228,042 150,342 85,553 
' a Pe tag Bile dca E. H. Scott Radio Labs., Inc 133,250 140,490 116,080 
1045 ro * Silex Co 110,003 62,015 42,620 
1944 $49) 740) 104 Simmons Co 552,645 346,199 180,600 
en ; Sonora Radio & Television Co 136,672 122,430 97,715 
” . Sparks-Withington Co 129,530 110,900 223,130 
Other Corporations Stewart-Warner Corp 337,890 325,070 336,815 
Stromberg-Carlson Co 404,950 345,990 183,060 
1945 res for the ( Sylvania Electric Products, Inc 443,197 460,430 234,600 
Corp taled $506,568, while figur: Timken Silent Automatic (Timken Detroit 
for 1944 were $281,870 and for 194 Axle Co.) 76,860 36,970 ; 
re $175,240 Westinghouse Electric & Mfg. Co 1,351,790 1,360,111 893,821 
Fart t Televisior ' Westinghouse Lamp Co 152,990 154,480 103,320 
dio Cory $412 Williams Oil-O-Matic Heating Corp 105,817 48,000 
700 1945, $392,275 1944, and York Corp 136,055 118,460 115,320 
$502, 06 194 Zenith Radio Corp 547,409 588,498 384,210 
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Mr. Coatsworth joined the Public 
Service Co, as an employee in the 
accounting department and in 1928 
transferred to the Gas House Heating 
Division as a sales representative. He 
was «ppointed superintendent of : 
Street Lighting Department in 1930 
In 1934 he supervised the construction 
of the firm’s own electric institute and 
launched its operations. Four years 





C. ERNEST GREENWOOD 


later he was promoted to the post o! 
sales promotion manager. In the 
cent war he advanced from the grade 
of captain to that of colonel in the 
Army's selective service system 


Greenwood's Career 


C. Ernest Greenwood’s first job was 
with the Boston Edison Co., setting 
the pattern for his ensuing career. [1 
his Boston job he was engaged in all 
phases of commercial operations and 
eventually became head of the met 
chandising department and editor 
the coimmpany house organ. He bec ame 
intereste n the National Electri 
Light Association and served as chair 


an ot several national commercial 
committee In 1928 he established 
the NELA Commercial Department 
ind when it was eventually dissolve 
he continued in EFI as commercial 


Other Positions 
Ot ive 
liaiso between thre I H \ and ele 
tric tilitic consultant with 
salvaz section of the War Produ 
tion Board, the War Food Adminis 
tration, and the Office of Civilian Re 
quirements. He was instrumental it 
the establishment of the Annual Indus 
try Sales Conference sponsored by the 


Institut In addition, he is the author 





JAMES T. COATSWORTH 


of many articles and pamphlets con 
cerning all phases of load-building in 
the electrical utility field. 
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Kalamazoo Stove and Furnace Co. 


New works manager of the Kala 
mazoo Stove and Furnance Co. is 
Charles R. Reeves, recently designated 
by Arthur L. Blakeslee, president. Mr. 
Reeves, who will manage both of Kala- 
mazoo’s redesigned plants, was form- 
erly production engineer with Asso- 
ciated Engineers of Fort Wayne, pro 


_——_ NEW POSITIONS 


Hallicrafters Co. 


The promotion of Fritz Franke, for- 
mer chief engineer in charge of re- 
search and design, to assistant sales 
manager has been announced by Rollie 
Sherwood, sales manager for the 
Hallicrafters Co. Chicago Mr. 
Franke joined the firm in 1940. He 
had previously operated his own air- 





C. R. REEVES 


duction manager of Rayon Machinery 
Corp., Cleveland, and was earlier asso- 
ciated with Link Belt Co., In 


ianapolis. 


Eureka-Williams Corp. 


Harry A. Moulton has been named 
regional sales manager for the Middle 
Atlantic States area served by the 


FRITZ FRANKE 


line ground equipment and special elec- 
tronic devices business and earlier had 
been a radio engineer for .\merican 
Airlines. 

Nelson P. Case, formerly chief engi- 
neer of the receiver division of the 
Hallicrafters Co., has been promoted 
to chief engineer for the whole organi- 
zation, accordjng to a recent announce- 


Domestic Sewing Machine Co. 


Miss Ada Wallace has been ap- 
pointed director of sewing for the 
Domestic Sewing Machine Co., Cleve- 
land, Ohio, according to a recent an- 
nouncement by Lee A. Woolsey, vice- 
president and sales promotion manager. 
The position has been created to 
further sewing education and home 





ADA WALLACE 


sewing. Miss Wallace was recently 
manager of the sewing machine sec- 
tion for Wolf and Dessauer. 


Victor Electric Products, Inc. 


ee & Harrison, president of Victor 
Electric Products, Inc., appliance 
makers in Cincinnati, Ohio, has an- 
10unced the promotions of four officials. 
T. R. Harris, general manager for the 
past three years, has been elected vice- 
president and secretary ; L. E. Gaut, 
general sales manager since 1944, has 
been elected vice-president in charge 
of sales; H. F. Doll, chief engineer, 
continues in that capacity and also 
heads all engineering, tool design, 
drafting, inspection, model and labo- 


McGraw Electric Co. 


Frederick W. Steadman has been 
designated Toastmaster representative 
in New England for the McGraw 
Electric Co., according to an announce- 
ment by Arthur S. Miller, eastern 
sales manager. Prior to his new asso- 
ciation, Mr. Steadman was employed 
in the metal manufacturing industry. 





F. W. STEADMAN 


During the war he was a field super- 
visor for Carl L. Norden Co., bomb 


sight manufacturers 


E. Ingraham Co. 


J. J. Kelly has been appointed dis- 
trict manager in charge of the Middle 
Atlantic territory for the E. Ingraham 
Co., with headquarters in Philadelphia. 
He was formerly connected with the 
United Stat rime Corp 


Bendix Home Appliances, Inc. 
The appointment of two war vet- 


erans as field representatives has been 


announced by W. F. Linville, general 





H. A. MOULTON 


Eureka division of the Eureka-Wil- 
liams Corp., it was announced recently 
by George H. Wilkens, Eastern sales 
manager. 

During the war Mr. Moulton was 
associated with the Pioneer division of 
the Bendix Aviation Corp. as director 
of sub-contracting. He will make his 
headquarters in Eureka’s newly opened 
sales offices in the Empire State Build- 
ing. 

Samuel B. Peppers has been named 
southeastern regional sales manager 
for the Eureka division of the Eureka 
Williams Corp. In making the an- 
nouncement, George H. Wilkens, east- 
ern sales manager, said that Mr. Pep- 
pers would have headquarters in At- 
lanta, Ga. He joined Eureka in 1928 
and worked as a retail salesman until 
1932 when he was made district man- 
ager in Tennessee 


N. P. CASE 


ment by William J. Halligan, presi- 
dent. Prior to his present association, 
Mr. Case served for two years as 
director of engineering design and 
development for the Hamilton Radio 
Corp. Previously he had been with 
the Hazeltine Electronics Corp. for 
13 years. 


Casco Products Corp. 


Edward Wallace has been appointed 
to the heating pad sales section of 
Casco Products Corp., Connecticut, 
according to an announcement by A. O. 
Samuels, vice-president and general 
manager. During the past five years 
Mr. Wallace has been Casco’s pur- 
chasing agent. He was formerly a 
member of the sales division of Johns- 
Manville, Graybar Electric, and G-E 
Supply Corp. 
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1. E. ROSS 


ratory activities. New assistant chief 
engineer is I. E. Ross who recently 
joined the firm from the National 


Electrical Manufacturers Association. 


G. D. PAYNE 





R. A. MORRIS 


sales manager of Bendix Home Appli- 
ances, Inc. They are Gordon D., 
Payne and Robert A. Morris, who 
will headquarter at the home office. 
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NEW POSITIONS 








Thermador Electrical Estate Stove Co. 


Manufacturing Co. 


x & ert, president « ‘ 
ot} , , 1 
N-l) Lamp ( . is een elected to 
: tri the top executive post of another Noma 





OHN A. SEUBERT 


W. E. CRANSTON 


\I Ang A ‘ } ate Cacure ( 
i i QO Da K forme 
{ ent 1 bee elected 
\ " t ti 
\ < t and M 
% | oe 
gu 
\ i \ 
M | trand Ka 
Albert Kahn, | Kahn, and Star 
y Bernhardt secretary, Robert 
Goldman; tr 1. B. Wharton 
| + 1 r 
Ravn 
‘ \f c } + Mir 
Vf lS ctate’e 
ns ind Mr. 
ind adver- 





H. H. FOGWELL 


Evans Products Co. 


‘ ippoint- \ streamlining of the field sales 

yde I rganization of the heating and'‘appli- 

nt in charge of , divieinr f the Evans Products 

I Vict €$1 has been annour i bv A. W 
I and Shields, general sales manager. Dis- 


ict managers have been instructed to 
rk with distributing agencies on 
‘th sales and service. The following 


vere assigned to district 





Warren Telechron Co. Tr William inagan, New 
yr Vv. ( Southeast; 
\ L. Sanford, Northwest; O. E 
uv aS 
inson, S est; R. B. Falter- 
MW ( ind R. | 
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Rheem Manufacturing Co. 
H oe r AAF « 
#ae \T Societies 
an a 1 eV t 1 
. ‘ 1 Mf | 


ALVAN FISHER iT E.W \ Cor 
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Belden Manufacturing Co, 


H. W. Clough, vice-president of the 
Belden Manufacturing Co., has an- 
ounced the creation of three new 
sales territories and the appointments 
ol representatives to cover them. Don 
Barr will cover the territory in and 
aroul d Philad Iphia, Baltimore, Wash- 
ington, and Richmond, Va. Prior to 
the war he worked for the company in 
in the Middle West. 


Robert Goodman will sell in Minne- 


ites 


sota, the Dakotas, Iowa, and northern 

Wisconsin. Before the war he was in 
me! indise sales department. 

Wavne Hernly, who has been witl 


since 1941, will work in Indi- 


Kentucky and north central 


Pemco Corp. 


Pemco Corp. has announced the ap- 
ntment of Howard N. Williams as 
sales promotion manager. During the 
war he was associated with the Navy 
Dept. as a field engineer and with the 
Glenn L. Martin Co. as chief of the 
nstrument laboratory. Prior to that 
was associated with the Manufac- 
irers Record Publishing Co. as pro- 
ition manager, the Southern Adver- 
tising Agency and the American Opera 


Vagasine. He succeeds William B. 


Nutone, Inc. 


created post ot advertis- 


manager in the Nutone Corp. has 





Cc. W. CARROLL 


een filled by president J. Ralph Cor- 
t's appointment of C. W. Carroll, 
rmerly sales promotion manager for 
e Standard Register Co., and pre- 

employed by Meyer Both Ad- 


tising Agency and Montgomery 


p unnounced the 
(; \ ( irchill as 

the ( wo branch and 

\Werb as manager of the Mil- 

ikee branch. Mr. Churchill joined 
Perf in 1936 as a sales engineer. 


lt 1942 he became associated with 
Stewart-Warner, returning to Perfex 
1945. Mr. Werb went on the Per- 
fex payroll in 1940 after several years 
ith Underwriters Laboratories, Mer- 
. Corp., National Radiator, and 
Oil Devices 
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General Mills, Inc. 


he manufacture of General Mills’ 
new line of home appliances will be 
directed by James R. Logan, recently 
appointed division vice-president. He 
was recently executive vice-president 
and general manager of the Allied 
Control Valve Co. and earlier served 
14 years with General I lectric wl re 


he headed small appliance and elec- 





JAMES R. LOGAN 


tronics production. Mr. Logan spoke 
optimistically of the future of the ap- 
pliance industry, saying that eve 
when the seller’s market is a thing of 


1e past “there will be a great demand 


ior home appliances which make a 
definite and constructive contribution 
to the ease and convenience of the 
homemaker.” 


Portable Products Corp. 
C. W. Link has been named sales 


manager of the Coldwell-Philadelphia 
Lawn Mower Division of Portable 
Products Corp., Newburgh, N. Y., 
according to an announcement by John 
C. Sykora, vice-president and director 
of sales. Mr. Link was formerly 
president of Link & Hemrick, Inc., 
manufacturers of storage batteries, and 
more recently divisional and export 
sales manager for the National Battery 
Co. 


Emerson Radio and 
Phonograph Corp. 


Phil Gillig has been elected vice- 
president in charge of the home prod- 
ucts division of the Emerson Radio 
and Phonograph Corp. He has been 


vith the firm for seven years as assist- 





PHIL GILLIG 


ant to the president and as sales pro- 
motion manager. He was vice-presi- 
dent of Ludwig Baumann for 16 years 
previously 








iG 





_ NEW POSITIONS 








Maytag Co. 


J. Berkeley Claiborne, who has 
een a Maytag employee for eight 
years, has been appointed assistant to 


: 
é 





J. B. CLAIBORNE 


V. R. Martin, general sales manager. 
During the war he was liaison man 
between the company and prime con- 
tractors for which the company was 
supplying machined products. Prior to 
that he was assistant service manager. 


Sonora Products, Inc. 


Effective March 1 Milton R. Ben- 
jamin became manager of the record 
division of Sonora Products, Inc., 





b 
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M. R. BENJAMIN 





according to an announcement by Ed- 
ward L. Harris, president. From 1921 
to 1930 Mr. Benjamin operated a chain 
of record stores in the East and during 
the following five years was a national 
distributor of records. In 1938 he be- 
came sales representative in New York 
and New England for the Sonora 
Radio & Television Corp. In 1940 he 
was appointed eastern sales manager 
and in 1946 became national record 
sales manager then received his new 
prometion almost immediately. 


Art Metal Co. 


Joseph E. Chassaing, Jr., has been 
appointed assistant mid-western sales 
manager for the Art Metal Co., Cleve- 
land lighting fixture and germicidal 
equipment manufacturers, according to 
a recent announcement by H. G. Clum, 
general sales manager. Mr. Chassaing 
will work in the Chicago and St. Louis 
territories, assisting his brother, 
Brooks Chassaing. 


Westinghouse Electric Supply Co. 


John G. Lee’s appointment as man- 
ager of the Sioux City, Iowa, branch 
of the Westinghouse Electric Supply 
Co. has been announced by Henry 
Czech, northwestern district manager. 
From 1939 to 1942 Mr. Lee was man- 
ager of the Fort Wayne, Ind., branch, 
entering the AAF in June of that 
year. 

Ralph H. Sroufe has been trans- 
ferred to Portland, Oregon, as man- 
ager of the branch in that city. Robert 
T. Rogers will succeed Mr. Sroufe at 
Des Moines, Iowa, where he was 
manager until the recent transfer. 

R. L. Nichols, Jr., returned after 
four years of Army service, has been 
named sales promotion manager of 
the Westinghouse Supply Co. at Salt 
Lake City, Utah. A. B. Darby is the 
newly appointed branch manager there, 
while §. A. Maughan has become 
branch apparatus and supply man- 
ager. 

In Tacoma, Wash., the new district 
manager is Earl W. McBratney, who 
succeeds J. R. Wells, recently trans- 
ferred on a special assignment to the 
Seattle office. 


Coolerator Co. 


John E. Unger has been named serv- 
ice manager of the Coolerator Co., 
Duluth, Minn. He formerly was serv- 
ice manager of Sunbeam Electric Co., 
Evansville, Ind 


Radio Corp. of America 
Appointment of W. W. Watts as 


general sales manager of the engineer- 
ing products department of the RCA 
Victor division of the Radio Corp. of 
America has been made by Meade 
Brunet, vice-president in charge of 
engineering products activities. Mr. 
Watts served as a colonel in the Signa! 
Corps for 34 years and prior to his 
Army association was employed by 
Montgomery Ward & Co. and Zenith 
Radio Corp. 

Joseph B. Elliott, vice-president in 
charge of the home instrument depart- 
ment, has announced the promotion of 
Allan B. Mills to the position of mer- 
chandising manager. Mr. Mills has 
been an active RCA employee since 
1923, when he joined the firm in a sales 





A. B. MILLS 


capacity. In 1927 he became assistant 
to the vice-president and in 1929 be- 
came manager of the southern district 
offices in Atlanta. 
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Sparks-Withington Co. 


Edward C. Bonia, general sales 
manager of the radio and appliance 
division of the Sparks-Withington 
Co., Jackson, Mich., has announced 
the appointment of N. H. Terwilliger 
to the position of sales promotion and 
advertising manager of the division. 
Mr. Terwilliger started as sales pro- 
motion and advertising manager of the 





N. H. TERWILLIGER 


Burgess Battery Co., then put in ten 
years as sales promotion manager for 
Zenith Radio Corp. Immediately prior 
to his new affiliation he was employed 


by Philco 


Edison General Electric 
(Hotpoint) Appliance Co. 
E. H. Ruesch has been appointed 


Chicago district sales manager for the 





E. H. RUESCH 


Edison General Electric (Hotpoint) 
Appliance Co., according to a recent 
announcement by W. H. BonDurant. 
Mr. Ruesch, who has been a sales 
specialist for the company since 1933, 
will have headquarters at the firm’s 
Merchandise Mart offices. Howard 
J. Scaife, western regional sales man- 
ager, has announced that E. J. Baugh- 
man, district sales manager for South- 
ern California, Arizona, and New 
Mexico will have Rolland Cass as serv- 
ice manager. W. E. Garrison has been 
named to assist as product and service 
manager in northern California, Wash- 
ington, Oregon, Idaho, and Montana. 
H. E. Silvernall is office manager and 
sales promotion manager while John 
McDaniel has been appointed district 
manager for the Northwest, succeeding 
Joe Platt, resigned. 

J. E. Brickenden has, been named 
district salesemanager and E. J. Mack 
commercial cooking equipment special- 
ist for the Cleveland’ district of the 
Edison General Electric (Hotpoint) 
Appliance Co. 


Galvin Manufacturing Corp. 


Lt. Colonel Vernon A. Kamin has 
been appointed regional sales manager 
of the New York territory of the 
Galvin Manufacturing Corp. He was 
formerly president of the Corona 
Radio & Television Corp. and general 
manager of Goodyear Tire & Rubber 
Co.’s radio division. During the war 
he did Signal Corps service. 





Vv. A, KAMIN 


A. S. Miller has been named re- 
gional sales manager in the Detroit 
and Cincinnati area. He has been 
employed in the past by.such firms as 
the Good Housekeeping Shop, Apex 
Electrical Co., Kelvinator, and the 
Brunswick Balke Collender Co. 

Ed Furbish, new to the sales organ- 
ization of the Galvin Manufacturing 
Corp., is contacting dealers in the Ohio 
and Allegheny territory. He joined 
Motorola in August, 1945, and has in- 
augurated a program of cooperation 





ED FURBISH 


between manufacturer, distributor and 
dealer in the territory to which he has 
been assigned. 


Ruud Manufacturing Co. 


Two new additions to the advertis- 
ing department of the Ruud Manufac- 
turing Co., Pittsburgh makers of gas 
water heaters, are Carleton R. Cum- 
mings and Gray L. Carpenter, both 
recent Navy officers! Prior to the 
war Mr. Cummings was with the 
advertising department of Procter and 
Gamble and Mr. Carpenter was New 
York representative for the Classic 
Guild, Ltd., London publishing firm. 

Ruud Manufacturing Co.’s staff of 
direct factory representatives has been 
increased by the addition of R. M. 
North and T. T. Smith. Ex-naval 
Lieutenant Horth returns to his pre- 
war territory, Indiana, while former 
OPA-er Smith will serve Georgia, 
Alabama and Tennessee. 
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@ Each of the major household products by 


Norge is a “standout” in its field. Each is re- 


plete with exclusive, can’t-be-copied features. 


And each is time-engineered—a product of 


experienced minds and experienced methods. 


As a group, too, these products rate top Gas 
Coolers «+ Home and 
Farm Freezers « Electric 
Ranges » Home Heaters 
* Ro-ta-tor Washers. 


billing. The completeness of the line is of vast 


importance to dealers, and lends emphasis to 
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Rollator Refrigerators + 


the Norge claim—greatest values in the freld! 


A BORG-WARNER INDUSTRY 


Norge is the trade-mark of Norge Division, 
Borg-Warner Corporation, Detroit 26, Michigan. 


In Canada: Addison Industries, Ltd , Toronto, Ont. 
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B LEAGUE ACTIVITIES 





Murchie Talks to 
Kansas City League 


W. V. Murchie, manager of the St. 
Joseph branch of Dun & Bradstreet, 
Inc., was the feature speaker at the 
March 12 joint meeting of the Elec- 
tric Association of Kansas City and the 
Missouri-Kansas Chapter of the Inter- 

tional Association of Electrical In- 
spectors. Mr. Murchie’s talk was en- 
titled “What Do You Know.” 


na 


2°/, for Ads Recommended 
for Hardware Dealers 


4 recommendation that its members 
invest two percent of income for ad 
vertising was made recently to the 
50th convention of the Wisconsin Re- 
tail Hardware Association in Milwau- 
kee. C. G. Gilbert, Chicago, secretary 
of the Illinois Retail Hardware Asso- 
ciation and a former president of the 
national association, said that one half 
f one percent is now the advertising 
appropriation for the average hardware 


New Officers Listed 


for Indianapolis League 


The board of directors of the Elec- 
tric League of Indianapolis met on 
February 1 and elected the following 
officers: president, D. C. Hess; vice 
president, C. F. Fitchey; secretary, 
C. G. Lammers; assistant secretary, 
Frank Argast; treasurer, Ben Olsen; 
and assistant treasurer, Walter Meyers 


Ward Named President 
of Nebraska League 


Jack R. Ward, of the Jack R. Ward 
Radio and Refrigeration Shop, was re 
ntly elected president of the Electric 
\pplhiance Dealers Association of Ne 
braska and Iowa. Leo Unger was 
lected vice-president and Joseph 
m was named treasurer. The ap 
liance association now has more than 
embers and is planning to form 
units, particularly in outstate 


ebDraska 


Chattanooga League Has 
“All-Out Meeting 


The Electric League of Chattanooga 
ld its first “all-out” meeting since 
1941 on February 22 with an approxi- 
mate attendance of 250 members and 
guests. C. J. Henden, commercial vice- 
president of the General Electric Co.., 
vas the principal speaker, choosing for 
is topic “Post-War Electrical Appli- 
ance Merchandising.” 


Westinghouse Men Speak 
to Pennsylvania Group 


e March 13 meeting of the Elec- 

League of Western Pennsylvania 

ired “Television from the Stratos 

” discussed by Walter C. Evans, 

resident of the electronics divi- 

and L. S. McLeod, manager of 

home radio division of Westing- 

se Electric Corp. The two men 

discussed the rebroadcasting and _ re- 

laying of television and FM radio from 
airplanes. 





Northwest Electric Light & 


Power Assoc. 


A new brochure, “Complete Rural 
Electrification for the Pacific-Inter 
mountain Northwest” has just been 
issued by the Northwest Electric Light 
& Power Assoc. Profusely illustrated 
by photographs, half of this 31 page 
booklet is devoted to the accomplish 
ments of the business-managed electric 
companies in bringing electric service 
to the Northwest farmer. The balance 
of the book is a practical explanation 
of what these companies will do for 
their farm customers in the future. 
Copies may be obtained from the As- 
sociation, office of the Secretary, 418 
Spalding Building, Portland 4, Ore. 


New Retailers’ Group 
Formed in Portland 


Arnold Kuhnhausen, first president 
of the newly formed Northwest Appli- 
ance Retailers Association, Portland, 
Oregon, has announced that organiza- 
tional work is continuing in other 
cities of the Portland distributing area 

Immediate work confronting the 
organization, Mr. Kuhnhausen said, 
was the solving of problems of uni- 
form appliance guarantees and satis 
factory serving as well as certain 
“trade diversionary” practices. 

Other officers of the group include 
Harold P. Kelly, vice-president, and 
Elmer Calef, treasurer. 
rector is R. C. Brumer 


Managing di- 


Volkenant Voted Head 
of Minneapolis Dealers 


Ray Volkenant was re-elect presi 
dent of the Electrical \ppliance Deal 
er’s Association, Ine Minneapolis, 
Minn., chapter, at the organization's 
officers 
are: Riley Whitmore, vice-president; 
Ik. G. Beecher, secretary and treasure 


recent annual meeting. Othe 


Charles Stevenson, secretary-manager 


Round Table Discussion 
at Wisconsin Meeting 


The program for a general luncheon 
meeting of the Wisconsin Radio, Re- 
frigeration and Appliance Association, 
held February 20 in Milwaukee, in 
cluded a round table discussion of the 
outlook for 
chandise, 


volume appliance mer- 
dealer apportionment of 
present merchandise supply, and OPA 
regulations. The meeting was des- 
cribed as the first regular get-together 
since the war’s end 


Harris New President 
of Contractors Ass'n. 


Tom Harris of the H. S. Tittle Co 
has been elected president of the San 
Francisco Electrical Contractors Asso- 
ciation, Inc. Everett Carlson, Central 
Electric Co., was named vice-presi- 
dent; Edward W. Scott, Scott Elec- 
tric, secretary; and George Smith, 
Smith Electric Co.; treasurer. Out- 
going president James M. Galvin did 
not choose to run for another term. 
Meeting dates for the San Francisco 
Association have been changed to the 
fourth Thursday of each month. 
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Appliance Association 
Elects Directors 


At the annual meeting of the re 
cently organized Southern California 
\ppliance Association, held in Febru 
ary, directors were elected whose early 
duty it will be to select officers for 
the organization and to interview appli- 
cants for the full-time position of man- 
aging director, succeeding Gerald 
Weston, former manager, who re- 
signed to accept a position with a 
national refrigeration association. 

Reports were presented on the pres 
ent and future outlook in various fields 
of the electrical industry. Joe Spain, 
Packard-Bell Co., reported on radio; 
William Vogel, Electrical Appliance 


Vining Tells Dayton 
League “How to Get Rich” 


Vernon E. Vining, merchandising 
consultant of the Westinghouse Elec- 
tric Corp., recently told the Gas and 
Electric League of Dayton, Ohio, 
“How to Get Stinkin’ Rich.” More 
than 200 dealers and jobbers gathered 
in the Hotel Van Cleve on February 
27 to hear Mr. Vining discuss prbo- 
lems of the appliance field. The meet- 
ing was the first general membership 
meeting of the League since 1943. L. 
J. Hunkler is president and other offi- 
cers include R. R. Hollister, vice-presi 
dent; Robert Prather, vice-president ; 
and Brooks H. Harmon, secretary- 
treasurer 








EAGER BEAVERS: When the Electrical League of Cleveland and the Cleveland 
Electric Illuminating Co. cooperated with electrical dealers to present an exhibit 
of electrical equipment at the city's first Home and Flower Show in four years, 
eager citizens rushed for a view of what's new in the appliance world. The show 
was held in the Public Auditorium from March 16 to 23 and included displays of 
laundries, kitchens, air conditioning, a “here's how, what and why" wiring display and 


attracted some 100,000 visitors. 
answer questions. 


Staff members of the league were on hand to 





service ( orp., on laundry equipment 
B. T. Roe of J. N. Ceazan Company 
on refrigerators; and William Crans 
ton of Thermador on ranges and water 
heaters. Leo Allen of the Baker-Allen 
Electric Company expressed the views 
of dealers, stressing the need tor co 
yperative planning and action. 

The membership approved the con- 
stitution and by-laws, adopted a budget 
for the year and voted to participate 
asa sponsoring organization ina home 
show now being organized. R. H 
Cockfield, temporary president, pre 
sided over a gathering of 190 members 
of the electrical industry. 

Members of the newly elected board 
of directors include: 


D. C. Culbreath; Ed Price, Price 
Bros.; W. E. Tankey, H.C.&L. Appli 
ances, Pasadena; George Nicholson, 
Nicholson's, Hollywood; Dave Lang 
lands, Langlands & Schade, North 
Hollywood; Henry W. Brough, 
Brough’s Home Appliances, Glendale ; 
Jack Kaplan, Western Home Furni- 
ture Co.; Charles Pawkett, Sears, 
Roebuck & Co.; Walter Stickel, Leo 
J. Meyberg Co.; Lou Swenson, Sher- 
man-Swenson & Associates; Harry 
Fogwell, Thermador Electric Mfg. 
Co.; F. D. Roe, Appliance Delivery & 
Service Co.; Harry Vancott, Vancott 
Co.: Robt. H. Cockfield, Los Angeles 
Dept. of Water & Power; Howard K. 
Burdick, Department of Water & 
Power. 


B. C. League Reports 
on 1945 Operations 


The volume of electrical business it 
the greater Vancouver area during 
1945 was well maintained despite 
handicaps of shortages of supplies and 
labor, the Electrical Service League 
of British Columbia disclosed in its 
annual report. Construction during 
1946 reached the highest point since 
1929, involving expenditures for new 
homes of over $13,000,000. A total of 
3,568 residences and 41 apartment 
blocks were wired in 1945 and 564 
houses were re-wired. The Home 
Appliance Council of the league, dorm- 
ant during the war, is planning a vig- 
orous program. W. G. Murrin is 
honorary president of the league and 
T. H. Crosby is president and chair- 
man of the advisory council 


Officers Elected by 


California Bureau 


The Northern California Electrical 
Bureau has announced the election of 
the following officers at its recent 
annual meeting: president, Louis J. 
Breuner ; vice-president, A. H. Meyer; 
treasurer, Frank K. Runyan; secre- 
tary, O. R. Doerr; and chairman of the 


> 


executive committee, John S. C. Ross. 
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"Every time he sees a crowd 


--ehe goes into his act!” 


You can’t blame a wide-awake distributor for 
being enthusiastic... once he’s seen the picture 


of the new 1946 Fairbanks-Morse Stoker. 


Fairbanks, Morse & Co. 
Fairbanks-Morse Bldg. 
Chicago 5, Illinois 


FAIRBANKS-MORSE 


A name worth remembering 








DIESEL LOCOMOTIVES - DIESEL ENGINES - MAGNETOS - GENERATORS - MOTORS + PUMPS 


SCALES STOKERS RAMROAD MOTOR CARS end STANDPIPES - FARM EQUIPMENT 
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ONE-MAN CAMPAIGN: Joseph Gerl, president of Sonora Radio & Television 
Corp., who has probably made more speeches on the future of television than any 
other top-ranking executive, stands at the speaker's table in Chicago where he con- 
tinued his one-man campaign with a speech to the Chicago Junior Association of 
Commerce. His subject was “Ils American Industry Aware of the Possibilities of Tele. 


vision?" 








LEAGUE ACTIVITIES 








Parts Jobbers to 
Meet in Des Moines 


Beginning 
Appliance 


Monday, April 29, the 
Parts Jobbe rs Association 
vill hold a 3-day session at the Fort 
Des Moines Hotel, Des Moines, Iowa. 
It is the 7th and 39 
rs are expected to be present 
Wilfrid L. Clou- 
tier, secretary-treasurer, states that the 
in the process of 


session 


1 
annual 
elect new officers 
association is now 
printing a 


a distri 


washer parts catalog with 
bution of 40,000 copies. 


Form New Refrigeration 
Association in San Diego 


The Commercial Refrigeration Asso- 
ciation has been formed in San Diego 
by 20 firms active in the field. Elton 
S. Bailey has been elected president; 
Ralph French, vice-president; J. H. 
Gustafson, secretary; and William J. 
Fickler, treasurer. The organization, 
though independent in its action, will 
cooperate with the San Diego Bureau 
of Radio and Electrical Appliances in 
general promotions concerned with re- 


Irigeration 


California Electrical Bureau 
Holds Annual Elections 


\t the annual meeting of the San 
Francisco unit of the Northern Cali- 
fornia Electrical Bureau held in Feb- 
ruary, W. J. Lee of Sherman Clay & 
Co., was elected president; Cass Run- 
ning, J. H. Wiley Co., vice-president ; 
and C. P. McCarthy, Pacific Gas & 
Electric Co., treasurer. Program of 
the meeting included a showing of the 
Westinghouse home wiring film, the 
Dawn of Better Living, and a comedy 
skit by William A. Cyr of Electrical 
West which indicated that all bad 
practices of electrical dealers were 
directly attributable to the activities of 
Japanese spies. W. O. Saxe, the out- 
going president, presided. 
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Chattanooga League Hears 
Hendon on Merchandising 


“Post-war Electrical Merchandi 
ing” was the subject of a speech made 
February 22 by Claude J. Hendor 
commercial vice-president of the Gen- 
eral Electric Co., to members of the 
Chattanooga Electric 
meeting in the Hotel Patten Other 
speakers on the program 
league president Harry W. Cameron 
of Cameron, Inc.; L. J. Wilhoite 
chairman of the Electric Power Board 
of Chattanooga; and C. Bert Osbo 
sales manager of the Power Boa 





League at a 


included 


j 


Frozen Foods Discussed 
at Kansas City League 


The Electric Association of Kansas 
City presented Colonel Paul P. Logan 
Army food specialist, as fe ( 
speaker at a February meeting. Colone 
Logan discussed frozen foods and elec- 
tronic cooking. 





Three Speakers Featured 
by Passaic County Group 


At a meeting of the Passaic Count 
(N. J.) Electrical League on February 
20 Charles D. Ward spoke on 
“Changes and Revisions to the Na 
tional Electric Code,” Joseph I 
Kreuzer discussed “The Modern Elec- 
tric Meter,” and Walter P. Robinsor 
discoursed on “Electric Rates.” 


Furniture Dealers 
Elect Becker 


John T. Becker was elected presi- 
dent of the Mahoning Valley Furniture 
Dealers Association in a recent meet 
ing at Youngstown, Ohio. Bet 
Blumenthal was elected first vice-presi 
dent; Max Bolotin, vice-president 
Aaron Robbins, vice-president; Her- 
bert Osgood, treasurer; and Myrot 
Penner, secretary. 
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DISTRIBUTOR NEWS 











Arkansas 


Three buildings on Front and Oak 
str , Conway, have been leased to 
Rov E. Steuber, head of 555, Inc., for 
use as an automotive supply and house- 

ippliance store 
Arizona 


T Xuss Hill and Robert c. Shields 

ire partners in the new wholesale elec- 
appliance firm of Rexair, Inc., 

P 

California 


Cliff Palmer has returned to the 
Wholesale Electric Co., 
\ngeles, after serving two and 
e-half years with the Navy. 

Lee D’Angelo has returned from the 
vars to his position as sales promotion 
for General Electric Supply 


> 


nanager 


( . in Los Angeles. 
Florida 
W. T. Br 


supervisor 


wn has been appointed 
for Raybro Electric 








W. T. BROWN 


Supplies, Inc., Tamp 
Miami, and St. Petersburg, and will 
rganize a complete service and parts 
rogram. Mr. Brown recently returned 

ym an extended trip during which 
he received factory training from the 
Gibson Refrigerator Co., Clark Water 
Heater Co., Altorfer Bros. Co., and 
Farnsworth Radio and_ Television 


Jacksonville, 











Henry Dorsett and L \ 


have announced the 


Parker 
tormation Ot a new 
appliance distributing firm in Perry. 
rhe firm, which will also engage in 
g, is building a 40 
by 80 foot brick hom« 


electrical contractin 


L. Luria & Son., Inc., owners of the 
Silver House in New York, have an- 
nounced the renting of a buiiding at 
400 Southwest 2nd Ave., Miami, whicl 
will be used for the distribution of 
appliances and silver 


Georgia 

The southeastern 
\tlanta, has been named Georgia dis 
tributor for the Winpower Manufac 
turing Co., Newton, Iowa, maker of 
Frozen food cabinets, 


Equipment Co 


elec tric irons 


milking machines, radios, well pumps, 


and other appliances. 


Nebraska 
The Mueller-Selby Co., 2615 


Farnam St., Omaha, radio and appli- 
ance distributors, have established a 
display and recording studio claimed 
to be the only one between Chicago and 
the West Coast. The company has 
provided two-way radio for the Ne- 
braska state sheriff, the Nebraska 
Highway Patrol, and the Omaha and 
Council Bluffs St. Railway Co. 


New Jersey 


H. Schultz & Sons, 
electrical appliances in Newark, have 


distributors of 


announced their removal to a new and 
modern building at 620 Market St. 


New York 


Bruno-New York, Inc., RCA Victor 
distributor for the New York area, 
has announced the appointment of Sid 
Pressler as manager of the radio parts 
department. Before the war Mr. Press- 
ler was with H. L. Dalis, Inc., for 


seven years as purchasing agent. 


North Carolina 


The Chapman and Wilhelm Co. has 
been chartered in Charlotte as distrib- 
utor of household equipment and appli- 
Authorized capital stock is 
$100,000, of which $35,000 is paid in 


ances. 





MAJESTIC DISTRIBUTOR PANEL: When executives of Majestic Radio and Tele- 
vision Corp. met with 14 distributors in Chicago early in February to discuss product 


and merchandising plans a few of them took time out for their pictures. 


Pictured 


above are J. J. Pocock, of the firm of the same name, Philadelphia; E. A. Tracey, 


Majestic president; J. A. Freeman, 


Reiner-Freeman 


Distributor, Albany; M. M. 


Gruhn, Colon-Gruhn Co., New York; J. W. Scott, Major Applience Corp., Boston; 
Ben Selvin, Majestic; and Roy Dopkins, Majestic. 











HEAT PRINTS AND ENTHUSIASM: Dealers and consumers perked up when they 
saw the way the R. P. McDavid & Co. Corp. displayed Proctor electric irons, The 
occasion was the 6pen house celebration of the firm's 12th anniversary as a Birming- 


ham, Ala., wholesaler. 
tions of Proctor heat print patterns. 


More than 800 retailers and consumers saw the demonstra- 
Here Carl Birkhold, Proctor New Orleans 


district manager, shows two heat prints to James W. Whatley, Guy S. Finley, Joseph 
R. McDavid, all of R. P. McDavid & Co., and Dick S. Richard of the Birmingham 


Electric Co. 
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llv established 

months ago by R. L. Chapman 
and Ed. H. Wilhelm and has offices in 
Building. 


Vas Origin 


sever! il 
the Liberty Lif 


Ohio 


The Elgee Electric Co., 


opened new 


Columbus 





wholesaling firm, has 
and display sales rooms at 
418 North Hig! 
Lubin, both war veterans, are 
partners in the firm and will handle 
1 minor 


radios, major and 


Warenouse 





1 St. Jerome Gross and 


Sam 


electrical 





ypliances, lighting fixtures, and lamps. 
Joe C. Martin has been elected presi- 
dent of the Williams & Martin Corp., 
appliance distributors of 49 Central 

former presi- 


al 


Ave., Cincinnati. The 
dent, Tom M. Williams, died in March. 
The firm distributes Bendix radios 
and Apex washers and ironers in 25 
counties. 

The Frankelite Co., 


tributors of ( 





Cleveland, dis- 
osley radios and appli- 
ances, have occupied new and larger 
quarters. 

The Burton Youngs- 
town, recently incorporated by David 
C. Haynes, Helen G. Unger, and Theo- 
dore T. Macejko, will be local dis- 
tributors for domestic and industrial 
appliances. The firm plans for a 
ware house on Market St. No. officers 
have yet been elected. 


Supply Co.. 


Oregon 


The Sunset Electric Co., Portland. 


has announced the occupancy of new 
quarters at 1035 N. W. 14th Ave. An 
invitation sent out for the formal open- 
ing on March 18th requested that since 
the firm was very much alive it would 
be just as happy if well-wishers re- 
frained from sending flowers. 
Appliance Wholesalers, Portland, 
held cpen house last month in their 
new concrete display and office build- 
ing at 600 N. W. 14th Ave. Accord- 
ing to president J. G. Severtson, the 
firm has been in temporary quarters at 
406 S. E. Grand Ave. during the war. 
The new home is 100 by 200 feet with 
a 40 by 100 foot second story housing 
general and sales offices. R. G. Masters 
is vice-president and general sales 
manager, R. J. Heinz treasurer and 


applian e manage 


aS manager Ol 


r, and Charles Doug- 
f the accessory division. 
The firm handles Philco radios, L & H 
ranges and water heaters, and Knapp- 
Monarch small appliances 

Bargeldt Supply Co., Portland, has 
ven named Coolerator distributor in 
the Portland trad 





Pennsylvania 
James T. Davis, Jr., was recently 
appointed sales manager of the Kel- 





vinator refrigerator and electric range 
Raymond Rosen & Co., 
He will supervise the 
salesmen in eastern Pennsyl- 
n New Jersey and Dela- 
ware. Prior to his new position he was 
president of Jamison & Johnson, whole- 

sale radio distributors in Allentown. 
The Alli Electric Supply Co., 
Pittsburgh, recently staged a highly 
successful local merchandise mart in 
the William Penn Hotel at which 
radio showings held the spot- 


department 
Philadelphia 
efforts of 


vania, southet 








Garod 


light. 


Tennessee 


John I 


of the 


McDonald, former manager 


Consolidated Millinery Co. and 





J. L. McDONALD 


more recently a captain in the Quarter- 
master Corps, has joined his brothers 
in the firm of McDonald Brothers, 963 
Union St., Memphis. He will aid in 
the sale and promotion of Philco 
radios, the firm’s specialty. 
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DEPARTMENT STORES 


Netcher's Boston Store 


Howard 
appointed 


Schrafenberger 
manager of 








Hoffers to Open 
New Store in Va. 


Hoffers, Inc., Norfol Va., is com 
pleting plans for the opening of its 
it 211 Main St 
m May | The new outlet will feature 


new turniture store 
ip A 


Jewelry Store Opens 
Appliance Outlet 


Reuben L. Hudson and Raymond ( 


Supplee-Biddle Runs 
Merchandise Fair 


hnrst i year 
Merchand hair t ‘ lee- Bid 

lle ( Philadelphia M 1 Ma 
} tl itt t entrance 
May 5 ard Samuel. Over 

) anula ( W epre t 
\ (x) ] 1 hoot To get 
‘ la a adie 


R. H. White's Tells Truth 
About Household Appliances 


ai \\ ' R tor lenartr nt 


\ epa rie 


\ onl res 


ee 


THE TRUTH ABOUT POST-WAR 
HOUSEHOLD APPLIANCES 


at en lwres 
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New Appliance Manager at 


has 
appliances at 
Netcher’s Boston Store, Chicago, fol- 





been 


lowing the resignation of Bennett K. 
Allison, who has joined the Looboyle 


Geiss Back at Old 
Duff and Repp Job 


hard lines 


August S. Geiss, who bought major 
appliances for Duff & Repp, Kansas 
City department store, before the war 
and then switched to the furniture staff 


Furchgott Carries 
Major Appliances 


Furchgott, Inc., 


Jacksonville, 


Refining Corp., Tulsa, as buyer of 


has 


for the duration, has returned to the remodeled its fifth floor to make room 
major appliance buyership for a major appliance department. 
Maynard Gatz, formerly associated 
with R. F. Trant Co., Norfolk, has 


Smollens Leaves Army, 
Returns to Stix, Baer 


Stix, Baer & Fuller’s buyer of radios 


| section. 
and phonogra 


99 of the 
Smolens, 


Army after 
is back at 


ph records, \ 
has been released from the 


39 months of service and 


been appointed manager of the new 
and phonograph records, A. Smollens, 
department and will direct the policies 


Bright's Plans New 


Appliance Outlets 

| 

Bright’s Department Store, which 
has headquarters at 28 West Ridge 
St., Lansford, Pa., and appliance stores 

in Lansford, Nesquehoning, and Mauch PF 


Chunk, plans to open two additional 
appliance stores soon in Tamaqua and 
Lehighton. 


Frank's Opens 
in Minneapolis 


Frank’s Finer Furniture has opened 
for business at Fifth and Her nepin 
Streets in Minneapolis as an outlet for 
home appliances, radios, refrigerators, 
and furniture. The building occupied 
by the new firm was recently remod- 
eled at a cost of about $75,000. 


Frank is the proprietor. 


Jules 





the St. Louis department stor: 
Sloane Opens 
Appliance Floor 

The San Francisco store of the W. & 


: 


loane Co., furniture and home fur- 
hings retailers, has recently opened 
i floor devoted exclusively to electrical 
appliances When « juipment becom s 
aie ' 


ans to make appli- 


ances a ma)j< lepartment 


Spiegel Buys Stoehr 
& Fister Furniture Co. 


Spiegel, In nail order house whict 
also operat er 100 retail stores 
as annout | the purchase of the 
Stoehr & | Furniture Co., Scran- 
t Pa ecuples a six-story 
building at Spruce St. and Adams Ave. 
| new outlet merchandises furniture 


and electrical appliances 


recently remodeled showroom of the Refrigeration Exchange, 
Several new lines of appliances have been added as a part of the firm's expansion 
Almost lost in the immensity of their store are Harry Mislow, left, and 


Remodeled Sears Store 
Features Appliance Dept. 


program. 
Ed Rawls, the owners. 





SPACE AND TO SPARE: The largest display room of its kind in the South is the 


Inc., Atlanta, Ga. 





The new fiith floor of the remodeled 
sea ie el ] t < Oklal na City 
eatur i yplia le tment 

‘ eneen und ° 

; ; er toy Hillman, Inc., te 
epart & mz Huff is manager of 
' ' urtment, assisted by Double Present Space 
» tt spa i é iver 


Hillman, 
man 1 


indergoing a 


ince 


$30,000 
its present space on 
Hoag Named Appliance ; gh : 
the building and will use 


Manager at Maypers 


Inc., Canton, 


( 


expansion 


the 


ar ' appliances, according to 
Roderi Hoag \ recently re- Harol 1 B. Carey. 
turned from the Army, has been named ; 
nanag the electrical appliance 
irtment of Maypers Store, 206 Sears’ Fort Wayne Store 
North 16th St., Omaha, Nebraska. Leases Adjoining Space 
Sears, Roebuck & Co. ha 


Jewelry Firm Enlarges 


Yhio 1s 
and 


face-lifting program which will double 
Market St 


firm has taken over the second floor of 


The 


area to 


merchandise heavy electrical and gas 


manager 


s leased 


additional space in Fort Wayne, Ind., 


Appliance Department adjoining its store at 113-117 West 

Jerry St., for an enlarged electrical 

Enlargement electrical appli- appliance department The 54,000 

nce and radio department has been square foot area on two floors of the 

unnounced by t ewelry firm of Coon Guaranty Building was occupied about 
& Coffey, Inc., Charlotte, N. C 


April 1. 


The appliance department 


was moved to the new location from 


Candler Furniture Opens 
in Canton, North Carolina 


The ( 
features a complete lin 


Ohio Jewelry Firm 
andler Furniture Co., which 
of appliances 
and house furnishings, recently opened 
for business in Canton, North Caro- 
lina, with J. 7 and C. D. 
Kirkpatrick as co-owners 


( happel 


radio departments. 


APRIL 


Names Appliance Head 





the third floor of the old store. 


Roy’s Jewelers, Columbus, Ohio, has 
named Harry Lerner as manager of its 
second floor electrical appliance and 


Associated Merchandisers 
Plan Building, Expansion 


Store architects and building supe: 
intendents from member stores of the 
Associated Merchandising Corp. re- 
cently completed a four-day building 
and expansion meeting in New York 
under the chairmanship of James H 
Brewer, building superintendent oi 
Bullock’s Los Angeles. 

A. C. Thompson, A.M.C. vice-presi- 
dent in charge of management, opera- 
tion and research, stated that the pro- 
gram covered all phases of member 
stores’ plans, experiences and ideas 
relative to fixturing, departmental lay- 
outs, lighting, merchandise handling, 
air conditioning, vertical transporta- 
tion, employee facilities, and office lay- 
outs. 


John Gerber Adds 
Appliance Department 


An electrical appliance department 
has been added by the John Gerber 
Co., Memphis, Tenn., as part of an ex- 
pansion program. The management 
has leased additional space adjoinins 
the present store building. The dis 
play room features two completely 
equipped kitchens, frozen food units, 
vacuum cleaners, sewing machines, and 
other appliances. 
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ARIZONA 
Tempe—Arthur Thompson has 
ned the Tempo Appliance & 
Building Material Store here. Mr. 


pson announces that his firm 
iture appliances, air condi- 
g equipment, etc 


Yuma—A new electrical appliance 


1 


radio outlet has been opened at 


105 ourth Ave. by R. N. Brown 
rmerly connected with West- 
é } ie tric ( oO 
Duncan—With Ernest Romey, Jr., 
nager, the Romney Appliance 
Duncan’s newest enterprise 
Duncan Electric Service has 
ned to deal in appliances Che 


is owned and operated by An 


Melendez. 


Charles A. Castle has 
i 


Phoenix 
opened an appliance store in Phoe- 


ARKANSAS 
Arkadelphia—Clark County Appli- 


ance Co. will deal in appliances in 
Arkadelphia 


E] Dorado—The J. F. Sample Co., 
electrical appliance firm, has been 
opened for business here in a new 
yuilding on S. Washington St 


Pine Bluff—L. Murtishaw, R. J 
Rhinehart and Esther D. Nixon, all 
of Pine Bluff, have received articles 
of capitalization for $10,000 to do 
business as The Electric Shop, Inc 

| and electrical appliance deal 


CONNECTICUT 


Bridgeport—City Lumber Co. has 
ganized the Cilco Home and Ap- 

r Center and pure hased i 

and office building on 

he first floor will be oc 
Appliance Center of 
Joseph A. Bodnar has beet 


general manager 


Stat wr ] 
by the 


appliance incorporations i 


cut include the followi 


New Canaan—S. R. Purdy, Inc.: to 


ae in electrical goods, et capital 
tock, $50,000; incorporators: Grace 
Howie and S. Russell Purdy, Nor 


Ik; Ira E. Hicks, New Canaan 


New Haven—New 
1 


Haven Radio 
ectric Co., Inc.; to deal in elec 

appliances; capital stock $50,- 
00; incorporators: Ira C. Davey 
Earl F. Simons and Ruby L 
Simons, all of New Haven 


try 


Waterbury—Tower Oil 
Home Appliance, 286 N 


3urner and 
Main St., 
bernard Korzem, same address 


Waterbury—Radio and Appliances 
shop, 15 Cherry St., by Wm. Dun 
rd, Clark Hill Rd 


Wethersfield — Wethersfield Appli- 
ance Co., 687 Silas Dean Highway, 
by G. B. Kaplan and S. R. Kaplan, 
-| Middlebrook Rd., West Hart- 


New Haven—Brand Electric Appli- 

ce & Sewing Machine Co., 751 
Grand Ave., by Adolph Brand, 863 
Grand Ave 


FLORIDA 


Vero Beach—Frigid Temp, Inc 

tering sales and service in domes 
and commercial refrigeration, air 
nditioning and heating, recently 
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opened tor business at 1979 S. Dixie 
Ave. W. W. Arnold is president 
and engineer; W. R. Cooksey is 
secretary and service manager; and 
R. J. Watson is treasurer and sales 
manager. 


Tallahassee—The Cawthon and Mc- 
Donald Electric Co. recently opened 
in Tallahassee at 112 W. Jefferson 


>t 


GEORGIA 


Hazelhurst—The City Electric Co., 
a partnership recently formed be 
tween W. W. Thompson and E. D 
Wison, has begun operations in 
Hazlehurst he firm is at present 
wiring, and will stock appliances as 
soon as possible 

Moultrie—Collier’s Electric Co., 
owned by G. O. Collier & Sons, has 
opened in Moultrie to deal in elec 
trical appliances and to do electrical 
contracting and repairing 


Butler—A full line of electrical ap 
pliances is included in the stock of 
goods in the Western Auto Asso- 
ciate Store recently opened in Butler 
by Wanza Hortman 


Metter—William T. Wright, Jr., has 
opened a new business, handling a 
general line of electrical supplies 
and radios 


ILLINOIS 


Princeville \ new electrical appli- 
ance and radio store is to be opened 
by Carl Stagg. Lines to be handled 
are Philco and Bendix major appli 
ances, and other brands of smaller 
apphances. Until the new store can 
be opened, Mr. Stagg is selling and 
7 


servicing tro his home 


Crystal Lake -James FE. Houston, 
recently discharged from the Navy, 
1 , j | 1] 
Wi open in ¢ tri snot selling 
small appliances Since stocks are 
not yv« ivailable, the opening date 

? ? 


announced later 


Peru—-A ew electrical appliance 
store will be opened by Joe W. 
Lemler, Robert Herzog and Harry 
Wel s Ir as soon as stock can be 
obtained The store will be known 


& W \ppliance Shop, and 


as the 








CAMPAIGN SPEECHES can be wafted 
right into the office of Mayor A. P. Kauf- 
man of St. Louis via the first 1946 Cros- 
ley radio receiver to reach that city. 
With Mayor Kaufman (left) is Harvey 


Frohlechs.ein, vice-president of the 
Schwander Appliance Co., who presented 


the radio. 


15, 1946 








PYGMALION: Frank Barmore, left, Landers, Frary and Clark, looks as if he wished 
that the pert lass deccrating the new Universal floor display would come to life. 
Ed Starker and John Caviezel are more business-minded as they discuss the latest 
Multi-Heat Control demonstrator. 





it will have the agency for Norge 
refrigerators and stoves, Universal 


appliances and Amana low tempera- 


ture equipment 


Edinburg—E. A. Marvel has leased 
a store which is being remodeled, 
and i1 which he will open an elec- 
trical appliance shop. He will handle 
Frigidaire appliances 


Kirkland—The D. & R. Electric 
Shop was opened for business re- 
cently by Dunmore & Redpath, in 
i remodeled store. New appliances 
are slow in arriving, and in the 
meantime the store is busy in repair 
and service work and house wiring 
JODs. 


Alton—Frank L. Howard and Milo 
LL. Wells have G.N.E 
Appliance Shop here, featuring a 
complete line of major and small 
ipphatnces and radios 


opened the 


Normal—Construction is expected 
to be completed soon on the addition 
to the Broadway garage which will 
house an appliance shop, H. B 
Metcalf and E. J. Metcalf, owners, 
said recently Che firm will have a 
Westinghouse franchist 


Springfield 


] 


Ray Becker, formerly 
employed by the Central Illinois 
Light Co., has opened the Becker 
Sales Co. at the junction of Routes 
36 and 66. Mr. Becker will keep a 
full stock of major appliances. 


Springfield—Albert Falluca, form- 
erly with Henry’s Washer Service, 
opened his own washer and vacuum 
cleaner Sales and Service recently. 
His new location is it 1026 E. 
Washington 


Wyoming—|!’. PD. Ogle has an- 
nounced plans for opening an elec- 
trical appliance shop in Wyoming, 
Ill., in the near future 

Ferris—S. J. Heaton, who was 
formerly with the Central Illinois 
Public Service Co., has just pur- 
chased a store to be known as the 
Ferris Appliance Store, and will 
feature nationally advertised merch- 
andise in both major and small 
appliances 


INDIANA 


South Bend—Kordona Sound & Re- 
frigeration Co., featuring radios and 
refrigeration, has opened for busi- 
ness at 828 Portage Ave. under the 


Management ot H Whartor and 
L. McKee 


Mexico Frigidair 
Maytag washers and ironers, RCA 
Victor radios and G-F small appli- 
ances are featured in the new appli- 
ance store and electric company, See 
& Sons Electric Co., with Carl See 
as the proprietor and Earl See as 
the radio repair manager 


\pphane es, 


IOWA 


Hartley—A new radio store has 
been opened here by Vincent Moor 


Tabor—Boyd C. Nelson, formerly) 
with the Kansas Power & Light Co 
will engage in a new business doing 
electric wiring of all kinds, and will 
merchandise, as soon as they are 
available, a complete line of appli 
ances His firm will be known as 
the Nelson Electric Co 


Tama—Ed Drobny of Fairfield \ 


open an appliance store at i! 


KANSAS 


Wichita Peters Radio & Appliance 
Co., 213 E. Williams St., is this 
city’s newest business George 
Peters is proprietor 


KENTUCKY 


Louisville—Capitalized at $10,000, 
Theobald Electric Co. has received 
a charter from the secretary of state 
The incorporators include Harold 
L. Theobald, Edward J. Theobald, 
Sr., and Edward J. Theobald, Jr 


MASSACHUSETTS 
Haverhill—Nathan Ydzinsky has 


opened the Ideal Heating Co. at 48 
White St. and has appliances on 
hand \ complete line will be car 
ried, and stove and furnace repairs 


will be featured 
MICHIGAN 
Saginaw—Two former high school 


teachers, Edwin Jahns and Wilfred 
Schoen, have opened the Court Cen- 
ter Appliance Sho; Service and 
repair will be featured, and a ma 
chine shop will be available for mak 
ing parts to order 


Gaylord—A new 


ance and_= service 


electrical appli- 


t 


shop has been 
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Moo is rent building 


Lacoaia— | W. Kimball, a radio 
engineer is opened an appliance 
i i 1 i ls to 
‘ T + 
Lakep 
) i i c 
Farmington—Rober R. Wilke 
\WW5 I] 
¢ ‘ ‘\ i 
S 19 « 1S and will 


BLUEPRINTS FOR WASHDAYS: Manufacture of the new Bendix automatic home 


ironer will be set up from the blueprints which these executives of Bendix Home Appli- 


ances, Inc., are studying. 


NEW JERSEY 


Newark—With Ben Sweet 
inager, the Monar« 


manager. 
wy Dias anage 


h Rad  & Ao Buhl Manufacturing Co., Detroit. 


Left to right are: W. F. Linville, general sales manager 
Judson S. Sayre, president; and Walter J. Daily, advertising and sales promotion 
A contract for the manufacture of the ironer has been given to the 








iance Co. has just opened for busi- 
( at 1056 Berg St., featuring 
Vestinghouse, Crosley, Zenith and 


home and auto electri- 


NEW YORK Stores, In 


cal appliances; capital 200 shares 
Buffalo—Moser Electrical Appli- p.v. stock; incorporators: Lester 
nee is a new itlet for the |. Berlove, Jack Harrison, Sidney 


Saponick, Powers Building, Roch- 





ester. 
Elmira—\\ H g nag 
ft H 1A ( whi Brooklyn—I mperial Radio & Appli- 
ness at 247-249 ance Mart, Inc.; radios and parts; 
\ St Che firm is affiliated 100 shares n.p.v. stock; incorpora- 
Hvgeia Refrigerator Co tors: S. Paul Fishman, 63-53 Haring 
Ir... Rego Park: Rose L. Strocchis, 
New York—N. H. Nelson, | has % Jackson St., Reuben E. Lenkow- 
( tort t 1] ! irl St. to re- sky, 4211 Bedford Ave., Brooklyn 
Viel pageeaee 3 Ee . the firm. Mamaroneck— Massa Electrical Ap- 
M I>] nd Nat liances, Inc.; 100 shares n. p. v. 
, \ ates at stock; incorporators: Charles Mas- 
Mi tages sa, 209 Halstead Ave Vera Heu- 
feld, 510 Monroe A Magda Far- 
Buffalo—A b is be« is, Evelyn Court, Mamaroneck 
; ‘ | | 1? ; 
“, 1 ) K, ra . Brooklyn— Normai Electri Co., 
Chas R Mickle Inc.; to deal in electrical devices of 
| kinds; capital 100 shares n. p. v. 
A liar stock; Zelda S. Abrams, 575 Ocean 
State Ave., Evelyn Lieberman, 260 Pacifi 
St.. Brooklyn; Samuel | Miller, 
Rochester Villas Appliance 570 Seventh Ave., New York City. 





MANS Bist The 


At 











ELECTRICITY GOES TO THE DOGS IN BUTTE: A window which stopped 
every dog lover in Butte, Montana — and that meant the largest part of the popula- 
tion—conveyed effectively a message regarding electricity which had nothing to do 
with dogs. 


The window in the main office of the Montana Power Company was 
filled with cutouts of various breeds of dogs, from cocker spaniel to Great Dane, 
each with a single word to designate the outstanding virtue associated with that 
type of dog, such as “Ready”, "Fast", "Tireless", "Dependable", "Powerful", "Clean" 
and ‘Faithful’. Over all was a sign reading, Man's Best Friend—Electricity". Practi- 
cally every passerby stopped to pick out his favorite dog—and none who stopped 
could miss the message. 
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New York City—Polk Radio & 

pliance Corp., Queens; capital, $1 
000 in $100 shares; incorporator 
Morris Schreibe r, 
bronx; Ingrid Cederstrom, 49 
Argyle St., Irving J. 
Broadway, Brooklyn. 


New York City—Barrett Brot 
Inc., Bronx; to deal in applia 
radios, aircraft, etc.; capital 
Shares n 
Myles B. Smend, Maurice D 

phin, David J. Bannon, Jr., 


William St., New York City 
New York City—Permaid 


ances, Ine electrical and me 
ical products; captial, $10,006 
$100 shares; incorporators: M 
81st St., Pearl Por 
183rd St., New 
Gurfield, 2196 Mat! 


line Le <.. 237 E 
mon, 501 | 

City; Irving 
Ave . Bronx. 
New York City 


aa 
aeai nm 


Elmase, Ir 


$50,000 in 
ators J 


St., Lynbro« 


$100 shares; in 

*k; Charles Glogger 
Lexington Ave., New York ( 
Katherine Marchese, 407 Stanh 


St., Brooklyn 


32 W. 169th St 


p. v. stock; incorporators 


Saks, 433 


electrical appliances; capital 


Stanton Lyer, 70 Monroe 


New York City—The Expert Appli- 


ance Corp., 
trical appliances; 
n. p. v. stock; incorporators: ( 
line Calmbacher, Samuel W. | 


lips, Sylvia Eisenberg, 391 E. 149 


St., Bronx 


New York City 
ance Corp.; electrical 
capital, 200 shares n. p. v. 
incorporators Haveling, Maur 
Golcomb, Morris Goldstein, 
Broadway, New York City. 


New York City 
Corp; household appliances; cay 
200 shares n, p, v,; 
Ruben Schwartz, 
Harold G 
New York City. 


New York City 
Co., Inc.; 


applian 


Robert Levit 
1450 Broadwa 


Cooper, 


Tri-State Elect 
capital 200 shares n. p 


t 


stock; to deal in electrical and meé 


chanical appliances; incorporator 
Michael A. Nathan, 43 Kingst 
Ave., Port Jervis; Esther J. Mast 
Samuel J. Nathan, 175-09 Jc 
Ave., Flushing. 


New York City—Elex Applian 


Inc.; electrical and mechanical 


Bronx; to deal in elec 
capital, 200 shares 


Haveling Appli 


incorporators 


¢ 


Sage-Tex Sales 


vices; capital, $20,000 in $100 shares; 


incorporators: Mitchell Fein, 237 


8ist St.. Jacob Ain, 501 E. 183: 
Gertrude 


St.. New York City; 


o 


Blank, 1700 Harrison Ave., Bronx. 
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TRAINING PLANNERS: Final plans for a basic sales training program, sponsored 
by the Pennsylvania Electric Co., are formulated in a three-day conference in Erie 


of Penelec residential sales directors and supervisors. 


men will receive instruction. 
program. 


Under the plan nearly 300 


F. H. Hipp, supervisor of sales training, will direct the 
Pictured are, back row, left to right: B. J. Beezer, H. W. Neville, P. W. 


Vaught, A. F. Widmann, and C. G. Munzer. Front row: E. M. Fleckenstein, D. G. 
Salsgiver, G. N. Cramer, and E. H. Kifer. At the lectern is Mr. Hipp. 








NEW BUSINESSES 





NORTH CAROLINA 


High Point—E. G. Jarvis is presi- 
dent and treasurer of High Point's 

business enterprise, the City 
\ 


ian 


nce store. 
Charlotte—Chapman and Wilhelm 
( 1as ben incorporated to deal in 
equipment and appliances for the 
me Authorized capital stock is 
$100,000; incorporators are R. L., 


Chapman, E. H. Wilhelm, Helen M. 


hapman, all of Charlotte. 


Greensboro—With Gus Ruof as 
manager, the Ritz Appliance & 
Equipment Co. has opened for busi- 
ness at 110 S. Greene St. 


Roanoke Rapids Speight-White 
Co. has received a charter to deal it 
electrical appliances \uthorized 
capital stock is $100,000; incorpora- 
tors are H. S. Speight, W. V. White, 
Robert = Josey - III, all of Roanoke 
Rapids. 


Hamlet—Hamlet Appliance Service 
will be operated as a partnership by 
Walter Bourne and Arnold Safrit. 


OHIO 


Dayton—Appliance Shop has been 
incorporated with $25,000 authorized 
capital, by Nicholas’ F Nolan, 
Charles H. Boesch and L. J. Stoeck- 
' 

Cleveland—Lectradio Sales Corp. of 
Ohio has been incorporated with 
240 shares of n. p. v. common stock, 
by Philip Jacobson, Helen A. Ram- 
bousek and William J. Kraus. 
Columbus 


Allied Appliance Co 
been incorporated with 150 
shares of n. p. v. common stock, by 
Carroll W. Horne, M. W. Rocken- 


baugh and Dale Rowen. 


Columbus—Sackett Electric (¢ orp. 
has been granted a corporate charter 
with 1,000 shares of n. p. v. common 
stock. Principals in the firm are 
listed as being Corine E. Clingan, 
Ralph F. Brawley and Gordon A. 
Brawley. 
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Parma Heights—York Appliances, 
Inc. has been incorporated with $500 
authorized capital, by Edward P 
Pfister, George Brackenbush and 
Clifford L. Herbst. 


East Toledo—J. \V. Ball has opened 

the Ball and Son Appliance Shop 
307, Main St., featuring Ben Hur 

refrigerators and Sunbeam _ small 

appliances, as well as allied mer- 

chandise. ©. M. Ball has been named 
lanager 


Cheviot—Electric Appliance & Tel 
evision Corp. has been incorporated 
with 250 shares of n. p. v. common 
stock, by Albert Reid, Henry Wan- 
kelman, Walter J. Foster and Floyd 
Anderson 


Cincinnati—Capitalized at $5,000 
Ace Vacuum Stores of Cincinnati 
has just charter from the 
secretary of state Maurice Cher- 
azie, William E. Heller and Gilbert 
Paneth were listed as incorporators 


received i 


OKLAHOMA 


Tulsa Rov Mvyers has opened the 
House of Color, “a new and modern 
headquarters for household acces 
sories and electrical appliance . 
Boston and Sixth 


OREGON 
Portland—C. R 


Thomas, long ac 
tive in the contracting field, has 
added electrical appliances to his 
business and recently opened a re 
tail store at 2747 N. Lombard St 
with Hoftfmar Electromaster and 
Blackstone products 


Portland—W. H. & | 
Floyd M & | Foss have recently 
organized the Supreme Radio & 
Appliance Co. in Portland and 
opened a store at 2909 N. Lombard 
St. carrying Philco, Admiral, Allen 
and G-E lines 


Johnson and 


RHODE ISLAND 


Providence—Allelectric, Inc. has 
received a charter to do a general 


1946 


business in electrical devices, elec- 
trical contracting, etc. Incorpor- 
ators are Irving H. Strasmich, Al- 
bert Louis Rosenstein, Providence, 
and Pasquale Feole, Cranston. 


SOUTH CAROLINA 


Columbia—Monck’s Corner Electric 
\ppliance Co. has been chartered 
with $5,000 capital and G. D. Mc- 
Knight as president 


SOUTH DAKOTA 


Bryant—Roland Holm of Vibourg 
has opened Holm’s Appliance Co., 
which will handle Philco, Easy and 
Premier products. A fair stock of 
radio repair parts has already ar 
rived, together with appliance 
samples. 


Mitchell—Percy Berg, of 
Minn., has opened the 
ance Store. 


Bagley, 
serg Appli- 
Mr. Berg operated an 


appliance business before Navy 
service 

TENNESSEE 
Knoxville Farmers Exchange 


Store has opened at 102 Patton St 
under the aegis of Olen Evans and 
Paul Matlock, to sell appliances and 
allied lines 


Columbia—The new Bass Electric 
Co. has opened for business at 1812 
S. Main St., and is prepared to sell 
and service appliances, as well as 
handle all kinds of wiring 


Nashville—With H. L 
president the Ramsey Electric Co., 
$22 Deadrick St., has just received 
a charter from the secretary of state 
to deal in electrical appliances, ma- 
chinery, etc. 


Harlan as 


TEXAS 


Wichita Falls—A full line of elec- 
trical handled by 


Tire and Supply Co., new 


cal appliances will be 
the City 
retail store opened here recently by 
Webb Smitham, general manager 


Dallas—Sun Electric Corp. of Texas 
has been incorporated with capital 
stock of $1,000. Incorporators are 
Harold B. Sanders, Knox W. Sher- 
rill and E. T. Armstrong 


Dallas—l-ederal Household Appli- 
ance has been chartered with capital 
stock of $6,000, with Theodore B 
Sherrill, Norman J. Hambecker and 
Mrs. L. B. Sherrill listed as incorpo- 


ators 


Amarillo— A charter has_ been 
issued to Southwestern Appliance 
Co., Inc., with capital stock of 
$45,000; incorporators: Harvey 
Southworth, Billy E. Southworth 
and Robert E. Lewis. 


VIRGINIA 


Richmond—W ith Louis M. Justa as 
president, the Justa-Buckman Co. 
has been organized here with auth- 
orized capital of $50,000 to deal in 
refrigerators, air conditioning equip- 
ment, etc. 


Big Stone Gap—Capitalized at $25,- 
000, Nickels Appliance Co. has been 
organized to deal in electrical appli- 
ances and equipment. W. W. 
Nickels is president. 


Richmond—With maximum auth- 
orized capital of $25,000, the Rich- 
mond Heating & Equipment Corp. 
has been formed to deal in appli- 
ances and heating and plumbing 
equipment Irvin Cantor is head 


of the new firm. 


WASHINGTON 
Walla Walla—Noland Electric Co. 
has been opened at 1552 E. Alder 
St. by Homer V. Noland. 

WEST VIRGINIA 
Charleston—Mountain State Appli- 


ance Co. has been opened at 29 
Capitol St. by Mountain State Dis- 
tributors. Stewart Barnes of Charles- 
ton is president of the latter firm. 


Charleston—A. W 
opened a store at 703 E. Virginia St., 
dealing exclusively in appliances. 
Mr. Richardson operated a similar 


. : ‘ 
yusINess prior to the wart 


Richardson has 


WISCONSIN 
Stoughton—A new 


appliance store 


has been opened here by Leonard 
Boldbeck and Kermit Bartz 
Waterford—lakke Electric Co. has 


been incorporated, with a_ capital 
stock of 2,000 shares at $10 per 
share. to “deal in, repair and serv- 
ice electrical and other machinery, 
appliances, equipment, etc.” In- 
corporators are Fraley N. Weidner, 
Nathaniel A. Lamke and Phyllis 


Madler. 


La Crosse—Van's Farm & Home 
, headed by George Van Ael- 
stvn and Clarence Witt, is a new 
outlet for electrical appliances and 


allied met 


servi 


indis¢ 








TOY TRAINS GO ELECTRONIC: The younger generation will develop an early 
familiarity with electronics if the manufactureis of toy trains have their way. Here 
an engineer in the Lionel Corp. plant at Irvington, N. J., shows the tiny receiver 
which responds to medium frequency radio waves radiated from a one-tube trans- 


mitter to control all the operations of the animated cars of the trains. 


Not only do 


cars unload and couple and uncouple, but trains reverse and start independently 


of one another by means of the radio waves. 
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which turns on a program to awaken 
in the morning, and a few minutes 
after radio turns on the buzzer 


sounds; mottled mahogany plastic 














case. 

Heralder incorporates a volume-con 
trol feature known as Select-A 
Larm that permits user to adjust 
the buzzer alarm to any desired 
sound level from soft to loud; round 
ivory model with chocolate | 
face 

All models are self-starting, requ 
no winding, have sealed-in-oil mi 
anism; operates on 60 cycle, 110-125 
volt a. 


Electrica VM Inds , April 1 
MONITOR Refrigerator 1946 


Monitor Equipment Corp., 110 E. 42nd 
St., New York, N. Y. 


, rR 
wtures: Ca ty 7.5 cu. ft 
ermetically scaled-in-stee 

freon-1l2 refrigerant; 10-pt 


tive temperature control from 
"Apt 


ast Treeze to “detrost twin food 


of porcelain enameled 
vith tight-fitting glass covers; 
porcelain enamel meat compartment 
stores 10 Ibs. meat or fowl, equipped 
with glass cover; non-refrigerated 


vegctable storage bin; Dulux exter 
ior, porcelain enamel interior 

Electrical Merchandisu April 15 
1946 





¥ v 
WESTINGHOUSE Sun Lamp 


Westinghouse Electric Corp., Bloom- 
field, N. J. 


Device Select-O-Ray sun and heat 
ray lamp 
j ures Combines a 275 
watt RS sunlamp and a 250-watt 
R-40 heat ray lamp in 1 fixture; 
lamp container, base-mounted tubing 
and base are finished in ivory baked- 
on-enamel; bow and _ adjustable 


eight tubing chromium plated; 





G-E Clocks 


General Electric Co., Bridgeport, Conn. 


Models: Beam Alarm, Tune-A-Larm 
and Heralder alarm clocks 

Selling Features: Beam Alarm plugs 
into bedside lamp and instead of 
alarm ringing in morning, lamp 
flashes m-and-off at 5 second 

i alarm is not 

turned off within 7 min. an insistent 

buzzer sounds; ivory plastic cas 
lune-A-Lagrm plugs into radio 


mtervals, if Hashi 





vay 3-position toggle action switch 
mounted on side of lamp container 
makes it possible to operate either 
ultra-violet or infra-red individually ; 
unit may be used as floor lamp or 
by unscrewing upper portion from 
sliding tube, as a table model; can 
be extended to 63 in. or lowered to 
40 in.; weighs only 12 Ibs; built-in 
reflectors on both lamps. 
I:lectrical Merchandising, April 15, 
1946. 
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Lilectrical Merchandising, April 15. Devise Del 


Selling Features “Five-foods” cook 


finish inside and out with white 
plastic trim 
Light on back of range is integral 
part of range design; 2-pic n 
ment set 
Electrical Merchandisi April ‘< 


1941 





TUTT Iron 


The Tutt Co., 4107 Willys Parkway, 
Box 54, Toledo, O. 


levice Automatic streamlined 
designed and styled by George \W 
Walke r. Detroit 

yelling Features: Equipped with a so 
called “dead man’s grip” arranged 
so that it automatically turns off it 
left in ironing position for a fe 
seconds without holding on to 
handle: weighs 33 lbs: heat control 
conveniently located on handle 





TUTT Mixer 


The Tutt Co., 4107 Willys Parkway, 
Box 54 Toledo, O. 


xe Tutt mixer designed 
1946 and styled by George W. Walker, 
Detroit 





Selling Features: Only 8 in. high; 4 
h.p. motor; equipped with power 
© take-off that operated through flex- 
«x ae ible shaft on which various accesso 


ae ee les can be snapped on, such as a 
; - 
—_— << buffer, a cream whipper, an egg 


%s ws «(CU beater, etc—these accessories can be 
a used on flexible shaft at same time 
; - bowl mixer is being used for other 
be purposes; easily cleaned 
Electrical Merchandising, April 15 
1946 
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MONARCH Roaster-Range 


Malleable Iron Range Co., 
Beaver Dam, Wis. 


Model; #57? 


ing top includes a qt. “deep-heet” 
electric saucepan (790 watts); high 
speed 8 in. frying unit (1750 watts) ; 
2-6 in. bast boiling and steaming 
units (1000-watts) and a 104 at MONITOR Freezers 
“deep-heet” roaster (1300 watts) Monitor Equipment Corp., 110 E. 42nd 
equipped with automatic oven-typ« St., New York, N. Y. 
temperature control. a — . 4 ; 
Oversize oven has 5635 cu. i shy HO! K HOFR-10 and 
capacity; equipped with 2400 watt HOFR-20 
top unit for fast broiling, browning ye 

















and preheating; 2000 watt lower p. mo 
baking and roasting unit: safety and = si ‘ { 
stop sliding shelves ; removable rack ning 

guides: illuminated dial temperature Model HOFR-10, 11.54 cu t 
control smokeless porcelain broiler capacity; } hy motor: two Yt 


( 
nart +t . } > 2 one 7 
pan; 2 shallow and 1 deep drawer partments—with 2.31 and 8.78 


; om inediie tid cnmaton 
for storing utensils; l-piece cooking it. capacity; doubl 1 opening 
q ] ) ) ? 19 ++ 
top and back; full porcelain enamel Model HOFR-20, 21.62) cu 
capacity ; h.p. motor; t et m 


vartments with 2.87, 8.78 and 8.78 
i 


45 cu Capacitics and separate 
opening tor each compartment 
“4 1 1 ’ 
All models have selective tempera 
7] ture control : F-12 refrigerant 
sealed mechanisn white bake 


7 enamel exterior and Polmarising 


synthetic white enamel inter 
Electrical Merchandising April 15, 
ot 1946 
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BT 4 } 5 
fs + t 
ra coed) ca te Sy ia tel - 
8% sy. ft. horizontal prime fre¢ zing 
surtace and 144 sq. ft. overall prime 
MASTER-DE LUXE 2 - BURNER TABLE STOVE MODEL 11 freezing surface; “no coil” alumi. [J 
num type evaporator assures maxi- : 
COMPLETE RANGE OF 6 COOKING HEATS mum ireezing area, highest efficien- : 
cy per cu .in. of space—no defrost- 
$ 40 List 5% more in Zone 2 Sold only in + $ 95 ing necessary; hermetically sealed, 
F.O.B. Chicago Standard Cartons 1oiseless : > " ‘. 
. > Sa pe yy mo = noiseless unit internally mounted, 
fan cooled; uses Freon 12, perma- 
ween nn nen ene erenneeneeene nently sealed-in refrigerant; mois- 
ONE BURNER ELECTRIC “STOVE ture-proof, vapor-proof, Fiber-glass 
O.P.A. Approved List $6.30 insulated cabinet walls; special | 
th burner. Standard packages of 12 “moisture-mizer” prevents accumu- 
Zach Net pci seccesces GAO lation of moisture through cooling | 
“mn * > 2) v. 
ELECTRIC COFFEE MAKER SET a a a So 
Pe yg sates ain seniee terior with stainless steel hard- 
4 Nak St Relat ily gp a ware; table-top height, rounded MI 
M t for Making Toast orners; lift-lid with automati 
Each Net $6.12 MYSTIC Clock - _ issnt 
saiinaial check. Me 
ELECTRIC HAIR CURLING IRON | Monitor Equipment Corp., 110 E. 42nd Electrical Merchandising, April 15, 
3 s St., New York, N. Y. 1946 Mode 
O.P.A, Approved List $2.25 
4 rw tere : — Sta ard | del ey stic 1 I 
Each Net $1.52 Mod E¢ 1 mystic clock. v Celli 
Selling Features: Powered by a 110 gare 
ELECTRIC ROOM HEATER volt, 60 cycle, 2-watt synchronous pat 
OPA approved list 86.95 motor in base; small knob at rear 4 
junior Irpos Standard of base permits easy resetting if cur- a 
— a <= ane rent should be interrupted; brown a 
IMMEDIATE DELIVERY on each of the above listed items Bakelite with chromium trim and $e 
2, discount Check with order or C. O. D. Net glass discs ; overall height 73 in., 7 
Kallway Express F.O.B,. Chicago. dial 5} in 
PLES LIOR EIR SE NS Electrical Merchandising, April 15, 
es 
(NATIONAL DISTRIBUTORS | v 
4754-56 CLARK CHICAGO 40, ILLINOIS | | U. S. Window Ventilator 
- United States Air Conditioning Corp., 
: Northwestern Terminal, Minneapolis, Minn, 
Device: U. S. window ventilator 
Y Selling Features: Brings in fresh air, 
recirculates or exhausts room air; 
single knob besides controlling the 
switch and air volume, selects vari- 
ous types of operation—knob at 
lowermost point supplies fresh fil- 
red <¢ . re rs otch, it I 
PRAK-T-KAL Broiler tered ur _ moved to fi t notch P 
gives partial recirculation of room ha: 
Practical Electric Products, Inc., uir, second notch recirculates 100% pal 
330 E. 148th S#., New York Cit room air and top notch makes the lar 
REFRIGERATION ; i ’ machine an exhaust fan—taking air Fo 
Mode! No. AM table broiler ; | 
pe . ‘ from room and blowing it out; Ch 
and Selling Features: WHeavy gauge pol- curved front grill automatically con- 
ished aluminum; dome style cover; trols direction of air flow—i.e., in of 
AIR CONDITIONING 133 in. Deluxe service tray; alumi- warm weather when fresh air is Ele 
| num drip » pan; 11 in. air inflow grill: being drawn in, air is blown down 19 
D t rR E ¢cTo RY pag vottles L glaze element; E-Z toward floor—in cold weather the 
grip handle; 2-heats: 1000 or 350 air is directed up toward ceiling— 
watts, 120 volts, a.c.-d.c any stage between these two can be 
Electrical Merchandising, April 15, selected by adjusting control knob 
First edition since 1942 1946 Electrical Merchandising, April 15, 
—soon to be published v 1946 
Over 300 pages of im- . 
\ portant data tells ORLEY Freezer 


who makes what and 
where, all the products ; 
=> used in refrigeration fevice: Orley home treezer. 


Orley Bros., 680 E. Fort St. Detroit, Mich. 























= and air conditioning hei Features: Uses the lg 5 
~ 240 product classifica- freezing and stot Pes in a single Bo 
tions—companies, personnel, addresses, etc.,—a wealth of wit e magic “Handeez-Tray” 
vital information on this gigantic potential world market industry which swings into position as lid is Flus 
Conveniently indexed; handsomely bound raised; 2 cu. it. capacity; provides 
Off the Press Soon — Price */ MT 
" a in aii: i mah ak ei r “ MONITOR Roaster 
BUSINESS NEWS PUBLISHING CO., DETROIT 26, MICH. Sb > g 
Send me a py of the 2nd International Edition of Refrigeration and Air JE. Monitor Equipment Corp., 110 E. 42nd 
Conditioning Directory immediately after its publication 4 PY St., New York, N. Y. 
Bill me Bill my company Check enclosed pee gt Vodel: RO-1. 
jua Company ¢ Selling Features Cooking well 16 in ] 
a City St long, 11 in. wide, 54 in. deep; white 
eer be nes baked enamel finish with alumilited 
BUSINESS NEWS PUBLISHING CO. § — oe oe 
450 W. FORT STREET . DETROIT 26, MICHIGAN Electrical Merchandising, April 15, M 
| 1946 | 
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MEISSNER Radio-Phonos 


Meissner Mfg. Div., Maguire Industries 
Inc., Mt. Carmel, Ill. 


6 cabinets—2 modern and 4 
vd models 

Sell Features Regular radio 
Icast, F. M., and short wave 

yn; 8-key tone control system 
4 for treble and 4 base; auto- 
record changer plays for 2 

is; Woofer speaker. 

Line includes 2 modern cabinets— 





Primavera and Modern; Primavera 
has lucite pulls backed by leather 
panels, set-in doors; Modern is simi- 
ir in striped mahogany veneer. 

Four period cabinets—Regency, 
Sheraton, 18th Century 
gned to blend with other pieces 
niture in the stvles named 


Merchandising, April 15 


Chippendale, 





v 


FLUSH WALL Radio 


Flush Wall Radio Co., 15 Washington 
Street, Newark, N. J. 


VICE 5-tube a.c.-d.c. Superhet for 


the-wall installatior 


install and 
easy to repair—swings out on pat- 
nted slotted hinges; overall size 
Si x 11} x 34 in. standard broad- 
cast; built-in antenna; plastic face 
of colors. 


April 15 


ng Features Easy to 


vailable Ina cl O1Cce 
trical Merchandising, 
1946 v 
MINERVA Radio 
Minerva Corp of America, 238 William 
St., New York, N. Y. 
Model: “Tropic Master” 


elling Features: Designed originally 


ELECTRICAL MERCHANDISING—APRIL 15, 





PRODUCTS 


for use by Armed Forces; a high 
fidelity trans-ocean, 8-tube, a.c.-d.c. 
Superhet receiver with standard 
broadcast and short wave bands. 

Electrical April 15, 
1946 


Merchandising, 














v 
WEBSTER-CHICAGO 
Record Changer 


Webster-Chicago Corp., Electronics Div., 
3825 Armitage Ave., Chicago, Ill. 


Model: No. 50 automatic record 
changer 
Selling Features: Compactly designed 


for use in the smaller radio-phono- 
graph combinations and as a replace- 
ment for outmoded changers; made 
with same basic mechanical features 
as bigger models in Webster line and 
has same qualities of record repro- 
duction; plays 10-12 in. or 12-10 in. 
standard records; has fast change 
cycle—about 4 seconds. Overall 
dimensions 12x12{x9 in. Machine 
can be completely installed from top 
on a standare 2 in. mounting board 
Electrical 


1946 


Verchandising, April 15, 

















v 
MONITOR Radio-Phono 


Monitor Equipment Corp., 110 E. 42nd 
St., New York, N. Y. 
Model RAM—47 table radio-phono 
model 
Sellna Features 7-tube, 60-cycle, 
a.c. model; frequency range 540 to 
1700 ke. ; large slide rule dial. Auto- 
matic record changer plays 10-12 or 
12-16 in needle pressure 
f approximately 1 oz. insures long 
automatic stop—shuts 
off motor after each manual play 
or last record of automatic play; 
115 volts; 5x7 in. elliptical Operadio 
- walnut cabinet 
Merchandising, April 15, 


records: 


recor | wear, 


type sp aker 
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A COMPLETE HEATING PLANT 
an sany- to vell package 





uM 





Dual Registers (one each side 
the partition wall) provide a 
gentle circulation of warm air 
for even temperatures and 
maximum comfort. 




















First floor installation — no 
basement needed. Size of en- 
tire unit, exclusive of registers, 
is Only 22%" x 40%" x 45% 
for the “big” model. Weight 
of unit supported by floor. 
Nothing visible at floor level 
except the registers. 


Equipped with the oil burner 
no competition can touch. The 
only vaporizing oil burner 
WITH ELECTRIC IGNITION 
ever offered in ANY oil floor 
furnace. After almost 20 years, 
never successfully imitated. 


. ) : 
= : HEC Lite nya) REGISTER 
OlL BURNING FLOOR FURNACE 





IS IDEAL FOR SMALL HOMES 


| It’s easy to sell this unit because it is a complete 
oil burning warm air furnace that is factory 
assembled in one compact, readily installed package. 


fest] pe lS 
cA wea lit | \w || 























fe) 
As the diagram shows, the intake of cool air and the discharge 
of heated air creates a gentle circulation of warmth, main- 
taining relatively uniform temperatures from floor to ceiling, 
in both the front and rear of the house at the same time. 





It’s easy to sell this unit because the H. C. Little vaporizing 
oil burner operates on an entirely different principle, which 
gives clean, smokeless combustion on low cost #3 furnace oil. 


It’s easy to sell this unit because the H.C. Little burner provides 
thermostatic furnace control and fully automatic operation 
with electric ignition — no pilot light to smoke or go out. 


AND, FOR ALL THESE OTHER REASONS 


Low First Cost ¢ Easy Installation ¢ High Efficiency « Complete Silence 
Money Saving Operation « Ample Capacity ¢ Absolute Safety 


Attractive Appearance ¢ Underwriters’ Listing « Factory Guarantee 


IT’S EASY TO SELL THIS UNIT! 
Our present dealers have first call on today’s production, but if you 
have an eye to the near future, write for our free booklet, “ How 


to Get Real Profits in Postwar Heating.” 


The Greatest Name in Low Cost 


fx: Automatic Oil Heat for Small Homes. 


) LAME 


Dept 4 San Rafael, California 





Factory Representatives in Principal Cities 
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Wuere To Buy 


Parts, Services & 


INDEX TO ADVERTISERS 
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Accessories 
Business News Publishing Co 26 
WASHING MACHINE PARTS 
“For any and all makes” Electrical Merchandising 29 
Most complete stock in N. W. 
Prompt Service 
Minnesota Appliance Parts Co. init Oiein Oe 18 
191 W. 7th S?. St. Paul 2, Minn. 
Interstate Electric Supply Co. 26 
SEARCHLIGHT SECTION 
(Classified Advertising) 
Employment Business Little Burner Co., H. C 27 
SELLING MERCHANDISE 
“OPPORTUNITIES" iti Niaaitn tie 8.9 


UNDISPLAYED RATE 
Not available for equipment advertising ) 
1 Ww | Mir $ POSITIONS 
WANTED part salaried employment 
- t ate na ance 
BOX NUMEER (‘are of ft ation New York 
> . * r re 


Minnesota Appliance Parts Co. 28 


i 8 is 


DISPLAYED RATE 


. Norge Division Borg—Warner 


Corp. 16 


nira ( ‘ i ‘ 
TISING INCH nm one n, 4 columns 

















Nutone, Inc Third Cover 


BRITAIN CALLING 

British manufacturing group with excellent factory- 
servicing facilities are ready te undertake tooling 
production and distribution of good Canadian and 
American domestic appliances under license or 
other arrangement in United Kingdom. Products 
should be those requiring after-sales maintenance 
DIRECTOR VISITING CANADA & U.S.A, IN 
APRIL 


Premier Vacuum Cleaner Division 


General Electric Fourth Cover 


4ir-Matl Particulers Immediately to 
BCM/REBUILT. London, W. C. I, England 





Selling Opportunities 28 





WESTERN CANADA 


Old established, Aggressive Electric Supply whete- 
sale with three fully equipped Branch Warehouses 
covering Manitoba, Saskatchewan, Alberta desires. 

Approved wiring device and appliance lines 110 
AC 60 cycle and 32 volts D.C. Finest Bank and 
redit references 

Electric Equipment Co. Limited, 
Saskatoon, Canada 


Silex Company, The 24 


Where to Buy 28 

















Save time and effort in winding 
and connecting jobs 


Diagrams and connecting tables for lay- 
ing out coils and connecting them in 
proper sequence 





_ & 













SHOP ; 
DIAGRAMS 


for motors of from 2 to 24 poles, 2- and 3-phase 


This practical manual saves your studying out 


onnections before you begin work, and saves 





lrawing up a new diagram every time you do 
1 winding job by supplying the diagrams and connecting tables for all the differem 
kinds of windings used in motors from 2- to 24-poles, two- and three-phase. It fur- 
nishes practical, step-by-step instruction on the laying out of coils for induction-motor 
vindings and connecting the ends of the group of these coils in proper sequence of 


phase and pole groups. 


Just Published! 


REPAIR SHOP DIAGRAMS 


AND CONNECTING TABLES FOR LAP-WOUND INDUCTION MOTORS 
DANIEL H. BRAYMER, ite iitorial Direction, Industrial Engineer and A. ©. ROE, 


Vanufacturing Engineer, Manufacturing 


Second Edition, 


and Repair Department, Westinghouse Electric Corporation 


387 pages, 182 figures, 52 tables, 74 charts, $3.50 
Each one of the many scores of diagrams in this manual is a practical shop drawing, 
marked with proper connections for the ends of all phase groups of coils so that they 
in be actually followed by the winder 
when making connections. 





McGraw-Hill Book Co., 330 W. 42nd St., N.Y.C. 18 
Send me Bra 


. r and ROE'S REPAIR SHOP DIA- 
[he diagrams are accompanied by GRAMS for 10 days’ examination on approval. In 
ibles that give the number of coils a cree, © Ste SNe o> leew See Sones aeons Se 
) the different phase groups and the : 
markings for the ends of these groups Name 
1s indicated on the diagrams. Address 
Chis new, revised edition of this popu- ‘ anc 5 
ar shop manual incorporates the Companys 


many changes and advances in the P 
design and construction of induction 


n ° FEM 4/15/4¢ 
(In Canada: Mall to Embassy Book Co., 
12 Richmond St. E., Toronto, 1.) 











STOKER DISCUSSION: A new dealer floor plan and credit selling idea for Whiting 
Stoker dealers was outlined by Lionel Geiger of the Central Furniture & Appliance 
Co. of this dealer meeting in the Hotel Frederick, Boonville, Mo. 
63 dealers and their salesmen; Lloyd E. Geiger, who conducted the meeting and 
gave a sales presentation of Whiting Stokers; and Frank X. Meehan, regional sales 
manager for Whiting, who discussed the new factory advertising and sales program 
for 1946. 


Present were 








COMPANY EARNINGS AND 
SALES REPORTS 











motors through World War II 
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Eureka Williams Corp. 


Eureka Williams Corp ul a net 
profit of $47,863 for its second quarter 
ended January 31, 1946, H. W. Bur 
ritt, president, reported in a_ recent 
statement. The net profit for the first 
six months ended January 31 was 
$137,474. <All remaining war produ 
tion was terminated by last October 
and during the January quarter the 
Detroit and Bloomington plants were 
converted to peacetime production 


Farnsworth Television and 


Radio Corp. 


The report to stockholders of the 
Radio 
Corp. said that for the six months 
ended October 31, after estimated taxes, 
the company showed a net profit of 
$500,845 as against $592,921 for the 


Farnsworth Television and 


previous yea! 


International Detrola Corp. 


The consolidated net profit for 1945 
of the International Detrola Corp. was 
$882,324.65, ompared to $820,478.77 
in 1944, president ¢ 
told stockholders 

Sales for the fiscal year ending 
October 31, 1945, totaled $36,244,179.76, 
an increase of $6,939,436.63, « 23.7 
percent, over! 1944 The figures in 
clude the four months of Rohr Air 
craft operations after the California 


Russell Feldman 
recently 


company became a subsidiary on July 
1, 1945. Excluded from operations are 
Universal Cooler Corp., Utah Radio 
Products Co., and Caswell-Runyan 
Co. which became Detrola_ subsidi- 
aries on October 31 

Detrola increased its assets during 
the fiscal year to $27.422,768.87 from 
$14,011,974.34, principally as result of 
the transactions which extended its 
interests in the electrical home appli 
ance field 


APRIL 15, 


F. L. Jacobs Co. 


F. L. Jacobs Co. and subsidiaries 
wrt a consolidated net loss of $380 


038.05 for the six months ended Janu 


iry 31, 1946. This compares with a 
msolidated net profit of $847,689.56 
reported for the six months ended 
January 31, 1945. The net loss for the 
six months ended January 31, 1946 
before Federal taxes, amounted to 
$2,425,638.65 and the estimated re 
covery of federal income taxes was 
$2,045,000 The loss stated is afte 
credit of $175,755 22 from the reserve 
or post-war reconversion of plants 
to offset net costs of reconversion 

the period 


Lear, Inc. 


Lear, Inc., in its annual report 
stockholders shows that the sales for 
the year 1945 amounted to $31,168, 
176.86 with a net income of $2,478 
106.47. before taxes. Provision fo 
iederal income and excess profit taxes 
imounted to $1,821,000.00, leaving 
net profit of $657,106.47. 


Minneapol:s-Honeywell 
Regulator Co. 


Minneapolis-Honeywell Regulator 
Co. reported net earnings of $3,436,637 
for the year ended December 31, 1945, 
ifter providing $8,347,000 for taxes on 
income, according to the annual report 
to stockholders issued early in March 
Net earnings for 1944 were $3,239,676 
ifter providing for taxes and $425,000 
for contingencies 

Net sales for the year were $84,392,- 
427 compared with $89,306,433 in 1944. 

The 1945 net income was equivalent, 
after preferred stock dividends of 
$349,050, to $248 a share on the 
1,243,800 shares of common stock com- 
pared with $2.36 a share in 1944. 
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McGraw Electric Co. 1945 reached the third highest point 
; : ‘ in the company’s history, being topped 
—> he McGraw Electric Co. showed a only ty 1943 and 1944. A total profit | 
_ income of $815,343 for the 12 ‘of $2566,533. before income taxes. YN ' 
J ¢ t ths to Sept. 3, which compares was earned. Income and excess profit We ve r 
: th $843,065 for the preceding year provisions amounted to $1,877,500, 
while the previously established re 
| P serve for post-war rehabilitation was . 
: Noma Electric Corp. drawn on to the extent of $29,929. In we new ans an ro ucts 
oe addition to the regular quarterly divi- ° p p eee 
; \ program which is expected to in dends on preferred stock, there was a 
: ease the sales of Noma Electric ial 7 52 7 ¢ ae oo ; , e 
rp. products to approximately $28,- asad yotage nets oS a = 
ges "1904 — atl; ‘d sett tock, equal to that paid in 1944. Also * 
000,000 in 1946 was outlined recently — ¢168.721, equal to 20 percent of th _ & e 
Henri Sadacca, president, before : 1944 earnings, was used to retire 1,654 eo 
im of bankers and industrial execu ; ‘ : ; 219 a 
he U : er Ciok 3 N ires ot prererred stock leaving 3,124 e 
es at the Jniversity ub in Ne vane: daikeinnline ie at Tincmmmane Ae a 
lf ne 2 
The 1946 forecast represents an i = ded 
ease of almost 100 percent over oe O SQ NOW . 
iting timated 1945 sales of $14,000,000 , e 
ne ; . . i = 
er ich includes the five months of sales Westinghouse Electric Corp. * 
— [Triumph Industries, Inc., since its FE ee Se gee aera een re ee = 
ke uisition by Noma Based on th were responsible for an 18 percent drop ° 
™ 1946 sales forecast and assuming 7 a 1945 hilline Fin Wi atid s 
am = 7 . “ n ¢ Nllings ot the esting Wh f h 
rofit margin of 12) percent before house Electric Cot fram the 1948 S at | you ave announced your new 
a net income of $2,232,000 ' ' ae ° : , 
’ s levels, as declared in the companys * 26 . 
etter sent year is pont y 5t- eel eupett, Mat tmeiek comianal & models, your advertising and selling plans, and 
yr to Mr. Sadacca his would ‘ . O45 on ‘no H 
pend tegcaen cae: eaaa eBe ita low rate in 1945, amounting to = shown your line at the January markets? 
— just to at le; — & tare miy 39 percent of net sales billed — 
1,636 shares of capital stock. Re enaidoat timstie \. Price netated : 
t hnancing Nas increased , , nae ‘ pa 
pital to about $7.000.000 out that the 1945 net sales of $684, : That was yesterday—and there's more to be 
_—" ' ri ‘ 730,060 compared vith $830.480.435 in 
1944 and $709,342,717 in 1943. Net = done! Just remember that your distributing 
. . income for t im t a“ 
Radio Corp. of America income before taxes and post-war —" . - : 
P sein: seantitindinl ta: Wa te = organization is probably totally inexperienced. 
Net earnings of the Radio Corp. of 1945, compared with $104,444,260 for = “1. ¢ 
. - ‘ > 2 . * 
\merica in 1945 amounted to $11.317. 1944 and $99,063,194 for 1943 = Or it includes so many new faces as to be 
S equive “Tl 5 nt 1 } Y ns fter aes cting we provisions for | « H 
—_ juivalent to 58.8 cents per share After deducting t visions for = almost a beginner outfit. Even tho’ the name 
mmon stock, it was disclosed it federal income and excess profits taxes eo 
RCA 26th annual report released and for post-war contingencies accrued | = on the franchise is an old one, almost every- 
tly by president David Sarnoff during the war months of the year, net * ‘ . 
compares with $10,263.291 in income in 1945 amounted to $26,800, . thing else today is new. 
444, when earnings after payment o 766, compared with $24,919,622 for * 
red dividends were equivalent to 1944 and $21,401,568 in 1943,” Mr 4 . _ — 
380 Sp pete See Doles maneened : While they're waiting for deliveries, organ- 
lotal gross income from all sources He noted that one-fourth of the 1945 — 
* x 
nounted to $279503615 compared net income, or 96982236, is duc toa | : ize and conduct a program of dealer educa 
) it} 3), 2 ¢ ( ( tie .. feck 1 p "ecce profi Ss . . e. . 
led n 9520421915 in 1944, a decrease reduction in federal excess profit = tion. Electrical Merchandising will help you 
wu 14.4 percent The total earned sur taxes cbtained because of company ex- ° 
“ at December 31, 1945. amounted penses of $8,167,949 for reconversion = make the sales meeting a year-round affair. 
‘ to Soc 108,118, compared wit $57.44 = 
to l at the close of 1944 
a ° . 
Zenith Radio Corp. 7 The single most potent force in the appli- 
Va 
: . = —" . 
te Stromberg-Carlson Co. Che Zenith Radio Corp, and_ sub = ance and radio industry, Merch" is a HOW 
rv sidiaries report an operating profit for 
Stromberg-Carlson Co., jn its the first six months of the fiscal year - magazine all the way through. The better 
1al report for 1945, has announced beginning October 31, 1945, of $369, bad P ° ' 
profit, after tax provisions sad 16208 alter deoreciation. caciec taxes. = dealers know it, respect it—they'll respond to 
reconversion expenses t ind reserves Federal income and a ° : i 
$708.926. Ship : = = the right kind of campaign. 
9/08 .920 Stupment excess profits taxes on this profit. ar¢ * 
lose of 1944 estimated at $279,113.00 net a 
_ a 
J 
* 
2 
+Tiiiititttiitttitiiitiiie Electrical Merchandising circulation 
“ of 36,000 blankets every desirable 
. outlet from coasttocoast. Secondary 
fo coverage assures your reaching the 
~ dealers’ salesmen as well. Mid- 
month News issue now enables 
‘"‘Merch'' to do on even better 
dealer-relations job. 
| Put it i 
UL lt in 
37 
15 
on 
- 
76 
OO 
2 The dealer’s choice year after year 
14 
a 330 West 42nd Street 
ot 
n MODERNEERED: Looking South in Landers, Frary and Clark's display room at the A MeCeaw-Ililt Publication New York 18 
New Britain plant. Shown are some of the washers, cleaning equipment and house- 
wares which the company has on exhibit. 
NG 
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WITH T RY \ N ’ t d t n order to nip this 
t t t ypliance indu 
‘ 1 fnew des 
) eV I aiy 
vs Jason Hurley SOME DAY, in the opinion of W. A. 
in. fresh home Duncan of the Hamilton-Beach Mfg. 
% leaning fluid ibit al lit will make it easy to mer- 
‘ e ¢ to use with the ‘ andi e appliances. For a long time 
uld depend on her ixer manufacturers have been aware 
tble liquid, al] that mixers are used largely for cake 
would | |. But she is likely to ™aking. Find out in just what parts 
ey ag ee of the country Swansdown cake flour 
1 housewives todav has its greatest sale, and you will have 
‘ -igarett Suppo : i pretty good patter: of where mixet 
the t r | up on her, and where ¢ easiest sold. 
the manufacturer? He can’t prove 
use naphtha. The 
é to the fact that here , of 
; - : SOME DAY, SAYS Bos JANDA of Gray 
wa for homedryclean-_ , - wae , <i 
bed the 1 a var Electric Co., St. Louis, somebody 
ne. ar 1 ked 1e house. wo . . : 
; : Re s going to write a story on “The 
) ions along this line : P . 7” ” 
; ; ' \natomy of Good Distributor It 
ire Ww ¢ the manutacturers = 1. : . 1: 
a will get over the importance in a dis- 
oars , tributor’s life of knowing personally 
Wher ne comes along and ta 1 le 3 ty 
pride : Metal , retail sales people in every store he 
KS \ around this legal as ™ cs - ' i 
~T : , sells. These folks are on the firing 
lic Jason Hurley, some , ; : 
: : z line, and their woes and pleasures 
be d yn I r t 1 . . ’ , 1 
agp aes should be the distributor’s also. Bob 
¢ earning for attentiot . , 2 , 
thinks that in a wholesale house the 
upply and appliance salesmen should 
be separated. For one things it takes 
ON PHENOMENA that have a lot more punch to put over appliances 
I I ip in Memp Tent than supplies. 
to-ho canvasse For example, not long ago one dis- 
1 und asks tl tributor told all his men to put a 
\ 1 ly for yot rtain proposition up to the trade 
I [That afternoon lepartment stor 
O ( a popular brand buyer called in. The manager asked 
n deposit. Mr him how he liked the proposition. 
I it, and that is the ‘What proposition ?” isked the 
of the gentlemar lepartment store buyer. That was 
I th retailers ¢ ug] Phe manager switched 
the elivery is what tip- another man to that account because 
pe Mm the p e to the racket, and it e felt his salesman was not able 
ported that ice ask dealers to to register properly with that depart- 
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ment store executive. 

Good distributor salesmen will work 
with the retail men, find out what they 
like and don’t like about the merchen- 
dise, and bolster them up when they 
need it. 

When meetings are held, Bob Janda 
feels that merchandise must be demon- 
strated. You can never get over too 
completely the thought you want to 
put across. These constant meetings 
are what makes a director of sales 
so eager for data and new ideas to set 
before his men. He is unlike an actor, 


as he has the same audience time 
after time, and must always come 
up with 2 new story. That’s why so 


many sales managers clip ELECTRICAL 
MERCHANDISING and store away all 
sorts of miscellaneous ideas for future 
springing on their men. 

3est way to hold men, thinks Bob 
Janda, is to see that he makes $75 to 
$100 a week, (in metropolitan areas). 
When he is making a good living, 
you can direct him and he will 
respond. The day of the retailer run- 
ning classified ads, picking up sales- 
men who sell and unload on their rela- 
tives, and dropping them, is over. 
There will be no more straight com- 
selling from now on, in the 


mission 


Janda opinion. 


Meet Our New 
Southern Editor 


Amasa B. Windham, “Windy” to 
his friends, is ELectr1icAL MERCHAN- 
DISING’S newly-appointed Southern 
Editor, with headquarters in Birm- 


ingham, Ala. He has an impressive 
background of newspaper and maga- 
zine work and served with distinction 
with the U. S. Navy during the war. 
Born in Ala., in 1905, 
“Windy” attended Franklin Academy 


Gi yrdo, 


in Columbus, Miss. and later moved 
to Birmingham where he went to 
Phillips High School. In 1928 he 
began his newspaper career as an 


artist. Later on the Birmingham 


News, he covered all reporting assign- 





AMASA B. WINDHAM 


ments from the police beat to the copy 
desk. It was here that he wrote the 
first story ever printed on the famous 
Scottsboro case. 

At various times he has worked for 
Pictorial Review in New York, the 
Los Angeles Times, the Atlanta Geor- 
gian and the Birmingham Age-Herald 
3etween times he has done fre 
writing, radio scripts and cartoons. 

Ten days after the Japs struck a 
Pearl Harbor, “Windy” entered 
U. S. Navy as a lieutenant (j.g 
serving in»the public relations offi 
of the Eighth Naval District, New 
Orleans until July, 1944. He went 
from there into Military Government 
served in the Philippines and then took 
part in the invasion of Okinawa. He 
was military governor of Chatan 
Atanniya and Toyama on that isl 
He was discharged from the Navy 
on Dec. 24, 1945 with letter of c 
mendation, American Theater ribbon 
Asiatic-Pacific theater ribbon, Philip 
pine liberation ribbon with two battle 
stars, and the Victory ribbon. He hel 
the rank of lieutenant commander 
his discharge. 











“SURELY . 








. . NOW WHICH DID YOU WANT A DEMONSTRATION OF?" 
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The \IME-CHIME 


Atlast! A 2-door NuTone chime and 
kitchen clock with a dial that’s big 
enough to see...a Telechron electric 
clock, at that! A 9-inch-square, all- 
chrome beauty for which you've a 
ready market at (approx.) $12.95, list. 















“The 
SYMPHONIC 


Another NuTone first 
. the only truly com- 
pact (14%4 inches high) 
eight-tone Westminster 
door chime! Never 
equalled in beauty and 
tone...never ap- 
proached in price- 
in beautiful gift carton 
(approx.) $24.95, list. 
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“The JEWEL 


You'll easily sell this magnificent all- 
brass Colonial 2-door chime to cus- 
tomers who prefer period design— 
with a touch of the modern. With 
push button to match in beautiful 
gift carton (approx.) $8.95, list. 





Flee are three of our seven new models 
on which we expect to start production 
within the next few weeks. They are eng/- 
neered, styled, and priced to make it easier 
for you to sell more higher-priced door 
chimes in 1946. So place your order with 
your NuTone wholesaler vow and get earlier 
delivery. If you don’t know his name, write 
our nearest sales office. NaTone, Incor- 
porated, Merchandise Mart, Chicago 54; 200 
Fifth Ave., New York 10; 931 E. 31st St., Los 


Angeles 11.; or Terminal Sales Bldg., Seattle. 











. S. (Premier Service) 


You do the selling — Premier does the work—on any 


make of cleaner! Service can be a mighty important source 
of profit for you in 1946—and as long as the demand 
for new vacuum cleaners remains ahead of the supply. 
*® Through sixteen conveniently located Factory Ser- 
vice Stations, Premier will rebuild your trade-ins for you, 
completely recondition your customers’ cleaners, and 
provide you with factory-built parts for your own repair 
jobs or over-the-counter sales. * Get the whole story 
now on what this profit-producing program can do for 
you... from your nearest Premier Factory Service Station 


PREMIER VACUUM CLEANER DIVISION 
GENERAL @ ELECTRIC 


1734 IVANHOE ROAD + CLEVELAND 10, OHIO 








... last of the 9th, 2 outs, the winning run on second—and here it comes! A hit! ...a line 
single to short right—a running pick-up! The ball streaks for the plate . . . the runner 
rounds third—races the ball for home! The catcher snags a perfect throw and stabs hard 
for the put-out—but it’s a honey of a hook slide—and the winning run is in! It's one 


for the record, brother—and a world championship is in the bag for another year! 


Spectacular plays win ball games, sure—but don't forget what really makes those 
spectacular plays—day after day sweating it out before the crucial games... running 
bases .. . sliding . . . fielding . . . hitting . . . over and over and over—till the team 


is ready to take on all comers—and win! 


THAT'S WHY PREMIER IS PREPARING NOW for the selling days ahead—and if you're 
a Premier dealer, you'll be prepared, too! Here’s just a partial listing of all the things 
going into Premier's preparedness program this year: 153,468,081 national magazine 
messages, a de luxe display for a truly dramatic presentation of all Premier models, 
brilliant neon-fluorescent signs to identify your store as Premier headquarters, demon- 
stration films to train your salesmen the modern way, broadsides, mailing pieces, folders, 


novel on-the-spot displays—everything it takes to help you be prepared! 


CHAMPIONS GET READY AHEAD OF TIME! 
































Ja 


